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UTILITY Pump

for All Cars

$12.00

For Fords $7.50

UTILITY Disap

pearing Truck

Body

For Fords,

Price $38.50

m m: THISDL MARK

iv

Look in the Jobbers’

Catalogs and You’ll Find

  

‘ $1.25

UTILITY Pedals

1hr “Absolutely Necessary”

Accessory for Ford Cars

You—a dealer in automotive products—know

the hardest man in the industry for the manu

facturer to sell.

That man is the jobber—your jobber and all

the rest, because he only buys the best.

That's why we ask you to look in the jobbers’

catalogs and find UTILITY Pedals. They are

there—as owners say—“The Absolutely Necessary

Accessory for Fords.”

Used and Recommended

By Those Who Know

The final test of any accessory is the verdict of the

man who buys it. In every instance owners of Ford

cars have backed up the judgment of your Jobber by

declaring the Utility Pedal [or Fords essential.

There is a big increasing demand for Utility Pedals.

Your jobber and all Utility Pedal users will advise you

to stock them now for sales.

Dealers—Order from your jobber.

Jobber—Get in touch with us.

HILL PUMP VALVE COMPANY

Mfrs. of UTILITY Product:

Archer Avenue and Canal Street

CHICAGO ILL.

Sales Department

The Zinke Col, 1323 S. Michigan Ave.,

Chicago, Ill.

:wsims'" " ‘ 'a a

" UTILITY Protected Heater _

For All Cart $9.00 to $25.00

4
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UTILITY Rim

Wrench for

All Cars

$1.75

UTILITY

Universal Wrench

Set for All Car

[noon r02 nus mm: mum l'i
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A two gallon model
Subscription, Per Aunnm (Postage Paid) . . . . - . . . . . . . . . . J2.00
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' A Proposition Not Matched

In the Whole Light Six Field

In the whole Light Six field the splendid specifications of the

1919 Velie are not matched at its price. Check them up .

and see. - i

Keeping pace with its outstanding construction values is its 1

t ' increasing popularity consistently maintained yeaf after year. ‘
V Today, the demand for the Bigger—Better—More Powerful

Velie has grown beyond all anticipation. The Velie franchise

means prosperity now and in the still greater market before us.

Backed by one of the most substantial organizations of America.

If your territory is open write for details of the new Velie Plan.

VELlE MOTORS CORPORATION

115 Velie Place, Moline, Illinois

. “Automobiles, Motor Truck: and Tractor:
“

\

    

 
 

Velie Special Continental Red Seal Long, extra roomy body. Graceful design by

Motor. Timkcn axles and bearings. famous Velie body builders. Deep plaited genu

Long,underslungsprings. Encloseddisc ine leather and curled hair upholstery. Un

clutch. Every feature of highest grade. usually wide doors. Velie lasting mirror finish.

  

When writing advertisers please mention Motor World—it identlflel you
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Selling Repairs

Intelligently and Making a Right

  

  

Percentage of Profit

Do you have trouble getting your customers to pay their repair bills?

Are you often troubled with a money loss in your repair department?

Have you ever longed for some Moses to lead you out of this wilder

ness of grief?

And did you read that story in the Nov. 20, 1918, issue of Motor

World about how Percy E. Chamberlain, manager of the Cadillac

Motor Co. of Denver, had worked out a plan for “flat rates for

repairs”?

  

Well, after that story appeared Chamberlain received hundreds of

letters from dealers all over the country asking for further informa

tion. Thinking men recognized this plan. as a great thing.

  

It is the greatest idea in service and repair work that has been

developed in this trade from its beginning until now.

__V_a§1i.\'ll.\%_‘

  

  

  

And in order that the whole trade may have the benefit of Chamber

lain’s experience and research he has written a complete story of

how he did it and how you may do it.

It tells the whole thing from beginning to end and is illustrated with

forms and charts.

It will run through several issues of Motor World, and—

The first chapter will appear April 16 in the annual

JX'ZKQINZRJ_!1_"_11M2L19L'_t!\%t]'_1l_'_t_'_.
 

Summer Merchandising Number

of

MOTOR WORLD

Get this first chapter with its colored charts and forms and follow

the story through. Years spent in school might not mean as much

to you FINANCIALLY as a close study of Chamberlain’s story.
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For the heavy daily service of industrial

trucks and machinery, or the lighter

speedy work of passenger cars Ahlberg

Reground Bearings serve equally well.

The Ahlherg Chain of Factory Branches

and Exchange System are arranged so

as to give you- immediate service on all

types and sizes of ball bearings. They

eliminate profit-wasting delays.

Get a service-tested Ahlherg Reground

bearing for your next repair job.

AHLBERG BEARING COMPANY

2636 Michigan Ave. Chicago, Illinois

New York City St. Louis

Boston Minneapolis

Detroit Atlanta

Philadelphia San Francisco

Cleveland Portland, Ore.
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The World Is Watching

YOU—Go!

  

Keep Going!

El

0 you know that the automobile industry is to-day being held up to the busi

ness world as an example for all business because of the way it shook off

lethargy and FORCED BUSINESS BACK?

Do you realize that YOU are one of those who helped do this thing which all

America now says everybody else should do?

LET’S ALL BE PROUD—AND KEEP RIGHT ON GOING.

In his statistical reports Roger W. Babson, wizard of financial prediction, says:

“. . . THE INDUSTRY IS ALREADY STRONGLY ORGANIZED FROM

A SELLING STANDPOINT,” and is ready to buy the products of its normal use.

And Charles J. Lang, president of the Lakewood Engineering Co., Cleveland,

speaking of AUTOMOBILES AND DRYGOODS, says: “THESE TWO IN

DUSTRIES ARE PERHAPS THE ONLY TWO LARGE INDUSTRIES

WHOSE BUSINESS HAS BEEN AND IS NOW ACTIVE SINCE THE

ARMISTICE.”

Why? Was it luck? Was it a natural return to business?

It was NOT! DECIDEDLY NOT!

It was the dealers, the trade, that did it.

Do you remember the condition that prevailed at the time the armistice was

signed? Factories were nearly 100 per cent on war work—and getting closer to it

every day.

Some parts of the country were overstocked with cars.

Dealers’ organizations were depleted, men had gone into the service, buyers had

crawled into their holes, and things looked black.

‘ Looming over the horizon could be seen the returning production of the war

busy factories—and there was no prospect of a return of the buyers. Had produc

tion exer caught up with demand it would have taken years to clear the wreckage out _

of this industry. '
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The dealers for 2 years had been fighting—fighting to meet war’s demands and

fighting to keep their organizations intact—fighting for this, that and the other

thing. Wherefore, in these dark days just after the armistice they said: “It’s just

one more battle. Let’s go at it!”

And they did.

THEY FOUGHT AND WON THE BATTLE OF BACK-TO-BUSINESS.

The first move was a meeting of the National Association of Automobile Show

Managers in Cleveland. The shows were put back on the map. They had pre
viously all been called off. I

Then began a campaign of propaganda. Activity began everywhere. Shows

were held' in towns where they had never been held before. Advertising was re

sumed. Salesmen began to work. The newspapers began to help. And business

began to come back in 60 days. -

After the first shows—every one of which was held by dealers—it was apparent

from their success that the industry had saved itself. MOTOR WORLD has a

record of 98 shows this year—more than ever before in any season. A year ago

there were 83.

ON TOP OF IT ALL THE TRADE-IS NOW SWINGING INTO A GREAT

REVIVAL OF THE DAYS OF CONTESTS, SPORTS AND PUBLICITY.

IT IS STILL FORCING BUSINESS. .

And that’s why other businesses are saying: “LOOK WHAT THE AUTO

MOBILE INDUSTRY HAS DONE! THAT’S WHAT ALL BUSINESS

NEEDS!”

YOU helped to do this thing, no matter what your place in this trade.

YOU helped save the third greatest industry in the world from disaster.

YOU will never know what might have happened had you not done your part.

And NOW—KEEP RIGHT ON GOING. If you are a dealer, keep right on

pushing for business. If you are a salesman, keep right on selling. If you are a

garageman, keep right on garaging. If you are a stenographer, keep right on work

ing. If you are an office boy, be the most eflicient ofiice boy in the world.

No matter if there is nothing to sell, do SOMETHING. Sell MORE repairing.

Sell USED cars. Sell SUPPLIES. Take orders for the FUTURE. Sell

TRUCKS. Whatever you do, DON’T SLACKEN.

We are now in a condition of car shortage. WE MUST KEEP IT SO. As

long as demand keeps ahead of supply our business will be good. And it can be so

if we all keep hard at work—as we have worked since November 11, 1918.

The world is watching YOU go.

KEEP GOING!

III III
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["No man has a right to go into business and not make money. It is a crime to

go into business and lose money, because it is a curse on the rest of the community.”]

Keeping Wreckage from Trade \

Waters

Jobbers’ Credit Men Have a Duty to Themselves and

to Their Customers — They Must Prevent Their

' Dealers from Getting Too Much Credit and Must

Bring the Standards ofthe Business to a Higher Point

[Every Jobber and Dealer Should Read This Story]

sories Branch of the National Hardware Asso

ciation held a meeting. A lot of things were

said on many different subjects. All those present,

including many makers of automotive equipment, are

deeply interested in the future of business.

One of the important subjects discussed was that

of credit. The chief speaker was E. E. Patten, buyer

a. FEW days ago in Detroit the Automobile Acces for Rice & Miller, Bangor, Me. Patten had some in

teresting views, and the convention found something

to think about. He pointed out that the credit man’s

duty is twofold—to his house and to his customers.

The convention was agreed that prices cannot come

down, that buying should go on, that a guarantee of

prices helps the trade, and that the prospect for the

future is good. As to credit Patten said:

Why

the necessity of improvement?

We will all admit that the Trade

Acceptance is a wonderful factor in mod

ern finance and bound, solely on its own

merits, to become increasingly so, even

though we do not agree that it is the one

and only panacea for all credit ills.

Yet when we adopted it about a year

ago a few of our competitors made so

much capital of it by telling the trade

that they would sell them goods on credit

without asking them to sign a note or

trade acceptance for the amount that we

Were forced to abandon the plan for the

present.

Even our bankers, members of the

Federal Reserve System, at that, penal

ized us on collection charges. However,

let us subject it to a critical considera

tion. assuming that you are all convinced

—as I am—that there is not only room,

but imperative need, for improvement.

If any one should question the need I

can only say that in our experience we

have found the business death rate in

the garage and automobile trade about

double that in our other lines. By death

rate I do not mean failures only, but all

business changes, as many are far

sighted enough to get out of the business

before they fail.

Presumably I am expected to outline

a plan of procedure whereby we might

eventually reach that Utopian state when

past due accounts, reserves for bad and

doubtful accounts, collection expenses

IMPROVING credit conditions? and other similar words, phrases and ac

counts, would be entirely eliminated

from our business vocabulary; when the

credit man has laid down his pen and

gone to work in the packing room or in

some other productive capacity, and

Dun’s and Bradstreet’s books have fallen

into a state of innocuous desuetude.

Debt Losses Can Be Reduced

However much we all feel that this

day is still very far away in the dim,

indefinite future, we are all agreed that

a great advance in the right direction

has been made in past years; that ap

proached in the proper spirit we shall

make still greater progress in the future.

I have enough faith in the abilities of

the business men of this nation to be

lieve that we can solve the problem, and,

while bad debt losses can never be en

tirely eliminated, they can and will be

materially reduced.

The problem before us calls for an an

alysis and study of the underlying causes

of business failure and, having found the

source of trouble, we must apply the

necessary correctives.

According to results of Bradstreet’s

compilation of statistics covering a period

of years, it has been shown beyond possi

bility of successful contradiction that the

individual is largely responsible for his

own success or failure—in other words,

in the great majority of failures the

cause is inherent in the individual him

self. Accordingly we shall confine our

attention wholly to those cases which

might be considered the personal ele

ment.

Consideration of this subject will be

confined wholly to experiences with and

conditions peculiar to the garage trade,

though these observations might apply

with only slight modifications to any line

of business.

Consider the class of men with whom

we must do business. The man starting

a garage is apt to be a good mechanic

with little or no capital and with an al

most total lack of knowledge of the

fundamentals of good business. Dissat

isfied with his job or eager to corral some

of the enormous profits which he sees—

or thinks he secs—his employer making,

he decides to open a garage for himself.

And here comes the first problem.

He rents a shop and embarks on his

business career. Usually most of his

capital goes into equipment and tools

necessary for his new enterprise. His

lack of knowledge of the fundamental

principles of business can be blamed for

the fact that too large a proportion of

his capital has gone into fixed assets and

his returns do not come in sufficiently

fast for him to meet his maturing obliga

tions, and he finds himself handicapped

from the beginning. '

Believing that he will take with him

most of the customers of the old concern

he lays in a large stock of parts and ac~
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cessories to be ready for them when they

call—and many times the call comes so

late that the profit has all been consumed

by the inevitable overhead before he has

an opportunity to use the goods.

Another thing that makes it hard for

the garageman, and especially the

smaller one, is that the peculiar nature

of the business makes it very incon

venient for him to keep adequate records.

He may be a good mechanic, and, due

to the fact that his entire time and at

tention are consumed by the mechanical

details of the shop, he neglects to attend

properly to the necessary accounting

duties. We can recall instances where

a man’s wife has been an equal factor

with him in his success, in that she at

tends to the office work and collections.

Of course, not all of them have wives,

and probably all wives would not be

capable of handling this part of the busi

ness.

Better Accounting Needed

THE POINT I AM TRYING TO

MAKE, HOWEVER, IS THAT IT IS

IMPERATIVE THAT SOME AR

RANGEMENT BE MADE WHEREBY

THE ACCOUNTING BE GIVEN THE

ATTENTION IT DESERVES.

This also explains why the garageman

frequently has so many slow-pay cus

tomers on his books.

The various other elements entering

into the consideration of this subject,

such as speculation, neglect of business,

extravagance and fraud, need not be

elaborated upon, as until human nature

has been completely changed these ten

dencies will be ever present. Needless

to say, the credit man must always have

his ear to the ground, with his mind in

a receptive attitude, as oftentimes val

uable information will come to him from

very unexpected sources.

Another point to be mentioned is the

ever-present specialty salesman. Not that

we do not value highly the help he has

given us, but our smaller customers must

have a credit limit and should not be

urged to buy up to this limit on one item

alone.

I believe that the specialty salesman

should always cover the territory in con

junction with our own men and be ad

vised by them in regard to what would

be a reasonable quantity for any cus

tomer to buy, especially such items as

lubricating oil, tires and the items that

easily run into large amounts.

I have in mind an instance of an oil

concern that apparently is trying to make

a jobber of every garage. In one in

stance, particularly, a carload of oil was

sold to a small-town garage, with a blank

rating in Bradstreet’s, at the same dis

count given the regular recognized job

her, not only overloading on this one

item but making it exceedingly difl‘icult

[or the owner to meet his other obliga

hone.

Now, perhaps we jobbers must share

some of this responsibility, perhaps we

are frequently overanxious to swell our

volume.

It is my belief that the remedy for

existing conditions lies almost wholly'

within our power to administer, and,

having outlined some of the causes re

sponsible for the slow-pay and no-pay

customer, let us consider briefly what can

be done to eliminate or at least reduce

this expense burden.

Heart-to-Heart Talks

First we assume that every jobber has

a credit department that is fully alive

to its responsibilities and opportunities

and fully capable of measuring up to

them. The credit manager is anxious to

see the firm get all of the business it can

safely handle.

Having this equipment, it is the duty

of the credit manager, personally when_

ever it is at all possible, to ascertain how

much knowledge the prospective cus

tomer may have of the fundamentals of

good business.

If he is somewhat deficient in this re

spect, a good heart-to-hea-rt talk, given

in straightforward man-fashion, helps

wonderfully.

Of course, it is not always possible to

meet every customer personally and in

a limited time learn of all his faults and

weaknesses. This is where the salesman

and the credit man must co-operate.

The attitude of the average salesman is

that the credit man is continually tear

ing down the business that the salesman

is building up. But nothing is further

from the truth.

Every credit man worthy of the name,

and with the best interests of his firm

at heart, is just as anxious to increase

business as is the salesman. Both should

be actuated solely by the desire to do all

the business that can be done safely and

at a‘profit.

Salesman Should Assist

The salesman should and usually does

have as good a knowledge of the funda

mentals of good merchandising as the

credit man and should be as anxious to

see that his customer follows along the

lines recognized as being safe and neces

sary for a successful business.

He should firmly believe—and in this

should be backed up by his house—that

he is not justified in selling anything on

which the customer cannot make a profit

—nor should he sell him more of a given

item than can be disposed of in a reason

able time. It appeals to me that any

stock that does not show a clean turn

over of at least twice a year should be

designated “dead stock" and be discon

tinued. The capital involved can be bet

ter used in live lines.

The quick turn-over is the real secret

of successful merchandising.

The credit man should constitute him

self a business adviser to the customer

and gradually direct him into the proper

paths. If carefully handled, this can be

done without friction, as the average

dealer is only too glad to be able to call

upon the jobber for advice and sug

gestions relative to the proper conduct of

his business.

Of course, if the necessary amount of

capital is not forthcoming to assure the

success of the venture, the credit man

should show the prospective customer

the inadvisability of beginning until suf

ficient capital has been secured. The

function of a jobber is the distribution of

merchandise AND HE CANNOT ECO

NOMICALLY OR CONSISTENTLY

ACT AS BANKER.

The credit department should also take

some pains and be willing to spend a

little time and money to assist the‘begin

nor in devising and installing a proper

accounting system. This should be

simple and require a minimum of time

and effort; it should show at all times a

man’s standing and costs of doing busi

ness, so that he can be in a position to

recognize and eliminate non-paying lines.

The item of used cars taken in exchange

on sales of new ones should always re

ceive special attention. In our experi

ence we have seen a dealer’s prospects

changed very much for the worse by this

one item.

Another thing that is not only de

sirable but necessary is a closer co-opera

tion among the credit departments of

competing jobbers—-frequent exchange of

ledger experience—to the end that the

man who is running behind may be de

tected in time and the proper remedies

applied. If only a mild dose is neces

sary, so much the better.

Credit Man BEST Friend

Perhaps some will take exception to

the following statement, but I am fully

convinced that the jobber or manufac

turer that insists on prompt payment of

accounts is the real BEST friend of the

man operating on small capital.

I firmly believe that more failures have

resulted from too much credit than from

too little. If a man knows that his bill

is due on a certain date and must be

paid promptly, he will not allow his own

accounts to run until they become uncol

lectible. It is a constant and compelling

force urging him to keep his house in

order—he realizes that he must make

good and if he has the capacity he will

make good.

Some one has said, and I believe it

worthy of repetition: “No man has a

right to go into business and not make

money. It is a crime to go into business

and lose money, because it is a curse on

the rest of the community."

So, in eliminating this item of "bad

debts, we should consider ourselves in

the light of public benefactors. Not to

cope with this evil and eliminate it, if

possible, will weaken our commercial

structure. If we sell goods to a poor

credit risk, who is-a competitor of one

whose credit is unquestioned, we not only

risk a loss on the poor account, but we

are deliberately aiding him in undermin

ing the credit basis of the good customer.

Oftentimes the small dealer with little

or nothing at stake enters into a cam

paign of reckless price-cutting, some

thing that he is in no position to follow

up, the only possible result being the

complete demoralization of the trade in

the locality, to the ultimate disadvantage

of all concerned.

(Continued on page 33)
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Brooklyn Opens Its Double-Header

Real Estate Boom in the City ofHomes Helps Sales

of Cars and Trucks— Bright Season in View

  

The use of very broad aisles was one of the distinguishing and excellent features of the first part of the

Brooklyn show in the Twenty-third Regiment Armory. Next week trucks will take the place of cars

ROOKLYN, N. Y., March 29——

Brooklyn opened its double-header

show to-night, and despite a belated

Winter wind there was a good crowd in

the broad aisles of the 23d Regiment

Armory. This week passenger cars hold

sway and next week trucks will take

their place. As usual, the show is well

arranged and prettin decorated.

Brooklyn merchants have been looking

forward to their show, but there are not

many of them who think that the auto

mobile-buying public needs much of a

jolt. Fact is, the buying public has been

buying pretty heavily of late and the

principal concern of dealers right now is

to get cars. Sales have been going along

at a good clip for the past few weeks

due to the warmer weather, and it is

not anticipated that the snow of last

week will have a very bad effect, or one

that will last very long.

Brooklyn is primarily the city of

homes, but this spring it is noticeably

short of homes. Every dwelling place is

occupied and the real estate people say

they are experiencing such a boom in

building activities as they have not had

in years.

The same holds good for Long Island.

Not all Brooklyn dealers cover the whole

of the island. The majority of them have

only Kings and Nassau counties, and

some have Queens County as well. And

out on the island there is just as great

a shortage of homes. In every com

munity within commuting distance of

New York builders have their hands full

to keep pace with the demand for new

houses and the renters are nearly ready

to close up shop because there is nothing

to rent.

Need for More Garages

There is no gainsaying the fact that

Brooklyn is enjoying an era of pros

perity. A good proportion of its dwellers

live in apartment houses, which means,

of course, that those of them who own

cars must patronize public garages. This

in turn has brought a year of good busi

ness to the garages. At present it is

practically impossible to find garage

space anywhere in the city, and new

garages are springing up like mushrooms

over night.

This is particularly the case in the

Flatbush section, which is the aristo

cratic section of the city. The comple

tion of the new subways has brought a

great real estate boom to the Bay Ridge

section too, where long rows of small

detached houses are going up. Many of

these are equipped with private garages.

Many, however, are of the “attached”

variety, and there are just as many car

owners in these as there are in the de_

tached houses, which means more garages

are going to be necessary.

The homes in this particular section

are occupied in large part by industrial

workers—those who work in the ship

yards and in the munitions and other

plants that line the Narrows. They are

a prosperous lot. Wages for labor are

high and the number of cars in this sec

tion is increasing rapidly.

The call for cars of the several closed

varieties apparently is on the increase.

This is easy to account for, inasmuch as

the majority of owners drive their OWn

cars. They are in the great middle class.
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Just a glimpse of one of the aisles and the overhanging decorations at the Harrisburg automobile show

For example, the Chevrolet factory

branch, which in the past 9 months has

disposed of 900 cars, states that fully 60

per cent of these have been sedans; the

remainder are mostly open cars, with

just a sprinkling of winter jobs and

coupes.

How Registration Has Jumped

In the two years between 1916 and

1918 the registration of commercial ve

hicles in the counties of Kings, Queens

and Nassau have practically doubled,

which gives a pretty good indication of

the possibilities for trucks in Brooklyn

and nearby Long Island.

In 1916 there was a total of 6847 com

mercial vehicles registered in these three

counties, as against 13,854 for 1918. The

registration of passenger vehicles has

shown a steady gain, though the jump

has not been as noticeable as it has with

trucks. In 1916 the registration of cars

totaled 41,771; in 1918 this had increased

to 56,645—a jump of 14,874.

One new car made its initial appear

ance at the show. This is the new Dodge

Brothers four-door sedan. In appear

ance it is almost exactly like its prede

cessor, which has only two doors. The

principal difference is that the side panels

are permanently attached, whereas in the

older model they are detachable. The

chassis is unchanged. The price is $1,870

delivered in Brooklyn, this including the

war tax and the freight.

It is expected that the commercial ve

hicle show next week will be a record

breaker from the point of attendance and

business. In view of the real estate

boom, the influx of Manhattanites into

the Bay Ridge section and the comple

tion of the new subways, local merchants

will have larger delivery problems on

their hands than in the past, and this

undoubtedly will stimulate sales.

Army to Sell Some Junk Cars

WASHINGTON, March 31—Requests

for bids on motor trucks and passenger

cars made by the Zone Supply and Port

Storage Officer at Baltimore to the .pub

lic last week have liken withdrawn be

cause they did not specifically state that

the vehicles offered for sale were only of

scrap value and not usable. New pro

posals asking for bids will be sent out by

the War Department in the near future

which will distinctly state that these pas

senger cars and trucks are beyond repair

and only good for scrap purposes. The

total number of vehicles offered for sale

is less than 100.

\iiil'la'i __ ‘ a a 1*

  

Wilmington Organizes

WILMINGTON, DEL., April 1—To

further the interests of the automobile

trade in this city and to insure an auto

mobile show in the future, the Wilming

ton Automobile Trade Association has

been formed. Enoch Moore has been

elected temporary president and H. R.

Freck secretary. Moore has appointed

the following members as a committee

on nominations: W. A. McDonald, chair

man; E. C. Ulrich, Edward Bixby, H. R.

Loose and Nat Howell. H. R. Freck and

Nat Howell have been appointed a com

mittee to see that the dealers are well

represented in the organization, and the

following committee on by-laws has been

formed: H. R. Loose, Herbert White,

lIenry Taylor, Herbert Smith, E. C.

Ulrich and W. A. McDonald.

"e

Fhlgs and then more flags helped make the Harrisburg show attractive
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ABOVE is a general view of the

show put on in Grand Rapids by

the Grand Rapids Automobile Busi

ness Association, and shows the ar

rangement of the passenger car sec

tion. At the right is another view

of part of the passenger car section

which will give some idea of the width

of aisles

  

Two Shows

That Were

Automotive

  

AND this is a really automotive

picture. It shows that part of

the Little Rock, Ark., show which was

devoted to aircraft. The engine in

the foreground is a Liberty, and the

exhibit contained about everything

pertaining to planes except the planes

themselves
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Gold from the Fence Corners

It’s There—It Has Been There jbr Years—All You Need Is a Basket and the

Disposition to Leave the Big Roadfor a Few Minutes

“ t l OW that I’ve got that out of my

system what I want to know is

what you mean by all this stuff

about showing initiative and getting

ahead in the company and all that sort

of stuff?” demanded George Roper.

He didn’t say it the way it looks in

type. He said it in that very informal

way the Reilly salesmen had of talking

to the head of the house every time they

had anything that had become too heavy

to be retained longer on their chests.

Reilly had been telling young Roper

about how he ought to try to be a better

salesman, to get on in the world, and as

a starter to get on in the Reilly organ

ization. As a starter in that last named

operation Reilly had suggested that

Georgie display a windowful of initiative

——do something original.

Do Something Original

Wherefore Georgie had demanded

more details on the subject.

“Get some more prospects! Sell some

thing! Do something! I don’t care

what!" Reilly replied. “Do you expect

me to figure out something for you and

then have you call it original?”

“Well,” Georgie began, “I can’t for the

life of me think of a thing to do. I’ve

gone to work and sold up on Sennetts.

We haven’t got a car in stock and won’t

have for forty days. I can go right on

taking orders if you say so, but if I do

I'll spend the rest of the summer keep

ing my buyers sold while they wait for

cars. There’s nothing to sell. What’s

the use?”

“There’s a nice fat lot of used cars

out back,” Reilly retorted, “and I know

where you can get a lot more—if you

want them."

“Yes,” Georgie came back, “but we've

got a used-car prospect list and we keep

working it all the time. What can I do

on that?"

Intensive Work Needed

“Georgie,” said Reilly, “do you know

that one of the marks of the successful

dealer—and salesman—in the near fu

ture is going to be the degree of inten

siveness with which he cultivates the

sales field?"

“How ”

“Do you know that there are great

gobs of prospects in this town, eligible as

buyers, and just waiting for someone to

give them a little push?"

“No! Are there?"

"There surely are," Reilly replied.

HEW” city in the country, and every

 

BY RAY W. SHERMAN

hunk of farm land, are full of people who

will buy cars if someone will only go out

after them instead of waiting for them

to come in. Thousands of dealers are

doing the same thing you are doing.

They’re waiting for business to come in

through the regular channels.

The Old Way

“In your case you are expecting to get

your start from the prospect list. You

never give a thought to putting names

on the prospect list. All you expect to

do is take them oif. In the case of the

dealers, they are waiting for the names

of prospects to come in through news

paper advertising, through owners,

through shows and through the other

usual channels.

“There’s a man now!" Reilly pointed

out the window to where Bill Hemp, the

automobile man on the Callawassa News,

was entering the salesroom across the

street in a search for news, information,

advertising, conversation or anything

that would help his batting average in

the “front office.”

“Bill Hemp!”

“Certainly! Why not?” Reilly de

manded. “And probably on the News

are half a dozen more men who can be

sold cars if someone shows them that

buying a car is easier than they thought."

“What do you mean?"

“Just this," Reilly explained. “Bill

wants a car. Everybody wants one. The

reason he hasn’t got one is that it would

cost him five or six hundred dollars, the

way he figures it, and that’s a lot of

money. Bill doesn’t realize that he has

that much money, and so he keeps right

on wanting a car, and always will until

somebody shows him how he can buy one.

Sell Used Cars

“Now, here’s the dope. Out there in

the back of the barn we’ve got several

cars that don’t cost a million dollars

to run and which we can sell for five or

six hundred dollars and make a profit.

Any one of them would be just what Bill

wants—but he thinks he hasn’t got six

hundred dollars."

“Has he?” demanded Georgie.

“Well—" and Reilly drummed the desk

with his fingers, “I happen to know that

ever since the first Liberty loans Bill has

been sticking from ten to twenty dollars

a week into Liberty bonds. He never

saved a cent before in his life. To-day

he must have eight or ten hundred dol

lars in bonds—”

“Which he wouldn’t sell on a bet!” in

terrupted Georgie.

“Correct,” Reilly continued, “and

which he needn’t sell. But any banker,

especially a banker who is approached

right, will loan six hundred dollars on

those bonds and Bill can keep right on

paying his twenty a week and have his

car paid for in no time. Meantime he’ll

have the car and we’ll have the money.”

“Huhl” granted Georgie, and he un

easily watched the door across the street.

“And then,” Reilly went on, “there are

several other men down at the News

who must be as well fixed as Bill is.

They don’t want to sell their bonds, they

do want a car, and they can’t conceive

their having five or six hundred dollars.

They’re thoroughly sold on the car idea

—and so are their wives—and they’ll

really be grateful to the man who will

walk in, take a sheet of copy paper and

show them in a couple of jabs of a pencil

how they can buy a car."

Prospects Many

Georgie again grunted “Hub!” and

kept his eye on the door across the street.

“Then,” Reilly continued, “there are

many other folks around town who could

buy cars if someone would only show

them the way. There are lots of fellows

with good salaries who can buy cars.

There are lots of mechanics who can buy

cars. Outside Callawassa are farmers

who would buy cars if someone would

only' shake them a little and bulldoze them

into it. They are by habit used to hang

ing onto their money. They want some

one to take it away from them.

“This more intensive work is going to

be a part of our methods from now on.

We’re going to work out a definite plan,

even if we have to send our salesmen out

to ring all the door bells in town.

The Gold by the Wayside

“For too long we have all traveled

down the Big Road. We've taken the

easy way to profits. We're going to keep

right on traveling the Big Road, but at

the same time we’re going to look into

the fence corners and pick up some of

the gold that’s there. As for Bill

Hemp—"

But just then Bill Hemp, at the wheel

of a little used car, rolled out the drive

way across the street, guided by a driv

ing instructor.

Said Georgie: “Huh!”

“Yes,” agreed Reilly, "Huh-two times

Huh!”
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W. S. ROBERTS

should know them.

know them.

know them.

[I III

1—Why the man who is going to sell tractors

2—Why the man who is selling tractors should

3—Why the man who has sold tractors should

I1

These stories are from the years of experience of W. S- Roberts, the

Case man in St. Louis.

has lived tractors for years.

from the wealth of his knowledge.

He knows tractors as you know baseball. He

And he is giving Motor World readers

The interviews were secured by

Clyde Jennings, whose stories of business facts are more readable

and interesting than much fiction. Read all of these stories.

The first one ran last week. The third one will appear next week.

2—Why the Man Who Is Selling

Tractors Should Know Them

The Major Reason Is That He May Be Able to Take Advantage of

the Countless Leads That Will Develop in Day-to-Day Experience

 

mate there are more than

5,850,000 farmers in the

United States waiting for trac

tors,” said W. S. Roberts, manager

of the J. I. Case T. M. Co. in St.

Louis, in continuing the discussion

“THE Case statisticians esti By Clyde Jennings

sons why he should know about his

own tractor or tractors, if his com

pany, like the Case company, makes

several tractors and they fit to differ

ent uses.

“Now, we advertise and guarantee

that the Case_10-18 will do certain

work at a certain expense if properly

handled. Also we advertise different

things for the Case 20-40.

“Now, how can a dealer place these

two tractors if he does not know any

of why a dealer should
 

.know about tractors.

His previous remarks—

:in Motor World last

week—were confined to

dealers who were get

ting ready to sell trac

tors. This time he was

talking of the selling of

these handy machines.

“These figures sound

.a bit staggering, but

they point out exactly

the reason why a dealer

should know about trac

tors generally and espe

cially the tractor he is

selling.

  

“There are many rea

 

Golden Harvest

HE tractor missionary work has been done. The

question is no longer “SHALL I buy a tractor?”

but “WHEN shall I buy a tractor?”

The dealer can answer the question “WHEN?” by

saying, in advertising, letters and by other advertising

that will reach the farmer, “This year is the time.”

Count the farmers in your neighborhood who can use

tractors. Make a careful list of the prospects with the

best ones at the top. Then cultivate that field intensively

and, as a stimulant toward immediate purchase, irrigate

the field and hand work it.

Your list, if you live in any average farming com

munity, should convince you that the tractor field is

certain to return a golden harvest—W. S. ROBERTS.

  

 
 

thing about them?

There is only 0 n e

thing about it. He, or

s o m e o n e representing

him, has got to know

what this farmer needs

and see that he gets that

tractor. The dealer who

sells tractors that do not

fit is going broke, because

he will never sell a cus_

tomer but once, and, even

with this almost 6,000,000

prospects in front of him,

he cannot hope to get by

with badly placed goods.

“But each of these nearly

6,000,000 men who are going

to buy something more than

7,000,000 tractors, for a lot

of them need more than one
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that his caser indi

\‘ltlufll and he will insist on answers to

his own questions.

“Two farms, side by side, as nearly

identical as it is possible for farms to

be, present different problems because of

the individuality of their owners.

"These two men do not farm alike.

They may raise, generally speaking, the

same crops but they have different ideas

as to methods and they state their needs

in a ditferent way. The dealer who does

not talk to them about their own prob

lems, understandingly and intelligently,

lmean, is not going to sell them.

“It is entirely possible to sell both of

these men the same tractor, and it will

be 100 per cent efl‘icient from tractor

standards in both cases because tractors

will do more than one thing.

“But the man. who sells the tractor

nut convince these men.

The Dealer Must Sell Make of Tractor

“These nearly 6,000,000 farmers we

me talking about probably are sold on

the general idea of a tractor. But they

are not sold on the make of tractor. That

is up to the dealer."

To make plainer his point, Roberts di

grassed a bit to trace something of the

history of the tractor from a plain plow

pulling machine to a handy and almost

complete farm implement that has every

l-lllllg but brains,

As a matter of fact, he said, the trac

tor was sold to many farmers years ago

when they looked longineg at their idle

steam engine when plowing was held up

by a sick horse. Nowadays a farmer

whose work is stopped because of a sick

horse or a stubborn farm hand, and who

lees on the neighbor farm the plowing

zoing ahead with a tractor run by the

farmer’s daughter, is NOT asking

‘SHALL I buy a tractor?” “but “WHEN

will buy a tractor?"

"Now, the dealer meets No. 1 of this

nearly 6,000,000 prospects. This man has

been sold completely on the plowing, etc.,

but, as he sees it, his chief problem is

hauling and silo filling. Also he insists

that this tractor be able to turn in a cor

ner of his barn lot where the'circle diam

eter is not more than 25ft. These are

easy problems, but they require some

mowledge of the tractor to answer them,

and. if the dealer cannot come right out

and talk of them, he has lost Prospect

No. 1. He will go where his questions

'u be answered.

Advertising That Instructs

‘The Case company is doing much ad

vertising these days and so are other

tractor makers. The object of this ad

vertising is to interest the farmers and

thaw them how a tractor can be used to

“vantage in their work.

“Naturally these advertisements can

to: be a primer of tracmr construction

2: each case. Likely they would be self

étplanatory' if the reader had all of

*?.=m and would read them carefully.

But that, of course, is out of the ques

:l;-n. Ile reads one particular ad. It in

terests him, and the next time helgoes'

'nto town he hunts up a tractor dealer

is talk about that advertisement. Qf

course, he does not say just that, but

the advertisement has raised questions

that he wants answered.

“The motor car has paved the way for

tractor education. But right off the reel

some one is going to ask the new tractor

dealer: ‘What difference is there in the

use of gasoline and kerosene in a motor?’

and he wants his question answered.

The man who does not speak right out

has lost the advantage of having first

chance at this prospect. The chances are

this prospect will say: ‘Well, he doesn’t

know anything about it; I might as well

order from that. mail order catalog. That

house has always made good on what I

have bought.’

“That kerosene question is merely a

starting point for other questions and

the motor car has just primed this man

to be on edge to ask about fuel strainers,

carbureters, fioat valves, air washers and

other things.

“Then, too, the motor car owner has

bad lubrication drummed at him from

the day he bought his car, and he is en

tirely sold on the economy of plenty of

oil and entirely sold on the uneconomy

of the waste of good oil, for he realizes

as well as any one else that oil costs

money. He wants to use plenty, but not

too much.

“So while he is considering the buying

of this tractor or that, he will play a

bit off-side by asking about the lubrica

tion. He will want to know about the

type of lubrication system, all about the

pump, how often oil must be renewed,

what kind of oil, the influence of the

weather, about the crankshaft bearings,

the connecting rod bearings, the piston

pin bearings and differential gears, etc.

Now, this is not more talk, but any trac

tor salesman who has delivered the goods

will tell you the same story.

Buying Horses and Tractors

“Did you ever see a man buy a horse?

Well, there are a lot of things about that

horse that the buyer must judge for him

self, because he does not expect that any

one will tell him the truth. and no one

can judge of certain things in his way

of judging.

“But the tractor is a different proposi

tion. He is just as curious about this

iron horse without brains as he is about

the flesh and blood horse and he expects

to go over it in just the same way. It is

his way of doing business. The farmer

knows by long training what fuel, oil,

etc., that horse will need, and after a

while he will know about the tractors,

but in the meantime he is going to get

this information from the man who ought

to know. -

“When these nearly 6,000,000 pros

pects come to repeat their tractor buying,

the business will be different, for then

the buyers will not ask so many or the

_ same kind of questions that they ask now.

On these repeat orders they will feel of

its legs, look at its teeth, test its wind,

etc., of their own knowledge, and such

questions as

pointed.

“On the first buy their questions are

pointed enough, but they do not entirely

understand all of the wires, bearings,

they ask will be very'

.rods and pins they sea. 13%!" v“1.81! Will

not come back to buy of the man who

did not tell them the truth about every

one of these things. ' .

“Now, the tractor dealer who sells only

tractors is not getting the most out of

life, and he must know his tractor to

know what else goes with it. He should

by all means sell the plows, discing tools.

harrows and the belt tools, as well as all

of the rest.

“He cannot know what to advise oi

these unless he knows his tractor. No

catalog will answer all of the questions '

For the man who is entirely on the job

the sale of even a small tractor can well

mean several thousand dollars' worth 01

business.

“It is an annual business. By that 1

mean it comes back year after year for

new tools and for renewals of those that

were well sold. There is no end to this

business until the farm wears out or

farming goes out of style. And both 0/

these contingencies appear rather re

mote. '

Keep Demonstrating Tractor

“But there is one other thing about

the tractor business that is as important

as the knowledge of the tractor. That

is to have a tractor on which to display

this knowledge.

“I do not believe that it is possible

to sell tractors without a sample on the

sales floor. I know that no man will do

his merchandise justice who has not

enough belief in it to buy a sample. He

must have something to talk about and

to show. A catalog is a poor substitute.

“A demonstration is the best sales

agency for a tractor. Show the men of

the community just how it works. Put it

through all of its gaits. And the dealer

who will sit in the saddle while doin

this will make sales easy. '

“If he has a man in overalls, a 1114b

chinist or a factory expert to run it, he

has made things harder for himself be

cause some, at least, of these farmers

will think that if they buy the tractor

they will have to hire a machinist or

their farms.

“But if this town merchant can get

in that seat and make it cut didoes, pull

stumps, plow and other things, he will

say: ‘If John Jones can do those thing:

and- not soil his collar or muss his hair.

that thing will be an eight-horse team

when I get a whip hand on it."

NEXT WEEK

Why the Man Who Has Sold Tractorr

Should Know Them.

 

Number Plates for Scrap Metal

Collecting old automobile license plates

and selling them as scrap metal is one of

the latest Red Cross methods for earn

ing money. This collection is being made

throughout the country. Estimates by

the Red Cross place the total cash value

of all these old plates, as scrap metal, at

$750,000.

In Buffalo, in order that motorists may

not be inconvenienced, a receptacle has

been installed at the Secretary of State’s

office, so that applicants coming there

for new licenses may deposit their old

numbers on the same trip.
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Is It Legal to Sell Mortgaged

Property?

Editor Motor World: In June, 1917,

we sold a car to a young man and took

a mortgage on the car and one‘half of

12 acres of potatoes. Before his note

came due he was called to the service.

His father was considered very good pay

and our bank advised us to take a note

from his father, which we did, and re

turned the young man his note. After

renewing the note two times we asked

the father for the money from the pota

toes as a payment on the car. He said

he hadn’t any. All we received was one

payment of interest. In 1918 the father

filed a petition in bankruptcy, our note

being the only account he owed, with no

assets. We called him up on the tele

phone and he told us we could have the

son’s car, and when we went after it

he gave it up willingly. The car will sell

for only about half what the note calls

for, so we stand to lose about $550 if

we are not paid. The young man has

received his discharge, but he will do

nothing toward paying for the car, and,

in-fact, seems to think that he can re

plevin the car, thus beating us entirely.

Now, first, can he get the car back and

keep it legally?

Secondly, have we any hold on either

the father or the son for selling mort

gaged property (potatoes) where the

original note was returned? The son sold

about $300 of them before he left and

the father sold the balance after the son

had gone to the army. The potatoes

that the son sold were disposed of before

the original note was due—Cheney’s

Garage, Washburn, Me.

Answer—Your question cannot be an

swered on this page. In order to answer

your question properly, it is necessary

to examine the notes, the mortgage, etc.

Under the circumstances, the thing for

you to do is to retain legal counsel. While

we are always glad to give information

on the law, we cannot advise as counsel

or otherwise in any given case, particu

larly where we are not familiar with all

the facts.

Loaning Money to Second-Hand

Car Owners

Editor Motor World: I wish to finance

time payment contracts on new and used

cars through the dealers, as one branch,

and to loan money direct to owners of

second-hand cars as another branch.

With respect to the latter I thought best

to accept a bill of sale and issue a sale

contract to the borrower. In any event,

what are the best methods of protecting

the lender against prior outstanding con

tracts, mortgages or liens?—Michael

Sorensen, San Diego.

Answer—We regret to say that the

questions you ask are not within the

province of this department. We shall

be glad to answer any specific question

you ask, but we cannot undertake to tell

you generally all the law covering this

kind of a business, as we would have to

devote an entire issue to answering your

question. My suggestion is that you put

yourself in the hands of a competent

California counsel. Tell them what you

want to do and let them tell you how you

can legally do it.

The Lien Law Again

Editor Motor World: (1) When does

the lien on an automobile expire? We

have been told that the lien is void after

90 days. We are holding a bill of nearly

$50 covering labor and parts which is

now almost two years old. Would the

lien law still hold good in this case?

(2) If a note is accepted as payment

on a new car and payment is not met,

can the car be reclaimed under the lien

law?

(3) How should a note be made out so

that the dealer has possession of the car

until fully paid for without taking a

mortgage on same?—Ed Schram, Addi

son, Ill.

Answer—The Illinois Garageman’s

Lien Law provides that an action to en

force a lien must be instituted within

three months after the lien attaches. The

lien law has nothing to do with cars sold

conditionally or otherwise, but refers only

to storage, repairs, etc.

 

Must File Certificate to Validate

Lien

Editor Motor World: I would like to

know whether I can hold a car that is

brought to my shop for repairs? The

bill will be about $40 and I already have

a bill for $38 against this same car. Can

I hold the car for both bills? This old

bill has been on the books for about six

months—Maze Auto Co., Auburn, Neb.

Answer—“Any person who makes, al

ters or repairs, or in any way enhances

the value of any vehicle at the

request of or with the consent of the

owner shall have a lien on such vehicle

while in his possession for a

' cause the damage.

  

 

Perplexed ?

Does some point of

law perplca: you?

Why don't you ask

Motor World’s legal

editor to discuss the

question?

  

 

reasonable or agreed charge for the work

done or materials furnished; and shall

have the right to retain Said property

until said charges are paid. If posses

sion of the property is parted with, the

lien may be retained if a certificate is

filed in the office of the ‘clerk of the

county where the work was done .or the

material was furnished, or the property -

was kept, together with a verified state

ment of the items of work and a de~

scription of the article repaired . . .

within 60 days after the last item was

performed.”

If you let the car go out of your pos

session and do not file a certificate within

60 days after the last item of work is

performed you lose your lien. Of course,

if the car is brought in your possession

again for further repairs, it would be

policy to hold it for both bills, but you

must be careful to do everything that the

law says you must do.

Use Reasonable Care

Editor Motor World: I would like to

know about garageman’s responsibility

under the Wisconsin laws in case a car

left in our garage under the three follow

ing conditions was damaged by fire:

1. Car is left for repairs and no

storage charged.

2. Car is left for storage to be paid by

day, week or month.

3. Car is left for storage for which no

charge is made.

We have signs put up reading, “Cars

left here at owners’ risk.”

What is our responsibility for other

accidents such, for instance, as fenders

or body bent or scratched by shoving

other cars against the one stored under

the three above conditions? -—0. F.

Stelter Auto & Machine Co., Bloomer,

Wis.

Answer—In the absence of a definite

contract provision to the contrary you

would be responsible in the first two

cases you mention if you did not use the

degree of care that a reasonable man

could be expected to use to preserve the

customer's property under the circum

stances.

In the third case you mentioned you

are only under a duty to use slight care

to preserve the property as you are not

benefiting directly or indirectly by hav_

ing the car in your possession.

As to other accidents you are of Course

responsible if you or your employees

If the damage was

caused by other persons then they are

responsible.
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Packard Airplanes in Commercial

Production

Demand for Planes Already Exists Among Wealthy Sportsmen—

Packard Dealer Organization Used for Distribution—Some Dealers

Have Made Sales and Entered Orders

MMEDIATELY after the armistice

was signed the Packard Motor Car

00., Detroit, began to consider the

matter of turning its war experiences in

the airplane field into commercial chan

nels. The factory, having been tooled

up and laid out for the production of Lib

erty aircraft engines and having already

commenced the manufacture of the La

Pere type of plane, found itself in an

advantageous position to swing over to

commercial airplane production should a

iemand be found for this product.

Based on the assumption that in this

:ountry there are hundreds of wealthy

sportsmen to whom flying would appeal,

the Packard company has already de

signed and brought out its first line of

airplanes. These will be made at first

in limited quantities and marketed

through the Packard dealer organization.

Some of the dealers have already placed

their orders for planes and are now re

porting sales to users.

In designing the planes and engines it

has been the aim of the engineering de

partment of the Packard company to in

corporate the best features of the Pack

ard and Liberty aircraft engines devel

oped before and during the war. It has

been found possible to eliminate some

0! the objectionable features of the pre

rious types, these largely having to do

with installation difiiculties. The changes

have resulted in a material saving of

Wright in the completed plane, as well as

living greater simplicity in design and

more reliability in performance.

Some of the important alterations may

be mentioned. For instance, the car

bureter is now located on the bottom of

the crankcase, with the necessary intake

passages carried through the case. This

 

SPECIFICATIONS OF THE

PACKARD AIRPLANE

Poworplant

Packard eight-cylinder, 160 hp. engine; 160

hp. at 1525 r.p.m.

Weight. complete with propeller hub, self

starter, battery and engine water, 585 lb.

Fuel consumption. 0.50 to 0.54 lb. per

horsepower-hour at. sea level.

Wing and Control Surface Area

  

  

  

  

Sq. Ft.

Main planes. total... . 387

Ailerons, total 43

Vertical fln . . . . . . . .. 5

Rudder . . . . . . . . . .. 11

Tail plane . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 30

Elevator, total . . . . . . . . . . . . . . . . . . . . . . . . .. 22

Weight

Machine empty

Gasoline . . . . . . . . ..

Oil . . . . . . . . . . . . . . ..

Water . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

Tools and extras. . . . . . . . . .. 25

Pilot . . . . . . . . . . . . . . . . . . . . . . 165

Passenger . . . . . . . . . . . . . . . . . . 165

Normal flying weigh . . . . . . ..2,167

Weight. pounds per hp.. . . . . . . . . .. 13.5

Wing loading per sq. ft . . . . . . . . . . . . . . .. 5.6

Permissible extra luggage . . . . . . . . . . . .. 100

_ Performance

High speed near sea level, m.p.h. 102

High speed at 5000 ft., m.p.h . . . . . . . .. 100.5

High speed at 10.000 ft., m.p.h........ 98

High speed at 15,000 ft., m.p.h. . . . . . .. 90.5

Climb to 5000 (1., min . . . . . . . . . . . 7.5

Climb to 10.000 i’t., min.. . . . . . . . . . .. 18.1

- Climb to 15,000 ft., min.. . . . . . . . .. 34.5

Absolute ceiling, ft . . . . . . . . . . . . . . . . . ..19.500

Fuel range wide open near sea level. hr. 2.5

Fuel range wide open at 5000 ft., hr... 3 '

Fuel range wide open at 10.000 tt., hr. 8.5

Fuel range wide open at 15,000 It... hr. 4

 

has resulted in a very low carbureter.

making possible the use of simple grav

ity feed for all types of planes. At the

same time the intake passages are kept

properly warmed and the weight re

quired for water-jacketing the intake is

eliminated. Furthermore, removing the

carbureter from the V leaves the space

between cylinders entirely clear, giving

greater accessibility for the spark plugs

and providing for unusual vision.

The plane, being utilized for sporting

purposes largely or for cross-country

fast passenger transportation, has been

designed for safety and speed, and at

the same time care has been given to

have reasonable economy and compara

tively low landing speed. The plane is

designed to make use of the very best

materials obtainable, and has a factor of

safety of over seven. This is exception

ally high in plane construction.

A clothing compartment is provided,

also a suitcase department to carry two

suitcases, which will be found very con

venient in cross-country traveling. The

plane illustrated herewith has been de

signed around, and to be a complete unit

with, the 1-A-744 engine, which is an

eight-cylinder type of 160 hp. at 1525

r.p.m.

The Packard company is not in pro

duction on this plane at the present time,

but it will probably go ahead with its

manufacture, and in this event, before

placing the plane actually on the market,

exhaustive sand tests and other tests will

be made under ofilcial supervision. Be

fore any deliveries are made to customers
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a sand test will be made on each plane

and a copy of the sand test report will

be furnished to the purchaser, so that

he may be fully informed as to the

strength of the various units of his ma

chine.

It is estimated that the plane will fly

about 100 m.p.h. with full load on ac

:ount of its comparatively light weight

'ind clean-cut design. The landing speeds

have not yet been determined, but it is

claimed that they will be quite low and

probably about the same as the usual

primary training machine. To further

facilitate landing in unknown and rough

fields, the landing gear is located well

forward to guard against nosing over

and a rugged tail skid is provided to

take care of unusual strains and shocks

that the plane may be subjected to.

One of the features of the plane is the

attention given to the comfort of the
passengers.'v For instance, the engine is

entirely housed in, making it impossible

for oil or gases to blow back in the pas

iengers’ faces, and the passengers are

guarded against drafts by bulkheads on

each side. This is a feature which will

be appreciated by those who have been

out in disagreeable weather.

The rear cockpit is arranged especially

for the pilot, but the necessary dual con

trols are provided, so it can be flown from

the front seat, thus making it possible to

use this machine for instruction work

when desired. The controls in the front

compartment can be lifted out quickly.

making it impossible for the passenger

to interfere with the control of the plane, _

should this be desired. The gasoline tank

is located between the passenger and the

  

This is the eight-cylinder

l60-hp. engine used in the

Packard airplane

engine. This location at approximately

the center of balance of the plane takes

care of the variations in the weight of

the fuel without interfering with the bal

ance of the machine, so that the same fly

ing characteristics hold for a partially

empty tank as well as for a full tank.

The controls and fittings are standard

and a strong method of trussing is used

to properly support the wing surfaces.

No price has been set on the plane as

yet, but it is understood that it will sell

somewhere around $15,000 at the present

time.

Government 'OfferS‘NewOppor

tunities to Men Disabled

by War Service

WASHINGTON, March 28—The gates

of hope are open for the young men who

seem to be hopelessly handicapped by the

loss of limbs and other disabilities—

marks of the great battle they have

fought for humanity. It is the purpose

of this country to help them to use the

remainder in a way more efficient than

before. Veterans of this war will not be

social cripples and dependent pensioners.

but rehabilitated, self-reliant and self

respecting men. That was the purpose

of the framers of the Vocational Re

habilitation act passed by Congress last

June and carried into effect by a Govern

ment agency, the Federal Board for

Vocational Education, at Washington.

Every man discharged from army or

navy should know of the opportunities

offered him. Friends should point out to

him that if he is entitled to compensa

tion from the Bureau of War Risk Insur

ance he is entitled also to the services of

the Federal Board for Vocational Educa

tion. The board will assist him in finding

suitable employment, and if he is hin

dered by his physical condition from

carrying on successfully his former

occupation, the board will give him such

a course of training—agricultural, in

dustrial, commercial or professional—as

is suited to his needs and preferences.

While he is in training his family con

tinues to receive the usual allotment, his

tuition and other expenses incident to his

training, are paid, and he is given at

least $65 per month for subsistence. If

his last month’s pay was more than that

amount, he may receive an amount equal

to his last month's pay. When he has

finished his training course a job is ready

and waiting for him, probably, due to his

newly acquired skill, at higher wages

than he ever before earned. His com

pensation from the War Risk Insurance

Bureau is in no way affected by what he

may or may not earn.

 

  

At the Dayton automobile show held recently there was exhibited a De

Haviland D-4 bombing plane._ As can readily ‘be imagined, it attracted a

t '1 great dedl of attentiori‘
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Valve Operations on the Chevrolet 490

 
 

 

 

 

 

 

  

 

 
 

l W 1
® mow-mas:

mun SCR[W5

Fig. l—Remove the four cap screws to

take of the intake manifold

  

VALVE urmzl—Removing the Cylinder Head - LOCK

THE following methods are recom

  

mended by the Chevrolet factory and VALVE LIFTER

follow closely the service manual is

lued to Chevrolet dealers.

lfnmn °ff the “at” by °Penmg the Fig. 3—The rocker arms and shaft lifted

radiator drain cock; clear2—Disconnect the upper radiator-hose

“unedim‘ by taking (ml: the two cap while the push rods will remain in their

  

Fig. b—This shows the lock on the valm

news that hold the hose connection to original position push ""1

the c linder.31Remove the eight bolts which hold lI—Valve Rocker Arm and Shaft ‘screws that hold the valve rocker capo

'Ihe cylinder head to the cylinder block. 1_Remove the hexagon-head cap and hit the assembly syralght 11?

4—Disconnect the intake manifold by 2—Mal'k the caps “nth a center Pm“!b

or chisel so that they will be replaced in

removing the four cap screws that .hold _ _
exactly the same position as they were

the flanges to the cylinder head.

5—Disconnect the exhaust manifold by

 

 

 

 

  

 

 

taking out the two bolts in the flange on ‘

the other side of the cylinder head. n _

6—Lift 08' the head. As the valves, _ k

rocker arms and bearings are attached 1; ' ' " .

to the head they will come off with it.b 003' / .

N , CLEARANCEEL‘ilgl-H‘lll . - . \.i . ;

e e _ e o o — ©
5

  

y ADJUST

. HERE

  

"I

  

Fig. 4—The valve-spring washers are . >

Fir}. 2—The head is lifted straight up, pushed down with a screwdriver and the Fig. 6—The push rods are adjusted“

the push rods remaining in place thumb that the” is ,1 clearance of _003 in,
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ill—Valves

l—Remove the small wire that holds

the valve-spring cap in place.

2—Press down on the valve-spring cap

with the fingers and a screwdriver until

the pin can be pulled out.

3—Place a light coil spring about 1%

in. long around the valve stem.

4—Put a light coat of valve-grinding

compound on the beveled edge of the

valve head and also on the seat in the

cylinder head. Then insert the valve in

its original position.

5-—_-Turn the valve back and forth

through a quarter turn, using enough

pressure on the brace or screwdriver to

overcome the pressure of the small

spring. The valve should not be turned

around in a complete circle, as this is

likely to make grooves in the seats.

6—Continue the grinding operation

till a perfect white line appears on both

the valve and the seat. There must be

no black places on the line, but the line

does not have to exceed 1/32 in. in width.

in fact, over 1/16 in. is too much.

7—To polish the valve stems, hold the

valve head between wooden blocks

clamped in the jaws of a vise.

8—Wrap a narrow strip of emery cloth

around the valve stem and pull the ends

back and forth, allowing the emery cloth

to slide up and down at the same time

 

   

1312a 1%," sum

Packard connecting-rod bearings are

fitted by inserting a shim between the

bearing and the cap

so that the whole length of the stem will

be polished.

9—Remove all traces of emery with

gasoline or kerosene after grinding and

polishing.

lV——Replacing the Cylinder Head

l—Remove the valve lifters from the

cylinder block.

2—Remove the valve-lifter locks from

the rods.

3—Drop the push rods through the

valve-lifter holes to the camshaft.

4—Replace the cylinder-head gasket.

or, if it is in bad condition, put a new

one on.

5—Put the head in place and replace

the eight bolts, tightening them evenly

all the way round.

6—Put each one of the push rods in

place, sliding them through the holes in

the cylinder head.

7—Replsce the valve lifters and locks

in their proper position against the cam

shaft.

8—Adjust each push rod to the proper

clearance, which is .005 in., or the thick

ness of an ordinary visiting card.

9—To make the adjustment, turn the

engine till the particular push rod

reaches its lowest point of traVel, then

loosen the locknut at the bottom and

turn the rod till the proper distance is

obtained, then lock the nut again.

 

Fitting the Connecting-Rod Bearings on the Packard 1-35 Twin Six

Packard Twin'Six are to be fitted so

that there is a clearance of from

.0015 to .002 in. between the bearing

and the crank pin. As there are no

shims between the cap and the rod, it is

THE connecting-rod bearings on the

necessary to use a different method than '

that used in ordinary practice. If the

bearing is fitted in the ordinary way, it

will be a rubbing fit when finished and

there will be no clearance.

l—Make a shim 1 3/16 x 1% x .002 in.

2—Place this between the bearing cap

and the bearing, the length of the shim

being placed across the bearing.

3—Rub a light coat of Prussian blue

on the crank pin.

4—Put the cap in place on the connect

ing rod.

S—Put on the nuts and tighten them

up till the rod can just be moved on the

shaft.

6-Work the rod back and forth and

give it a couple of swings all the way

around.

7—Remove the nuts.

8—Take off the cap.

Be owreful not to dislodge the shim.

It must not be moved from its position

till the bearing is all fitted.

9—Scrape the bearings on the high

spots, which will be the places on the

bearing that have taken a mark of the

blue from the shaft.

IO—Repeat this operation till a proper

surface and tight fit have been attained.

11—The shim is now removed and this

will allow the rod to rock freely on the

crank pin.

if the bearing has been carefully fitted

there will be from .0015 to .002 in. clear

ance between the bearing and the crank

pin, this clearance representing the

thickness of the shim.

 

Adjusting the Lubrication 0n the

Oakland illodel 3!, B

UBRICATION of the Oakland Model

34 B is effected by a gear pump,

which consists of two gears contained in

a case, one of them being driven from

the camshaft by means of helical gears.

  

LOOSEN Th5
  

4%”(4.
.7— Ll _.

WEE“:

  

  

. 9

This screw regulates the spring tension

on the ball check on the Oakland 34 B

These two gears mesh with each other

and‘the turning forces the oil through

the tube. To adjust the amount of oil

flowing through the tube—

l—Start the engine.

2—Adjust the spark and throttle till

the engine runs at about the same speed

that it would run if the car were travel

ing at the rate of 20 m.p.h.

3—Loosen the locknut on the oil-ad

justing screw.

4—Adjust the screw until the oil gage

on the instrument board registers be

tween 10 and 15 lb.

5—Tighten the locknut. -

6—If the adjustment on the screw is

such that the pressure is just over 10 1b.,

and the engine still smokes, the trouble

may be that the oil level is being carried

too high. This will cause smoking in

spite of any adjustment that is made to

the screw, because the oil will overflow

the troughs.

7—It is good practice to remove the

oil pan about every month, clean out all

the 01d oil with kerosene and wash the

pump strainer off with gasoline.
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Charging Batteries From a Farm

Light Plant

Editor Motor World: I have a 32

volt Lalley farm light plant and want to

:harge automobile batteries from it.

How many 20- or 40-watt lamps must I

use in the resistance to start a 6-volt

battery, and how many must I finish up

the charge on? Is it possible to charge

more than one battery at a time? How

must the current be put through the

celle—Srtherland Garage, Willis‘burg,

Ky.

Answer—The number of lamps that

you must use in the lamp-bank resist

ance depends not on the voltage of the

battery, but on its capacity in ampere

hours. Batteries are generally labeled

with the proper initial charging and the

proper finishing rate, and if this infor

HORN

DUTTON

  

COMBINATION SWITCH

  

5T NC

SWITCH

DASH LlGllT

FUJI:

  

  

5~VOLT

BATTERY

bank. As these give 1% amperes each,

the amperage would be about 6%.. If

this is too much, as evidenced by ex

cessive gassing, one of the lamps can be

taken eofl’ and replaced with a 20-watt

lamp. As the lamps vary in resistance,

no exact number can be given, but trial

is the only way to find out. The finish

ing charge may be given with half the

number of lamps, or two 40-watt and one

20-watt lamp.

It is quite possible to charge more

than one battery at a time by connect

ing the batteries up in series, the posi

tive of one to the negative of the next,

the positive of one end cell being connected

to the positive of the generator and the

negative of the other end to the negative

of the generator. It should be possible

to charge from two to three batteries at

once in this way. It is best to charge

HORN

  

SPARK PLUGS

  

  

GENERATOR  

  
/COIL msrrzmuron

  

out“, an

Oakland Model 32 wiring diagram

mation is available, it is best to follow

the directions. However, in the absence

of any such data, a rough rule of one

tenth as many amperes as the ampere

hour capacity of the battery. to start

and one-twentieth as many amperes as

the ampere-hour capacity of the battery

to finish up. These rates should give

aufiicient current to just make the bat

tery gas. If it gasses too much, cut down

the current, and if it does not gas at all

the current can safely be increased. In

other words, the charging rate should

be just enough to make the battery gas

gently, and the rifle is simply a rough

guide to obtain this result.

On a 32-volt circuit a 20-watt lamp

will allow about .6 amperes to pass and

a 40-watt lamp will allow about 1%

amperes to pass. This will vary slightly

with the make of the lamps, their age

and the exact voltage of the generator.

Therefore, in charging a 6-volt, 60

ampere-hour battery, the charge may be

started with five 40-watt lamps on the

HORN

STARTING

.SWlTCli\

MAGNETIC

TC

  

batteries of an equal ampere-hour ca

pacity, however, as otherwise the

smaller ones would get too much current

at once and the larger ones would charge

too slowly—EDITOR.

Reboring a Ford—Valve Seat and

Improving the Timing

Editor Motor World: 1. Is there

enough stock in the Ford cylinder block

to rebore the valve seats to 1% in. open

ing? _

2. Can a Ford camshaft be made dif

ferent in any way to give the car more

speed'I—B. O. Torrance, Erie, Pa.

Answer—1. When you begin to bore

out the cylinder of an automobile engine

you assume certain risks. The manu

facturer makes the walls no thicker than

he thinks is necessary to insure sound

metal all around. It is quite possible

that the Ford block will stand reboring

the seats to 1% in. clear diameter, but

one cannot be sure. Even if there were

ample metal, the possibility of sand holes

and blow holes looms large. If you should

happen to bore into one of these your

block would be worth junk and no more.

2. It is almost impossible to alter a

camshaft that has once been made. We

have no doubt that the speed of the

Ford engine could be increased by giving

the valves a greater life and opening

them more abruptly. This, however,

might call for stronger or stiffer springs.

The only way to get an increased lift

and more abrupt opening would be to

make an entirely new camshaft.—

EDITOR.

Oakland and Overland Wiring

Diagrams

Editor Motor World: Please show a

wiring diagram of the Oakland Model

32 which has Remy starter and ignition.

Also a diagram for the Overland

Model 81 with Splitdorf magneto and

Autolite starter.——P. E. Nordan, General

Manager, George Rich Garage, White

ville, N. C.

SIDE LIGHT

3mm PLlJC-S

DUTTON

.SlDE LlCl'lT

"male in

Overland Model 81 ufin'ng diagram
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Repairshop Shortcuts

From Motor World Mechanics
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No. 207l—PlCK-UP FOR LOST

ARTICLES

A magnet for picking lost tools, nuts,

etc., from inaccessible places is made

from an old vibrator horn magnet, to

which is attached a piece of duplex cable

of suitable length. The wires are insu

lated with tape at the point where the

joints are made and the ends of the cable

are attached to a storage battery.—

Charles Davey, Robinson Auto C0., Tyn

dall, S. D.

No. 2072—PRESSING FORD SPINDLE

BUSHINGS IN PLACE

Ford spindle bushings are pushed into

place in the spindle by inserting a 1,é-in.

bolt 4 in. long through the spindle and

bushing, a nut being placed over a washer

on one end, and a washer under the head.

By screwing the nut onto the bolt the

bushing is pulled into place—H. J. Engel,

New Braunfels, Tex.

No. 2073—REMOVING VALyE CAPS

FROM WHITE CARS

The valve caps are removed from the

engine of the White car by using a plug

wrench made from 1 in. hexagon bar

stock drilled at one end for a 1,é-in. steel

handle. This wrench is part of the White

kit, but instead of using the bar handle

a ratchet wrench and a liii-in. socket

make the work easier and quicken—Ser

geant L. M. Converse, West Point, N. Y.

No. 2074—ENLARGING A PISTON

SKIRT

A piston skirt can be enlarged to pre

vent piston slap by peining the inside of

the piston with a small pein hammer.

The connecting rod and wrist pin are re

moved and the piston laid on a perfectly

flat steel or iron plate. The peining is

done by light blows, every blow hitting

directly over the steel plate.—H. J.

Engel, New Braunfels, Tex.

No. 2075—CLEANING A VALVE SEAT

The seat of a poppet valve is cleaned

by catching the stem of the valve in the

chuck of a drill press, running the press

at a rather slow speed and holding an

emery block against the seat. The block

can be one of the ordinary abrasive

stones, or can be a block of wood with a

piece of emery cloth fastened to it. The

block must be held steady and at the

correct angle to produce the right kind

of a seat—Floyd D. Bliss, Aurora, 111.

 

Make a Dollar

OW often have you been

compelled to rack your

brain to overcome some dillL

culty? But when you did find

a solution—what” satisfac

tion it was! Well, here’s a

chance for you to dig some of

those life-savers out of their

hiding places and put them to

work for your fellow-crafts

men. Send them to Motor

World. We will pay you a

dollar for every one accepted

for publication.

The only requirements are

these:

1—Describe the shortcut

briefly but clearly, in few

words.

2—Send a sketch, in pencil

or pen, no matter how rough;

our artists will finish the job.

3—Write on ONE side of

the paper only.

4—Sign your name and

initials, the name of the com

pany you are with, and the

town.

Write plainly. If your

name is unusual, print it in

capital letters.

  

No. 2076—GASOLINE TANK DRAIN

ING OUTFIT

The problem of draining the gasoline

tank on a car requiring repairs to its

fuel system is neatly solved by the use

of a large flat tank mounted on a rack

provided with casters. The tank is simply

pushed under the car and the gasoline

line disconnected so that the fuel may

flow out through the funnel in the filler

opening. When the fuel is to be replaced

the tank is placed on a rack which

empties into the car tank—Packard Mo

tor Car Co. of Boston.
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No. 2077—PORTABLE TOOL CARRY

ING CASE

This is a wooden case made in the.

shape of a small suitcase, and compart

ments are provided for accommodating

various kinds and sizes of tools. The

large tools go in the large compartment

at the left under the drawers, and pliers,

tape, etc., can be carried in the upper

right compartment, which has a strip in

front to prevent the things from falling

out. The drawers are partitioned off to

keep nuts, bolts and small parts in. The

wooden strip which holds the solid

wrenches in their cavities is removed by

slipping it from under the two cleats.—

Ernest Poole, Philadelphia.

No. 2078—ADJUSTABLE MAGNETO

COUPLING PULLER

A puller which can be used to pull the

magneto coupling from the shaft is made

from a piece of iron or steel 4 in. long

and 1/4 in. thick. A 7/32 in. hole is bored

in the center and threaded with a 1,4 in.

tap to take a set screw; 5/16 in. slots are

cut in each end by boring a succession of

holes and filing out the connecting spaces.

Cap screws put through these slots into

the threaded holes of the coupling will

hold the bar fast to the coupling and set

ting up on the set screw will force the

shaft out—A. H. Davis, T. B. Shamm

Service Station, Iola, Kan.

N0. 2079—CUTTING CASTELLATIONS

IN A NUT

Castellations are cut in a plain nut by

holding the nut in a vise and putting

three saw blades in a hack saw frame.

Three are sufficient to make a slot wide

enough for ordinary size cotter pins.

Larger slots can be made by using four

saws—J. W. Lyons, Miller Auto Ex

change, Point Marion, Pa.

 

Duplex Truck Boosts Production

LANSING, March 28—The Duplex

Truck Co. has increased its production

25 per cent in the last three months, hav

ing completed its return from war to

peace work without diiiiculty. The com

pany is conducting an extensive sales

campaign and now has seventy active

distributing agencies.

 

Would Not Be Without It

Editor Motor World: We are regular

subscribers to your interesting publica

tion and would not be without it.—Van

Cleave Auto Exchange, Marion, Ind.
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What About Your Association?

have shown the value of co-operation of motor

car merchants with other lines of business in

a national way, what is your local association going

to do about it?

Did you ever stop to count up your individual gain

and business prospects from the fight the N. A. D. A.

made for you in opposing taxes?

Perhaps not, but you will have to admit that much

of the present business prospect is due to the “going

to the front” on the part of the N. A. D. A.

“It was an emergency,” you doubtless will say.

Yes, that's so. But there are emergencies every day

in business. Every day’s work has a bearing on

some future day. Your prospects are better or worse,

just as you have made them, through actions of de

cisions. Reputation is the best asset in business to

day. Now the question becomes: What is the busi

ness reputation—in your community—of the motor

car dealer business, taken as a whole?

We are glad to say that it is mighty good in some

communities and we regret to say that it is not so

good in others. Why?

What makes a business reputation? Fairness and

public spirit.

' Fairness means paying debts promptly, to be fair

~ to the other man, your dealings with labor and your

customers. ' ,

Public spirit means co-operation with your fellow

citizens and business men for the promotion of the

community. Everything you do to help the com

munity helps you and the trade you represent. You

should be in politics, not as a party man but as a

business man striving for good government. Line

up with a party if the party wants that.

You should be in the uplift movement as long as

it is practical and will really uplift. You are making

a living from the community, so you should help it

enjoy itself. You should help eradicate poverty and

misery and whenever there is a community call, you

should be there and you should aid in making all of

this work as practical as possible.

Too much! you say. Certainly for one man and

that is where the local association comes in.

Motor World asked the president of one strong

local association for his views on this question. He has

given more time to association work than the average

NOW that President Vesper and the N. A. D. A. dealer. He has been prominent in the vehicle trade

in his home town for many years. His association

work pre-dates the motor car trade as a business

factor. Here are some observations of this or

ganizer: '

“No one man can join in all of the movements

in any city to-day and attend to his own business—

but the trade can.

“Our association has been fortunate in having in its

membership many men who also belonged to the

Chamber of Commerce, the city business organiza

tion. They have gained prominence in that organ

ization and are there to speak for the trade. These

men serve on many committees and we see that we

have a representative on every important commit

tee and that he speaks for the trade.

“For other committees, we name a member of the

association to represent us, whether it be playgrounds

or an anti-crime movement. We want our man there

to show that we are a part of the town.

“On these committees our men meet bankers,

other business men and scholars. A casual state

ment in one of these committees that our business

represents a turnover of $10,000,000 a year in this

town, or employs 3,000 men, is likely to make a

greater impression that the same statement made in

formal application for a loan. Also it gives to us

the opportunity to show that we are earnest business

men, not sportsmen.

“The other day at a Chamber of Commerce meet

ing, a man remarked to me: ‘It’s a great game you

fellows are in.’ ‘

“ ‘No,’ I replied. ‘It’s not a game, but the fastest

growing business in the country and now it’s only

beginning.’

“He looked at me for a moment, then smiled and

said: ‘I get your point.’

“A dozen men heard that conversation and it was

easy to see that it went home with several of them,

more so, I think, than if there had been a formal

call to state the position of the trade.

“Automotive merchants should be connected with

every public movement. If it is a good movement,

boost and let your boost be heard. If it is a bad

movement, knock and let your knock be heard. This

means the best sort of publicity and the kind the trade

most reeds now."
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l nviting Prospects to the Show

Editor Motor World: We are going to

have a show and would like a good

letter of invitation to send to prospects

inviting them to the show to see what we

have. I have recently taken the agency

for the Paige, and have not pushed it

very hard on account of shortage of cars,

but want to push that much harder now,

and I believe a good letter will be a good

starter.

Another question. What would you

think of building a garage this spring?

Or would you wait for cheaper labor and

materials? I started my shop on July 1,

l91'i', with $250, after fifteen years for

some one else, and have made from that

about $5,500 above all expenses to Jan.

1, 1919.

Some time soon I want to send you a

copy of my records for you to peruse

and let me know just where I stand.

if you can get me the above letter, and

soon, I will greatly appreciate it.--Percy

8. Walls, New Castle, Pa.

Answer—The following letter is sug

gested as a good one to send to prospects

if you are sending them complimentary

tickets. If you are not sending the

tickets out the letter would have to be

changed a little. You can use your own

judgment as to whether the mention of

the war tax to be paid on complimentary

tickets should be included. The letter

follows:

Dear Sir: Will you accept the

enclosed ticket to the Automobile

show with my best regards? You

will find much there of interest to

you, and the return of the automo

bile from war to peace is strikingly

set forth in the exhibits.

Will you take particular notice

of the Paige cars on display at

space No. . ., which I will occupy?

You know, of course, that during

the war I was unable to get these

cars as the factory was helping

Uncle Sam, but now they are com

ing through in good shape and I

am very anxious to show you their

good points.

I shall be delighted to see you at

the show any day or evening you

find it convenient to come.

Yours very truly,

PERCY B. WALLS.

Your second question is more difficult

to answer. This depends a great deal on

local conditions. If you can get the labor

in your particular locality at any kind

of a reasonable figure we would urge

that you do your building as soon as

possible because the business that is go_

ing to be done by the dealers and repair;

men in the next year is going to be

very great and even if you have to spend

 

HIS page is for the use

of MOTOR WORLD readers.

Letters on subjects of inter

est to dealers, garagemen, re

pairmen and jobbers are al

ways welcome—EDITOR.

 

 

a little more money in getting your plant

into operation, it will pay you in the end.

Of course, if the figures for labor and

material are entirely out of sight, it

would be best to wait a month or so, but

waiting is dangerous, as the other fel

low may come along and get the busi—

ness—Em'ron.

Tail Lights First

Editor Motor World: I thought you

might be interested in my article, “Tail

Lights for All Vehicles." I enclose copy

of February Truck News in which it ap~

pears—W. Carl Parker, Reo Motor Car

Co.

Tail Lights for All Vehicles

BY W. CARL PARKER

-Does it ever occur to the driver of a

horse and buggy, who shouts out at

the oncoming motorists, “Dim your

lights, gol darn you!" how many times

the motorist driving up on him from the

rear has harbored equally as vicious

thoughts against him for not carrying a

tail light?

Right-now the question of dimming

devices holds the stage for motor vehicle

legislation and notwithstanding the many

inventions and the several attempts to

legislate, the problem is nearly as un

solved now as it was years ago.

Last year the MOTOR WORLD carried

an article dealing with the stagnation

of the dimming lens market, which told

how lenses were backing up on the acces

sory dealers because the dimming laws

and ordinances were so changeable that

neither the motorist nor the merchant

could keep pace with them. And the

fact that no “100 per cent" dimming de

vice has been discovered, the laws have

necessarily been fickle in groping about

for a solution.

Recently Governor Sleeper of Michi

gan appointed a commission ofvengineers,

of whom H. T. Thomas, the Reo chief

engineer, is a member, to investigate the

lighting problem.

Looking at this problem from one

angle it occurs that there is much to be

gained by starting with the rear end of

the vehicle—all vehicles—and working

forward.

However, let’s analyze. What is the

function of the headlight? How can

they function legally and give the pro

tection which the law aims to give and

be dimmed at the same time?

Answer: The function of the head

light is to illuminate a distance in ad

vance of the car safely commensurate

with the maximum legalized speed.

Illumination was never required by

law for the protection of the motorist.

No, legislation was never intended for

him—but against him. But the head

light was required both by and of the

motorist to sufficiently illuminate the

road so that he would not drive into

vehicles either oncoming or going in

the same direction.

No argument is likely to be precipi

tated by the statement that there are

not 1 per cent as many head-on collisions

among automobiles, in proportion to the

number existing, as there are among

railroad trains; and two railroad trains

are running with one mind, the dispatch

er’s, while two automobiles are running

with two minds, the drivers'.

Most motorists will tell that from

their standpoint bright lights are safer

than the dimmers. If it is the horse

drawn vehicle that the lighting legis

lation is attempting to protect, why not

require by law every vehicle—self-pro

pelled or horse-drawn—to carry a tail

light with a red glass, or better yet, since

red has been adopted by motor vehicles.

green glass to distinguish the horse

drawn vehicle, so that either class of

drivers can gauge themselves accord

ingly?

Note the above situation:

How many times have you, Mr. Mo

torist, and you, too, Mr. Horseman, been

caught in the same trap—two cars com

ing toward each other—wagon in be

tween—headlights safe enough for each

of the motorists but just bright enough

to blind the wagon out of the vision of

both? Had the wagon been equipped

with a colored lens lamp no headlight

would be so bright that you could not

see it.

It does seem that horse-drivers should

use a tail-light without the pressure of

law, but we still have to station police

men around a burning building to keep

men, for their own protection, from en

tering, and if people won’t protect them

selves a law has to be framed that will,

and here is a way the truck driver can

set a good example: .

When pulling a trailer at night put a

tail-light on it. When hauling ladders,

pipe or long timber in the daytime hang

a red flag on the hindermost projection.

at night a tail-light. It’s the lesson we

are trying to teach the drivers of horse—

drawn vehicles.

If the same money spent for advertis

ing so-called dimming-lenses had been

used for propaganda to teach owners of
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horse-drawn vehicles to buy and use tail

lights, more of them could be sold and at

a longer price and better margin of

profit and with highly more satisfactory

results to general traffic.

 

\VeeklyISal es Letters

Editor Motor World: It is frequently

the case that dealers will take on the

agency for a line of automobiles, trac

tors or implements, and for a while work

them hard, but as their initial enthu

siasm becomes matter of fact they' often

relax their energies.

With the idea in mind of keeping our

dealers constantly imbued with a fever

ish energy, we have arranged to send

them a weekly sales letter.

The first letter in the series you will

find attached, and, if you wish, we will

gladly place your name on our mailing

list, and if you find them of sufficient

general interest to be of value to you,

you are at full liberty to make use of

them as a whole or in part.

After you have received three or four

of our letters, you_ will be able to de

termine the line of thought that we are

following; therefore, while we have ma

terial on hand for a-dozen or fifteen let

ters, would like very much to bear us

in mind, and if you can suggest a topic

that will help the work along, tickle us

to death by mailing it to the attention

of the writer.——Northwest Auto Co., A.

H. Frink, Tractor Department, Portland,

Ore.

DEALERS SELLING HELPS

' PREFACE

Once eachv week hereafter we are going

to send you bulletins on selling tractors

which we hope will help you. These sales

talks are plans successfully adopted by

other dealers, and we can only hope that

they may be as profitable to you as they

have been to others.

The greatest known selling factor is

personal acquaintance, and success will

come to you in the some measure as this

is developed. Never be in such a hurry

while in the country that you will not

have a moment to pass the time of day

with ranchers you may conveniently

meet along the road or at work in the

field. And if they are walking your way,

don’t fail to ofi'er them a lift. Introduce

Your next best aid will be through the

systematic circulation of good letters ac

companied by illustrated literature, and

you can get a good live mailing list for

this purpose from the county records

which show the name of every man in

your territory owning a farm suitable

for tractor operation.

Your best results will come through

following a definite program which

should start by selling your prospect the

tractor as an institution, therefore our

first letter in this series will give a few

reasons how tractors pay 100 per cent

dividends on the investment.

Very truly yours,

NORTHWEST AUTO CO.,

Per A. H. Frink,

Tractor Department.

TRACTORS PAY FOR THEM

SELVES EVERY YEAR

Selling Helps No. 1

BY INCOME DERIVED FROM CROPS GROWN

ON LAND HERETOFORE PRODUCING ONLY

HORSE FEED.

It takes five acres of your farm to

produce suflicient feed to maintain each

horse. .

BY INCREASED CROP YIELD OBTAINABLE

BY TIMELY AND MORE INTENSIVE Cun

TIVATION.

You can plow deeper and cultivate

more thoroughly with a tractor, even

when the ground is hard.

BY REDUCTION IN LABOR Cosrs AND' AID

IN RETAINING HELP.

Men like to work on a farm with mod

ern implements and less men will accom

plish greater results.

BY EARNINGS DERIVED THROUGH RENTAL

OF YOUR TRACTOR v-FOR DOING FIELD

AND BELT WORK FOR OTHERS.

Julius Christenson of H illsboro earned

more than $700 this way during his

spare time this fall.

BEAR IN MIND that the most ef

ficient tractor at the lowest price, com

bined with minimum operating cost, plus

accessibility, safety and comfort, is the

machine that will produce the best re

sults.

HOW
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yourself and make a note of their name |

and any circumstance connected with [

your meeting that will be of use to you '.
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This description well fits—

THE LA CROSSE HAPPY FARMER

TRACTOR.

NORTHWEsT AUTO Co.,

Per A. H. Frink, Tractor Department.

The New “'ar Tax

Editor Motor World: We are writing

to ask you to give us some information

regarding the raise in the Government

war tax to the new rate.

Can the wholesale dealer collect the 5

per cent tax on cars that had been sold.

to us before Feb. 25, billed from the fac

tory Feb. 17, arrived in Fort Dodge Feb.

23, invoiced to us by them Feb. 21, even

though we did not unload them from the

car or pay the draft at the bank, which

was also dated Feb. 21, until Feb. 28,

1919 ?—-Bell Motor Co., L. C. Bell.

Answer—The wholesale dealer cannot

collect a 5 per cent tax from you under

the heading of “war tax" unless a 5 per

cent tax has been passed along to him

by the factory. Neither you nor the

wholesaler has anything to say about the

amount of the tax. It is collected by the

Government, at the factory; and the

amount of tax that is collected at the

factory depends on the date when the

factory sells the car to the distributer.

Whatever the tax is in that transaction

is passed along to you, and you are ex

pected to pass it along to your retail

customers.

However, the wholesaler can add a cer

tain amount to the price of the cars he

sells you and call it a handling charge

or anything else, and you can add a cer

tain lump sum to your cars when you

pass them on to your customers and call

it anything; but neither you, nor the

wholesaler, nor the factory must add,

under the heading of war tax, an amount

which is greater than the war tax that

was paid on the merchandise.

Our suggestion to dealers and distrib

uters is that the price be marked up to

a safe figure, and that the car he sold

with the understanding that the price is

this amount, including war tax. Another

way out is to say: “We are adding a

certain amount for handling charges and

war tax.” If you specify that your in

crease includes something other than war

tax, you can add any amount you want

to, because the Government is not con

cerned with how much profit you make

or the price for which to sell your goods.

Second-Hand Car Cost Record

Editor Motor World: I am enclosing

herewith card used by a Briscoe dealer,

T. D. Stevenson, Ottawa, Kan. He

wanted a way to keep track of profits

on second-hand cars and worked up this

card. Looked to me like a good idea and

believed that you might be interested in

it. Card is self explanatory and while

it may be old, was new to me and thought

it might be to you.—V. E. Malenfeldt,

district representative Serlis Motor Co..

Kansas City, Mo.
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VICTORY SIREN

This is an exhduSt-operated

siren for passenger cars or

trucks, it hasa threaded fitting

at the end which screws into a

hole which is bored and tapped

in the exhaust manifold, and

the operation of the siren is by

means of a cord that goes

through the dash and is at

tached to any convenient point

under the steering wheel. The

tone of the siren is shrill and

far-reaching or low and vi

brating as desired. Price $2.50.

—-Inter-State Tool & Mfg. Co..

3419 Rutger Street, St. Louis.

Mo.

SHURNUFF SELF-CLEANING

SPARK PLUG

This is a spark plug with an“

auxiliary air opening which Is

closed by a bail check valve on

the compression stroke. but

open on the intake stroke. This

allows fresh air to enter with

each charge. cooling the elec

trodes and supplying more air

to the charge. Price $1.25—

Shurnui'! Mfg. Co., 3147 Locust

street, St. Louis.

  

Victory Siren
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Jones Tachometer
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JONES AUTOMOBILE

TACHOMETER

This is an instrument which

shows how fast the engine is

running and it indicates the

r.p.m. continuously. It may be

used for aircraft, automobiles

and tractors. It operates from

the front axle and the design

of the instrument is such that

this speed is shown in r.p.m.

of the engine. The operation is

by means of centrifugal force.

The scale is uniform, the de

vice is light, is not affected by

temperature changes and the

mechanism is simple. The dial

is black with white indications

and reads from 500 to 2500

r.p.m. or 1000 to 5000 r.p.m.

The instrument is or flush

mount type and may be set in

the dash—Jones-Motrola, Inc..

29-33 West Thirty-fifth Street.

New York City.

C-H SPOTLIGHT SWITCH

QACIFIC AIR COMPRESSOR

OUTFIT

This is a compressor outfit

consisting of a two-stage auto

matic air compressor, % hp.

electric motor. automatic elec

tric controller, pressure gage,

valves, filtering trap. safety

valve, intake silencer and belt.

There are two models. one with

a mpacity of 4 cu. ft. per min.

for ordinary garage service and

the other with a capacity of 10

cu. ft. per min. for larger ga

rages and for spraying engines,

paint, etc. The compressor is

two stage. having opposed high

and low pressure cylinders.

Price $265 for the smaller model _

and $365 for the larger,—Pa

cific Air Compressor Co., 917

South Grand Avenue, Los An

zeles. Cal.

PEERLESS REPAINTING

OUTFIT

This is a repainting outfit

containing sufficient product to

paint each part of the car. The

ourflt contains under coats.

finishing varnish. leather top

dressing. cushion dressing, lamp

enamel. c y l i n d e r enamel,

brushes, sand paper and steel

wool. The price of the outfit is

$6. and is suflicient to repaint a

Ford, Dodge, Maxwell, or 5-pas

u-nger Overland or cars of sim

ilar size. —'Columbus Varnish

"0.. Columbus, Ohio.

Shurnufl Plug

C-H Spotllght Switch

Pacific Air ComPressor Outfit

This is a push-and-pull

switch for spotlights. It is

mounted within the shell of the

spotlight. it has large wiping

contact surfaces to prevent ex

cessive contact resistance and

the contactor floats on the

operating shaft so that side

Strain on the button will not

cause the lights to llicker. The

insulating parts are made of

fibre, the frame of stamped

steel, the contacts of brass and

the contactor of phosphor

bronze. To Install, a hole is

drilled for the switch and two

for the rivets or set screws.—

Cutler-Hammer Mfg. Co., Mil

waukee.

ECO FORD ENGINE STAND

AND POWER ATTACHMENT

This is a Ford engine stand

and is boiled to or set on the

floor and the engine is fastened

to the swinging member which

can be turned in any position

and then locked. The height is

30 in., table is 11 x'l'l in. and

size of shelf 16 X 16 in. Ship

ping weight 125 lb. Price $25.

The power attachment is fas

tened onto the englne stand and

the two members form a com

plete burning-in stand or run

ning-in stand. The shaft is

operated at a speed of 225

r.p.m. and the power attach

ment does not interfere .wlth

the regular use of the stand.

Price $42.50 with plain pulley

or $46.50 with tight and loose

pulleys, the price including the

engine stand alsn. — \Vestern

Mfg. Co. Oskaloosa, Iowa.
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NO. 4 RELIABLE JACK

This is a heavy duty Jack for

trucks, tractors. etc., and all

work requiring a call jack with

great lifting_power and small

strain on the operator. A crank

on the side of the gear allowa

speedy adjustment. Foot ex

tension and screw shaft are one

piece of steel casting 1% in. _in

diameter. The weight is 25 lb.

and the top will lift 10 tons, the

foot 3 tons. The height lowered

is 17% in. and the height raised

is 26 in. Price $10.—Elite Mfg.

Co., Ashland. Ohio.

PERFECTION RADIUS ROD

SUPPORT FOR FORDS

This is a radius rod support

for Fords, and is made of steel

angle 1 x % in. The ends are

flattened and holes drilled to go

under the bolts on the axle.

The rear end is attached by

slipping the double hook bolts

over the standard Ford radius

rods and tightening up the nut

underneath. This grips the

radius rod firmly at the ball

socket. Price 75 cents—Dow

Wire & Iron Works, Louisville.

Ky.

CRAIG-HUNT 16-VALVE

PUGEOT TYPE RACING

HEAD FOR FORDS

This is a cylinder head for

Ford cars. 16 valves being in

corporated in the head. This

head fits on the Ford engine in

place of the regular head and

without any alterations in the

mechanical part of the engine.

The valves are of overhead type.

and are operated from a cam

shaft which is driven by a

chain from a sprocket on the

crankshaft. There are four valvas

for each cylinder, two intake

and two exhaust, each of these

being 1% in. in diameter. The

head is equipped for two sets

of plugs, each of which enter

the combustion chamber below

and between the valves on

either side of the head. The in

take manifold is flanged for

either 1% or 1% in. carbureters.

The head is amply water-jack»

eted, and each valve is entirely

surrounded by water. Price.

with complete equipment, $1.50.

—Cralg-Hunt, Inc., 910 North

lllinois Street, Indianapolis.

OSPECO CENTRIFUGAL

PUMP FOR FORDS

This is a centrifugal water

pump for Fords, and the whole

device is inserted in place of

the regular pipe that goes be

tween the cylinder block and

the lower. end of the radiator.

The shaft extends through the

end of the device, and a pulley

is driven by another pulley from

the fan on which an auxiliary

pulley is mounted. The belt

connecting these two pulleys is

a coil spring. A hy-path is pro—

vided to assure circulation when

the engine is not running. This

can be installed in a short time

without machine work. Price

$5.—Michigan Auto Products

Co., Detroit.

  

No. 4 Reliable Jack  

  

  

  

Tu- Ford Valve

Lifting Tool

  

Oepeco Pump for Ford.

  

General Cord Tire

iii-Valve Cylinder Head

for Fords

Kelkotter

GENERAL CORD TIRE

This cord tire is of two-cure

construction, expanded on a

specially constructed air bag.

Every cord is expanded equally

to the fraction of an inch and

the tire is cured while the cords

are thus stretched. Made in

both ribbed and non-skid tread.

sizes from 32 x 3% up to 37 x 5.

Prices range from $42.80 to

$87.40.—General Tire & Rubber

Co., Akron, Ohio.

TYMOO STEP MAT

This is a combined rubber and

metal step mat for the running

board of a car. The rubber sur

face is vulcanized and bound to

the metal plate in such a way

that it is impossible for it to get

loose at the edges. The plates

are'either aluminum or steel.

and the surface of the rubber

is in the form of a sunburst. so

that the non-skid feature will

be effective In any direction:

The step mat is attached to the

running board with screws or

small bolts—Tyler Mfg. Co., 64

Pearl Street, Boston.

TU-FORD VALVE LIFTING

TOOL FOR FORDS

This is a sheet metal device

in the form of a toggle joint

which lifts the valve springs and

then automatically locks them

in this raised position so that

the pins underneath the springs

can be removed with the fin

gers and the valves taken out

for grinding. The spring stays

in this position as long as the

valve is out and the valve can

be easily slipped back in place.

and the pins inserted. If de

sired, the valve can be ground

into its seat without removing

the spring or the tool. The op

eration can be accomplished

with one hand, and the leverage

is such that no effort is re

quired to lift the spring or push

the handle to the locked posi

tion. Price 75 cents.—Tu-Ford

Valve Tool Co., 210 Boutell

Place, Bay City, Mich.

FRENCH MAID BODY POLISH

This is a. liquid body polish

which combines the operations

of cleaning. renewing and re

finishing. It is claimed to con

lain no acid or grease, and to

set perfectly hard and dry so

that dust will not adhere to the

surface. Put up in pints and

quarts. Price $1.00 per pint can,

$1.50 per quart can.-—-Despol

Chemical Co., Palo Alto. Cal.

KELKOTTER

This is a cotter pin of a pc

culiar shape in which the upper

part of the pin is open and the

lower part closed. When the

closed end is placed in the hole

and the pin driven in with a

hammer, the lower ends auto

matically spread when the pin

is driven up to the head. Made

in all diameters and lengths.—

American Cotter Pih Co., Pitts

burgh. Pa.
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Frey 5 Boaeberg, 1705 Surf Avenue. Coney

Island. New York, have opened a retail tire

and accessory store.

The Automotive Equipment Co. has opened

an accessory store at 84 Franklin Street.

Worcester. Mass.

Warrington Auto Construction Co., 82 Al

len Avenue. Pittsburgh, has been appointed

Armleder truck distributer.

The Colton, Johnson, Wester Motor Co.

has been formed in Hartford to handle the

Dori. A new sales ahd service building is

being erected at the corner of ‘Washlngton

and Park Streets.

Fred J. Wood, manager of the City Auto

Repair Co., Hartford. Conn., and Wilbur St.

Cyr. service manager of the same concern,

have organized the Hartford Repair Co. A

new brick service building is being erected

at 91 Ann Street and will provide space for

75 cars.

Albert Lind, formerly sales manager of the

Hartford branch of Willys-Overland, Inc.,

has organized the Hartford Motor Car Ex

change and will deal exclusively in used cars.

The Foes-Hughes 60., Philadelphia, dis

tributor of Pierce-Arrow trucks, has opened

a sales and service station at 922-924 Wash

ington Avenue, Scranton. Pa. The new

branch will serve as a distributing center for

Pierce-Arrow trucks in Lackawanna, Lu

:erne. Wyoming and \Vayne counties. Fred

erick P. Barnltz is the Scranton manager.

The Fader Motor Co., of 219 French Street,

Wilmington, Del., has taken the agency for

the Ford truck, the territory being Wilming

ton and the upper part of New Castle county.

Charles A. Seville has purchased the Van

Buren Street Garage, at Seventh and Van

Buren Streets, Wilmington, Del., from Clar

ence Walker. He will enlarge it. increasing

the capacity to 15 cars. \Valker will estab

lish a new garage at Ninth and Jackson

Sireets, where he expects to be able to handle

250 cars.

W. J. Aiken, Hartford, has opened an au

tomobile accessory store at the corner of

"hurch and Trumbull strets.

NEW GARAGES

S. Yudkin (200 x 202) . . . . . . . . .Ansonla, Conn.

W. Roberts (70 x 104) . . . . . .Waterbury, Conn.

A. Paolello. . . . . . . . . . . . . . . . . . .Brooklyn, N. Y.

Circle Garage Co. (50 x 200). .Brooklyn, N. Y.

P. W. Davendorf (72 x 150).Watertown, N. Y.

wrenz F. J. Weiher (175 x 206).

New York City

R. Graves (50 x 150) . . . . . . . . . . ..Adams, Mass.

.i. A. McKenzie & Son....Burgettstown. Pa.

H A. Kind (30 x 20) . . . . . . . . ..Harrisburg. Pa.

NORTHWEST

6. W. Jewett 60., Bemldji, Mlnn., has

opened a branch at International Falls, Minn.

it is in charge of Glenn Gallou.

Davis Motor 60., St. Paul, has leased the

garage and show rooms at 197 W. Fifth

Street and will sell the Allen car.

Billings-Sheridan Motors Co., Billings,

Mont, has opened at 297 N. Broadway.

Frank Eberly and L. 6. Anderson, leger

wood. N. D., have opened a garage and

Overland sales department.

NEW GARAGES

Albert Fliaon . . . . . . . . . . . . . ..Whlteflsh, Mont.

J. L. Akey and McCarty Bros.

Whitefish. Mont.

N. Lindberg . . . . . . . . . . . . . ..Miles City, Mont.

M. '1‘. Polish . . . . . . . . . . . . . . . . .Roundup, Mont.

Beasley & Mason . . . . . . . ..Absarokee, Mont.

Copper & Cook . . . . . . . . . . . . . . ..Ennis, Mont.

Thomas Atkinson . . . . . . . ..Genevieve, Mont.

T. R. Hoffman . . . . . . . . . . . . . . . ..I’levna, Mont.

W. M. Cady. . . . . . . . . . . . . . . . . . . ..Libby, Mont.

Cooper 8; Cook . . . . . . . . . . . . . . . . ..Ennis, Mont.

Kramer & Bonnlng . . . . . . . . . ..VVlsdom, Mont.

C. W. Hutchison . . . . . . . . . . . ..Moccasin, Mont.

Twodot Lumber Co . . . . . . . . . . . .Twodot, Mont.

S. Hanson . . . . . . . . . . . . . . . ..Harlowton, Mont.

Louis Denayer (tireshop). . . .Choteau, Mont.

Kasper Monson . . . . . . . . . . . . ..Elmore, Minn.

John Mattson . . . . . . . . . . . .Moose Lake, Minn.

Underhill & Velta . . . . . . . . . . . . . . .Canby. Minn.

Raymond 8. Bishop . . . . . . . . . . ..Jasper. Minn.

Sacre Martilla . . . . . . . . . ..Kettle River, Minn.

Math. Spranger . . . . . . . . ..Sauk Rapids, Minn.

R. C. Wheeler (tireshop),...\Vheaton, Minn.

J. H. Roth & Son (addition),

Lamberton, Minn.

Peter Viehauser . . . . . . . . . . . . . ..Upsala, Minn.

John Devens . . . . . . . . . . . . . . ..Mankato, Minn.

Dorn-Johnson-Moe ............Aurora, S. D.

Arthur Shoemaker . . . . . . . . ..Hermosa, S. D.

Boyd‘s; Romans (addition),

Aberdeen, S. D.

B. H. Jensen . . . . . . . . . . . . . . . . . . . . ..Gary, S. D.

R. O. Dunca . . . . . . . . . . . . . . ....Hudson, S. D.

J. A. Stenenger . . . . . . . . . . . . . ..Parker, S. D.

R. D. Belden . . . . . . . . . . . ..McLaughlin, S. D.

R. J. Huston.. . . . . . . . . . . . ..Sloux Falls, S. D.

Elliott Fink Co.................'I‘ulare, S. D.

H. P. Tltze . . . . . . . . . . . . . . . . . ..Parkston, S. D.

W. S. F. Doughty . . . . . . . . . . . . ..Parker, 8. D.

Wyckof! & Duden . . . . . . . . . ..Aberdeen, S. D.

Edgemont Garage . . . . . . . . . . . .Edgemont, S. D.

O. J. Lyngstad . . . . . . . . . . ..Jamestown, N. D.

Otto & Gus Storm . . . . . . . . . .....Oakes, N. D.

Archie Lewis (repairshop) . . . . ..Beach, N. D.

David Curtis.. . . . . . . . . . . . . . . . ..Llsbon, N. D.

Dahl-Buscher Co . . . . . . . . . ..Wahpeton, N. D.

C. F. Forester. . . . . . . . . . . . . . ..Bowman, N. D.

W. T. Johnson . . . . . . . . . . . . . ..Hillsboro, N. D.

SOUTH

C. Harry Raymond, formerly factory rep'

resentatlve for Chalmers and Overland cars

and for the last three years sales manager

of Stockdell-Myers Hardware Co., Peters

burg, Va., dealers in Overland. Oldsmobile

and Haynes, has organized the Raymond

Motor Co., Inc., and will handle the Chevro

let and Oakland cars in Petersburg, Va. He

has leased quarters with the Spangie-Turple

Co., 15 East \Vashlngton Street.

Marshall Motor 60., of 116 East Morgan

Street, Raleigh, N. C., is the name of a new

car business just opened. G. Fox Marshall

is manager. The company is North Carolina

distributer for Saxons.

Mills Tire 60., Raleigh, N. C., will erect a

new building on Wilmington and Davie

Streets. The structure will cost approx

imately $5,000.

NEW GARAGES

C. R. Phillips . . . . . . . . . . . . . . ..Fairmont, \V. V.

George T. McCracken........Durham, N. C.

3. M. Greene (48 x 175).....Rock Hill, S. C.

lohn W. Newton (45 x 100)..Spencer, W. Va.

W. S. King (50 x 120) . . . . . ..Spencer, W. Va.

COAST

The Taft Motor 60., recently incorporated

by Charles Kaar, president; J. F. Graham.

Vice-president. I. H. Glenn, secretary, and

Arthur Owen, manager, is erecting a. $28,000

garage, 80 x 175, at Taft, Cal., and will dis

tribute Studebakers.

Geo. F. Warren has purchased the Stude

baker Garage at Modesto, Cal., and renamed1

it the Modesto Garage.

The Guarantee Battery 60., Inc., San Pram

clsco, has opened a branch at 2537 Broadway.

Oakland, with D. R. Cushman as manager.

Mitchell Motor 8; Service 60., Seattle, has

taken the agency for the Fageoi truck for

the State of \Vashlngton.

J. C. Atkln, 395 Franklin Street, San Fran

cisco. has leased the adjoining corner store.

adding 3000 sq. ft. of floor space.

The Power Rubber 60., San Francisco, and

Oakland, has opened a branch at 1213 Eye

Street, fiesno.

E. T. Couse, L. E. Gryder and E. E. 60m~

stock, operating as the Couse-Gryder Co.,

have opened “'allis tractor saiesrooms at 48

N. First Street. San Jose.

Nick Gandolfo has erected a new garage

at the corner of Market and St. James

Streets, San Jose, Cal., and will handle Na

tional cars.

Chas. H. Broadhurat succeeds the J‘as. S.

Remick Co. as owner of the accessory store

at 301 E. Weber Avenue, Stockton, Cal. He

has entered the jobbing field with a com

plete line of accessories and will distribute

Mohawk and U. S. tires. A special solid tire

department with hydraulic press has been.

installed.

The Marshall Vulcanizlng Works, Modesto.

Cal. has leased the adjoining store on Ninth

Street. adding 9000 square feet of floor space

N EW GARAGES

Lloyd E. Beckett, 125x114 ft... $20,000,

Seattle

Brunn Motor Car Co., $15,000. .Portland, Ore.

P. C. Snider & W. F. Strodhoff, 80x30, $10.000.

Seattle

Julius Rosch, 150x110, $25,000.La Grande, Ore.

.l. E. Carlson, 100x75, $5000 . . . . . . . . . . ..Seattle

F‘. W. Lorenz 8: W. G. Beerman, 90x108 ft...

Seattle

.l. M. Ralston. 55x84 ft . . . . . .Albany, Ore.

A. Tetsch, 100x100 i‘t., $12,000, Portland. Ore.

Boulevard Garage, $5000 . . . . . . . . ......Seattle

Beno & Billls. 60x100 ft... $7000..Portland. Ore.

A. E. Lindsey. 80x140 ft., $12,000..Nampa. lda.

NEW SANFORD TRUCK DEALERS

Harflg. Fickllng & Klelm, Inc. . . . . .Baltlmore

Max Shopiro . . . . . . . . . ..Perth Amboy, N. J.

[0. K. Mitchell . . . . . . . . . . . . . . . . ..Dunkirk, 0.

Mutual Iron Works . . . . . . . . . . . . ..Jersey City

A. J. Whlssel Co., Inc.,.. . . . . . . . . . . ..Buf'talo

Monn Bros. . . . . . . . . . . . . . . . . . . . . ..Harrlsburg

C. S. Ransom, Inc. . . . . . . . . . . . . . . . . ..Boston

Charles Burk .. . . . . . . . . . . . ..VVlldwood, N. J.

Harold Morrison . . . . . . . . . . . ..Watervllle, Me.

F. H. Beck . . . . . . . . . . . . . . . . . . . . ..Norway. Me.

M. P. \Vight . . . . . . . . . . . . . . . . . . . . . . ..Augusta

F. G. Colburn . . . . . . . . . . . ..Farmington, Me.

W. M.- Spear . . . . . . . .. . . . . . . . . . .Gardlner. Me.

A. C. Randall . . . . . . . . . . . . . . ..Richmond, Me.

L. L. Corson . . . . . . . . . . . . . . . . . ..Berlln, N. H.

Waldoboro Garage Co........Waldoboro, Me.

Peoples Garage Co... . . . . . . . . . . . . ..Bath, Me.

Blsett Bros. Garage, lnc . . . . . ..Bradford, Pa.

J. E. Albrlght . . . . . . . . . . . . . . .Brooklyn, N. Y.

Bay Shore Cycle Co. . . . . . . ..Bay Shore, N. .1.

College Point Garage . . . . . .College Point, L. 1.

Frank H. Gates . . . . . . . . . . . . . . . . ..Isllp, L. 1.

Great Neck Garage & Repair Co.,

Great Neck. L. l.

Abel Magrl . . . . . . . . . . .Fort Washington, L. l.

P. Moshen & Son . . . . . . . . . . ..Lawrence, L. 1.

Henry McIntosh . . . . . . . . . . . . .chksvllle. L. l.

Newklrk Garage. Inc . . . . . . . ..Brooklyn, N. Y.

Parkside Garage, Inc . . . . . . ..Brooklyn, N. Y.

Post Garage . . . . . . . . . .Long Island City. N. Y.

Premier Garage . . . . . . . . . . ..Brooklyn, N. Y.

St. Reutllngers Garage . . . . . ..Bay Side. L. l.

Rosies Used Car Exchange,

New Rochelle, N. Y.

Stenger-Rhom . . . . . . . . . . . . . . . . ..Sayville. L. lv
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William Steigert . . . . . . . . . . . ..Flushing, L. 1.

C. W. Smith Garage . . . . . . ..Great Neck, L. l.

Whitestone Garage, Inc.. . ..Whitestone, L. 1.

Edwards Auto Co. . . . . . . . ..VVatertown, N. Y.

MIDDLE WEST

G. R. d» 5. Auto Co., Appleton, Wis, has

been organized by George Greisch, Ferdinand

Radtke and Edward Sieg to engage in the

general automotive repair and service busi

ness in the Fransway Building, Washington

Street.

Manitowoc TIre Shop, Manitowoc, Wis.,

owned and managed by Andrew Beck, has

moved shop and ofl‘ice into the former Ha

gen garage building on Jay Street.

The W-H-I Electric Equipment Co., 807

Grand Avenue. Milwaukee, specializing in the

installation and repair of automotive devices,

has changed its corporate style to W. Frank

Horn Co., Inc.

Northland Motors Co., Menominee. Mich..

has been organized by Maj. \Villiam Car

penter and Lieut. Howard S. George, both of

whom have recently received honorable dis

charges from the army. A salesroom and

service station is being established in the

Simpson Block, Main Street, Menominee.

The names of the car which the new com

pany will represent have not been announced.

The Walter Auto Service, Appleton. Wls.,

has been organized by Henry Walter and

William Fries and will act as district dis

tributor of the Briscoe in the Fox River Val

ley. Headquarters have been opened at 892

College Avenue.

The Colton Tractor Sales 00., Milwaukee,

State distributor of the Hart-Parr, is estab

lishing a branch office and salesroom at Ap

pleton, \Vis., to serve the Northeastern Wis

consin and Fox River Valley territory. Pro

vision will be made to keep a stock of four

to eight tractors together with parts.

The Whltnall Tire Co., Milwaukee, has

been incorporated wtih a capital stock of

$5000 to engage in the tire and repair busi

ness. The incorporators are S. E. VVhitnall

and Carl Reinhart.

The Ruling-Ziegler Motor 00., Milwaukee,

has been organized by John E. Billing and

H. J. Ziegler, and has taken the Scripps

Booth franchise for southeastern \Vlsconsin.

Salesrooms and service station have been

opened at 501 Broadway, Milwaukee.

E. A. Haybell, representing the Columbia

\Iotors Co., established temporary headquar

ters in Milwaukee, Wis. last week in order

to form connections for distribution and

dealerships in the Wisconsin and Upper

Michigan territory.

The Hub City Vulcanlzing Co., Plymouth,

Wis., has been purchased by Louis Longrie

and Thomas Kelly and will be known as

Longrie & Kelly. George F. Wacker, the

former owner, will retire.

Cuyahoga Garage Co., Cleveland. a new

company recently incorporated with $100,000

capital, is building a garage 100 x 140.

Monvla Auto Sales Co., Cleveland, has been

organized. to handle Harroun and Columbia

cars. The firm is composed of W. S. Pickin

and B. A. Schwartz.

Holmes Motor Sales Co., Detroit, has been

made Detroit district distributer i‘or Dia

mond T trucks. George F. Bamlet will be

in charge of sales.

Spade's Vulcanlzlng Shop, Grand Rapids,

has broadened the scope of its activities by

the installation of a ZOO-ton vulcanizing press

and a full line of Goodyear truck tires. The

company previously catered to the passenger

car business entirely.

Auto Trlm Co., Grand Rapids, Mich., has

added a customs top department and is now

carrying a large stock of top materials.

N EW GARAGES

Carl J. Sandquist, 40 x 120..Brantwood, Wis.

Knudston & Karow (repairs). .DeForest, \Vis.

Mahler & Fuller . . . . . . . . . . ..Berlin. \Vis.

Joseph Arie Tire Shop . . . . . .Two Rivers, Wis.

Frank Kraning. 50 x 106,

Forest Home and Muskego, Aves,

Milwaukee

F. L. Purteil, 30x60,

Monches, Waukesha Co., Wis.

Anton Braun . . . . . . . . . . . . . . . . . .Menasha, Wis.

Walter Auto Service Co.,

892 College Ave:, Appleton, Wis.

Colton Tractor Sales Co. . . . ..Appleton, \Vls.

Northland Motors Co. ....Menominee, Mich.

G. R. & S. Auto Co. . . . . . . . ..Appleton, \Vls.

Portage Iron \Vorks . . . . . . . . . . ..Portage, Wis.

[.adysmith Implement Co. (branch),

“'eyerhaeuser, VVls.

Edward Harrington, 50x80,

601 Milwaukee Ave., Kenosha, Wis.

Auto Garage & Service Co. . .Cinclnnati, Ohio

Carr Garage . . . . . . . . . ..Newcomerstown, Ohio

SOUTHWEST

J. W. Nisbeth 6. Son,

building a new garage.

F. H. Thwlnq, Kansas City, is making

plans for a three-story garage at the corner

of Linwood Blvd. and Holmes, which will be

66 x 150 and will be occupied by the South

Side Buick Co., sales and service.

J. A. Marshall, Cordell. Okla., is building

a concrete garage, 1th x 50, which he and his

three sons will manage.

The Ideal Tlre &. Rubber Co., Cleveland,

has opened a branch in Kansas City, Mo.,

in charge of S. A. Thompson of Cleveland.

M. 0. Cameron, Dallas, will erect a garage

and service station, 90 x 150.

Block Motor Co., Orange, Texas, has

opened for business. with Joe Aronson man

ager. It will handle Dodges and Hudsons,

accessories and tires and conduct a service

station. .

C. R. Logan, Marlonville, Mo.. is building

a 60 x 120 garage.

B. F. Hahn, McPherson, Kan., will erect a

55 x 150 addition to his garage.

The Arkansas Tire Co., Little Rock, Ark.,

will soon open to do both a retail and whole

sale tire business covering the entire State.

R. E. Shook will be manager.

The Harry Street Tire and Rubber Co.,

Kansas City. has leased quarters at 1314 Mo

Gee Street as a sales and service room for

Bull tires.

Robert Barnett and Cotton Roberts, Em

inence, Mo.. are building a new garage.

The Lanpher Motor Car Co., Joplin, Mo..

will erect a fireproof service station for Reo

cars and trucks, Federal trucks and Good

year truck tires for which they are the Jop

lin distributors.

Geo. D. Cochran, Dodge City, Kan, is

making plans for the erection of a one-story

and basement building, 50 x 40. to be used

as showroom for Buicks and Chevrolets.

Waiter Sharp, Eldorado, Kan., will remodel

and build an addition of 70 ft. to the build

ing now occupied by the Auto Tire & Supply

Co., the addition to be used as a service

station for Studebaker and Maxwell cars

and an Exide battery station.

The Wasage Motor Co., Bartlesville, Okla..

will erect a two-story 88 x 100 service sta

tion and salesroom.

E. M. Blue, 01' the Blue-Northwest Ford

Co. Cherokee. Okla., has let the contract for

a 75 x 140 brick garage which will be occu

pied by the above company.

Hale & Son, Dodge City. Kan, have opened

a wholesale and retail automobile tire house

at ll3 “'est Chestnut.

M. Baldwin, Ironton, Mo.. will build a new

addition to his garage.

Arthur Browning, Centerville, Kan, has

purchased property and will erect a brick

garage. i

Bevier, Mo.. are

Frank Thompson, Goodiand, Kan., has

completed preliminary :ir.;iugt-inents for the

erection of a second story above the Good

land garage, which will double the capacity

or the present building. The upper story

will be 50 x 140.

The 13qu Coast Buick Co., Galveston.

Texas, has been established with E. T. E]

mendorf and C. L. Hoffman in charge.

The Janelvllle Machine Co., Kansas City

branch, will distribute the Samson tractor.

The Reliable Vulcanlzlng Co., M. H. Pos

proy, Abilene, Kan, has opened a vulcanlzing

shop.

The Welch-Kelley Tire 00., Kansas City.

will open a shop to handle tires and sup

plies.

Bardley Brothers, Cherokee.

opened a new paint shop.

P. Parkln, Pittsburg, Kan., has opened a

new repair and supply shop with a 8500

stock. ‘

Estes &. Frye, Warrensburg. Mo.. have

opened a new repair and supply shop in the

Stillwell Building.

C. Barringer, Solomon, Kan., will open a

new vulcanizing shop.

The Kerr Tire Shop, Wakefield. Kan.

Clyde Ross, manager, has opened for busi

mess.

The Texan Motor Sales Co., W. E. Lee

manager. \Vaxahachie. Tex., has opened

headquarters for the sale of Texan cars and

trucks.

The Hallettsvllle Tlre G. Vulcanlzlng Co.,

Halletsvillc. Texas. M. H. Elder, manager.

has opened a steam vulcanizing plant.

The Welling Motor Co., St. Louis, car dis~

tributer, has added the All-American truck

Joseph E. Brown has opened a day and

night garage and repair service at 635!

Easton Avenue. St. Louis.

Okla., have

NEW GARAGES

B. F. Kahn (55 x 150 addition).

McPherson, Kan

E. M. Blue (75 x 140) . . . . . . ..Cherokee, Okla

Seaman & Son (addition)..Burlingame, Kan

Harry Berry (addition) . . . . . . . . ..Baird, Tex

Fred Gamper. . . . . . . . . . . . . . . ..Hiawatha, Kan.

John Sackman (100 x 60, $12,000),

Girardeau, Mo

B. R. Farrar (50 x 150 addition),

Buriingame, Kan

Lute Biliings....... . . . . . . . . ..Pittsburg, Kan

M. E. McDearmon (50 x 120),

Blytheville, Ark

Edward Austin (67 x 100)..Kansas City, Mo

Meech Blue . . . . . . . . . . . . . ..Cherokee, Okla

O. H. Reed . . . . . . . . . . . . . . . . ..Krebs, Okla

Murry & Brown . . . . . . . . . . . . . ..S.edan. Kan

Jefferson Highway Garage, H. C. Mahon,

Mound City, Kan

R. A. Wright . . . . . . .. . . . .Neosho Falls, Kan

Edwin Tiede . . , . . . . . . . . . . . . . ..Blllings, Mo

8. Gentry . . . . . . . . . . . . . . . . .... .Wheaton, Mo

New Travellers Auto Garage,

0. S. Thompson, Mulberry. Kan

Wilson & Wilson . . . . . . . . . . . .Hermitage, Mo.

James Motman . . . . . . . . . . . . . ..l\l ulberry. Kan.

C. Davidson . . . . . . . . . . . . . ..\Vest Plains, 1810.

Night & Day Garage . . . . . . . . ..Maud. Okla.

R. D. Lively . . . . . . . . . . . ..Koshkonong, Mo

Charles Baker . . . . . . . .. . . .Clenrwater, Kan.

Fred Jones . . . . . . . . . . . . . . . . ...chhita, Kan.

Porter Brothers . . . . . . . . . . . . . . .' . .Purcell, Okla.

“’illiam TVooten ..... . . .Coyvllle. Kan.
  

D. Shoemaker . . . . . . . . . ..‘.' .Uniontown, Kan.

Gould & Davis . . . . . . . . . . . . . .. . . . . . .Joplin. Mo.

Karl H. Beggs .. . . . . . . . . . . ..Woodbine, Kan.

Daniels-Grinn Motor Co.. ...McAlester, Okla,

Porter Brothers . . . . . . . . . . ..Lexlngton. Okla.

Lorain Cobb . . . . . . . . . . . . . . . . ..Pittsvllle, M0

CANADA

I. De Vorennes . . . . . . . . . . . . . . . .Quebec. Can.

Belgo Canadian Co. (50 x 100).Montreal, Can.

Jeffersonville Auto C0. (addition),

Jeflersonvlile. O
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Here’s a well-arranged automotive equipment exhibit. It was made by the I. J. Cooper Rubber Co. at the;

Keeping Wreckage From Trade Waters

(Continued from page 11)

So we must be ever on the alert, and

when an account reaches the stage where

the axe is necessary, do not hesitate.

USE IT. To recapitulate, we recog

nize:

l—The value of the trade ac

ceptance, and urge its more gen

eral use as rapidly as local condi

tions will permit.

2—The average garage has a

high mercantile mortality rate and

must receive the careful attention

of the credit department.

3—The success or failure is'

largely due to causes inherent in

the individual himself, and he is

apt to neglect the accounting part

of the business while attending to

the mercantile details of the shop.

4—1t is most certainly not good

business to overload a customer

with any item of merchandise, thus

jeopardizing his chances for ulti

mate success.

5—Members of our own organ

ization have a responsibility in

guiding and influencing the dealer

to follow the straight and narrow

path of business rectitude.

Exhibits Were Interesting

As part of the convention of the hard

ware and automotlve equipment men in the

Hotel Statler, March 20-21, there was an in

teresting display of products by the makers

recent Dayton show

Sharp Spark Plug Co., Cleveland; North

western Chemical Co., Marietta, Ohio; Arrow

Grip Mfg. Co., Glens Falls, N. Y.; Badger

Mfg. Corp., Milwaukee; L. P. Halladay Co..

Streator, 111.; R. M. Hollingshead Co.. Cam

den, N. J.; Greenfield Tap & Die Corp.,

Greenfield. Mass; A. Nelson Mfg. Co., Chl

cago; Tyler Mfg. Co._ Boston; Merchant &

Evans Co., Philadelphia; American Electrlc

Co.. Chicago.

Challoner Co., Oshkosh, Wis.; Motometer

Co.. New York: Edmunds & Jones Corp., De

troit; N. A. Petry Co., Philadelphia: New

Era Spring & Specialty Co., Grand Rapids.

Mich; James H. Rhodes 8; Co.. Chicago;

Marvel Mchry. Co., Minneapolis; Rowe Calk

& Chain Co.. Plantsville, Conn.

 

Big Parking Space for Des Moines

DES MOINES, March 28—The Iowa

State Fair Grounds are to have the lar

gest motor car park in the Middle West.

The Iowa legislature this week passed a

bill appropriating $63,000 for the pur

chase of 40 acres of ground adjoining the

fair grounds to be used for parking cars.

Of the amount mentioned $9,000 is to be

used for paving.

Released Officers With Standard Parts

CLEVELAND, March 28—Several of

ficers who left their positions with the

Standard Parts to go into government

service have returned to civilian life and

their pre-war work. Other officers iden

tified with the engineering division of the

Motor Transport Co. have also been

added to the staff.

of automotive equipment who belong to the

association. The exhibitors were:

Advance Auto Accessories Corp., Chicago;

Allen Auto Specialty Co., New York.; Asch

& Co., Inc., New York; Beckman Co., Cleve

land; Braender Rubber & Tire Co. Ruther

ford, N. J.; Clover Mfg. Co., Norwa k, Conn.;

The Clucker Hixson Co.. New York; Conti

nental Rubber Works, Erie, Pa.

Dafoe-Eustace Co.. Detroit; Durkee-At

wood Co., Minneapolis; E. A. Laboratories,

lnc., Brooklyn; Fulton Co., Milwaukee; E.

Edelman & Co., Chicago; General Tire &

Rubber Co., Akron; Gray Heath Co., Chi

cago; Gray, Hawley Mfg. Co., Detroit.

Hill-Smith Metal Goods Co., Boston' Hires,

Turner Glass Co., Philadelphia; l-ludson

Motor Specialties Co., Philadelphia; Jefferson

Electric Mfg. Co., Chicago; Jenkins Vulcan

Spring Co., Richmond, 1nd.; J. & B. Mfg.

Co., Plttsfield. Mass; Judd & Leland Mfg.

Co.. Clii'ton Springs, N. Y.

K. D. Lamp Co.. Cincinnati; Metal Special

ties Mfg. Co., Chicago; Klaxon Co., Newark;

F, H. & S. Co.. Chicago; General Asbestos

& Rubber Co..'Charleston, S. C.; Milwaukee

Auto Engine & Supply Co.. Milwaukee; Mll

waukee Tank \Vorks, Milwaukee; Neville

Steering Wheel & Mfg. Co., Detroit; Reflex

Ignitlon Co., Cleveland; F. G. Ruddiman Co.,

Ionia. Mich.; Spencer Metal Products Co.,

Spencer, Ohio; Splitdort Electrical Co., New

ark, N. J.; Standard W'oven Fabric Co.,

Walpole, Mass.; Star Rubber Co., Akron;

Sterling Mfg. Co., Cleveland; Sunderland

Mfg. Co.. Chicago.

Tide Water Oil Co., New York: Thermold

Rubber Co., Trenton, N. J.; Van Cleef Bros.

Chicago; “llsconsln Auto Top Co., Racine,

Wis; Mansfield Tire & Rubber Co., Mans

field, Ohio; Outlook Co., Cleveland: Pyrene

Mfg. Co., New York; Polson Rubber Co.,

Cleveland; Michigan Motor Specialties Co.,

Detroit; Luthy Hydrometer Co.. Detroit.

Berry Brothers, Detroit; Buffalo Specialty

Co., Buffalo; Clayton & Lambert Mfg. Co.,

Detroit; Curtis Pneumatic Mchy. Co., St.

Louis: Deri’ Mfg. Co., New York; Gemco

Mfg. Co., Milwaukee: The Globe Machine &

Stamping Co., Cleveland; Locktlte Patch

Co.,' Detroit; Prescott Auto Parts Co., Web

ster. Mass. .

Templeton, Kenly & Co.. Ltd, Chicago:

\Valker Mfg. Co.. Racine, Wis; \V. C. Wood

Co., Minneapolis: "X" Laboratories, Boston;

Zlnke Co.. Chicago; Hugh Wallace Co.. De

troit; Wm. R. Johnston Mfg. Co., Chicago;

T. A. Willson & Co., Inc.. Reading, Pa..; In

land Pump Mfg. Co.. Chicago; C. A. Shaler

Co., “’aupun. “'is.

Capt. R. Finkenstaedt, formerly active

in the production of the Liberty truck has

resumed his duties as assistant to Presi

dent Christian Girl. Major Lewis P. Kalb.

until recently in charge of designing, testing

and speclilcatlon work in the engineering di

vision of the Motor Transport Corps has

joined the engineering stat! of the company
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as assistant director of engineering and

Capt. A. 1. Watts. in charge of the speci

fication and record section of the engineering

division of the Motor Transport Corps has

also joined the engineering staff. Both Lieut.

Rex Gosling, who, before entering service. ~

was purchasing agent of the Standard Weld

ing Division, and Lieut. Roy Jones. who gave

up his position as production manager of the

Perfection Spring Diviion to enlist in the

navy, have returned to their respective

plants.  

Bell Heads Jersey Dealers

NEWARK, March 31—Joseph C. Bell,

former vice-president, was elected presi

dent of the New Jersey Automobile Trade

Association at the annual meeting Satur

day night. Bell, who is Buick manager

and but 36 years old, has been in the

industry about 20 years. Following the

election a trade dinner was held in the

Robert Treat Hotel.

The other officers chosen are: Vice

president, Clarence E. Fisher, Cadillac,

Newark; treasurer, Lieut.-Col. R. A.

Greene, Greene Motor Car Co., Newark;

secretary, John B. Stobaeus, North Jer

sey Motor Vehicle Co., Newark; directors:

Gordon B. Phillips, Hupmobile, Newark;

C. R. Zacharias, Zacharias Garage Co.,

Asbury Park; Charles W. Smith, Central

Motor Car Co., Bloomfield; George Pad

dock, Paddock-Zusi Motor Car Co., New

ark; George E. Blakeslee, Crescent Auto

mobile Co., Jersey City; H. A. Bonnell,

Dodge, Newark. Directors holding over

are W: H. Ellis, J. W. Mason, John B.

Wallace, Lieut. William L. Mallon and

George D. Thayer.

The association plans to amend the

lien law and remove some of its objec

tionable features so as to forestall oppo

sition which arises at each session of the

legislature. An effort is also being made

to secure the rebate of tax penalties im

posed because some dealers did not under

stand that they would be classed as man

ufacturers under the old tax if they

added bodies to cars. One dealer has

been penalized $3,400 and taxes, aggre

gating $10,000 all told.

Changes on Stafl' of Motor Life

NEW YORK, March 31—C. B. Ames,

business manager; C. G. Sinsabaugh,

editor; A. B. Hunt, Southern advertising

manager, and W. W. Sheppard, Western

advertising manager, all of Motor, have

resigned their connections with that pub

lication to become associated in similar

capacities with Motor I/ife.

Sinsabaugh was with Motor for 4

years, previous to which he had been

editor of Motor Age and actively engaged

in the automobile field in Chicago news

paper work. Hunt, Ames and Sheppard

were identified with Motor for approxi

mately 12 years. -

By the change A. J. Stocker, for many

years with the Automobile Blue Books,

becomes Middle West advertising man

ager of Motor Life. All five of these

men will be engaged to some extent on

the Automobile Blue Books as well.

Monte W. Sohn, former editor of

Motor Life, leaves that post to assume

the post of Director of Research and

Publicity for Motor Life, Automobile

Blue Books and Automobile Trade Direc

tory, which constitute the trio of Asso

ciated Blue Book properties.

NEW LONDON TRIES

snow AND LIKES .IT

Picked Three Worst Days of

Winter but Sales Came and

Business Was Stimulated

_

NEW LONDON, CONN., March 31—

This city is one of the places where the

automobile business is speeding up as

never before, and also one of-the towns

to hold a motor car show although not

scheduled on the regular list as published

by the trade papers of the industry.

It was New London's luck to pick the

only three real winter days of the season

to hold its annual exhibit. In spite of this,

the Third Regiment Armory was crowded

'on the afternoons and evenings of March

27, 28 and 29. The affair was held under

the auspices of the local companies of the

state guard and managed by Julian D.

Moran, assisted by Philip B. Grove.

Moran, in addition to conducting the

automobile exhibition, is president and

manager of the only morning newspaper

in the city, the New London Morning

Telegraph.

New London is becoming die of the

busiest motor car centers of the state,

and the show emphasized the fact that

the city presents a demand for passenger

cars and trucks far greater in proportion

to the population than some of the larger

cities of New England. The population

is 36,000. '

The armory was attractively decorated.

in red, white and blue and the flags of

the Allied nations. The exhibitors had

plenty of space and the arrangement was

a credit to the men responsible for the

general setting of the exhibit.

Besides plenty of aisle space in the

center and at the sides of the hall there

was a space of three or four feet between

each space. The exhibitors did not at

tempt to crowd their spaces, and several

of them showed taste in the settings of

their exhibits. Rugs and ferns added to

the general attractiveness of the ex

hibits, and one exhibitor arranged a pa

goda effect around his display that won

the attention and praise of the visitors.

The number of exhibitors was larger

than in previous years. Those showing

cars were the Packard Motor Car Co.,

Packard; R. P. Smith, Dodge and Over

land; the Frisbie & McCormick Co., Bris

coe, Reo and Case tractor; John Avery,

Nash cars and trucks; R. C. Spicer,

Scripps-Booth and Atterbury trucks;

Thomas Howe, Velie; Carlson & Bennett,

Oakland; Samuel Selikowitch, Clydesdale

trucks; J. G. Gelchell & Julian L. Will

iams, Oldsmobile cars and trucks; Palmer

Motor Sales Corp., Chandler and White

truck; Standard Garage, Paige and Dan

iels; Gillette & Vibber Co., Exide Bat

teries.

In spite of the weather the sales were

far greater than the exhibitors expected,

and every one' of the dealers promised

to contract for space at next year’s show.

Several who did not take space expressed

regret at not placing on display their

demonstrating cars, although they knew

that they could not secure cars from the

factory for immediate delivery.

 

Rumor Puts Another Ford Man Out

DETROIT, March 31—It is rumored

here to-day that Charles Mongana, Jr.,

chief mechanical engineer of the Ford

Motor Co., has resigned and is out. This

cannot be confirmed at the Ford plant.

It is also repeatedly heard on all sides

that F. L. Klinginsmith, vice-president of

the company, will retire immediately

upon his return from his vacation.

Chicago Pneumatic Tool Sold

CLEVELAND, OHIO, March 31—The

motor truck division of the Chicago Pneu

matic Tool Co., was purchased Saturday

by C. A. Finnegan of Buffalo, N. Y.,

owner of the Buffalo Commercial, and A.

Webber, who is interested with Finnegan

in various enterprises. The business will

be carried on with all branches and em

ployees as before, with the exception that

it will be greatly enlarged with vigor

ous sales policies inaugurated. H. B.

Young will be associated with the new

company in an executive capacity and

will be located at Chicago.

Delco Men Meet

PEORIA, March 31—One hundred

dealers of the Delco farm light system in

Illinois met here March 28 and 29 for a

conference and banquet. H. W. Prior.

Western sales manager; R. H. White, ad

vertising manager; R. E. Smithson, serv

ice manager; R. C. Fowler, accessory _

manager, and other representatives of

the Domestic Engineering Co., Dayton,

Ohio, the manufacturer, were present and

addressed the gatherings. Demonstra

tions and round-table discussions upon

sales methods and service filled in the

two-day program, and the gathering was

highly profitable and instructive to all

concerned. The conference was one of a

series to be held in all of the states of the

Middle West.

Dayton Plant for Maxwell?

DETROIT, March 31—Maxwell-Chal

mers Motor Car ,Co. ofiicials will neither

confirm or deny the story coming out of

Dayton to the effect that the company

proposes to move its big Dayton auto

mobile plant to Detroit. Dayton news_

papers, however, declare such a deal is

contemplated, and that the removal will

be made Within the next five weeks.

 

South Has Gasoline War

NEW YORK, March 31—Certain parts

of the South are at present in the throes

of a gasoline rate war which has brought

the price of fuel down to 13 cents in

Memphis. The battle was started when

the Gulf Refining Co. cut its price 1 cent

under Standard price and that of the

other companies. Memphis has the low

est price, some other Southern cities

quoting as follows: Chattanooga, 16

cents; Knoxville, 18 cents, and New Or

leans, 19 cents. It is anticipated that the

war may reach to Baltimore, where the

Gulf company is about to open head

quarters. At present the price is 22

cents there.
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Some of the Ford dealers gathered during the Boston show and listened to sales and service talks by Ford

Reorganize Crow-Elkhal't

SOUTH BEND, March 31—The finan

cial difliculties of the Crow-Elkhart Mo

tor Co., Elkhart, Ind., brought on by

war conditions, have been taken care

of and the company will soon resume

normal production. Settlement of liti

gation following a- petition for a receiver

will enable the company to increase its

output. H. T. Shafer & Co., Chicago,

will have an interest in the concern from

the fact that the Shafer company will

underwrite a bond issue of $600,000.

Both the Indiana company and the Ari

zona corporation, forming the Crow-Elk

hart Motor Co., will be dissolved and

the business will be conducted by the

Crow-Elkhart Motor Corp., with an au

zhorized capitalization of $10,000,000. H.

T. Ligtig, as a representative of H. T.

Shafer & Co., will be auditor and treas

urer. It is announced that the former

stockholders will receive an equal amount

if stock in the new corporation, while

the creditors who had accepted a settle

ment on a 25 per cent basis will receive

also an amount equal to 75 per cent in

the stock of the new corporation. The

:ompany now has orders for all the cars

that can be produced within the next six

months.

Airplane Distribution of Parts

WABASH, IND., March 29—Aerial

distribution of repair parts to distribu

:ers and service stations for Service

:ncks has been instituted by the Service

Motor Truck Co. It will be handled under

:ontract with the Service Aviation Train

ng 8: Transportation Co., a separate

irganization formed by stockholders of

the Service Motor Truck Co. A 44-acre

field has been prepared for landing, and

:he construction of hangars has been

completed. Curtiss J.N.-4 planes will be

used.

Smith Heads Milwaukee Dealers

MILWAUKEE, April l—Jesse A.

Smith, distributer of the Hudson and

Essex in Wisconsin and Upper Michigan,

factory executives

has been elected president of the Mil

waukee Automobile Dealers, Inc., suc

ceeding Alton J. March, who served three

terms. Smith is president of the Jesse

A. Smith Motor Car Co., 700-704 Grand

avenue, Milwaukee. Other oflicers were

elected as follows:

Vice-president, Ray C. Chidester, man

ager Milwaukee branch, Packard Motor

Car Co.; secretary, C. P. Hatter, East

Side Buick Co.; treasurer, Frank J. Ed

wards, Kissel and Dodge distributer; as

sistant secretary and manager, Bart J.

Ruddle.

The directors are: A. J. March,

Mitchell distributer; 'William F. Sanger,

Franklin distributer; George W. Browne,

Overland and Willys-Knight distributer;

Rudolf Hokanson, Nash distributer. and

the principal officers.

Canada Not Enforcing No-Glare Law

TORONTO, March 27—No action has

as yet been taken by the Government to

put into effect the law regulating head

lights which was passed 2 years ago

This law has not been enforced because

of technical difficulties, and particularl)

for lack of a standard of glare. It is

understood that the Department of High

ways has given careful attention to this

problem, and that the standard will be

defined.

Republic Sales Amount to $15,749,628

NEW YORK, March 27—Gross sales

of $15,749,628 are reported in the finan

cial statement of the Republic Rubber

Corp. for the year ended Dec. 31. The

net amount carried over as surplus for

the year is $602,913.

  

King Cars Shown With New Top

DETROIT, March 28—The new King

Foursome, equipped with permanent

“Class” top, made its debut for the first

time in Detroit at the recent show. This

top, which is a new product of the Con

solidated Top Co. of Cleveland, also ap

peared at the Cleveland show, but not

on a King car.

The King Motor Car Co., however, pro—

poses to feature this top on the “four

some” and touring car, and has con

tracted for a large number of them. The

Consolidated Top Co. is not limiting its

sales to the King car alone. The win

dows are all plate glass. The curtains

or sides are removable from the wind

shield back to the tonneau side. The

valance or the strip that the doors and

curtains butt up against is removable,

so that no signs of the sides are ob

served when the car is used during the

summer months without the curtains.

Ordinary storm curtains may be used as

protection against rain during the warm

period.
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Trenton staged one of the most beautiful shows this year.

an idea of the lavish decoration and the general arrangement of spaces

FOOD BY TRUCKS FOR

PHILADELPHIA SOON

Post Office Will Put on 50 to

60 Vehicles in Few Days—

Reduces H. C. of L.

 

PHILADELPHIA, March 29—Within

a few days, according to announcement

by the post office officials here, 50 to 60

motor trucks will be running to this city

from nearby rural points, carrying fresh

farm produce to the consumer direct from

farms. Trucks already are being oper

ated on six routes. Returned soldiers are

being used as drivers. Eggs, poultry and

vegetables form the bulk of the merchan

dise thus transported.

The territory covered by the trucks

ranges from eastern Maryland to central

Pennsylvania, and it is intended to make

Philadelphia a center of this experi

mental plan. All deliveries are made by

Parcel Post trucks, except in the case of

large shipments, where bigger trucks, of

course, are employed.

All the consumer has to do is to order

what he wants from a farmer on the list

posted and the post-ofiice will do the rest.

The person ordering the goods pays the

postage. The charges are 5 cents for

the first pound and 1 cent for each addi

tional pound. Several large army trucks

have been turned over to the local post

office to be used for carrying the larger

shipments.

When select fresh eggs were selling in

Philadelphia groceries at 50 to 60 cents

a dozen, a motor truck, the first in the

local experiment, arrived from the Lan

caster farming region with eggs for

householders at 35 cents. The first stop

was at the Commercial Museum. The

truck carried 85 crates of eggs, weighing

4200 lb. The truck left Lancaster at 6:30

the previous day and arrived at 4:30 pm.

The eggs actually cost 32 cents, with 3

cents for postage. Fifteen separate

operations and several days are thus

saved by motor truck transportation of

farm produce.

Gray & Davis Make Up Dividends

BOSTON, March 28—The remaining

dividend of $1.75 in arrears on preferred

and the regular quarterly dividend of

$1.75 will be paid by Gray & Davis, Inc.,

on April 1 to stockholders of record

March 21. The directors have also voted

to carry out the agreement made in Feb

ruary, 1918, with the preferred stock

holders committee to purchase on April

1 all preferred stock deposited with the

committee at 103 a share and accrued

interest.

At the date of the directors’ vote

$439,400 out of a total issue of $600,

060 was deposited with the committee.

At present about $440,000 has been de

posited with the committee and will be

retired on April 1. As there is only

$600,000 preferred outstanding, by April

1 only about $150,000 will remain out

standing.

  

Here is a general view which will give

OREGON FAVORS LAW

HCENSING MECHANICS

Dealer Association Supports

Measure—Will Raise Stand

ards of Work

PORTLAND, ORE., March 29—Ore

gon dealers are hopeful that a material

betterment of the standard of workman

ship among automobile mechanics will

result from enactment by the recent

Legislature of a measure creating a

“Board of Automotive Mechanics Exam

iners" to examine annually and license

all mechanics working for hire on auto

mobiles and trucks. The law becomes

effective May 29.

The dealers themselves had no hand in

preparing or introducing the measure.

It was a surprise to them. But after

carefully considering its provisions and

probable effects they made no opposition

to its passage.

The Dealers’ Motor Car Association of

Oregon subjected the measure to a care

ful investigation and discussion. The

general opinion is that if the examination

is' made a real one, standards of work

manship will be very much bettered.

A typical comment is that of H. M

Covey, of the Covey Motor Car Co.,

which/does a large motor car repair

business.

“The measure should prove very bene_

ficial in raising standards of workman
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ship through eliminating helpers from

the classification of mechanics," says

Covey.

"It is useless to deny that a good

many men who are qualified only as me

chanics’ helpers are posing as motor car

mechanics and getting away with it.

War conditions have had a good deal to

do with this, but not everything. It is

possible for a man who is only partially

qualified to fool even his employer for a

while.

“By requiring mechanics to take an

examination, this class of workmen will

automatically be culled out and classified

as they should be. Of course, the exam

ination must be fair and honest, but we

have a right to expect that such will be

the case.

“When a man asks employment as an

automobile mechanic, presentation of his

license will be evidence in itself that he

knows his business enough ~to pass an

examination. This will save the em

ployer the uncertainty and expense of

trying out a man who may be posing

for what he is not, will protect the motor

car owner who has a right to expect

expert workmanship on his car, and will

protect the skilled mechanic himself.

“Lawyers, doctors, barbers, and men

of various professions and trades are

examined and licensed as to their fitness

to practice. Why should not the same

rule be applied with equally good results

to motor car mechanics ?"

M. O. Wilkins, president of the Dealers‘

Motor Car Association of Oregon, also

indorses the measure.

“Dealers and repairshops have been

troubled a great deal through hiring

men who do not understand their busi

ness," says Mr. Wilkins. “Many of

them are mere apprentices. The owner

pays the price while they are learning

the business. Testing a workman’s

qualifications by his ability to pass a fair

examination should prevent this and give

us all, dealer, repairman, owner and

expert mechanic a square deal."

Clinton Planning New Truck

DETROIT, March 27—The Clinton

Motor Truck Co. is bringing out a new

l-ton truck. The new model was already

on the market before the war, but owing

to war work and scarcity of material

truck manufacture was suspended. The

Clinton Truck Co. will locate its main '

plant in Cleveland.

Packard Is Now in Production

DETROIT, March 27—The Packard

Motor Car Co. has completed its first

passenger car since the war, and expects

to be in production by the first week of

April. The last war truck has been com

pleted and the government adjustment of

canceled contracts is progressing rapidly.

Here's Another “Saleslady”

SOUTH BEND, IND., March 28~The

first automobile saleswoman to enter

South Bend is Mrs. George E. Stoufi'er,

who has just joined the forces of the

Studebaker Corp. here.

CANADIAN TRADE FOR

. CUT IN IMPORT DUTY

Purchasers of American Cars

Now Pay Total of 621/270—

Industry Wants It Reduced

OTTAWA, March 29—The tariif situa

tion in Canada is portentous. Astutely

the free traders seized upon the motor

car as the horrible example. In pre-war

days the customs duty on passenger cars

was 35 per cent. To-day passenger cars

imported from the United States cost the

Canadian consumer approximately 62%

per cent more than the same cars are

selling for across the imaginary line to

the south.

This is made up of the 35 per cent cus

toms duty (on the United States price

plus the United States 5 per cent war

tax) and a 7% per cent cumulative Cana

dian war excise tax.

The consuming public, the trade and,

paradoxical though it may seem, even

the Canadian manufacturer, have made

repeated representations by deputations

and otherwise to the government urging

that the 10 per cent war excise tax be

rescinded. The government insists that

it needs the money. The industry re

plies that it will get it plus the increased

customs revenue and business profits

taxes resulting from a greatly aug

mented sale of cars consequent on a wide

expansion of the car purchasing power

of the market with cars at a lower price.

They also add that they would be able

to assimilate in car production and main

tenance and in all allied and interde

pendent industries and trades a much

greater proportion of the demobilized

soldiers if the 10 per cent duty were

lifted as a result of greater production

to meet the widened market. Further

more it is pointed out by them that the

removal of the 10 per cent tax would so

reduce fixed and overhead charges per

unit of production that their position

with regard to export trade would be

vastly improved.

Defer Saxon Reorganization

NEW YORK, March 27—Nothing was

done at the meeting of Saxon stock

holders last week because only 10 per

cent of the outstanding stock was repre

sented at the meeting.

The meeting was called by the advisory

committee of creditors, which has super

vised the afi‘airs of the company since

June, 1917, and the plan of reorganiza

tion prepared by this committee suggests

that a new corporation be formed, to be

styled The Saxon Corp. or some other

equally appropriate name, to acquire the

assets of the present company. The new

company will have $2,000,000 capital in

6 per cent gold bonds, $1,250,000 8 per

cent cumulative preferred stock and

$3,200,000 common stock in shares of

$100 each. -

The advisory committee points out. in its

reorganization plan, that “Seemingly the

present stockholders have abandoned the

company and disclaimed responsibility for

the outcome." To this statement Leo M.

Butzel, representing the Creditors' Protective

Committee, said at the meeting yesterday:

“Unless the stockholders will, without delay.

come to the rescue of the company a reor

ganization through the courts is imminent."

The meeting yesterday was called for the

purpose of permitting the stockholders to

conduct their own reorganization.

The reorganization plan states that al

though it was heretofore impossible, under

war conditions, to Interest new capital, “re

sponsible bankers have now signified their’

willingness to furnish additional capital by

the purchase of bonds and preferred stock

in the reorganized company, if the preseni

creditors will acquire the entire assets of

the corporation in payment of their claims

and will accept the common stock in adjust

ment of their claims of indebtedness." In

the event that such additional capital were

obtained, a syndicate of bankers would “dur

ing a period of from 3 to 5 years. control

the management and operation of the re

organized company." it seems likely that the

advisory committee may go ahead with its

proposed reorganization plan. I

., 7

 

Kearns Has New l'/;-Ton Chassis

BEAVERTOWN, PA., March 28—The

Kearns Motor Co. is now building a new

1%-ton truck with a Continental four

cylinder 3% x 5 engine. Standard parts

are assembled into the job and the speci

fications include high tension magneto.

Borg & Beck clutch, Hotchkiss drive.

Muncie three speed gearset, semi-elliptic

springs, 136-in. wheelbase, solid tires 34

x 3% in. front, 34 x 5 in. rear. The drive

is internal gear and roller bearings are

used in the front wheels.

 

The Week’s Changes in Fargo

FARGO, N. D., March 31—One of the

important features of the week is the

formation of the automobile dealers and

truck dealers of this city and Moorhead.

across the Red River in Minnesota, into

the Fargo-Moorhead Automotive Trades

Association, which replaces the Fargo

Automobile Dealers' Association. W. H.

Horton is~ chairman and S. L. Sheldon is

secretary.

The Kiefer Auto Co. at Moorhead will make

an addition to its garage 25 x 90 at From

and Fifth Streets. It will carry two stories

eventually. The first floor will be the present

construction.

George Dixon, formerly Fargo Motor Saleil

Co.. has bought the Hassler Distributing Co

from J. J. White and will have exclusive dis

tribution of the Hassler shock absorber in

South Dakota as well as North Dakota. The

Lawrence-Fulton Motor Co. has opened a

salesroom at 512 Front Street. The firm.

composed of R. A. Lawrence of Fargo and

Dr. M. M. Fulton of Moorhead. will sell the

Paige and Maxwell.

The Oakland Motor Sales Co. has been or

ganized by L. S. Thompson and H. H. Berg.

at N. P. Avenue and Fourth Street N. The

All-Work tractor will be sold. also. S. P

Diemert & Son have taken the Dort agency

in five counties and Rockwell 8; Gage Auto

(‘0., a new firm at 53 Fifth Street N.. the

R00 line.

G. G. Gratlas and E. S. Breyer have formed

the Northern Motor Sales Co. at 219 N. P.

Avenue to sell Studebaker cars and acces

soriel.
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To Welcome Truck Sales Managers

PHILADELPHIA, March 29—The mo

tor car interests of Philadelphia, includ

ing the truck, passenger car and acces

sories trades, have organized a reception

committee to welcome the convention of

the National Association of Motor Truck

Sales Managers April 11-12.

This committee follows: C. A. Mussel

man, chairman. Motor Truck Associa

tion of Philadelphia—Lee J. Eastman,

chairman; J. C. Schwartz and W. H. Met

calf. Philadelphia Automobile Trade As

sociation—E. H. Fitch, chairman; W. B.

McCullough and W. G. Herbert. Auto

mobile Accessories Business Association

of Philadelphia—W. Ross Walton, chair

man; N. A. Petry and G. B. Shearer.

Two business sessions of the sales

managers’ delegates have been planned

for the morning and afternoon of April

11 at the IBellevue-Stratford, and that

evening there will be a dinner for the

delegates in the ballroom, at which local

members will be present. Covers will be

laid for 300. The Philadelphia Automo

bile Trade Association and the Motor

Truck Association of Philadelphia have

joined in inviting the delegates to a

are distorted. A new car may be manu

factured, but as to when it will be manu

factured we are not in a position to say

except that we know a new car could not

possibly be designed, tested out, manu

factured and marketed in quantity under

two or three years.”

 

Sioux (fity Is After Roads

DES MOINES, March 28——So insist

ent are the people of Sioux City for a

constructive good-roads law by the pres

ent Iowa legislature that they took the

entire membership of the legislature in a

special train to Sioux City to see what

has been accomplished there in the last

few years in the way of hard-surfaced

roads. All the main roads entering

Sioux City are paved with a 16-ft. strip

of concrete. The legislators were shown

these roads, some of which had seen serv-_

ice for 8 years and are in good condi

tion. At the big good-roads dinner in

the evening Sioux City business men told

the legislators that they wanted a good

roads bill “with teeth in it” which would

permit the paving of every main high

way in Woodbury County.

  

:“alisbury’s First Show

Above is a view of one of

the accessory exhibits in the

first show of the Salisbury

(Md.) Dealers’ Assn; and

at the right is a general

view of the main hall

luncheon to be held at the headquarters

of the former association on Friday,

April 11.

"Greatly Exaggerated,” Says Ford

DETROIT, March 28—In a letter

signed by Edsel B. Ford, sent to all

dealers throughout the country, the Ford

Motor Co. says that rumors or stories

about the new Ford car are greatly ex

aggerated.

“In the first place,” the letter states,

“a large majority of the rumors afloat

Gardners May Build a Car

ST. LOUIS, March 31—Russell E.

Gardner and his two sons, Russell E.

Gardner, Jr., and Fred W. Gardner, have

established ofl‘ices and an engineering

workshop here to determine the possibili

ties of manufacturing a four-cylinder,

low-priced car. The organization is now

known as Russell E. Gardner & Sons.

The letter-head states “capital $2,000,

000.”

R. E. Gardner, Jr., says that engineer

ing work is under way but no definite

steps toward organization have been

taken and none will be taken until the

details of the product are worked out.

His father, he says, wishes to follow the

same policy that made him famous the

country over as a buggy manufacturer.

that of the “lowest priced article of good

quality possible." _

Gardner was formerly owner of the

Banner Buggy Co., and later he operated

the Chevrolet Motor Car Co. of Missouri.

When his two sons enlisted in the navy

at the beginning of the war he sold his

interest in the Chevrolet to the General

Motors Co. for $1,000,000, he announced.

Now that his sons are back, he is plan

ning to aid them in organizing a vehicle

business.

Erie Helps Buy Armory

ERIE, PA., March 31—The Erie Auto

mobile Dealers’ Association has donated

$1,000 toward a fund for the purchase

of a site for a new State armory. When

the building is completed it will be used

on occasion to house the annual auto

mobile show which heretofore has been

held in the U. S. Garage, where the space

has been too limited.

' Plan Another South Bend Show

SOUTH BEND, IND., March 31—The

automobile show of the South Bend Auto

mobile Trades Association held recently

was a success, but the association is of

the opinion that with warmer weather

the show would have been a greater suc

cess, so it has been decided to put on

another show April 17.
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FIRST CLEVELAND CAR

APPEARS ON STREET

Straight-line, 5-Passenger Body

on 118-In. Six-Cylinder

Chassis at $1,200

CLEVELAND, March 27—The Cleve

land Automobile Co., recently organized

by F. C. Chandler, J. V. Whitbeck and

other Cleveland automobile men, has com;

pleted its first experimental cars. The

experimental car, which has created a

big sensation when it appeared on the

streets this week, is a six-cylinder job

with block engine and 118-in. wheelbase.

The job is a pleasing one and is built to

sell at approximately $1,200. The body

is of the straight-line type, 5-passenger

capacity with cellular radiator. The com

pany is making its OWn axles but is using

Timken ball-bearings. The ignition sys

tem is Gray-Davis battery type. The

bore and stroke of the engine is 3 x 41/4,.

 

Maibohm Shows $32,811 Surplus

RACINE, March 29—A regular annual

dividend of 6 per cent was declared at

the annual meeting of the directors of

the Maibohm Motors Co. The financial

statement of the company for 1918 shows

a surplus of $47,370, of which $14,559

was deducted to pay for the loss due to

the fire on Dec. 3, leaving a net surplus

of $32,811. Operations were continued

in spite of the damage done to the plant.

The company was not engaged on any

war contracts, but although working only

on its regular products, production was

somewhat curtailed because of govern

ment restrictions. The following officers

were elected: President, H. C. Maibohm;

vice-president, T. W. Cushing; secretary

and treasurer, I. O. Bormann; works

manager, W. C. Maibohm, and director,

Albert Mohr.

Columbus Sees a Bright Year

COLUMBUS, March 28—The annual

meeting of the Columbus Automobile

Trade Association was held recently at

the Athletic Club of Columbus, when di

rectors for the coming year were elected

and there was a banquet. Reports showed

that the past year was a fairly pros

perous one and that prospects for the

future are bright. Thirteen new mem

bers were received, making the member—

ship of the association more than two

thirds of the men in every line of the

automobile business in Columbus. Direc

tors elected were: Frank Kaiser, E. W.

Pavey, J. A. Howe, A. B. Coates, Y. B.

Jones, F. J. Girard, George C. Bohn, C.

G. McCune, R. L. Hays, C. V. Carpenter,

A. R. Fishpaugh and C. E. Justus. Of

ficers will be elected by the new board of

directors in a short time. Y. B. Jones

will likely be selected president.

Ford's Tractor Plants Under Way

DETROIT, March 27—Henry Ford’s

latest tractor projects, both here and in

Hamilton, Ohio, are well under way. His

big Detroit establishment is in volume

production and work is progressing rap

idly. on eight smaller plants along the

River Rouge. In Hamilton contracts

have been let and work commenced on a

$1,000,000 tractor plant to be in opera

tion in about a year.

SPECIAL EVENTS PUT

SPIZ IN COAST TRADE

How a Show and a Race Moved

a Big Stock of Cars and Left

a Real Shortage

LOS ANGELES, March 28—Special

events, as a means for stimulating in

terest in motor cars, and thereby serving

to increase the demand and enliven sales

business, are proving decidedly satisfac

tory as put on by the Los Angeles Motor

Car Dealers’ Association.

During December a spirit of gloom

pervaded the automobile business. In

fact, there was no business. It never

had been known to be so quiet. The

armistice had been signed, and the war

was over, but still the people were not

buying automobiles. Owners preferred

to keep their old cars, or else' were put

ting such a high trade-in value upon them

that dealers could not accept them profit

ably. _

When the situation was at its darkest

a few of the influential live-wire dealers

held an informal meeting. In the words

of one, “We’ll have to do something.

We’ve got to get under the people’s skin

and get them to buying cars. So long

as we don’t do it, nobody else will.”

As the result of that gathering, a meet

ing of the dealers’ association was called.

Members were asked for suggestions, and

it was agreed that the dealers should

direct a campaign of events for the pur

pose of arousing interest.

The first event was the show. It
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proved the best money-maker of all the

shows ever held here.

In the short period of four weeks busi

ness was brought out of its decline, and

January, the month of the show, showed

a rising market. At that time there

were several thousand automobiles in

storage, but to-day that stock has been

dropped clear out of sight.

The show was not allowed to be for

gotten before the public was informed

there would be an automobile race con

ducted by the dealers’ association. A

race committee was named to handle this

event without outside help or profes

sional promotion of any kind.

A hard battle was fought with the city

of Santa Monica to get that municipality

to remove the ban placed on the use of

the famous Santa Monica course. In

junctions were threatened by property

owners.

After sleepless nights the committee

threshed it all out and finally got the

necessary permission. The skeptics said

a successful race could not be put on

without a field of star drivers.

Letters were written to the leading

drivers in the East, and they refused to

come to the Coast unless given a liberal

money guarantee. The association did

not intend to run this race for the benefit

of the drivers alone, however, and turned

down the propositions.

There were several of the topnotchers

like Pullen, Cooper and Durant, who

have'interests on the Coast, and they

entered the race. Fourteen other lesser

lights also signed up and the race was

run before a crowd of 75,000 spectators.

The financial reckoning has not been

made at this time, but although the race

cost about $20,000 to stage there are

indications a profit will be returned to

the association.

It was not profit so much that the

association wanted as it was to make the

people realize the need for automobiles.

Now there are at least half a dozen dis

tributers in Los Angeles entirely out of

cars and begging shipments from the

factories.

The vast surplus has been dissipated,

warehouses cleaned out and an actual

shortage already exists.

One distributer said to-day his firm is

104 cars behind its orders. Another has

been buying cars in San Francisco for

delivery here in order to hold the orders

of buyers.

Business is here to the tune of about

3000 cars per month, but the dealers’

association does not intend to stop.

Other events are to be put on, the next,

according to schedule, being a special

non-speed contest in which the results

will depend wholly upon the drivers and

not the cars. “Keep the ball rolling” is

the motto from now on.

 

Canadian Tractor Demonstration in

October

OTTAWA, ONT., March 27—The In

terprovincial Plowing Match and Tractor

Demonstration will be held at Ottawa

next October, the exact date to be decided

upon later.

FLOCK OF RUMORS IS

SEETHING IN DETROIT

Ford, General Motors, Standard

Parts and Maxwell-Chalmers

All Mentioned

DETROIT, March 28—This city is

seething with merger rumors afi‘ecting

the Ford Motor Co., General Motors.

Standard Parts Co., and Maxwell-Chal

mers Motor Car Co. These rumors are

directly due to General Motors expan

sion projects. While 80 per cent must

be discounted as pure "street talk,” there

is sufficient evidence to convince auto

motive circles that transactions of mag

nitude are pending. In every instance,

however, ofiicials of the companies are

busy issuing denials.

Rumor declares that General Motors is

trying to gobble up the Ford interests

in the Ford Motor Go. From a semi

authentic source it is stated that the du

Pent-Durant interests have made the

Fords a cash offer for their holdings in

this company. From another equally

authentic source comes the declaration

that Henry and Edsel Ford have no de

sire to dispose of their stock and that

the first announcement of their proposed

withdrawal from the Ford company was

a mistake.

A typical illustration of the type of

rumors going around tells of a General

Motors project to purchase the ‘Ford

stock in the Ford Motor Co. for $187,

000,000 and to discontinue the manufac

ture of Ford cars entirely. In such an

event, the plant would be used for the

manufacture of Cadillac cars. General

Motors officials treated this story as a

huge joke.

While no statement has been issued, it

is certain,'however, that General Motors

is planning huge expansion projects in

volving leading automotive concerns. It

is a known fact that a consolidation of

the Maxwell-Chalmers companies is being

worked out with General Motors financial

aid. Details of this proposed merger are

generally known among Detroit brokers.

For a financial consideration General

Motors is to get' possession of the com

mon stock of Maxwell-Chalmers, and

while it might not take over the active

management, the Maxwell-Chalmers or

ganization would virtually become 9. Gen

eral Motors unit.

Merger plans call for the organization

of a new company to take over, on an

exchange of security basis, yet to be

worked out, assets of the present Max

well Co. An effort is to be made to

'cancel the lease of the Chalmers Co.

under which Maxwell is operating the

former's plants and take the Chalmers

directly into the new Maxwell corpora

tion. Some new cash capital would be

supplied by General Motors. The pro

posed change in management is to be

deferred until the end of the current

fiscal year, July 31.

General Motors officials and officers of

the Standard Parts Co. deny reports that

the Durant interests are negotiating for

the control of the big Cleveland concern.

Absorption of Standard Parts, however.

would give General Motors practically

everything which goes into the manufac‘

ture of an automobile and place it in a

strategic position in the manufacturing

field.

Harroun Production Is on Increase

WAYNE, MICH., March 27—The Har

roun Motor Corp., after a brief period of

inactivity following the end of the war

and the winding up of government work,

is back in production, turning out 10 jobs

daily with 150 men on the payroll. The

company is 90 days behind on orders.

which continue to come in large num

bers, especially from the eastern tern

tory. By June the company contemplates

attaining a daily average of 60 cars.

l gnition Plug C0. Increases Capitalization.

DAYTON, OHIO, March 28—The Igni

tion Plug Co. of this city has increased

its capitalization from $15,000 to $50,000.

  

Seventh annual banquet of the Reinhard Bros. Co.. held during the annual

Minneapolis show



April 2. 1919 4|MOTOR WORLD

NEW CATERPILLARS

DEVELOPED BY HOLT

Four- and Eight-Plow Machines

Reflect Influence of War

Automotive Apparatus

PEORIA, March 3l—The Holt Mfg.

Co. has brought out two new Caterpillar

farm tractors—one a 5-ton, 4-plow ma

chine and the other a lO-ton, 8-plow ma

chine. In general design they are prac

tically the same as previous Caterpillar

models, but have been slightly altered and

refined as a consequence of the company’s

experience in building war automotive

apparatus.

Both models show external evidence of

military influence in their automobile

style hoods. The seat is more comfort

able and is located so as to give the

driver a view both of the field ahead

and of the work of his implements. The

belt pulley is placed at the rear; the

lubrication system has been improved.

The 4-plow model is equipped with a

4-cylinder modified Class B Liberty truck

engine in which the bore and stroke are

4% x 6 in. Ignition is by high tension

magneto and lubrication by a 'pressure

system through a drilled crankshaft with

a by-pass feed to the rocker arms and

return to the crankcase; a standard type

of centrifugal governor, fully enclosed

and sealed is fitted. Provision is made

for mounting an electric lighting gen

erator and starting motor.

The master clutch is a dry, multiple

disk type, transmitting the drive through

a standard 3-speed and reverse gearset

of selected type. Drive is through a pair

of bevel gears with two spur gear re

ductions from the steering clutch to the

track driw sprockets. There is no differ

ential, and steering is effected through

steering clutches independently operating

the tracks. Speeds as 1.3, 2.6, 4.9 m.p.h.

ahead and .97 m.p.h. reverse.

The 8-plow machine has a 4-cylinder,

vertical 6% x 7 in. engine, all the other

units being of similar design and differ

ing only in size. Speeds are 1.35, 2.52,

3.88 m.p.h. ahead and 1.0 m.p.h. reverse.

The overall length is 146 in. and the

weight 18,600 lb. The overall length of

the 5-ton machine is 124 in. and the

weight 9,400 lb.

New Small Oil-Pull Tractor

LAPORTE, IND., March 31—The Ad

vance-Rumer Thresher Co. has developed

a new small four-wheeled tractor which

is quite similar to its older models and

which is designed to pull three l4-in.

mouldboard plows or four disk plows.

It is rated 12-20 hp. and follows stand

ard Oil-Pull design and construction

throughout. It has a slow-speed, two

cylinder, horizontal, heavy-duty engine

equipped with a Secor-Higgins carbureter

burning kerosene and has the usual oil

cooling system and fanless radiator. All

transmission gears are cut from forged

steel blanks and are thoroughly protected

from dust and run in oil. Transmission

shafts and axles are mounted in Hyatt

roller bearings. The gearset provides

forward speeds of 2.1 and 3.25 m.p.h..

and reverse.

 

Makers Discourage Drive-Aways

DETROIT, March 27—Detroit automo

bile manufacturers are discouraging dis

tributers who come to the city with the

intention of driving away their cars. The

manufacturers declare an automobile

leaving the factory new is not a new car

when it reaches its destination 500 or

1000 miles away, as the case may be.

The cars are affected by the road-shocks

and usage, and the cost to the dealer of

placing them in salable condition when

the trip has ended will more than offset

freight charges.

During the past 2 years drive-away

operations were encouraged owing to

congested transportation facilities and a

great freight car shortage. Very fre

quently dealers could not have obtained

automobiles had they not come to Detroit

and driven the machines back. During

these years manufacturers urged the

drive-away method, knowing that it was

the only method of meeting the trans

portation problem.

' 'q\v\n-J-.1\
m.p _

QUAKER ASSOCIATIONS

TO CO-OPERATE BETTER

Have Already Influenced Legis»

lation and Plan Bigger Work

—Airplane Field

PHILADELPHIA, March 29—Secre

tary W. H. Metcalf reported at the March

meeting of the Motor Truck Association

of Philadelphia that conferences with the

Harrisburg legislators on the Dithrich

and Buckman bills had resulted in a vir

tual agreement on 26,000 lb. as the maxi

mum weight for trucks, a length of 26 ft

and a width of 90 in. The association’s

legislative committee, it was announced.

had been assured that the motor truck

industry would be treated fairly at Har

rishurg.

An agreement has been made for co

operation between the Philadelphia asso

ciation and other associations in the

State, including that at Lancaster, with

regard to obtaining satisfactory legisla

tion. The Lancaster County Motor Truck

Association, recently formed, has elected

Edward Stimson, a former Philadelphian.

as its president, it was stated.

Several members, including Chairman

Schwaake, of the traffic committee, in

speaking of the proposed restrictive laws

at Harrisburg, emphasized the necessity

for constant watchfulness on the part of

the trade against the passing of adverse

measures.

Attentionwas called to a bill just in-'

troduced requiring pneumatic tires on all

motor trucks in this State, and to an

ordinance pending in Philadelphia coun

cils forbidding parking of cars anywhere

throughout the length of Broad Street.

It was objected to on several details.

Clarence P. Wynne, former president

of the Philadelphia Aero Club, advocated

the provision of a public airplane landing

field at League Island Park or some other

suitable, centrally located tract, and sug

gested that before long airplanes would

be conducting commercial business on a

large scale between all large cities.

  

The two new Holt caterpillar tractors which have been developed for farm use through experience which

the Holt company has had in building war automotive apparatus.

that at the right is the 4-plow size

The machine at the left is the 8-plow size;
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Resignations and Promotions Place Workers

in New Places
 

Prominent Tradesmen Assume New Duties

C. M. Menzies, general manager of the

Northwest Auto Company of Portland, Ore.,

for the past two years, prior to which he

had been sales manager since 1913, has re

signed. His future plans have not been an

nounced. XV. J. McCaiium, for 21 years with

the International Harvester Co. of America.

succeeds him.

W. J. McCalium, Portland, has been pro-‘

moted from department manager to man

ager of the Northwest Auto Co., to succeed

C. M. Menzies, resigned.

Herbert A. Buchbinder, recently returned

from the service, has been made sales man

ager of the Harley Buick Sales Co., Detroit,

with which firm he has been associated for

several years.

V. K. McBride, formerly assistant sales

manager of the Federal Motor Truck Co.,

has been appointed to a similar position with

the Premier Motor Corp., Indianapolis.

R. E. Page, former assistant foreign sales

manager of Dodge Brothers and previously

connected with the Universal Motor Truck

Co., has been placed in charge of Canadian

representation for the Commerce Motor Car

Co. He will make his headquarters in Tor

onto.

Jack Neely, formerly with the sales de

partment of the Reamer distributing agency

at Kansas City, has been made assistant

sales manager of the Barley Motor Car Co..

Kalamazoo, Mich.

Eugene Bemb, with the Hudson Motor Car

Co. since its organization, has been made

manager of the service department at the

factory.

Edward T. Walling, associated with Sprang

er Wire Wheel Co. for 6 years as assistant

general manager, has resigned to take effect

April 1.

H. B. Nlblette has been appointed super

visor of the tire sales division of the Ther

moid Rubber Co., Trenton.

ADD RETAIL .

William D. Keith has formed the William

D. Keith Motors Co. in Shreveport, La... and

is handling the Marmon and Maxwell and the

Maxwell Truck. Keith began his business

career as office boy with the Lee Hardware

Co. and until recently was with the Wray

Dickinson Co. as secretary-treasurer and

manager of passenger sales. His territory in

cludes Eastern Texas and most of Louisiana.

H. S. Hanchett, formerly connected with

the Ford Motor Co., and recently manager

for Bingham & Norton, St. Paul, dealers for

Stutz, Reo and Scripps-Booth, has become

sales manager for the North States Motor

Co., Minneapolis, distributer of the Auburn

for Minnesota, North and South Dakota,

Montana and Western Wisconsin. ‘

R. A. Doty, formerly Mayor of the City of

Waterloo, Iowa, and more recently with the

Cushman Motor Works, Lincoln. Neb., has

become associated with the wholesale or

ganization of the Overland Hanson Co.,

Water100.

Walter E. Anderson has become associated

with the Curtis Tire Rubber Co., Muskegon,

Mich., in the capacity of sales manager.

Walter P. Hanson has joined the Haynes

Automobile Co., Kokomo, as assistant ad

vertising manager. Before his enlistment in

the navy he was a newspaper and magazine

writer.

0. H. Breaker.ha.s been appointed assist

ant sales manager of the Diamond Chain &

Manufacturing Co., Indianapolis. For the

past year he has been in the air service, and

for 9 years previous was with the Larkin Co.

 

Show Promotes Elton Sales

YOUNGSTOWN, March 31—Lynn M.

Shaw, secretary of the Youngstown

Automobile Dealers’ Association, has

been made manager of a new department

with the Elton Motors Co., Youngstown,

Ohio. The new department is known as

the “department for promotion of sales,"

and includes advertising and publicity.

It will embrace features that are known

to have been profitable in similar depart

ments of large distributers elsewhere.

Albert Elton, general manager of the

Elton Motors Co., proposes to make of

this department a direct contact with

prospects and present owners.

Shaw formerly was automotive news

editor of The Telegram in Youngstown.

He was made secretary of the dealers’

association at its inception. At that

time he was employed in the reportorial

department of The Telegram, but on his

return from the infantry officers’ train

ing school at Camp Grant last November

was made circulation manager of The

Telegram.

He remains as secretary of the Youngs

town association. He is a member of the

dealer and legislative committees of the

Ohio State body, in which he has taken

a prominent part.

ETHEL JUDD McGUIRK

ETHEL JUDD McGUIRK, 38, for six

years active in trade organization

work in the Middle West, died of pneu

monia at his home in Chicago, Sunday,

March 23. He was ill only a week.

Funeral services were held Wednesday,

March 26, in charge of the Royal Arca

num, with interment in Mount Green

wood Cemetery. He leaves a sister and

a widow. The Chicago Garage Owners'

Association and representatives of the

Illinois and other State trade associations

attended.

McGuirk was born in Michigan on

a farm, but left it when a'boy, borrow

ing money to go to Chicago to attend a

business college. After leaving business

college he engaged in various enterprises,

working along promotion and develop

ment lines with success.

About six years ago he was made sec

retary and manager of the Garage

Owners’ Association of Illinois, and was

a prime factor in carrying that associa

tion through its early days and bringing

it down to its present position, with good

membership and finances. He also con

tributed to organization work in other

 
 

LYNN Nl. SHAW

western States, and was personally re~

sponsible for much of the success of

trade association work even when he, as

he often did, remained in the background

but contributed his effort and influence.

Some of his best work for the trade is

not known to the trade.

Some time ago he nominally withdrew

from association work to concentrate on

directory work and other private enter

prises, but his effort for organization was

still being continued up to the time of

his illness.

John Millen Passes Away

MONTREAL, March 27—John Millen,

president of the firm of John Millen &

Son, Limited, died March 25, following a

surgical operation. He was in his sev

enty-sixth year.

It was only a few weeks ago that Mr.

Millen celebrated the jubilee of his busi

ness foundation. Born in tlfis city, he

entered the service of the firm of L.

Blaiklock on St. Lawrence street, 60 years

ago, but 10 years later he started a gen

eral hardware business. In his long

career the founder of the firm dealt in

hardware, sporting goods, bicycles, steam

and electric railway supplies, and more

latterly automobile supplies and acces

sories. The present company was in

corporated in 1906, when it changed its

character from retail to wholesale. Mr.

Millen is survived by his widow and tWQ

sons, E. D. Millen, who is with the Grand

Trunk Railway in Toronto, and J. Ernest

Millen, managing director of John Millen

& Son, Limited.

MacDonald Director Public Roads

WASHINGTON, March 27—Thomas

H. MacDonald, chief engineer of the Iowa

State Highway Commission, has been

appointed Director of the Bureau of Pub

lic Roads, Department of Agriculture.

succeeding Logan Waller Page, who died

suddenly at the Chicago Road Convention

last December. Mr. MacDonald will as

sume his new duties as soon as he can

arrange his Iowa work. He will super

vise and direct all the activities of the

bureau under the Federal aid road act.
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Twenty-four dealers took part in Seattle’s show, which. was held in the armory.

ions the best Show yet

_ Seattle’s First Show in Three Years Draws Well

SEATTLE, March 28.—Seattle’s auto

mobile show, the eighth given by the

Seattle Automobile Dealers’ Association,

was held in the National Guard Armory

March 10 to 15 inclusive. The show was

the first in 3 years, the last one having

been held in 1916. Dealers unanimously

affirm the event surpasses any of its

predecessors in every way. The general

public patronized the show freely and

more enthusiasm and zip was mani

fested than at any similar display.

Two outstanding features should be

commented upon. First, the show was

staged, managed and financed by dealers

without any outside assistance; second,

it was a money-maker. It might also be

worthy of mention that every dealer, or

exhibitor, approached on the subject, un

qualifiedly asserted that his own particu

lar business was helped and will be helped

by the show.

One half of the profit has been turned

over to the Washington Automobile

Chamber of Commerce, to secure legisla

tion which will not only benefit dealers.

but motorists as well. The other half

goes to the Seattle Automobile Dealers’

Association.

Twenty-four local dealers had cars on

exhibition at the show. There were 61

cars on display, including seven chassis

and two motors.

The attendance for the week totaled

something over 30,000—an average of

5000 per day. Interest was sustained to

the end. The last day’s patronage was

the largest during the week and more

cars were sold in the floor than on any

other day. '

Every exhibitor at the show made sales

during the week. The dealers in medium

high priced cars made the most sales,

each one averaging from six to nine cars

during the show. There was one $9,000

sale and at least two $7,500 sales. How

ever, cars ranging from $1,800 to $3,200

sold better. The calls for cheaper cars

were comparatively few.

Decorations Excellent

The show was put on in a colorful set

ting, more than $4,000 being spent for

decorations alone. The spirit of co-op

eration among the exhibitors could not be

excelled. Everyone did all that was hu

manly possible to make the show a suc

cess and viewed from every angle it was

a success.

During the week all of Seattle’s motor

car dealers maintained open house at

their salesrooms. The impetus given the

motor car industry by the show at the

Armory was reflected in the volume of

business transacted on The Row.

During the past several months the

automobile business in the Northwest

generally and Seattle specifically has lan

They all say it

guished. Sales were few and a revival

was absolutely necessary. The automo

bile show was needed. Local dealers now

confidently predict they will sell more

cars by far than last year, which was

considered to be the biggest year in the

history of the industry. Several large

dealers assert business will be 25 per cent

heavier than last year in spite of the fact

that many of the war industries have

ceased to boom.

Stocks, in the case of most dealers, are

in fair shape, but the present freight sit

uation is giving considerable concern.

New shipments are coming through

rather slowly at a time when shipments

are needed to fill the constantly increas

ing demand.

The recent strike of shipyard and al

lied industrial workers (approximately

30,000 in all), which continued for seven

weeks, had a more or less deterrent-ef

fect on early spring sales. With the dif

ferences between shipyard employers and

employees adjusted, much new business

is expected to materialize immediate

ly. Shipyard workers last year were

heavy buyers of moderate priced cars

and from all reports their business was

very desirable. Several dealers had spe

cial “shipyard salesmen," who looked

after this custom alone. With the yards

going full blast again, another profitable

season is bound to result.
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COMING EVENTS

Passenger Car and Truck Shows

Arthur E. Sherwood. Manager.

. . . . . . . . . . ..Motor Truck Demonstration,

_,Automoblle Dealers' Assn, Armory.

,.Henry B. Marks. Manager.

. . . . . . . . ..Denver Automobile Trades Assn., Stadium, Inc.

Macon . Automobile

Chamber of Commerce.

Vehicle Dealers’ Assn.

. . . . . . . ...\Tational Motor Show of Eastern Canada, Victoria

Rink. T. C. Kirby, Manager.

. . . . . . . ..Fourth Annual Automobile Dealers' Assn.

. . . . . . . ..Seventh Annual,

Cumberland. Md . . . . ..Mar. ill-Apr. 5 ..

New Orleans, La. _ . . .Mar. ill-Apr. 5 ..

Denver. Col . . . . . . . . . ..Apr. 1-5

Macon, Ga. . . . . . . . . . . ..Apr. 3

Brooklyn . . . . . . . . . . . ..Apr. 5-12 . . . . . . . ..Trucks.

Montreal, Can . . . . . . ..Apr. 5-12

  

23rd Regiment Armory. Brooklyn Motor

I. C. Kirkham. Manager.

Cars and Tractors. Deadwood

Business Club.

Bridgeton, N. J. ..Apr. 5-12

Deadwood, S. D. .Apr. 8-12

Waynesburg. Pa. . . . . .Apr. 16-19

Bristol. Va.-Tenn. . . . .May 10-17

. . . . . . “Algromo‘blle Dealers“ Assn. of Greene Co., Armory.

an

. . . . . . ..Cars_ Trucks. Tractors. Airplanes and accessories.

Bristol Chamber of Commerce.

L. Hoover. Manager.

C. W. Roberts.

Manager.

Foreign Shows

Paris. France . . . . . . . ..Oct. 15 . . . . . . . . . ..Grancl Palais—International Automobile Manufac

turers' Congress.

London. England... .November . . . . . . ..Ol)'mpia—lnternational Automobile Manufacturers“

Congress.

_ Meetings ,

Philadelphia. Pa..... Apr. 10-12 . . . . . . ..Convention, National Association 01' Motor Truck

Sales Managers. Bellevue-Stratt‘ortl.

Hot Springs. Va . . . . ..June 2-6 . . . . . . . . ..Convertion. Automotive Equipment Assn.. Home

stead Hotel.

Races

Unlontown, Pa . . . . . . .-May 17 . . . . . . . . . ..l‘robably 112% miles.

Indianapolis, Ind . . - . .-May 31 . . . . . . . . . ..500-Mile Sweepstakes. Indianapolis Speedway.

incinnati. O . . . . . . . ..July 5 . . . . . . . . . .Speedway.

nlontown. Pa . . . . . - -.July 19 . . . . . . . . . . ..I\iid-Summer Meet. Speedway.

Sheepshead Bay. N. Y.July 26 . . . . . . . . ..Sneedway.

Elgln. Ill . . . . . . . . . . . . ..Aug. 22-23 . . . . . . ..Sneedway.

Sheepshead Bay, N. Y.Aug. 23 . . . . . . . . . ..Speedway. .

Uniontown, Pa........Sept. 1 . . . . . . . . . . ..Speedway.

Sheepshead Bay. N. Y.Sept. 2O . . . . . . . . . ..Speedwa_v.

Cincinnati. 0 . . . . . . . . “Oct. 1 . . . . . . . . . . .. Speedway. ' " " ‘ ’

Tractor Demonstrations

Walla Walla, Wash...Apr. 15   
“Sectional Tractor Demonstrations.

Sacramento. Cal . . . . ..May 5 Selgtlogal Tractor Demonstrations. Demonstration

e .
Denver. C01 - - - - - - - - - --Early June ..Sectlonal Tractor Demonstrations.

Wichita. Kan . . . . . . . ..July 21-26 . . . . Automotive Committee of National Implement Assn.

Aberdeen. 8. D . . . . . ..Earl_v August .....Sectional Tractor Demonstrations.

Aeronautical Exhibition

Atlantic City. N. J....May l-June 1 .....Second Pan-American Aeronautic Convention and

Exhibition.

 

28 Highway Bodies Associate

KANSAS CITY, March 31—Twenty

eight interstate highway associations

have so far qualified for membership in

the Associated Highways of America.

They represent about 50,000 miles of

marked highways, reaching to nearly

every part of the United States, to the

borders of Canada and Mexico, and to the

coasts. By the time Congress convenes

the organization will be further strength

ened. And it will back a bill for a Fed

eral Highway Commission—probably one

of the bills already introduced.

The Associated Highways of America

will present the combined system of

marked highways of its membership, as

the plan for Congress to adopt, for the

federal system to be built and maintained

by the government.

The Associated Highways of America

was organized in Kansas City Jan. 21,

1919, by officials of interstate and trans

continental highway associations. Its own

strength consists in the strength of its

component route associations, and it is

therefore now actively engaged in mak~

ing each specific route association

stronger than it has ever been before.

The requirements for membership (al

ready complied with, as stated, by 28 as

sociations) are:

“The route must have a definitely specific

and uniformly marked highway, not less than

500 miles in length, entering not less than

three states—each route thus being a real

National trunk line highway.

"The route must have a. man in active con

trol, because no organiaztion is a success

unless some one is directly in charge of its

activities.

"It must have one member (or every mile

of road in the county in not fewer than 60

per cent of the number of counties into

which it enters in each state."

Cedar Rapids Plant for National Tractor

CEDAR RAPIDS, IOWA. March 28—

The National Tractor Co. will start con

struction at once on a storage and paint

building which is to cost $26,000. The

new building will be one story, 120 x 160.

Cedar Rapids will be the western dis

tributing point for the National Tractor

Co. and when the new building is com

pleted 10 tractors will be turned out a

day.

BOOK REVIEW

Automobile Liability: How to Deal

With It. By John A. Post. E. T. Dut

ton & Co., New York City.

This book condenses into 45 pages a

large amount of legal knowledge as to

the close points of law and evidence in

automobile accidents. The traffic regula

tions are not stated; they are similar

throughout the United States, and the

owner is presumed and required by law

to know them. The book relates only to

such cases as are apt to occur and sug

gestions most likely to be of value. The

contents include the subjects of what to

do in case of an accident, how to se

cure evidence, contributory negligence,

owner’s negligence, settlements, forms of

release, defects in automobiles, collisions.

injured guests, letting and loaning car

and chaufi'eurs, owner’s liability, joint

ownership, insurance, etc.

 

Get This Book on Rural

Motor Express

THE American Magazine in a re

cent issue ran a story on the

Rural Motor Express by F. W.

Fenn, secretary of the Rural Motor

Express Committee of the Na

tional Automobile Chamber of

Commerce. The book told in every

day language the story of what the

Rural Motor Express means to the

people of this country.

This book will make good propa

ganda in interesting men in your

territory in buying trucks for this

class of service. It will be helpful

in getting civic organizations to in

vestigate this movement and en

dorse it.

Drop a line to F. W. Fenn, 7

East Forty-second Street, and ask

him for a copy of this book. He

wants you to have one.

 

Walker-Weiss Now Flint Axle

FLINT, March 31—The Flint Motor

Axle Co. is the new name taken by the

Walker-Weiss Axle Co. The capital stock

and the policy of the company will re

main unchanged, and with the exception

of W. T. Walker the same men are in

control of its affairs. Walker disposed of

his interest last April and the remain

ing members of the concern took over his

stock.

John Edgar Johnson

CHICAGO, March 31—John Edgar

Johnson, aged 45, secretary-treasurer of

the Warner Gear Company, Muncie, Ind._

died suddenly Sunday morning after one

week’s illness. Johnson was born in

Ashtabula, Ohio, but was a resident of

Muncie since the age of 7. He was also

associated with the Morrison-Johnson

Insurance Co., and a director of the

Muncie Savings & Loan Company.
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Powerful

onSoft Ground

The twin crawlers of the Bates Steel

Mule lay a firm runway on the soft

ground, which runway is held from

slipping by twenty-four cleats. This

runway has a ground pressure of less

than 3% pounds per square inch and,

being geared to it, the tractor pulls

as big a load on soft ground as it can

on firm footing.

The absence of' slipping is one of

the many factors that go to make the

Bates Steel Mule unusually economi

cal in fuel.

This feature. combined with the unit con‘

struction, Timken roller bearings, hardened

cut gears running in oil and heavy dutyvalve

in-hcad kerosene motor, contributes to the

great efficiency of this tractor.

1V1; won! the best dealer in each com

munrly. Ifyou arr {hat man we have

anattractive pmposillonforyou.

JOLIET OIL TRACTOR CO.

327 Jackson Street Joiiet. Illinois

“The most efficient

tractor in America
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i Much Trouble ' Supreme Auto Oil l

may be avoided by correct being manufactured from As

lubrication. Carbon, the great- phalt Base Crude, leaves lessest detriment to engine effi- carbon, as it contains no paraf

ciency, may be minimized by fine to gum and stick the free

the proper choice of lubricants. carbon. At the same time it

For instance--- affords perfect lubrication.

1

  

  

GULF REFINING COMPANY
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PITTSBURGH, PA.

District Sales Offices:

    

 

 

New York Philadelphia Boston

Atlanta New Orleans Houston
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NEXT WEEK!

THE ANNUAL

Summer

Merchandising

Number

It will be of exceptional value to manufac

turers who want their merchandise story

presented effectively to the livest and best

dealers, jobbers and garage" owners through

out the Unitcd States. -

Last advertising forms close Monday eve

ning, April l4—next Monday.

Embrace the opportunity this issue offers;

Send copy now—NOW!
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\ The value of the Selden Dealer Franchise is well

expressed by the character ofSelden Dealers. Some

of the largest and highest rated Distributors of

Motor Trucks in the United States are Selden

  

7 it 7 Dealers.

M}fj;;,1jfm MANHATTAN MOTORS CORPORATION

"WM "’“" "’"m NEW YORK CITY
was a SILDKN in ~1871.

for insiance

SELDEN TRUCK SALES COMPANY

ROCHESTER, N. Y., U. s. A.
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NEXT WEEK!

Watch for It!

Get It and Save It!

Bigger Than Ever! Better Than Ever!

MORE VALUABLE THAN EVER TO YOU!

The Summer Merchandising Number

of Motor World!

ACH year Motor World has given to its readers a speciab issue in April de—

--Jvoted to the making of MORE MONEY in the summer months.

 

This year the issue will be more valuable than ever to our readers because

they are entering on a new period. Some folks call it reconstruction, but, what

ever it is called, it requires new ideas, new methods and new plans on the part of

those deale'rs who would attain GREATEST SUCCESS.

. It is not enough to attain AVERAGE success. Strive for the greatest. Be a

leader in your line. Make money in 1919. Make MORE in 1920.

Our most important piece of advice to dealers is that they make sure this num-'

ber comes DIRECTLY TO THE HEAD OF THE HOUSE.

And when you get it KEEP IT.

One of the many reasons is that this number will carry with it a special colored

supplement 20 inches high and 40 inches long, showing 25 forms that are used in

the flat rate repairing system of a big dealer. You will need this supplement to

understand the story—and the story may mean hundreds or thousands of dollars

to you.

The story itself is so detailed and understandably written that it takes up con

siderable space and will run through several of the issues following the Summer

\
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Merchandising Number. Save this issue, the supplement and the following install

ments of the story.

  

And then there will be other special features. You who have read Motor

World for any length of time know beforehand how valuable to you these will be.

Every one of them will help you make MORE MONEY this summer and next

year.

The features will tell of the NEW ways that you 'must use to achieve greatest

success and make MORE MONEY.

There will be features devoted to new car sales, truck sales, tractor sales, used

car trading and selling, automotive equipment selling, garage operation, window

display, price-cutting, accounting and system, and many other things.

In this number will be 250 or more ideas gathered from successful men in

YOUR line, telling you how they are making MORE MONEY this year—and next

year. These ideas .tell how dealers are meeting the sales arguments of prospects

this spring, when many prospects expect prices to fall.

There are lots of things in this number.

You’ll need all of them.

So watch for the number.

Don’t let it get by you.

5 And if you want an extra copy WIRE NOW because the stock of Motor

World’s special numbers is always soon exhausted. They don’t last long.

On this Flat Rate for Repairs story alone you should have copies for yourself,

your service manager and several others in your organization. In fact, quite a

few people in your organization should be getting Motor World EVERY WEEK '

because of the greater value they can give to you as employees. '

How many?

WIRE. i ‘- . .3
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THE ANNUAL
E

E Summer Merchandising Number

E

i of Motor World!

NEXT WEEK! Watch for it!
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Here’s just a sec

tion of the pos

senger car part of

the Denver show

Denver Holds a Merchandising Show

Cars, Trucks and Equipment Displayed

in a Way to Create the Urge to Buy

mobile Trades Association’s auto

motive show opened last night in

the Stockyards Stadium with an attend

ance of 10,000 persons. A total attend

ance of at least 50,000 is predicted for the

5-day event, with an estimate of 10,000 or

more visitors from Colorado districts out

side of Denver and from New Mexico,

Wyoming, Utah, western Nebraska, west

ern Kansas and perhaps even more dis

tant territory. From the standpoints of

enthusiasm among dealers and salesmen

and evidences of prospective buying in

terest on the public's part, eastern fac

tory representatives declare that the big

Rocky Mountain event promises to equal

any of this year's shows.

Thirty-five passenger car distributers

are showing fifty makes of cars, and

forty-six makes of trucks, tractors, truck

bodies and trailers are displayed by

thirty-eight dealers, and there are forty

eight accessory booths covering a wide

range of car and shop equipment. In ad

DENVER, April 2—The Denver Auto~ dition, there is a large exhibit of farm

implements, sheltered by a canvas can

opy, on a triangular piece of ground be

tween the Stadium and the large horse

show building housing the truck exhibit

and part of the tractor display. The rest

of the tractorexhibits are along the cir

cular wall of the giant Stadium, which

has passenger cars exclusively in the

center, with a circle of accessory booths

bordering the car space and broken by

four entrances to the arena portion. The

exhibits in the two buildings occupy

more than 50,000 square feet of floor

space, which is practically three times the

space in the Municipal Auditorium,

where former motor shows were held.

De Palma Makes a Speech

A feature of last night's program was

a short talk on the automotive indus

tries by Ralph De Palma, who is here

to give a three-mile exhibition drive in

his airplane-engined Packard.

The value of maintaining separate

sales organizations for trucks or trac

tors is being emphasized by the show

visitors’ demands for specialists to an

swer questions regarding the various ex

hibits, distributers state. Of Denver’s

three dozen truck distributers, eleven

handle trucks exclusively, while about

half of the combination passenger car

and truck distributers have separate sales

forces for trucks. Ten of the city’s thirty

tractor distributers handle tractors exclu

sively, and about half of those selling

both tractors and cars maintain separate

organizations. In the tractor field, how

ever, there is a greater tendency to com

bine tractors with general farm imple

ments. The separate organization plan

is also followed by perhaps 50 per cent

of the leading car dealers that sell farm

lighting systems, and the plan is gaining

favor in connection with all these sub

stantial branches of the motor industry.

The show decorations include a wall

circle of paintings showing varied vistas

of Colorado's gorgeous mountain scenery,
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This exhibit gives a good idea of the ar

rangement of the equipment booths at the

Denver show. Each was practically a sepa

rate store by itself where customers could

enter and make their purchases

\
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Left—-This exhibit shows an at

tractive method of displaying

tires, which always are diflic'ult v

to display in an attractive

' manner

 

 

Denver dealers carried the

automotive idea almost to the

limit in their show. They not

only exhibited a huge dirig

ible balloon, but they made

the balloon pay its way by

carrying the musicians in its

' swinging car. Incidentally,

this view gives a good idea

of the decorations at the show
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One of the exhibits at the Denver

show was a skeleton of a Cleveland

tractor to show prospective pur

chasers the design and construction

' of the machine

Right—Potted flowers helped to

make the Federal truck exhibit at

tractive and made it something

more than a mere display of so

much machinery

  

~11 \
i

RI"

‘3- ~ dand Tram-L“,

  

  

Left—The Cole Motor Sales Co.,

which handles the International

truck, had a chassis specially

painted and used this as the

focal point in a well arranged

exhibit
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panels of tractor plowing and general

farming, mining, stock-raising and other

mdustrial scenes, with the state’s fruit

ndustry and the spirit of springtime,

with its invitation to motor, given com

wination expression by shrubs bearing

tieach blossoms throughout the arena.

The car names are shown on lamp globes,

md indirect lighting is used throughout.

A huge dirigible balloon, suspended from

the Stadium’s giant steel girders, has a

oandstand swinging below, while ballet

dancers give a butterfly-form dancing ex

riibit swinging on steel cables fastened

to the girders.

The vast development possibilities in

the four states comprising the main part

if the Rocky Mountain motor distribut

.ng territory form a substantial founda

tion for the abundance of enthusiasm

demonstrated in connection with the

Denver Automotive Show. Direct sales

and prospective sales are also playing a

strong part to keep this enthusiasm at a

high pitch.

These four States—Colorado, New

Mexico, Wyoming and Utah—form an

agricultural, stock-raising, mining, indus

trial and tourist empire of 405,939 square

miles, with a present population of

2,045,000. When city dwellers stop to

Lhka that this immense territory of rich

resources contains less than half as many

people as New York City, they will find

an excellent stimulus to start their

:magination working on the subject of

the development possibilities that have

gained such a powerful grip upon trades

men in all branches of the motor car in

dustry.

Tractors Are Oversold

A specific illustration of the trade out

look is the practically unanimous report

of Denver’s thirty tractor distributers

-—“0versold and hoping desperately for

that factory promise of increased produc

tion to make good by July." Tractors are

making tremendous progress throughout

this territory, especially in the vast areas

of dry-farming prairies being developed

in all four states. Colonization plans

now under way are expected to give fur

ther stimulus to this particular industry

also, through increasing the number of

settlers greatly in the dry-farming re

gions. And Western Nebraska, Western

Kansas and Northwestern Texas, which

are also included in the territory of sev

eral distributers here, are becoming more

and more tractor cultivated.

The only state furnishing an official

record of its number of tractors is New

Mexico, which reports 341 of the ma

chines in use there, with favorable pros

pects for a substantial increase this year.

The New Mexico legislature recently

passed an act for a Soldier Settlement

Board. and colonization is looked for on

a large scale. The State now has 360,000

people.

Substantial gains are being made in

motor car registration in the entire

Rocky Mountain territory, with an espe

cially good showing thus far this year,

as compared with the same period of

1918, while extensive highway improve

ment projects and a rapid development

“d
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This gives an idea of the manner of arranging the equipment booths at the

Denver show

of the highways motor transport indus

try insure a steady advance in truck,

passenger car and accessory trade.

There is little wonder that nearly 2000

dealers are attending the Automotive

Show this week and expressing their

hilarity through dinners, luncheons, ban

quets, better-business conferences—and

good-sized orders to prove their faith in

prosperity as a big item in reconstruction

enterprises throughout the rugged Rocky

Mountain region.

These Men Put It Over

The association’s directorate commit

tee in charge of the big event are: Chair

man, Thomas M. Ray, Miller-Ray Co.;

A. C. Hicks, Mountain Motors Co.;

Arthur Heiser, Heiser Bros; Charles C.

Collins, National Rubber Supply 00.;

L. E. Kelton, L. E. Kelton Motor Co.;

John W. Foster, Foster Auto Supply Co.;

E. C. Edson, Auto Equipment Co.; A. M.

McCarty, McCarty-Sherman Auto 00.;

and S. E. Norton, Norton-Buick Auto

Co. Mr. Norton is president of the

trades body. The general manager of

the show is Harrison Goldsmith, secre

tary and business manager of the asso

ciation.

From the standpoint of dealers' at

tendance, the show is far ahead of any

event of its kind ever held in this terri

tory. About 2000 dealers are taking in

the show, according to Manager Gold

smith, and 600 to 800 are expected at a

bigger-business banquet to-night in the

Albany Hotel.

An extensive drive-away business is

counted upon by exhibiting distributers,

on part of both dealers and customers

from a large part of the territory.

One feature attracting considerable

attention is the wearing of dress suits

by practically all the salesmen represent

ing the fifty passenger cars shown.

Former Ford Assistant Chief Engineer

Allied with Chief

DETROIT, April 5—Charles Mongana,

Jr., who resigned as junior assistant

chief engineer of the Ford Motor Co.

this week, has associated himself with

his former chief, C. Harold Wills, who

resigned his position as chief engineer of

the company two weeks ago. It is said

that Mr. Wills left the Ford organization

to bring out a new car. He will neither

confirm nor deny this report, but states

that he will remain in the automotive

business. He has opened an office in the

Book Building. Mr. Mongana was with

the company for seven years, and during

the war was in charge of its Liberty

engine operations.

A. M. Wible, who succeeds C. Mon

gana at the Ford plant, has been con

nected with the Ford engineering de

partment for some time.

American Bosch Adds to Stafl

SPRINGFIELD, MASS., April 7—Ad

ditions and changes have taken place in

the staff of the American Bosch Magneto

Corp. W. G. Brown has been transferred

from the New York branch to become

branch manager of the Chicago branch.

T. C. Miller, formerly assistant branch

manager at Detroit, assumes the position

of branch manager at New York. Harold

A. Wilson, formerly of the Diamond

State Fibre Co., has joined the organiza

tion as assistant branch manager at Chi

cago. A. C. Hyser, who was in charge

of the service department of the Willard

Storage Battery Co., goes to Detroit to

succeed T. C. Miller, and Oliver S. Stan

ley, who has been the assistant manager

of the St. George Paper Co., Norwalk,

Conn., has become assistant manager at

New York.
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A STORY OF THE NEW BUSINESS—

Re-Topped Used Cars Pay Profit
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Tate’s Wartime Effort Proves the

Foundation for Reconstruction Volume

VEN the dictionaries dis

agree on the definition of a

word, so that you have to

state your authority if you are very

particular about what a certain

sentence means.

So, how could you expect men

to agree about as big a thing as

the war. I even heard a man ex

press a doubt the other day that

the Americans won it. He never

will again, for a big black man,

with four wound stripes on his

sleeve, said: “Well if they didn’t,

us Buffalos did, so you have just

one more guess.” The black man

was so much in earnest that the

speaker reversed his decision.

This, of course, has nothing to do

with a story about a motor car top

department. It merely goes to show

how differently various men viewed

war business while the conflict was

going on and the various conserva

tion bureaus at Washington were

writing bulletins about things that

already had been covered by Fred

Vesper's committee in its suggestions

for conserving man power and ma

terials and still keeping on in busi

ness.

Frank R. Tate, president of the Tate

Gillham Motor Car Co., of St. Louis,

was an earnest student of these bulletins.

Also, he read much of the advice offered

as to methods of keeping in business and

of coming out of the war as a business

victor.

The conservation bulletins did not

mean much to Tate. He was one of those

who read the Dodge Bros. service plan

literatly from the first, so he could not

dispense with free service because he

hadn't any.

He did not want to go into other lines

of endeavor, because he felt that han

dling the Dodge cars in a town the size

of St. Louis was a man’s size job. Also

he was ambitious that his Dodge car

owners should be as content as possible

during the war. He knew that most of

them needed their Dodge cars in their

business.

1a!
‘ - .,u_, .
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This was a badly used up Dodge that was put through the Tate-Gilth rewro

vat'ing shop—new top, new curtains, body polished, wheels and under-work

- painted. These cars bring high prices

The answer, as Tate reached it, was

complete service and renewed cars. This

brought him to the top question.

Tate already had a fine service shop

and he was certain he could keep the

cars running as long as the parts stock

lasted. He had a paint shop, but he had

no way of renewing the tops, and tops

will in time wear out. So the top de

partment was born.

And it is a real top department. He was.

in the buggy business at one time, and

the top business was not entirely new to

him. He knew the requirements and he

capitalized this knowledge by getting

hold of three sewing machines and build

ing quarters necessary for these machines

and nineteen trimmers.

He gave much attention to the con—

struction of this shop. It is bright, light,

well ventilated and in every way mod

ern. There was an idea behind this.

Tate knew that top workers are given,

at least a part of them, to drifting. He

wanted to stop the labor turnover before

it began, as it was likely to be heavy in

a new shop. He succeeded. His shop

is so comfortable and attractive that he

has'managed to hold his workers to 8

very high average.

Then he selected his top pattern. It

was different from any other top run

ning on St. Louis streets. The windows

are the most noticeable of the depart

ures from regular lines. They make a

Tate shop car a traveling announcement

that he is doing something different.

Then he worked out some tops for the

cars in his used car department. He

worked out his prices, and when he had

everything running smoothly, he sent

the following announcement to the Dodge

car owners on his books:

TO ALL DODGE BROTHERS can

OWNERS

We have added a tag and upholster

(ng department to our ustness and are

prepared to handle all repairs recover

tops, as well as make any stufe of our

tains you may want to rejuvenate or

improve the appearance of your car.

We are using 0 (oh grade rubber [ab'

ricate material.
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H'e can recover touring car tops with

our SUPERIOR STOCK [or $32.50,

plus $26.50 if new ourtains are wanted.

We can supply you with our own (Le

sion 'of winter curtains, that open

with the door, [or $32.50.

W'e can supply you with plate glass

windows in the back curtains and back

quarters [or $4.00 each, put in.

“'e are making a yreat many Gypsy

type rear curtains, which cover part

0/ the back quarters, at an additional

(rpense of $2.50 over the regular buck

curtains.

These prices are [or recovering and

curtains only where we use your old

bows and sockets. _

Prices on roadsters [or recovering

and lor curtains is $10.00 less than

above quoted prices on touring cars.

We have a high grade Iorce 0! me

chanics, are in a position to do your

work promptly, and earnestly solicit

your business for this class of work.

Yours very truly, TATE-GILLHAM

MOTOR CAR 00.

Of course results count. Tate says that

he is more than pleased—he is surprised

at the results. His plans contemplated

a scarcity of cars. But the coming of

new cars has not checked the work in his

top department. His shop has been

booked ahead since that letter went out.

Here is another way of stating it:

The writer and a newspaper compan

ion were walking down the street when

the newspaper writer asked:

“When did the Dodge change the style

of their tops '.'"

"They have not changed,” was the an

swer.

“Why, sure they have. Look here,"

and he pointed to three Dodge cars in a

row, each with the oval windows.

“But they are not new cars,” I an

swered and pointed to the license num

bers, which indicated that the owners

had had them for several years and had

renewed for the same number, a habit

St. Louis folk have. Also the chassis

on one car was undeniably much used.

“That is a Tate top,” it was then ex

plained.

It can be added that a part of the de

ception was due to the good work of the

Tate-Gillham body polishing depart

ment, which is a part of the renewal

plant.

The custom business for the shop de

partment is, of course, the spectacular

part of this shop, but the used car de

partment comes in for a great deal of

benefit. Tate sells as few as possible of

other makes than Dodge cars in his used

car department. He does not encourage

other trades, but he does like to trade in

Dodge cars.

You all know how nearly junk is a car

with a torn and mutilated top, dirty up

holstering and such damage, although the

engine may be good. Since the top shop

was opened these cars have been no prob

lem at all for the Tate-Gillham Company.

Often the bows and sockets of the worst

looking top are perfectly good.

You know the cost of polishing a body

and painting the wheels and running

gears. The cost of a new top you can

judge from the retail prices already men

tioned. The car, when this work is done,

will bring the top price of the used car

market, which at present is about $1,000

for a Dodge. This is provided the en

gine is good.

The Tate-Gillham Used Car Depart

ment overhauls all engines in used cars

\

and renews such parts as need renewal.

The buyer is given a guarantee that the

car is in good, usable condition when it

leaves the department. Is there any rea

son why a car should not jump in value

from, say $300, to $1,000 by this treat

ment?

Really, now, did you ever stop to think

'how much a good needle worker could

improve the price of a used car? _

This top department has developed

other fields for itself. Before it was

opened it was necessary to send all cars

damaged in transit from the showrooms

to a top factory for repairs. Perhaps

it was just a snag in the upholstering,

or a torn eyelet. That car had to be

driven across town and the man had to

come back by street car and the car had

to be left there from one to three days.

Perhaps a curtain was torn. A spe

cially made curtain took its place, likely.

Now these repairs are but incidental to

the'shop work. Often the repair is made

in less time than it required to drive the

car to the top shop. Tate estimates this

saving—labor, bills incurred, time lost on

cars, etc—at $1,000 a month.

“But will there not come a dull season

in summer?” was asked.

“We have provided for that," said Tate.

“We are planning to make up to 1000

radiator covers and a stock of seat covers

and the wedge-shaped cushions for sale

in our automotive equipment section next

winter. Really we have not had the

opportunity to make up stock that we had

hoped to have on sale before this."

  

The A. G. McMann garage showroom has a distinctively automotive atmosphere
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Sta with the Main Caravan
Y e

Whz'ch Is Just a W0rd ofAdmo/nz'tz'on to

the Salesman Who Has to Handle

Used Car Trades

C. J. Reilly, Inc., who had been

selling Sennetts in and about Calla

wassa for some months, had encountered

another trouble. Georgie had a habit‘of

encountering troubles. Sometimes he

thought the world had been set against

him since the day he was born. And

whenever anything went wrong—or he

thought it was wrong—he always went

to the source of authority and inspira

tion, none other than: shiny-pated Corne

lius J. Reilly himself.

“Can't seem to get anywhere!" Georgie

asserted. “This used car business is all

muddled up in my mind. I keep getting

in wrong with Hayman all the time. I

know he’s the used car manager and is

supposed to run his department, but I

should think he could make a concession

once in a while anyway. I KNOW some

of these prices he makes on used cars

are all out of reason.”

“Are they? I’m glad to know that,”

said Reilly, and that’s where Georgie

made his mistake.

,“Yes,” said Georgie, thinking the boss

was on his side with a wallop, “he’s

turned down some trades—or rather some

prices—that would have meant nice,

fat sales. Only this morning he turned

one down on me, and that’s what I want

to. talk to you about.”

“Well, let’s hear about it."

“It’s this enclosed job to Professor

Hastings, at the university. The old

gentleman has a used Colt Four that he

has been driving for a little over a year.

He’s been VERY careful with it. I don’t

believe he ever went over 20 miles an

hour. He’s strong for comfort, that boy.

And he’s so strong for comfort that he’s

just about clean sold on our sedan.

“You see”-Georgie hung one leg over

the other knee and acquired still more

confidence—“the old gentleman’s got a

wife who isn’t always as well as she

might be—although I think it’s mostly

notions on her part, and she’s got the

old man buffaloed.” Here Georgie drew

forth a cigarette, but didn't light it.

“You see,” he continued, “we had a

fairly open winter this winter, and the

old gentleman drove quite a lot, but he

didn’t like the idea of all this chilly wind

whistling through his Greek and Latin

whiskers. Now he has sold himself—or

rather I did it—on the idea of using a

sedan for driving both summer and win

ter, and I’ve got the old lady all sewed

0

GEORGIE ROPER, salesman tyro for up on this Sennett job. She think's it’s

a bird."

“That’s fine!” was Reilly’s comment.

“But here’s the hitch." Georgie

hitched forward, unwinding his legs.

“The old man thinks his Colt car is Worth

$900. He says the salesman who sold it

to him told him it would depreciate very

little and that with the care the old man

would give it it probably never would

wear out. It really IS in good condition.

I think he would take $750 or $800, but

all Hayman will allow is $700. The old

man hollered bloody murder and used a

lot of good English words that I couldn’t

even understand when I tried to spring it

on him—~and THERE YOU ARE!

“I KNOW the car will sell for seven

fifty or eight hundred as it is, but Hay

man won’t allow a cent more than seven

hundred. How can a fellow selly cars

under those conditions?” As emphasis

on his finale Georgie slapped the desk

and lost his cigarette.

“Well, well, that's too bad.”

“I should say it is!" Georgie had

Hayman in a tight hole, for wasn’t the

boss on Georgie’s side? He was—NOT.

But Georgie didn’t know it.

“Hum-m-m, ' mused Reilly, stroking his

bald pate in a manner he acquired when

he had hair. “So we could get seven

fi"ty for this Colt car?”

“I KNOW it!” Georgie slapped the

desk again.

“Could you sell it for seven-fifty?”

“I think I could." Georgie didn’t slap

the desk.

“Would you guarantee to get us seven

fifty for it?"

“Well—I don’t know about that."

“In other words," Reilly snapped,

“you’re sure Haymanlcould get seven

fifty for it, but you are not at all sure

that YOU could do it. Is that correct?"

“Yes—I guess so.” And Georgie’s re

ply was very weak.

At this point Reilly did a bit of hitch

ing. He hitched around in his chair so

that he looked squarely at Georgikand

was several inches nearer than he had

been while doing the listening. His jaw

also stuck out a bit, as it used to in the

early days when sight drafts used to

bother him some.

“Georgie,” he said, “how much is the

old man paying you to sell me his car?”

By RAY w. SHERMAN

“Why—nothing!”

“Then why are you trying to sell it to

me for such a good price?”

(II—ah_,’

“Never mind, sonny," Reilly inter

rupted. “You needn’t say any more. But

I want to tell you ONE thing. You’re

either going to sell cars for this company

and NOT for its customers or you can go

to work for the customers. Get me'.’

“We’ve had this trouble with salesmen

since Noah bought a truck to tow the

ark off Mount Ararat. Always and for

years they have been trying to sell their

prospects’ old cars to the house. They’ve

been on the wrong side of the fence.

They’ve never realized what their duty

is in business. They haven't realized the

course that will bring them the greatest

good.

“ONE thing I want to say. This Reilly

caravan is traveling the big road to suc

cess, and that means that every indi

vidual in the outfit must be SOLD on the

idea of what makes for the company’s

success. If Hayman say’s he can’t giVe

more than so much for a car it's YOUR

job to go out and buy the old car for that

price, PLUS THE SENNETT SEDAN.

If you haven’t sold the sedan so strongly

that the old man is willing to buy it at

any price, you haven’t sold hard enough.

If you come in here and talk to me as

you have, you have let the prospect throw

dust in your eyes. You are letting the

prospect run the sale. You’re a BUM

of a salesman.

“Hayman is MAKING MONEY in that

used car department. Tommy Trumbull

is MAKING MONEY in the new car de

partment. And every man in this organ

ization is NOT selling cars; he is help

ing those two boys MAKE MONEY.

When you go out of here you are going

to help this company make money, build

prestige and create for the future. And

every move you make must serve those

ends. Get that idea under your skull

and you’ll see some things in a different

light.

“This Reilly caravan is going right

down the big road to success. That means

that every man in it must stay on the

big road and not go skulking off through

the bushes looking for a shortcut that

isn’t there. Get me?”

“Watch me,” said Georgie, and he went

out the door. Reilly surmised that the

professor with the Greek and Latin

whiskers was due for another call.
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Three Tractor Stories 11 n n ‘

Of Which This Is the Last121 111
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W. S. ROBERTS

  

True Service

RUE service, in the last analysis, is that

which keeps the tractor at work. This

can be accomplished only by the man who

knows what a tractor can do and how the

tractor does it. He MUST know. to the

last screw.

If it is not the dealer, it must be some

man he can trust and whom he pays well

enough so that this man knows he is trusted.

The future of the business is built on this

tractor doing its work.

A dealer looking to the future will regard

each tractor as his own and the man run

ning it as his employee. He will be as

anxious for that tractor to make money and

do its work well as he is that his own ma

chines shall run and make money for him.

He should regard himself as the foreman

and paymaster of the tractors he has sold,

with the one great object of keeping them

busy earning money, so that each tractor

owner will have a fat bank account and

come in when the fall time comes and pay

cash for a saw mill or a feed cutter, or an

ensilage cutter, or come in next harvest and

nonchalantly write a check for the full pay

ment on a thresher. True Service is the

best salesman on earth—W. S. Roberts.
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3—Why the Man Who Has Sold

Tractors Should Know Them

“ HE man who has sold a

I tractor or several tractors

has risked his business rep

utation on the delivery of service

on the part of those tractors. He

has more at stake than any one of

the tractor buyers,” said W. S.

Roberts, manager of the J. I. Case

T. M. Co. branch in St.-Louis, as

he began the third talk on “Why a

dealer should know a tractor.”

Previously he had discussed in

EDITOR’S NOTE.—If you haven't read the other two, go back

and read them. They are from the years of experience of

By Clyde Jennings

MOTOR WORLD “Why a Dealer

Should Know Tractors Before He

Decides upon Which Machine to

Sell.” Next he had talked on

“Why a Dealer Should Know a

Tractor to Sell It." Now he was

considering the tractor as sold.

As to his leading statement, Rob

erts explained in this 'way:

“The man who bought that tractor

has the price, or perhaps only a cash

payment, invested and he has .at stake

a day’s plowing, which he can get

done by hiring another 'tractor or

some horses. At least, he has a look

in on the future with only a visible

loss.

“But the dealer is different. He

has his future invested, as well as

the price of these tractors. I do not

envy the man who has sold imple

ments or motor cars in a neighbor

hood for years and whose name is

his experience in this series of interviews by Clyde Jennings,

one of MOTOR WORLD'S most entertaining writers. Read all

W. S. Roberts, the Case man in St. Louis, who has lived trac- of these stories. You owe it to yourself, coon if you are on

{on for so long that he can answer any question you might

ask. He is giving MOTOR WORLD readers from the wealth of

Broadway where tractors may never become a big seller.

It is part of automotive education to know these things.
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known throughout the county as a

fair and square dealer, if his trac

tors go wrong.

“Say he has selected well and sold

well; then there is nothing to the failure

but a lack of knowledge. Perhaps his

factory will come to his relief, but it

takes time to get a factory man there.

It is better to be entirely independent

and know your own tractor, so that, in

case of the small dealer, he can put it

right himself or the larger dealer can

look the job over and be sure his me

chanics are doing it right.

“The dealer with a lot of tractors in

the field is exactly in the position of a

master mechanic of a

season, he will contend that this work

cannot be done on any day but to-dau.

“And if, for any reason, the tractor

does not work he is extremely likely to

begin calling your store before you are

away from the breakfast table.

“The easiest and best way out of this

is to go out and adjust that tractor. If

you go yourself, the chances are that you

will have a friend in that farmer for

ever, and, while you are -there, you can

let him in on a few tractor secrets and

perhaps start him to thinking about buy

ing a threshing machine, new plow, drill

or one of the many things that he is

likely to want.”

expects eventually to repair it himself.

“As to how much the Case company

expects its dealers and owners to know

about tractors is illustrated by the fol

lowing questions in piston rings, which

are those in our school book. Most men

who have owned a motor car a couple of

weeks and who have read two advertise

ments for special piston rings think they

are experts. These questions show what

the Case company thinks is piston ring

knowledge:

Pistons and Piston Rings

“1-—-How are pistons removed from

motor?

“2-—How is piston pin removed?

“3 — H o w m a n _v
 

railroad, who has rings are there? 

charge of the locomo

tives of the division.

His chief business is

to see that these loco

motives keep running.

It would be a great

joke for a railroad to

employ a bookkeeper

to do that just because

the bookkeeper could

give an account of the

- Them.

THE FIRST TWO WERE

I—Why the Man Who Is Going to Sell Tractors Should

Know Them.

2—Why the Man Who Is Selling Tractors Should Know

IF YOU HAVEN'T READ NOS. 1 AND 2, GO BACK AND READ THEM

“4—What are they

for?

“5—When is it nec

essary to replace

rings?

“ti—How can a ring

be removed from the

piston without break

ing?

“7—How are new

rings fitted? 
 

amount of oil used.

The accountant would

be a valuable adjunct to the finaster ine

chanic, and so it must be with the tractor

dealer. He must know these machines.

“The dealer who is selling tractors in

a new field or who is selling a new kind

of tractor is in an especially precarious

position. Often there is no local man

who can give him any assistance. After

the tractors have been running in that

community for a season it will be dif

ferent, because a lot of the tractor

owners will become expert mechanics on

these tractors with a year’s experience.

“Some folks might say that it is use

less to talk of virgin fields for tractors.

But such is not the case. Lots of talk

has been heard during the last few years

about tractors, but the great field has not

yet been disced, let alone plowed.

“The Case company statisticians last

winter estimated that only 2% per cent

of the tractor prospects had been sold

and that there remained more than

5,850,000 prospects. So you see,.there

are many districts in this country where

ignorance of tractors is excusable.

“But to get back to the tractor in the

field, the new one that the dealer wants

to see go to work. There was a time

when tractors were bought chiefly for

plowing. Some tractor owners then

thought they were getting good service

out of these machines when they got 30

days' actual work. But they insisted on

having those 30 days when THEY wanted

them. And they were right to expect this

service. It was expensive service at that.

“But nowadays there are some farmers

who get 200 days a year out of their

tractors, but believe me, or ask any one

who has had actual experience with the

users of tractors, they want each one of

those days of use on the very day it is

planned.

“If the tractor buyer has planned to

pull stumps to-day out of a field that

has been standing idle for three years

and he expects to plant a crop next

The conversation drifted around to

schools. Roberts said that these schools

are doing a wonderful service for the

tractor dealers in that they were opening

to dealers and prospective dealers a way

to study tractors, and at the same time

they were making expert tractor me

chanics out of a lot of farmers.

Also the schools spread a good deal of

better farming knowledge, which inci

dentally helps to make tractor prospects.

Formerly it was the Case plan to send

three or four experts out to conduct the

schools, with only a set program for ad

dresses. The pupils, farmers and others

interested were encouraged to ask ques

tions, so that the schools would become

“practical.”

But it developed that one question led

to another and, before any one realized

it a talk of the fuel system would be

twisted into a discussion of lubrication

and the fuel talk never would be ended.

So, for the last season, the Case schools

have been conducted by the book. This

book contains about 300 questions about

the tractors and the 100 per cent pupil

can answer them all. If a pupil asks a

question out of order, he is told “That

question is No. 37 on page 19, and we

will get to it in time. Just mark it and

we will give it some special attention.”

The result, Roberts said, had been

more systematic instruction, which means

much better results. The laboratory

work in these schools consists of new

tractors and some old ones which are

taken apart and put together again.

“How well do you think a dealer should

know a tracto'l'?" Roberts was asked.

“He should know all about it,” said

Roberts, “and should have experience in

driving it. He should know it even bet

ter than he does a motor car, because

most people who buy motor cars do not

expect to repair them themselves. They

expect to go to a service shop. But the

farmer does not expect to do this. He

“8—How does the

appearance of a ring

indicate if it has been leaking?

“9—What causes rings to stick and

what are the effects ?

“10—Why does a piston have more

clearance when motor is cold and which

end has the most?

“ll—How would you determine when

a piston needs to be replaced?

“12—In what condition are the grooves

often found on an old piston?

“13—If there is much clearance be

tween the ring and the groove what ef

fect will it have?

“ht—When a new ring is fitted to a

cylinder what clearance must be allowed

between the ends?

“15—How can the ring be faced prop

erly to fit the groove?

“These nearly six million unsold trac

tor prospects are a mighty fertile field

for cultivation and it is going to be a

golden harvest for many tractor dealers.

But it is like all other harvests. There

may be a man here or there who will get

the breaks and get through on little or

no practical knowledge, but the most of

this trade is going to the men who know

their business.

“And, after all, these nearly 6,000,000

tractor prospects mean much more than

that number multiplied by average trac

tor profits.

“These same men bug motor cars.

“Most of them will buy motor trucks.

“All of them will buy plows. ha'l'l‘ows

and discing machines.

“A great number of them will want

threshing machines, saw mills, ensilage

cutters, feed cutters and heaven knlrws

what.

“We learned to think in big figures

during the war, but it looks to me like

the total sales to tractor dealers in the

next generation would loom almost as

large as some of the war sums.

“CERTAINLY IT IS BIG ENOUGH

TO MAKE IT WORTH WHILE FOR

MEN TO STUDY TRACTORS." \
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Return the Goods

Editor Motor World: I am going

to ask about one thing concerning the

garage lien law in New Jersey, and

that is:

Ifl should have to take a car off the

road or street for a bill for work or parts,

and there were some goods in the car

that did not belong to it, if the owner

was not by, what am I to do with the

goods if they are in the car? Suppose

there were some goods that belonged to

another person in the car? What about

these3—Howard Apgar, Califon, N. J.

Answer—As a practical matter I sup

pose you might wait for the owner to

appear and then turn the goods over to

him, as you would hardly want to dump

them in the street or subject yourself to

a charge of wrongfully taking another

person's property.

Truck Manufacturer's Warranty

Editor Motor World: Will you kindly

cite as a case and decision handed down

by the Supreme Court with reference to

the following:

We sold a new truck to a party giving

him the Truck Manufacturers Warranty,

a copy of which we are enclosing. No

other guarantee have we given him.

This party had another truck, and within

one year of the time he purchased his

truck from us we sold him supplies, ac

cessories, repairs, etc. Besides doing

Fork on both of his trucks, carrying his

account, he paid us part of his account

from time to time, always leaving a bal

ance, until the last month he transacted

tusiness with us he owed us a balance of

about $250, which he has refused to

Pi! us.

We have entered suit for collection. He

hm filed counter-claim against us for

3.030, alleging our default in warranty

enclosed, which is factory warranty,

vCharging us back with the amount we

have charged him for labor, accounts and

supplies, $1,030, also $1,000 for time and

expense lost by him.

We have seen several cases of this

sort in the Motor World legal depart

riient, but are unable to locate any of

them at this time. Would like to have

a record of some Supreme Court decision

0" this matter.—Hall & Mansker Garage,

Trinidad, Cal.

Answer—As you did not say for what

reason your customer claims you are

thargeable with breach of warranty, it

I! diflicult to cite a case which might

be of use to you. If you had said that

“mullllilllllllllllllllllllllllllllllIlllllllllillIllilllllllllllillllillllllllllIllillillilllllllllllIllllllilllilllllllliliiiiiiiiiillillllllIll|lllll'llllllllllll|lllllllll|lllIllIllIllIllilIllllillllllllIlllllllllllllllllllillllllllllllllll|lllIll|llIIlllllillllllllilliilliliIillilllllllliliil|lllllllllllllllllllilllllllllE

THE LAW
By George F. Kaiser

\

he claimed you were guilty of breach of

warranty because the car was warranted

to be suitable for use in some particular

business or the like it would have been

easy to cite a case.

The standard form of warranty is al

ways rather amusing to lawyers, as it

does not bind the manufacturer or dealer

to do much of anything. As it contains

a clause that “it is in lieu of all other

warrants" expressed or implied, it would

seem that you ought to win out without

much difiiculty. As you have used a fac

tory form of warrant, why not write the

factory and let them cite you all the

cases which they tried out where that

particular form of contract was involved?

 

Tax on Motor Transportation

of Passengers

Editor Motor World: I was told by a

garageman in a neighboring town that

the Government is collecting an 8 per

cent war tax on all service car passenger

fares collected since Nov. 1, 1917,_to

gether with 50 per cent penalty on taxes

overdue.

Now, as far as I know, there has never

been any notice of this law either in the

daily newspapers or in the trade papers.

If there is such a law I am curious to

know whether it is being enforced all

over the country, and why we have never

heard anything of it before—R. A.

Striegler.

Answer—Under the new revenue act

passed in February it is provided:

A tax equivalent to 8 per cent of the

amount paid for the transportation on or

after such date of persons by rail or water

or by any form of mechanical motor power

on It regularly established line when in com

petition \\'ith carriers by rail or water from

one point in the United States to another or

to any point in Canada or Mexico where the

ticket or order therefor is sold or issued in

the United States not including the amount

paid for commutation or season tickets for

trips less than 30 miles or for transportation

the fare for which does not exceed 42 cents:

provided that where such water transporta

tion lines are in competition between Amer

ican ports with foreign water transportation

lines from adjacent i'oreign ports. the tax

imposed under this subdivision of amounts

paid for water transportation between Amer

ican ports shall not exceed the amount of

the transportation tax to which such for

eign water transportation lines are sub

jected to by their government correspondipg

to this tax.

This act did not become effective until

its passage in February, and is not retro

active.

  

 

Perplexed ?

Does some point of

law perplex you?

Why don't you ask_

Motor World’s legal

editor to discuss the

question?
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Cost of Liability Insurance

Policy

Editor Motor World: We are engaged

:- in a. general automobile repairing busi

ness, doing all kinds of repairs to auto

mobiles with the exception of vulcaniz

ing. In our motor repairing department

we employ from six to eight men. 'In

order to cover our liability in testing our

customers’ cars after they have been re

paired we have been carrying a general

liability policy which is figured on the

amount of money we spend during the

year for our whole shop. You can read

ily see that this insurance means quite

'an item, and we feel that there must be

some other form of policy which covers

our particular needs. We cover men in

our shop who know nothing about driv

ing an automobile and never take one

out of our shop.

The information we are anxious to ob

tain from you is just who is liable in case

of accident while one of our mechanics is

driving a customer’s car in order to de

termine whether or not the work which

he has done is satisfactory. We are of

the opinion that as the owner is always

responsible for his car, he would be re

sponsible in this case, having given us

permission to repair his car and test it.

We also think that as a good many

owners have their cars insured against

accidents, the policies, according to the

new laws, covering anyone driving their

cars with their permission, it is unneces

sary for us also to insure our mechanics

while driving their cars—Samuel Chad

burn, 226 S. Broadway, Yonkers, N. Y.

Answer—The best way to save on in

surance premiums, I have found from ex

perience, is to let some insurance broker

who is a competitor of the broker to

whom you now give your insurance look

over your policies and see if there is not

some way in which he can save you

money. Frequently a new broker can

suggest things which will cut down the

premium, while the broker who writes

the insurance does not care to do so be

cause by cutting down the premium his

commission is likewise cut down. Of

course, you are responsible for damages

caused by men who demonstrate cus

tomers’ cars, but there seems to be no

good reason why men who do not drive

customers’ cars should be included in the

payroll which is used as a basis for the

premium.

The whole law of this matter is, in

brief: If a man employed by you is

engaged in the scope of his employment,

you are responsible for his negligence.
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That’s What the Metor Trades in Des Moines Have Done and

They Have That Civic Standing That Every

City’s Dealers Must Acquire

OW a motor trades organiza

tion may become a real con

structive power in the com

munity not only to its own commer

cial advantage but as a civic fac

tor has been demonstrated in the

last two years by the Motor Trades

Bureau of the Des Moines Cham~

ber of Commerce.

A little more than two years ago

the men in the industry in Des

Moines were all going their own

ways, with little thought of a. com

munity spirit and with no organi

zation to centralize and cement

their thoughts and activities in any

other than purely business lines.

Membership Confined to Dealers

It is true that the Des Moines

Automobile Dealers’ Association

had been in existence for several

years, but its membership is con

fined exclusively to dealers and

distributers and its principal ob

ject in life is the conduct of the

annual motor show.

Then there was organized within

the membership of the Chamber of

Commerce a body known as the

Council of Members, made up of rep

resentatives from fifty-five groups of

business, professions and trades. The

council meets weekly throughout the

year and serves as a clearing house

and medium of expression for many

of _the activities undertaken by the

Chamber.

The motor trades group was repre~

sented in the Council of Members,

and from this organization has

sprung the Motor Trades Bureau,

which is now recognized by the

Chamber as one of the livest and most

active of the eight bureaus making up

the Chamber of Commerce.

Voting membership in the bureau is

based on the house membership, and at

the present time there are sixty-nine

houses holding active memberships. Any

man in the trade who is a member of

the Chamber of Commerce automatically

becomes an individual member of the

Motor Trades Bureau, and the organiza

tion covers every scope of the field in
Des Moines. i

Directors are elected at the annual

meeting in January representing the

various ramifications of the trade in Des

Moines, and at present the directorate

is made up of representatives of the fol

lowing lines: Car dealers, taxicab own

ers, branch tires houses, retail tire deal

ers, automotive equipment, garages,

battery stations gasoline and oil dealers,

truck and tractors dealers, and used car

dealers.

Bureau Full of “Go” from Start

The directors choose their own officers,

a chairman, vice-chairman, secretary and

assistant secretary. The chairman of

the bureau automatically becomes a

director of the Chamber of Commerce.

From the very start the bureau has

been a live one.

It has taken a prominent part in every

patriotic campaign and movement of the

war period. Des ‘Moines has conducted

her Liberty Bond and United War Work

campaigns through three divisions of

ten teams each, and in every one of the

campaigns the motor trades have been

represented with a team, with the chair—

man or vice-chairman as captain.

In each of the campaigns the motor

trades team has finished among the three

leaders. Bonds sold in the last campaign

totaled $366,000, and when it is consid

ered that Des Moines has no motor car

factories and that the trade is confined,

generally speaking, to retail and distrib

uting, such a showing is most satis

factory.

Bureau Helped Uncle Sam

In the actual matter of fact work of

recruiting men for fighting the bureau

played no small part. Early in the

summer of 1917 ofiicials of the War De

partment advised the Des Moines Cham

ber of Commerce that Des Moines was

expected to furnish 500 men for the Iowa

Ammunition Train. Not only were these

men to be recruited from Iowa, but the

recruiting was to be done in four days.

This wholesale job was handed over

intact to the Motor Trades Bureau and a

whirlwind campaign was put on by the

bureau with bands, speeches and quiet

personal work among the employees

which resulted in the demands being met
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and the organization completed within

the time limit set by the War Depart

ment.

Late in the war the department again

came to the bureau with a request for

assistance in recruiting 1000 men for the

motor transportation and tank corps, and

with the same zeal which characterized

the first campaign it was put over. For

six weeks the Des Moines trade furnished

daily to the Government recruiting offi

cers two trained men from the garages

and shops to assist in examining the

applicants.

If the bureau had done nothing more

than to create a feeling of good fellow

ship and a community interest among the

men in the trade it would have been a

success.

Monthly Dinners Attended by Leaders

of Industry

The monthly membership dinners have

brought suCh leaders as F. W. A. Vesper,

E. E. Peake and Alfred Reeves to Des

Moines, and these exemplars and expo

nents of a better day for the motor trade

have had a lasting effect on the trade in

Des Moines. Distributers rub shoulders

with mechanics in these monthly dinners

and a spirit of good fellowship prevails.

Another important work done by the

bureau has been the protection of the

rights of the motor trades. Through two

sessions of the Iowa legislature the

bureau has seen to it that laws affecting

the trade were made foolproof and that

In many cases foolish legislation was

eliminated.

The repeal of the freak headlight law

passed by the Iowa legislature is one of

the specific instances of action on the

part of the bureau. A test case was

brought by members of the directory

board in the district court, then carried

to the Supreme Court, where the law

was pronounced useless, and the present

session of the legislature has seen the

elimination of the freak clause which

negatived the law.

Motor Traflic Code Bureau's Work

The motor traffic code adopted by the

Des Moines city council last year was

fathered by the bureau and, while it is

not claimed to be an ideal code, it is such

an improvement over previous conditions

as to be considered a decided boon. '

The bureau has fostered motor trans

portation and the return load, but condi

tions in iowa have been such as not yet

to have permitted any material success

along this line. However, with the con

structive road legislation which is ex

pected at the present session of the Iowa

legislature it is thought that before long

motor transportation will be an estab

lished institution.

Good roads work is, of course, one of

the all-important features of activity on

the part of the bureau. Members of the

directory board of the bureau are now

represented on the roster of every trail

and highway which touches Des Moines,

and each of the highways is receiving

constructive attention from the bureau

u a whole.

 

cab station.

United States.

and tank corps.

the directorate.

 

What the Des Moines Motor Trades Bureau Has Done

in _Two Years

x—Creatcd a community spirit among the men in the industry

and made the organization a civic factor.

2—Protected the rights of the motor car and allied industries.

3—Secured the adoption of a traffic code and a centralized taxi

4—Established a clearing house for employment.

5—Fostered good roads legislation.

6—Issued weekly bulletins to members, summarizing bulletins of

the N. A. D. A. and the Automobile Chamber of Commerce of the

7—Established a tourists’ information bureau.

8—Recruited 500 men for the Iowa ammunition train.

g—Assisted in recruiting 1000 men for the motor transportation

Io—Held monthly membership meetings and weekly meetings of

 

 

This good roads work has developed a

secondary function for the Des Moines

bureau which is claiming no small part

of its time and attention. Iowa has no

live state ossociation of motor car deal

ers, and the organization of the local

bureau has been so effective as to lead

to suggestions from the local associations

in many towns that the Des Moines bu

reau serve as a clearing house for the

motor car interests of the state in the

good roads and other legislation which

is now before the Iowa legislature.

A number of these local associations

are, by the way, the result of the work

of the Des Moines bureau. The Cham

bers of Commerce of Sioux City, Mason

City, Ottumwa, Marshalltown, Oska

loosa and Davenport now all have motor

trades bureaus patterned after the Des

Moines bureau, and in the organization

of which officers of the Des Moines body

took a constructive part. A much closer

bond between the motor trades interests

of the State is going to be one of the

direct results of these various bureaus.

During the summer of 1918 the work

of the bureau had become so heavy it

was decided that a man was needed to

devote his entire time to the interests of

the trade in Des Moines. Ralph H.

Faxon, general secretary of the Des

Moines Chamber of Commerce, had since

the inception of the motor trades bureau

served as its secretary, and to his guid

ing genius much of the credit for the

success of the bureau is due. But the

general work of the chamber did not

permit him to give the bureau more than

a portion of his time, and at his sugges

tion Don T. Chamberlain was named

assistant secretary and placed in the

Chamber of Commerce office.

At the same time a closer link was

formed between the Des Moines Auto

mobile Dealers’ Association and the

bureau, and Chamberlain now serves as,

assistant secretary of both organizations.

Car dealers who are members of the

Des Moines Automobile Dealers’ Asso

ciation pay annual dues of $40 for mem

bership in the bureau, and those who do

not belong to the dealers’ association pay

$15 annually.

On Sept. 1 the bureau became self

supporting, and the 1919 budget of the

Chamber of Commerce provides a neat

sum for the use of the bureau.

With a man giving his entire time to

the work the bureau was able to enter

activities it could not attempt before.

One of the things accomplished along this

line is the weekly bulletin going to every

member of the bureau. Bulletins from

the N. A. D. A. are summarized and

matters of importance to the trade are

sent to the members in a more direct

way than would otherwise be possible.

The bulletin was particularly useful

during the restricted condition of war_

time.

Employment Clearing House

An employment clearing house is an

other function performed by the bureau.

There is scarcely a week that 8 Des

Moines repairshop or garage is not sup

plied with a ma.-. through the card index

system on file in Mr. Chamberlain's

ofiice.

The bureau also maintains a very sat

isfactory tourists’ information bureau,

and has a small library of maps, trade

papers and general information for tour

ists in a nook in the Chamber of Com

merce rooms.

The bureau has done two things:

It has sold Des Moines to the motor

trades, and

It has sold the motor trades to Des

Moines.

St. Louis Battery Men Organize

ST. LOUIS, April 5—The St. Louis

Battery Trade Association has been or

ganized with eleven members. H. E.

Spoeneman of the Panama Rubber &

Equipment Co. is president; William

Fuetterer of the Fuetterer Battery Serv

ice Co., vice-president; R. G. McCurdy

of the Western Electric Co. and William

E. Moerschell of the Moerschell Electric

8: Auto Supply Co., directors.
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Repairs and djustments to the

Stromberg Model G Carbureter

ROUBLE with any carbureter can

Tusually be ascribed to one of the fol

lowing causes:

1—Improper adjustment of the needle

valve or nozzle.

2—Improper adjustment of the float.

3—Improper adjustment of the air

valve.

4—Leaky float valve.

5—Leaky float.

6—Dirt or water in the chamber or,

around the needle valve.

7—Insuflicient heating of the incom

ing air.

The Stromberg Model G is made in

three sizes, 1, 1%, and 1% for ordinary

use, and in two larger sizes, 1% and 2 in.,

for very large engines. The parts do not

differ materially and the following opera

tions apply to all models except where

noted. The model numbers are G-l, G-2,

G-3, G-4 and G-5 respectively.

Adjusting the Low and High Speed

Valves

l—The low speed adjustment is con

trolled by the brass nut located beneath

the air-valve chamber and held in posi

tion by a spring actuated pawl. When

the proper size nozzle is installed in the

carbureter the low-speed air-valve spring

should be adjusted (when the engine is

stopped)) so that the air valve just

seats.

2—Start the engine.

3—Screw up the nut until the en

gine runs smoothly. This should require

about four notches.

4—If the engine speeds up when the

air valve is depressed slightly with the

finger, this is an indication that the mix

ture is too rich and the~nut should be

turned back, one notch at a time, until

depressing the air valve decreases the

engine speed.

The engine must be well warmed up

when making this low-speed adjustment.

The spark should be retarded half way

and the hobair attachment used.

The high-speed nozzle does not come

into action until the engine is running

 

BY J. HOWARD PILE

 

at comparatively high speed and with

throttle almost wide open. At this speed

the area of the venturi is not sufficient

to allow all the air to pass and the

vacuum becomes high enough to pull the

high-speed valve open. It has to do this

against the tension of the high-speed

spring and therefore a uniform vacuum

exists in all parts of the air chamber of

the carbui-eter, including the orifice of

the auxiliary nozzle.

The top of the auxiliary nozzle is about

1 in. above the float level of the gasoline

in the float chamber, and as it is impos

sible to lift the gasoline through this

distance through such a small opening

a small hole is drilled in the side of the

auxiliary nozzle, coinciding with an air

chamber having an outlet on the oppo

site side of the venturi. The vacuum at

the top of this nozzle pulls a current of

air up to the top of the nozzle, enabling

the gasoline to be picked up and carried

to the top, where it is vaporized.
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l—The high-speed air-valve spring

should have 1/32-in. play on the air valve

stem between the high-speed adjusting

nut and the air-valve cap nut, this to be

when the engine is not running.

2—Put the spark in the position for

normal running.

3—If the engine backfires through the

carbureter when the throttle is opened

suddenly the mixture is too lean and the

high-speed adjusting nut should be

screwed down notch by notch until tlze

engine stops backfiring.

4-—If it is found impossible to make

the engine backfire, no matter he lean

the mixture is made, the rate of ac elera

iion will show the proper mixture.

5—If the mixture is too rich the en

gine will be dead and slow and both en

gine and exhaust pipe will overheat at

high speeds.

6—If the mixture is too lean, heating

and lack of power will be evident.

7—To secure as near perfect a mix

ture as possible, the adjusting should be

done with the car pulling a slight uni

form grade. In such case care must be

used not to change any of the other

conditions, such as spark advance, as any

change in this would make it almost im

possible for the adjuster to arrive at a

definite point.

Float Adjustments and Repairs

l—The distance from the top of the

float chamber base to the height of the

gasoline level in the glass float chamber

(Model 3) should be 15/16 in. If the

level is too high, the gasoline will flow

over the top of the primary nozzle and

cause flooding. If the level is too low,

the engine will be hard to start, be

cause cranking by hand or with the

engine starter does not give suflicient

vacuum to pull the gasoline up through

:he distance from the gasoline level to

the orifice. The proper level of the gaso

line is 1/32 in. below the top of the low

speed nozzle.

Z—The dust cap over the float cham

ber has a small hole drilled in it to

prevent an air trap in the float cham

oer which would either prevent gasoline

from entering the chamber or would pre

vent its going out if it once got in. In

very hot weather the pressure caused by

expansion would force the gasoline out

of the primary nozzle, and this would

make the mixture too rich. This hole

must be kept open and clear so that it

will be able to perform the function for

which it was put there.

3—Aside from improper adjustment of

the float flooding may be caused by:

A worn needle valve and seat. This

will be evidenced by a ridge on the

tapered end of the needle valve.

Sediment or dirt getting on the seat

between the seat and the needle valve,

thus preventing the needle valve from

making a tight joint. This can usually

be remedied by unscrewing the dust

valve and pulling the needle valve up,

thus allowing the gasoline to flow in with

a rush and wash off the seat. If this

 

Hose Clamp Table

This table shows the proper size hose clamps to use on different size

and ply hose.

inside diameter of the hose clamp when it is extended.

 

The size given is the outside diameter of the hose or the

Inside

llore Outside Diameter of Hose

Diameter One-ply Two-ply Three-ply Four-ply

3/16 7 16 V; 9/16 5/8

y, 1/2 9/16 % 11/16

5/16 9/16 5/8 11/16 3A

“A; 5/5 11 16 3% 13/16

1/2 3,4, 13/16 7/8 15/16

% 1 1 1/16 1% 1 3/16

1 1% 1 5/16 1% 1 7/16

1% 1% 1 9/16 1% 1 11/16

1% 1% 1 13/16 17/8 1 15/16

1% 2 2 1/16 2% 23/16

2 2% 2 5/16 2% 2 7/16

2% 21/2 2 9/16 25/8 2 11/16

2% 2% 2 13/16 27/8 2 15/16

3 3% 3 5/16 3% 3 7/16

does not remedy the matter, the float

must be taken out and the cause of the

trouble removed.

Remedy for Leaky_Float

l—Evidence of a leaky float is an ex

ceptionally high level to the gasoline in

the float chamber, and a low position of

the float in the gasoline.

2—The remedy is either to install a

new float or take the old one out and re

pair it.

3—To remove the old float, remove the

dust cap.

4—Remove float chamber top.

5—Remove float stud.

6—Hold the float over a mild flame

until the gasoline evaporates and forces

the vapor out through the hole. When

the hole is found, it is enlarged with a

nail punch or other tool.

7—Drain the remaining gasoline out of

the float through this hole.

An alternative method is to place the

float in very hot water. The expansion

of the air and gasoline vapor inside the

float will push it out through the hole,

and the hole can be quickly located by

means of the bubbles.

8—Dry the float thoroughly.

9—Solder up the hole.

10—File off the surplus solder so that

the weight of the float will not be ma

terially increased. If this is not done,

the level of the gasoline will be changed

and flooding is likely to result.

ll—Replace the float, float stud, cover

and dust cap.

New} Float Valve

l—To fit a new float valve the old .

parts are removed as in the previous

operation and a new needle valve and

sleeve inserted.

2—If the leak still continues, the dif

ficulty may be that there is a burr on the

seat, and this prevents the valve making

a good contact.

3—This burr is removed by taking ofl'

| | Inn-Immune!

the dust cap and tapping the top of the

float valve one light square blow with a

half-pound hammer dropped through a

distance of about 1% in.

If everything about the carbureter is

in good order, then the trouble may be

in the nozzles.

l—To remove the primary nozzle un

screw the drain cock.

2—Stick a screwdriver up through the

drain well into the screwdriver slot in

the primary nozzle and unscrew the noz

zle. The thread is right hand.

3—The secondary nozzle is removed by

loosening the air-horn nut and turning

the air born to one side.

4—Remove the auxiliary gasoline well

plug.

5—Remove the nozzle in the same way

that the primary nozzle was taken out.

6—If the engine will not operate satis

factorin at low speed unless the air valve

is held tightly against the seat, the indi~

cations are that the opening in the pri

mary nozzle is either too small or is par‘

tially stopped up.

7—‘I‘he number stamped on the outside

of the nozzle indicates the drill gage size

of the hole.

8—If a drill of the same size is run

through the hole by twirling it between

the fingers, this will clear the hole out,

and it should then be thoroughly washed

out and blown out before reassembling.

9—If, after reassembling and testing

the engine, the same trouble is experi

enced, the hole is evidently too small and

should be enlarged by means of the next

larger size drill, which would be the next

number lower. This is provided, of

course, that another nozzle of the correct

size is not at hand.

10—If the hole is too big it is soldered

up in the upper end of the nozzle and

then drilled through the solder, the ex

cess solder having been first filed off flat

and smooth at right angles to the length

of the nozzle.
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No. 2080—CUTT1NG GLASS FOR

HEADLAMI’S

Round glasses such as are used in

headlamps can be cut without the use of

a circular cutter by laying the glass on

a drill press table. A short piece of

%-in. cold rolled is placed in the drill

press chuck and this is lowered onto a

block of wood which is placed on top of

the piece of glass. A slight pressure on

the feed lever will suffice to keep the

glass in position, and a glass cutter

equipped with a hook made of S/IG-in.

drill rod threaded on one end, which goes

through a hole drilled in the shank of the

glass cutter. The diameter of the glass

to be cut is regulated by screwing the

hook in or out to the proper radius and

then the glass cutter is simply swung

around the cold rolled steel, using it as

a center.—A. T. Aton, Ocean Park, Cal.

No. 2081—CYLINDER-HEAD LIFTING

HANDLE

This is a handle for lifting cylinder

heads without damage to the gasket. It

consists of a piece of drill rod bent at

right angles and a spark plug shell

pinned to either end. One of these shells

is % in. pipe size and the other is

S. A. E. This makes the tool universal

as to spark plug sizes, and the end of

the handle that is not screwed into the

cylinder head forms a convenient handle

to do the lifting with. Two of these

tools form a set and one is placed over

the number one cylinder and the other

over the last cylinder.—J. W. Bagard,

Dexter Garage & Machine Shop, Dexter,

N. Y.

No. 2082—LATHE BENCH

A handy lathe bench to save time and

steps is placed at the headstock end of

the lathe and holds all the parts and

accessories, each part having a place on

the bench. The centers, small chucks,

etc., are kept in holes drilled in the cor

ner board, the dogs are hung on the pegs

and the chucks and steady rest on the

cross bars underneath. Micrometers, tool

steel, tools, etc., are kept in the drawer,

which is provided with a lock, and short

lengths of stock go on either side of the

drawer in the bins. If desired the bench

can be mounted on casters so that it can

be easily moved about.—A. T. Aton,

Ocean Park, Cal. '

No. 2083—SPLIT WEDGE BOLT

LIFTER

A split tapered wedge is used to re

move a tight bolt which is in such a posi

tion that it cannot be driven out from the

Repairshop Shortcuts

From Motor World Mechanics
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Make a Dollar

OW often have you been com

pelled to rack your brain to

overcome some difliculty? But

when you did find a solutions—what

satisfaction it was! Well, here’s a

chance for you to dig some of

those life-savers out of their hid

ing places and put them_to work

for your fellow-craftsmen. Send

them to Motor World. We will

pay you a dollar for every one ac

cepted for publication.

The only requirements are these:

l—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—Write on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

 

 

 

other end. The wedge is inserted under

the head and when the large end is ham

mered the bolt lifts as the wedge is

driven in. Several sizes can be made to

fit different sizes of bolts and cap screws.

--A. E. Ernstdorf, Logan, la.

No. 2084—SHOP TWEEZERS

A pair of tweezers is made from a

couple of worn-out hack saw blades by

softening the ends near the holes and

bending them to an offset, as shown in

the illustration. The edges are ground

to a round point and a convenient length

for garage use is about 6 in. The two

members forming the tweezers are held

together by a machine screw and nut

through the holes. The place where the

bend is made is afterward hardened and

tempered to a straw colon—F. P. Fet

ters, Pennville Auto Co., Penville, Ind.

No. 2085—RIVET SET FOR EISEMANN

MAGNETO POINTS

This is a set to rivet the contact points

on the Eisemann magneto. It is made

by forming the point of a nailset to

the shape shown in the illustration. This

HilllllllllIlllllllllllllllllllllllll

consists of a point in the center to go

into the hole on the new rivet and a cup

surmnding this to swage the edges into

a rivet head. After forming the tool hot,

it is hardened and tempered to deep blue.

—R. J. Everest, Electric Equipment Co.,

Los Angeles, Cal.

N0. 2086—FI'I‘TING A RADIATOR FOR

TESTING

A leaky radiator which is to be tested

under water is fitted for this operation

by clamping two pieces of inner tube to

the inlet and outlet, the other ends of

these pieces of tube being tied up at the

ends to prevent the escape of air. One

of the pieces of tube should have a tire

valve in it so that it can be readily at

tached to a pump. The radiator cap is

provided with_ a gasket and a cork is

placed in the end of the overflow pipe.

When pressure is applied through the

tire valve the pieces of inner tube act as

reservoirs and also prevent too much

pressure being placed on the radiator be

cause the tubes would blow out before a

dangerous pressure would be reached.—

A. T. Aton, Ocean Park, Cal.

No. 2087—REMOVAL OF SPINDLE

BUSHINGS

Spindle bushings are removed by grind

ing off the edges of a steel spud which

is the same diameter as the outside of the

bushing, the edges being ground until it

will just slip through the hole. The ends

are beveled a little to allow it to turn

after being inserted, and a heavy punch

or the old spindle bolt is run through the

upper bushing and against the spud,

which liesacross the lower bushing. This

bushing can then be driven out by pound

ing and no damage will result to punch,

knuckle or bushing—A. T. Aton, Ocean

Park, Cal.

No. 2088—WEDGE FOR REPLACING

RIMS

Rims can be replaced in tires by using

three pieces of 2 x 4 cut to such a length

that they will occupy positions as shown

in the illustration, the length depending

upon the size of the rim. A few blows

of a hammer at the point indicated will

wedge the two boards apart and slip the

rim into place with a minimum amount

of hammering and without marring the

rim in any way. The tire and rim are

laid flat on the floor in performing this

operation—D. J. Dougherty, Cle Elum

Welding & Vulcanizing Works, Cle Elum,

Wash.
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Retain the Shortage

next six or eight months is a car shortage. It

will mean profits lost—0r not secured—during

this period just at hand, but it will mean more and

better profits later on when production comes nearer

to the demand next winter.

The shortage is, in a way, a blessing to the indus

try. It creates that stimulating condition of a de

mand that is greater than the supply, and dealers

should do everything they can to retain this status

of affairs.

The shortage should be continued, not by decreased

production, but by increased sales effort. The indus

try should always be kept before the public, as in

days gone by, only more so. The dealers should and

must force sales and keep forcing for all time. There

must never be a let-down for any reason whatsoever.

Had there been an enormous production imme

diately after the armistice harm would have been

done. Demand would have been greater than supply.

Selling would have been difficult. The value of the

product would have been depreciated. Trading at

long prices would have been a temptation, and we

would have gone back to some of the pernicious prac

tices that the war weeded out.

And then came the period of activity created by the

dealers, with their shows, their advertising and their

sales work. All at once the demand became greater

than the supply. And now comes spring and summer

with wonderful weather. While the supply is greater

the demand is out of proportion entirely. We still

have our shortage.

But production is going to increase. It is going

to reach normal—0r what we refer to as normal—

some time next fall. At the same time, according

to statistics of previous years, the demand will

naturally decline. This is where the dealers’ part

comes in. They MUST continue to force business.

They must keep on selling, selling, selling.

As a preliminary to this forced selling during later

months they must be exceptionally active this sum

mer. They must do everything they can to stimulate

sales and increase the demand. The more unsatisfied

demand there is this summer the greater will be the

normal business next winter.

This means two things. l—It means that every

dealer must operate a sales department on an inten

sive plan. It is no longer possible for the dealer—of

any size—to be manager, sales manager, service man

ager and everything else. He must establish a de

only prospects for the dealers during the partment for sales, devote to it all the time he can

and have a manager who will keep things spinning

at top speed. He must departmentize.

2—The dealers must get into the publicity and

limelight movement that has been instituted within

recent weeks. They must promote contests, tours and

all sorts of things. They must keep the industry in

the public eye as it used to be in the early days of

trade building.

Wherever there is a state fair next fall there should

be something of an automotive nature, an exhibit, a

contest, a tour or something. Offer a prize for the

car owner who comes the_greatest distance with the

greatest live weight load. Have a parade of all the

cars in your section around the race track, in one

gate and out the other, to see how many cars you

can get in line. Give a prize for the best decorated

car. Select a group of likely winners and let the

grandstand help decide by its applause just the same

as in done on amateur nights at theaters. Make the

prize $500 or $1,000 or a new car—something big

enough to arouse public interest.

As tlte roads dry and the woods are suitable for

picnics stage some tours and picnics. There are all

sorts of sociability and secret-time affairs that attract

attention and are enjoyable. Work out something

original and let MOTOR WORLD tell other dealers

about it.

Have races wherever possible. These can be held

in many sections, even where the towns are small.

Have a race for the home-talent boys. That interests

everybody.

Have a truck tour. Get the trucks into the lime

light. Trucks can get publicity by being made lug

gage carriers on good roads and trade boosting tours

through the territory served by your city. Kansas

City and Milwaukee have successfully promoted such

tours and have used trucks as luggage carriers.

Promote a truck tour through the territory, making

frequent stops. Line the trucks up in the towns where

you stop about 3 or 4 o’clock in the afternoon and

have a show. Have shorter shows_of an hour or so

in other towns where stops are made during the day.

Dealers everywhere should get behind this lime—

light movement. They should take the industry out of

the fog in which it has been for a couple of years

and jam it into the faces of the public. Let the world

see that the industry is back and coming stronger

every minute. Force the issue—then later days will:

be better able to take care of themselves.
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LETTERS from READERS
 
 

Say “ Motor Company "

Editor Motor World: As we have been

subscribers to your good paper for sev

eral years, and you also have been re

ferred to us by Joseph St. Mars of Win

nipeg, we are taking the liberty of send

ing you this letter to get some infor

mation.

When we started this firm some years

ago we were a company, but for the last

six years the writer has been the sole

owner of the concern. He is contemplat

ing changing the name, thinks it would

be better to haVe the name of the owner

before the public at all times, and, as we

sell automobiles, tractors, accessories,

and are distributers for some thousands

of items, I thought of changing the name

to A. Renuart, and thought that “A.

Renuart, Distributer of Automotive

Equipment,” would cover any lines that

we might handle in the future, and that

it would be permanent. What do you

think of it, or could you suggest any

thing which would be more appropriate?

—-The Modern Automo‘bile Co., Prince

Albert Sask., Canada.

Answer—We have always been partial

to the word “motor” in a company name,

because it has a rather strong sound and

is quite descriptive of all the activities

in this trade. Inasmuch as you want to

get your own name before the public, we

would suggest that you call your company

“Achille Renuart Motor Company."

Underneath the company's name you

could then say “cars, trucks, tractors and

equipment," and add any other names

that were necessary to describe your

business.

War Tax

Editor Motor World: We are very

much interested in your facts about the

new war tax on page 8 in your issue of

March 12. There are some points, how

ever, from the standpoint of the jobber

on which we would like to be enlightened

by your good selves, if you are in position

to give us this information.

It seems that the manufacturer is en

tirely in the clear, as the minute the tax

goes on he begins charging it, and con

tinues to charge it until the tax will

eventually be taken off by the govern

ment. On the other hand the jobber and

dealer cannot legally begin charging this

tax until they receive the goods which

were shipped and invoiced by the manu

facturer after Feb. 25.

Eventually, if this tax continues for

one, two or three years, all of the stock

that would be taxable has been moved

out of the jobber’s hands, and he will

have only such stock in his possession as

that on which he has paid the tax. Along

about this time the government will take

the tax at? these various articles and
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Mr. Jobber will be left high and dry

with the stock on which he has paid 5

per cent tax, and he will have no way of

collecting it. This also holds true in a

lesser way with the dealer. We will be

glad, indeed, to hear from you as to your

view in this particular matter.—Archer

& Wiggins Co., Portland, Ore.

Answer—Our advice to jobbers and

dealers on the question of this war tax

is that you mark up the price of your'

goods to a point which will cover the

wholesale price and the tax and sell them

at that figure. For instance, if the manu

facturer sells you a horn for $10 and to

the invoice adds a tax of 50 cents, you

have bought this horn for $10.50. If you

are adding 20 per cent to the factory

price to cover your profit and overhead,

consider the factory price of this horn

as $10.50, and add 20 per cent to $10.50,

disregarding entirely the fact that part

of the $10.50 is war tax.

The government is not concerned with

what you sell your goods for. Its only

concern is that you shall not tell a cus

tomer that you are adding for war tax

an amount which is greater than the

actual tax. Our advice is that you for

get that part of it is tax and go ahead

and transact your business in the usual

way.

Here we see the Boyer bus full of Harrisburg kiddies.

  

As to the tax some day being removed

and goods going back to a lower figure,

we believe you should handle your stock

just as though this increase due to the

tax were an increase due to normal con

ditions. If your goods were advanced to

a certain amount in price in normal times

you would add that amount to all you had

in stock and would sell them at a certain

figure. Then some day when the price

went down you would reduce your figures

accordingly.

Your concern is, of course, to see to it

that you don’t get stuck with too large

a stock.

However, you are more fortunate so

far as the tax increase is concerned than

you would be with an increase due to

normal conditions, because the tax applies

for a definite period, whereas with a

normal price increase you never know

when it is going to go up and you can’t

tell when it is going to come down, and

if you are overstocked you suffer.

In Motor World of March 26 is a page

on the tax which gives the best informa

tion we have on the matter, and that is,

forget about the tax and mark your goods

up to a price which you consider safe

and then say that the price is so much,

including war tax. If you do it that way

it doesn’t matter how much you add for

tax so long as you don't say anything

about it to the customer.

The Boyer Joy Car

Editor Motor World: We want to call

your attention to 'the Boyer Joy Car, of

which we are sending you a photograph.

This man, Charles Boyer, some 35 years

ago, devoted his exclusive time to giving

pleasure to children, shut-ins, by which

we mean people who were crippled and

 

  

rm,

Mr. Boyer (who is

standing alongside the car) has brought them out to the park, where they

can enjoy the sunshine and pure air and feast their eyes on the blue sky

and the trees in bloom
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poor and never got out of the house un

less some kind-hearted person took them

out. His first proposition was a little

trailer on the back of a bicycle, in which

he could pull two or three kids on the

level street. ‘Public subscription in Har

risburg raised sufficient money to buy

him a Reo car equipped as a jitney bus,

and Boyer has gone around to the slums,

poor districts, schools and out-of-town

places hauling lots of kids during the

spring, summer and fall.

He has gone around to all the poor

houses and other institutions of charity,

hauling the inmates on pleasant days.

In addition to-this, he gathers up rolling

chairs or crutches from some wealthy

families that were used at one time and

are now discarded, and takes these to

the poor people who can’t afford these

luxuries.

He has organized singing classes with

the kids he hauls and has taken them

around to different places singing, and

gathered up collections to maintain the

outfit. He also issued little certificates

that value from 5 cents to $10, entitling

every purchaser to that much interest in

the Boyer Joy Giving Car.

Out of all this work he gets nothing but

his car. He has hauled probably 3000

children and invalids and in that way has

relieved an immense amount of trouble

and pain and given lots of pleasure.~

George G. McFarland, President Harris

burg Automobile Co., Harrisburg, Pa.

 

Truck Hauls Tractors for

Demonstration Purposes

Editor Motor World: We have noticed

in your magazine various pictures of

trucks_ and methods used in transporting

tractors to the farm and for demonstra

tion purposes. We are sending you

photographs of a Packard 2-t0n truck

which we use for transporting tractors

and farm implements to the farms, also

for transporting our demonstrator to

various demonstration points.

We operate three garages and selling

This Packard truck is also used _ _ _ _

and a salesman drives out into the country, shows the outfit to the farmer and, 1f he as sufi‘iczently mtorested,

it is unloaded and a demonstration given

  

ms. s - Y _

Loading a Fordson tractor and an Olirer N0. 7 plow on a Packard 2-ton truck

establishments for the Ford and Fordson

tractor. These are located in Centralia,

Tenino and Olympia, Wash. The dis

tance from Centralia to Olympia is 30

miles, and TenIno is located half way

between these two points.

the handling of tractors, implements and

other stock, we have a warehouse located

in Centralia, which is the most conven

ient point for railroad transportation,

and when a tractor is sold in our Olympia

territory it is taken from our Centralia

warehouse and is delivered direct to the

customer. We only maintain the show

' room stock at Olympia and Tenino.

We first tried the truck with solid tires,

but as the roads are hard gravel roads

and in some places badly chopped up and

rocky, we experienced considerable up

keep to the truck and cutting of the

tires, and since we have installed the

pneumatic tires we have saved consider

able time and in addition have relieved

the truck of the excessive upkeep.

We have the selling agency for the

Fordson tractor for three and one-half

counties, and we sometimes are required

to deliver a tractor 50 miles; and as it

is an easy matter to travel 20 to 25 miles

an hour with pneumatic tires on the

truck, the tractor can be delivered to

the owner and the owner taught to oper

ate it and our salesman can get back the

same day.

In addition to the use of_ this truck

as a sales car.

To facilitate _

for our tractor and implement business,

we find it a very great assistance in

transporting supplies from the Centralia

warehouse to our Tenino and Olympia

garages. We sometimes receive our oil

and Ford parts in carload lots and dis

tribute them by the use of this truck.

The truck is painted a bright yellow,

with lettering in black outlined with a

fine red stripe, giving it a very attractive

appearance. All of our service cars are

also painted in this manner, likewise our

gasoline pumps, and our slogan is “Look

for the yellow pump," which we have

found a very easy way to direct custom

ers to our different garages—St. John

& Titus, Centralia, Wash.

 

N0 Tax on Exports

Editor Motor World: Would you

kindly call the attention of United States

manufacturers through the columns of

your paper to the fact that the excise tax

on automobile tires and accessories in

the Un.ted States does not apply to ex

port shipments to Canada?

We have been receiving quite a num

ber of shipments lately where manufac

turers have applied this tax, and we wish

that you would call their attention to it,

that they may discontinue sending such

invoices at an early date—The Motor

Car Supply Co., Ltd., Calgary, Alberta,

Canada.

  

A Fordson tractor and a plow are loaded onto the truck
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5
A Building for Battery Service

Station

Editor Motor World: Please send in

formation on the way you would plan a

building for a battery service station and

electric work on cars—office, washrack,

toilet, shop supplies and all electric sup

plies. The building is 44 ft. front and

48 ft. rear, 76 ft. deep. This building is

on a corner lot.—Lewis Battery Service

Station, Johnson City, Tenn.

Answer -In addition to providing

ample space for battery charging and

battery overhauling, we have found your

plot ample not only to include a service

station which will accommodate about

fourteen cars on storage, but also have

provided an accessory store and stock

room, battery store and stockroom, ofiice

and toilets.

As we understand your letter, you

wanted only a battery service station.

I! we thought that you wanted a shop

for doing general repair work we should

lay the space out quite differently.

Inasmuch as you have plenty of space

for an accessory store, we took the lib

erty of including this feature, as we feel

quite sure that you sell accessories any

how. The battery store is separate be

cause batteries are often dirty and

smelly. There is a showcase in this room

for the sale of battery and other elec

._.__  

O D \O \5 20 25

SCALE OI“ FEET

BATTERY

CHARGlNG

 

VL—LV

BATTERY ACCESSORY

STOCK

 

 

 

 

Plan for the Lewis service station,

48 a: 76 a: 44 ft.

  

SCIENTIFIC CONSTRUCTION
REPAIRSHOPSSHOWROOMS

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge. But be sure to

send full details, including a sketch of the plot, showing position of streets
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trical accessories, and there is a counter

at the rear for receiving and delivering

batteries which are brought in. Right

back of the counter is a battery stock

room for new batteries and batteries

waiting for customers to call.

One complete side of the service sta

tion is made up of a series of doors. This

is so that cars may be run directly into

the station without any maneuvering. By

this provision two rows totaling fourteen

cars may be packed into it just like so

many blocks of sugar in a box.

We believe that the battery overhaul

ing shop is quite large enough for your

needs and that the same holds true of

the charging room. The latter room is

conveniently located on the way to the

battery stockroom and the store. We

note that you burn out carbon and we

feel that you can well expand this phase

of your business to the limit, at the same

time doing welding. ,

We also believe that tire and tube vul

canizing would work out very, nicely with

your battery business.

If we have misunderstood your wants

we shall be glad to draw a new plan if

you will tell us what you desire.

Two-floor layout for Lindaas Auto Co.
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Garage Building on Plot

'70 a: 125-Ft.

Editor Motor World: Kindly mail me

suggestions on the building of a garage.

We contemplate building in the spring.

Thanking you in advance for any sug

gestions you may be able to give.—

Lindaas Auto Co., Mayville, N. D.

Answer—You failed to indicate on your

sketch what side the street was on, but

from the position of the sketch we be

lieve that the street is on the 70-ft. side.

and have drawn your plan accordingly.

We think that you are making a mis

take to use a basement. Why not use a

second floor instead? People don’t like to

store their cars in basements. The light

is poor and they are damp. A second

floor is much more desirable, and you will

be able to get more money for your space.
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btormg (,a'rs m Three Rows ._ . nz'mi

_ Editor Motor World: _We have been 15 CARS gigfiy

interested in your scientific construction I

of garages and would like to have yousubmit to us plans for a garage and sales- -

room, details of which we give below. ing-:35} ’° 7‘ ‘
The lot we have an option on is a cor- m“ mm

ner lot, with a (SO-ft. frontage on the

main street and 150-ft. frontage on the SHOP

side street. _.__-___________________,__‘___-_

We are handling passenger cars. We m

do not handle a truck but may take one . l3 CARS I i

on later. We carry a large line of tires L

 
  

Us“!

  

  

 

 

 

 

and accessories and have a truck tire de- nu? ‘ "°
partment with a tire press. We do not H” D to“

have, at the present time, a storage bat- _ _ . W .

tery department, and do not know VMH

whether we shall ever take on this line. it}? 9 CARS éAéK w 9 CARS Q

We do a general garage business, hav- *‘1 “ “I”
._ H} H ll 5 4

ing at the present time ten men in our L J—"""“""“m ------------------------------

repairshop. We would like to have

storage accommodations for almost 100

 

cars, because we believe that storage cuS- “If ‘ “m “'m _ ' “m h """""""""tomers give us considerable other 'busi

' l1 CARS .‘ il '1 CARS r

ness. _ m _ __ lkvWe want our showroom to be large Nag________________________________________________ "tick , ~::.-__.:_:__.-.:___'__.:'.___ .

enough to show our cars to advantage I] LU. _ I

and to be quite prominent as a show- 11 CARS "pf Kmarmn‘ilyi 7CAR5room. We also want to give our acces- K > i I I:

sories department more or less promi- ‘ " _ ‘ ‘ " ‘: 5‘-------------------—"

nence. We would want three or four ‘ '

ofi‘ices off from the sales or accessories

room on the lower floor and well lighted

by daylight, if possible. This building

would have to be a three-story building.

  

 

  

 

 

 

We ask that on kindl submit a lan ACCESSORYz»
y y P STORE IIIIRESTOCK‘

and give us any advice you could along

the lines of construction or business in

general.—Bethard Auto Agency, Rich

mond, Ind.

Answer—Herewith is a plan drawn to

meet your requirements. Inasmuch as

we were 'not quite sure as to what your

total office requirements were we simply

assigned a well-lighted strip along the

side of the building for this purpose

without any attempt to divide it up—this _ _

should be easy f0: you Three-floor layout for garage buildmg on 60 x 150 ft. plot

You will note that throughout the

building we have placed two rows of cars

on one side of the aisle and one row

on the other. You understand that this

arrangement causes no difficulty when

it is worked out properly. The cars on

the inside row should be those which go

out late and come in early; those in the

outside row should be those which go

out early and come in late, and those in

‘ the single row should be those which ]-————— sot H-—____.i

cannot be so classified. It is a simple — ~ __

matter for your floorman to make this ‘~

classification. Some cars will be so regu I:let in their movements that they can ' MASH PACK:

be assigned permanent positions in one ' I.

of the rows and others so irregular that

they must be placed in a different row

every night.

  

 

 

 

  

 

 

  

 

Answer—Herewith is a garage plan

drawn according to your request. The

garage space is rather small, but this

COAL FURNACE cannot be helped, as it was given all the

room that was left after spaces were ap

portioned to the other departments.

   

 

 

g Plan for

A Small GGTHQG “'w Rece’s

~ Garage,

Editor Motor World: I am arranging 50x80 ft.

to build a garage 50 x 80 ft. I want

small showroom, stockroom, place to

wash cars and workshop. If you have

any plans for a garage this size I would

appreciate seeing them.—E. W. Rece,

Russel, Ky. [were M'st [(Y
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ECO AIR AND WATER

STATION

This is an outside or curb sta—

tion for supplying air and

inter, the air line being con

nected to the compressed air

supply in the garage. The sta

tion carries an enclosed spring

operated reel which carries the

atr hose and this reel is con

trolled by a coin device which

makes it necessary to deposit

a coin before air can be ob

tained. An automatic cut-oi! in

the base shuts off all air pres

~ure except when the hose is

willed out. W'hen the hose is

released the spring draws ll

tacit into the station. Model 12

us an electric light standard.

height 5 ft. 5 in., width 25 in..

12 ft. of hose. shipping weight

t15 lb. Price $125. Model 10 is

the same, but has no light

standard. Price $110.--Western

M-‘z. Co.. Oskaloosa, Iowa.

AUTOMATIC TIRE PRES

SURE REGULATOR

This Is an automatic device

which, when applied to a tire

nii'e. becomes a sort of safety

valve and when the pressure In

the tire reaches a predeter

mined point, the air escapes,

making a whistling noise. it is

therefore unnecessary to use a

huge. The proper pressure

ml be set on the device by

turning the collar around to the

treasure marked and then tight

"Ana the locknut.—-Automatic

Safety Tire Valve Corp. 199-203

vMrhth Street, Long island City.

J 4 D TIMER FOR FORDSON

TRACTORS

This is a special heavy duty

timer for Fordson tractors and

It interchangeable with. those

an Ford Cars. The case is of

“my pressed steel and the seg

ments are extra thick to allow

"it strength and durability.

Prize $1.60,-J & D Mfg. Co..

Whfieid, Mass.

AJAX INSIDE BLOW-OUT

PATCH

This is a rubber tipped patch

7" Quick repairs of tire blow

nm or fabric breaks. It is

made from multiple piles of new

r“trade frictioned fabric and

II formed and molded to fit per

iml)‘ the arc of the tires.

"fits are provided. these ex

'end:ng outward between the

and of the tire and the rim.

"Ml"! it firmly in place. Fine

'll-‘Mr tips are furnished to pre

rem the possibility of tube

'hlflnl. Furnished in sins of

"0m 3 to 515,, in. and in lengths

from 9 to 11% in. Packed one

in l ('arton or ten in a bundle

u"bolted. wAjax Rubber Co..

“I York City.

i

Automatic Pressure

Regulator

Automotive Equipment
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Supreme Quick-Acting Vise

  

B. & D. Electric Drill
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SUPREME QUICK'ACTION

VISE

This is a quick-action vise for

general machine shop use. and

can be used on the bench or on

machines such as milling ma

chines, grinders. etc. The slid

ing jaw is operated by means of

a sliding lever, which draws it

tight against the work while

the eccentric lever gives it a

final tightening, thus holding the

work securely. The base In

straightened to fit the slide.—

Spaftord Tool Works, 10 Road

ley Place, Hartford. Conn.

AUTOMATIC DRIVE DREAD.

NAUGHT HUB ODOMETER

This is a hub odometer which

is driven by means of a stout

steel finger which engages in

the slots of‘the hexagon caste]

lated nut on the spindle. This

finger is held firme In place by

a. heavy fiat spring and no ma

chine work or delicate adjust

ment is necessary to attach the

device to the hub. No spiral

springs are employed and the

drive is taken through an eccen

tric steel cam operating a steel

lever which turns a cut steel

ratchet controlling the gear

train—American Taximeter Co..

Broadway and Sixty-first Street

New York City.

FRONT AXLE SUPPORT FOR

FORDS

This is a front axle support for

Fords to prevent bending the

radius rod. It is easily and

quickly put on by removing the

nuts from the bolts on the axle,

the rear end of the device being

clamped to the,regular Ford

radius rod. Does not interfere

with shock absorbers and is

made of 1 In. angle Iron enam

eled black. VVelght 5 lb. Price

$1.25. — Gahm-McCormick Co..

802 East Main Street. Streator,

Ill.

BLACK 6. DECKER 3/16 AND

|/.;-IN. PORTABLE ELECTRIC

DRILLS

These are two new electric

drill models with pistol grip and

trigger switch. They can be

worked with one hand and the

current can be controlled with

out changing the position of the

hand. The motors are 1/6 hp.

with series compensated wind

Ings and operate on any cur

rent from direct to 60 cycle al

ternating. Cooling is by means

of a vane impeller mounted on

the armature shaft which forces

air through the housing. The

speed of the smaller drill is

1600 r. p. m. and of the larger

drill 1200 r. p. m. The current

consumption is about 175 watts.

—R’nck & Decker Mfgr Co.

105-115 South Calvert Street.

Baltimore.
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Hitch Yourself to

NATIONAL ADVERTISING

Here’s How One Man Does It

   

 

 

McQuay-Norris built a show window because it was the custom to build them. It used the windows for

everything and anything.

'dows were made of some value by hitching them to the company’s national advertising.

War work and general displays were used considerably. And then the win

In the win

dow was painted a transparency, showing a scene carried generally in the company’s advertising. How

many dealers in cars and trucks are taking full advantage of national advertising and are getting

' l EN are creatures of habit.

We do things to-day be

cause we did them yester

day. Many men in the motor car

business to-day are doing things

because their grandfathers did the

same things in their drygoods

stores years and years ago. Just

why this is so I do not know, but

it is so, without a doubt.”

Louis A. Saiford, vice-president

of the McQuay-Norris Mfg. Co.,

was talking. The conversation

had been running from one thing

to another as conversations will, so

there was no telling just what Saf

ford meant by this.

“Which means what?" he was

asked.

“Advertising chiefly. When we

opened this factory we built a show

window; I suppose because other

persons had show windows. For a

long time we put into that window

various sorts of piston rings, some

cups and other small articles. That

was a matter of-habit.

maximum va'ue from their windows?

“Now you know as well as I know

that no one walks along Motor Row,

except people who work here and

they are not looking for things to

buy. But we kept on displaying

those articles for several years un

til the war, which jolted a good many

persons, jolted us out of that habit.

“In an effort to help along the various

movements that were under way during

the war, we devoted the glass of that

window to large signs for recruiting

campaigns, cause movements and collec

tions. We followed a more or less sta

tionary design, with the cause spread in

big letters and posters framed in the

paint on each side of the window. We

had lights behind them and they ap

peared to be rather effective. We are lo

cated here just at the top of the hill on

Motor Row, which is the busiest driveway

for motor vehicles west of the Mississippi

River, and we rather prided ourselves

that we were giving the war movements

a good bit of advertising. But the big

idea had not yet reached home.

“A good many other merchants along

Motor Row also devoted their windows

to this cause: Some of them because

they had no merchandise to display and

some because they wanted to do their

share of the advertising. It was all in a

good cause.

“But when the war requiremenu

ceased I got to thinking about the win

dow and it suddenly dawned on me how

we had been victimized by habit.

“We had been using that window

just as the jewelers down in the shop'

ping district use theirs. But. there was

this difference: Our public was driv

ing by at the rate of almost 20 miles an

hour and could not visualize any small

object in the window. The walking pub

lic which could see what we had in there

was not a buying public. It was sold on

our rings—or other rings—as the case

might l‘e—for the walkers here are pro

fessional automobile folk. It was up to

me to find something for that window.

“Just. as this question was before me

we again began using our original adver

tising idea. ‘The ring that takes the

slant out of hills,’ with a picture of the

motor car going up the bill. It occurred

to me that if I had this picture painted

on this window it would connect this very

plant with our national advertising,

that many persons who had read our

advertisements in the national magazines

would probably for the first time connect

this plant with the advertising.

(Continued on page 44)
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Macon Learns of Truck Haulage

Economy

Four Trains of Trucks, in Great Demonstration, Transport

100 Tons of Food and Other Commodities to Outly

ing Points Within 50-Mile Radius

MACON, GA., April 3—Forty-odd mo

tor trucks demonstrated to-day that the

manufacturer, merchant and farmer

within a radius of 50 miles of Macon can

ship his wares more economically and

with greater dispatch than by railroad.

The four great freight trains of motor

trucks carried close to 100 tons of mer

chandise out of this city to outlying

points, the farthest of which was 50

miles.

The ship-by-truck demonstration to

day marks another step in the movement

now under way in the Southeast to edu

cate the merchant and farmer toward

motorizing his business. Three weeks ago

the farmer here saw how, with the trac

tor, he could increase his crops. To-day

he saw how, with the truck, this increased

production could be readily handled.

Those who participated in the affair

and those who saw it, or phases of it,

feel that the motor truck is destined in

the next few years gradually to replace

the conventional mule team of middle

Georgia and the South generally. One of

the four runs, that to Fort Valley and

Montezuma, was through the heart of

Georgia's famous peach-growing coun

try. where each year it becomes quite a

problem to move the great crops.

In practically every one of the smaller

towns visited by the motor cavalcade it

was a revelation to see the radiant faces

of the merchants who had received their

merchandise from Macon in less time

than ever before in their lives.

Some of the articles shipped to-day by

trucks, say to Montezuma, 50 miles from

Macon. would have required anywhere

from 3 to 5 days, to say nothing of the

repeated handling of the goods and dan

ger of breakage. The merchant farthest

from Macon on the run to-day got his

goods in about 6 hrs. It must be remem

bered also that this included a stop for

inner and speeches in many of the

towns.

Every conceivable kind of merchandise

was carried to grocer, butcher, druggist,

hardware dealer, etc. The heaviest load

recorded was that on a Duplex truck

fitted with a two-wheel trailer. This

outfit carried 10,000 lb. of lumber, 1000

lb. of meat and four men to Milledgeville,

about 37 miles from Macon. The truck

left at 10 A.M. and arrived at Milledge

ville at 2 RM.

Four routes had been laid out by Ben

jamin Gilham, traffic manager of the

Macon Chamber of Commerce, which or

ganization put on the truck demonstra

tion. One run was to Montezuma and

intermediate points and the remaining

three had as their destination the towns

of Monticello. Barnesville and Milledge

Ville.

The weather was ideal and the roads

excellent. The only mishap took place

outside of Byron on the Montezuma run,

where a truck went through a bridge

when only half of the fleet had passed

over it. This made it necessary for the

remainder of the, train to go back

to Powersville and to Fort Valley

over another road. Many of the

truck drivers remarked after the dem

onstration that they feared some of

the bridges. Frequently the fleet was

stopped while the men on the leading

truck looked over the bridge [before ven

turing across. Better bridges must be

built if truck transportation is to be car

ried on here on a large scale.

Went to Montezuma

Fourteen trucks went to Montezuma,

including a 2-ton Mack, %-ton Oldsmo

bile, %-ton Reo, iii-ton Stewart, 1-ton

Ford, 2-ton Packard, 3%-ton Sterling,

l-ton G. M. C., 2-ton Republic, 1%-ton

Indiana, ‘54 ~ton International, 2-ton

Stewart, l-ton Wilson and a Dodge

Brothers. In addition to these one of the

two Firestone trucks driven from Akron,

Ohio, to Macon with a load of tires, was

entered in this run and acted as pace

maker. The Mack truck was driven to

Macon from Knoxville, Tenn., a distance

of 350 miles, in 2% days by Robert

Maddox of the factory inspection depart

ment. The department of films of the

Firestone company was on the job and

caught the truck fleet at various points.

Fifteen tons of freight were carried

by the trucks on the Barnesville run, the

trucks leaving Macon at 10:05 and ar

riving in Barnesville at 3:40. This fleet

consisted of a 3%-ton Packard, which

was one of the two transcontinental

loodyear trucks entered and driven to

Macon from Akron; iii-ton Reo; 2-ton

Wilson, 2-ton International, S34,-ton Stew

art; 1%-ton Maxwell; 2-ton Clydesdale;

.‘ibé-ton Kelly, and the other Firestone

truck, which joined the fleet at Forsyth.

The Monticello run was made by eight

trucks: ‘74-th Stewart, %-ton Reo, %

ton White, iii-ton Chevrolet, Iii-ton In

ternational, 2-ton Stewart, 2-ton Indiana

and 1-ton Republic.

Six trucks went to Milledgeville, which

besides the Duplex previously mentioned

consisted of a 3-ton G. M. C., 2-ton Dia

mond-T, 2-ton Stewart, 1-ton Ford and

iii-ton Reo.

It happened that S. T. Brown, a former

resident of Monticello, had recently

moved to Macon. His furniture was still

in Monticello awaiting shipment. All of

his household goods were loaded on the

several trucks that made the Monticello

run and brought to Macon free of charge.

The actual handling of the various

shipments, looking after freight bills,

etc., was in charge of students of Mercer

College. These students are members of

the commerce class and will use their

notes and material gathered on this trip

as a basis for working out costs and other

items incident to shipping by truck in

this vicinity.

As a prelude to the great demonstra

tion 123 trucks, most of them loaded,

paraded the streets of Macon Wednesday

afternoon. Eighteen makes were rep

resented.

Two-Day Tractor Show in Maryland

BALTIMORE, April 7—The Washing

ton County Agricultural Association, the

Maryland State College of Agriculture

and Thomas L. Smith, county agent, will

stage a two-day tractor demonstration

on April 16-17, near Hagerstown. The

two days will be filled with power ma

chinery features, including tractor plow

ing, disking, rolling, oat and clover seed

ing, manure and lime spreading and belt

work for the tractors. A tractor parade

is also planned.

Among the makes of tractors which

will participate are Happy Farmer,

Chase, Avery, Fordson, Emerson-Brant

ingham, Cleveland, Waterloo Boy, Inter

national Harvester, Moline, Wallis Cub,

Huber, Case, Parret and Maxim. Power

Machinery will also be shown.

Rules for the contest are as follows:

1. Demonstration shall begin at l p. m.

and continue until land is plowed and disked.

The same tractor must be used for plowing

and for disking.

2. Each tractor will finish its own dead

furrow.

3. Each tractor must be run at its ont

alogued plowing speed. Tractors may run

on high gear with normal engine speed when

dgiing light work like harrowing. seeding,

e c.

4. Exhibitors will be allotted land drawn

by lots.

5. Uniform depth of plowing will be re

quired and the depth thereof will be desig

nated at the morning conference of tractor

representatives and the demonstration man

ugers.

6. Each fleld plowed will bear the sign of

the exhibitor doing the work. Each exhibitor

will be required to assist in plowing the land

ends as directed by the field manager.

_ 7. Each tractor shall bear a placard stat

ing the draw-bar and brake horse power of

the engine. revolutions per minute, the plow

ing speed in miles per hour, and the kind of

fuel used.

8. All tractors will be required to plow

during the first hour continuously and at the

end of that time the tractors can be stopped

on the headland! for not more than 20 min

utes. This will give visitors and salesmen

an opportunity to become acquainted.

9._Each tractor exhibitor will have the

privilege of burning any kind of fuel he

chooses, but all exhibitors will be required

to obtain their fuel supply from a source

designated by the field manager,

10. If a tractor or a. plow breaks down on

the field, or is unable for any reason what

soever to finish the land, the exhibitors ny
either take the machine or! the field rgllfi

have the land plowed by another tractor des

ignated by the field manager, or may put

in a. similar machine bearing the sign, “Sub~

stitute Tractor." If a plow is substituted

the sign “Substitute Plow" must he used.

11. The managers of all exhibits‘will be

expected to report to the Field Manager

not later than 9 o'clock on the morning of

the demonstration for a. conference at which

full instructions will be given.

12. Each exhibitor will be expected to use

due care at all times in operating his ma

chinery with respect to its possible effect

upon public safety.

13. Should the fields be unfit to plow on

April 16 and 17. the demonstration will be

held on the following days, April 18 and 19.

14. Tractors and other machinery should

be ready for exhibiting by 9 a. m. of the

day of the demonstration.
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DETROIT BUSINESS IS

NOW NEARING NORMAL

In March 34.13% Was Normal

Compared with 30% in Feb

ruary—Much Building

DETROIT, April 3—All business in

Detroit, especially in automotive lines, is

showing a marked improvement. The

transition of business to a peace basis

is going forward with few serious jolts.

Released available labor is being rapidly

absorbed and building operations have

taken a great boom. Work was started

on 335 new buildings and 165 new addi

tions during February. The majority of

building operations represent manufac

turing plants and business places. The

estimated cost of these new structures

totals $1,279,065.

Approximately 34.13 per cent business

is now normal as compared with 30 per

cent in February. Business above nor

mal during March was 17.64 per cent

against 19.99 per cent in February.

About 48.23 per cent business is below

normal, which is a decrease of 2 per cent

when compared with February figures.

Business showing steady improvement

totals 62.50 per cent, which is a big in

crease over the February record of 49.18

per cent. Only 8.75 per cent is on the

decline, while 28.75 per cent is stationary.

 

Changes in St. Paul Trade

ST. PAUL, April 7—A $100,000

warehouse for assembling and storage of

Fordson tractors is to be built by W. H.

Schmelzel of W. H. Schmelzel Co., Inc.,

who has distribution of the tractor in

Minnesota. A tract has been bought for

$50,000 on Great Northern trackage, em

bracing 10 acres. Already this company

has sold 2000 Fordsons, and its facilities

for handling this business are inadequate.

The building will be one story and 40,

000 sq. ft.

The White Co. has leased for 99 years

“Death Corner" at Pleasant Avenue and

Third Street. and will build an oil station.

The city has taken 20 it. to open the street

that fatal automobile accidents there may

be avoided in the future.

The Hubbard Motor Sales Co., Maxwell

and (‘halmers dealer, has moved to 200 West

Fourth Street from Seventh and Exchange

Streets. W. F. Schornsteln. supply dealer at

217 Bates Avenue, has taken the agency for

the All—American truck in three counties.

 

Government Not Exempt from

Revenue Tax

NEW YORK, April 7—It is likely that

the Internal Revenue Bill will hold that

sales of passenger cars and trucks made

to the Federal Government, or to the

various State governments, are not ex

empt from the new war revenue tax.

Under neither the old nor the new law

are there any provisions specifically ex

empting the Government. Under the old

law, however, government purchases

have been held to be exempt. Under re

cent interpretations of the new law such

sales apparently are not exempt. It is

pointed out, however, that when dealers

are approached by a State regarding the

purchase of a car the dealer may pass

the order along to the factory and act as

a commission man, instead of taking title

to the car, and then resell it. The Na

tional Automobile Chamber of Commerce

points out that under such a plan no tax

will apply.

Fight Double License

DAVENPORT, April 3—To protect

automobile owners and drivers of the

quad-cities from unjust administration of

automobile laws the Interstate Motor Ve

hicle Protective Association was organ

ized at the Rock Island Club Wednesday

evening. Present at the meeting were

twenty representatives of fourteen tri

cities business and commercial organiza

tions. It was decided that an attempt

should be made immediately to eliminate

the double license system as it applies to

motor vehicles used in interstate busi

ness.

An attempt will be made to obtain the

co-operation of the authorities in the tri

cities and East Moline in adopting a com

mon policy of licensing trucks and pas

senger cars, so that a dual system will

not be necessary for trafl‘ic between the

two States. If the new society cannot

bring about a mutually agreeable sys

tem an appeal will be made to State leg

islatures of Iowa and Illinois to make

necessary changes in the automobile laws

of those States to insure protection of

the drivers and owners of cars.

An executive committee. to include two

members from each of the quad-cities

was formed. It will outline plans and

make a preliminary report at a meeting

to be held the first part of next week.

Officers of the new association will also

be announced at that time.

The consensus of opinion among those

attending the meeting Wednesday was

that the quad-cities formed a large

enough. community to forget the selfish

interests of any of the four cities and to

work for a bigger and better community.

The principal plan now is to eliminate

necessity of a double license for inter

state trucks. Other interests of motor

vehicle owners will be considered as occa

sion demands.

Davenport was represented at the

meeting by William Ritter and L. M.

Marks, Davenport Commercial Club; R.

E. Hannon, advertising bureau; R. E.

Beedee, W. L. Mason and Forest Frasier,

Davenport members of the Tri-Cities

Automobile Trades Association, and John

Ploehn, Davenport Rotary Club.

 

Carlisle Cord Tire Putting Up Plant

STAMFORD, CONN., April 7--The

Carlisle Cord Tire Co. will establish its

principal factory here, and has purchased

about 10 acres of land, with a frontage

of 1000 ft. on Fairfield Avenue and a

depth of 400 ft. It is expected to be in

operation by Aug. 1. At the outset it

will employ 250 men. The company has

had a plant at Andover, Mass., for two

years, and intends to continue it in opera

tion, although the main factory and exec

utive offices will be moved here.

WILLS AND LELAND

CARS ARE IN THE AIR

Former Ford Man Said to Be

Experimenting—Leland’a

Car May Be a Six

DETROIT, April 4—Automotive busi

ness circles are awaiting with keen an

ticipation the outcome of a number of

important developments this week, inter

est centering in General Motors, Saxon

and Maxwell-Chalmers affairs. The

trade is also discussing rumors of a new

car to be brought out soon by C. Harold

Wills, formerly with the Ford Motor Co.,

and one of the designers of the Ford car.

The labor situation and the veiled plans

of the Lincoln Motor Car Co. are also

causing much speculation.

The advisory committee handling

Saxon affairs will meet immediately

and declare the present stock for

feited and reorganize according to

the plan already outlined. This step

has been taken because of the apparent

lack of interest of stockholders and the

failure of repeated efforts to get them

together. This plan, as already stated,

will virtually wipe out the $6,000,000

stock of the company and will call for an

issue of $2,000,000 in bonds, $1,500,000

preferred stock and $3,200,000 common.

Creditors will receive common stock in

return for their obligations. The com

mittee will meet this week either here

or at Chicago to take action necessary to

authorize the reorganization.

The plant is turning out between 40

and 60 cars daily and orders are already

two months ahead of production.

Detroit knows but little about the pro

posed Maxwell-Chalmers merger which is

said to be steered by the General Motors

Corp., and which, if materializing, will

practically give General Motors control

of the two companies. It is said General

Motors will refinance the combination,

taking over all of the common stock of

the companies. W. C. Durant and other

General Motors heads have nothing to

say regarding the plan at this time, and

no information is being given out at

Maxwell-Chalmers headquarters.

It is said, however, that Walter

Flanders, president of the Maxwell Co.,

which is operating the Chalmers prop

erties under a 5 year contract, is soon

to resign from the company. It is added

that he is disposing of all his Detroit

properties and proposes to locate in Chi

cago. Mr. Flanders himself is not dis

cussing the matter.

Those close to C. Harold Wills declare

he is working on a new passenger car

and is soon going to give the trade a big

sensation. Two cars are under con

struction, it is said. One of them is an

experimental passenger car and another

is a racer designed to make its debut in

the coming Indianapolis races.

The Lincoln Motor Car Co., owned by

Wilfred and Henry Leland, is getting

ready to enter the passenger car field_

This company is building up its sales

and advertising force, but details of the
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proposed car are being kept in the dark.

It probably will be a six-cylinder ma

chine to sell at a popular price, and will

make its appearance in mid-summer, it is

said.

There is quite a labor organization

movement in Detroit. While labor was

always strongly organiz'ed here, this

spring is witnessing the birth of more

union organizations than usual. The

movement is spreading more rapidly in

the factories themselves, where the dif

ferent trades of individual plants are

forming their own organizations. The

machinists at Dodge Brothers, for in

stance, have their own organization now.

The greatest movement, however, is

the formation of the Automobile Workers

Union, designed to take all men and

women engaged in any department of_

the automobile manufacturing business.

This organization is growing rapidly and

is conducting extensive membership cam

W811!

There is also a movement on foot for

a 6-hour working day. This movement

is springing from an unknown source.

The American Federation of Labor,

which maintains headquarters in Detroit,

know little of the 6-hour question, and

it is apparent that it is not being pushed

by that organization. It is said that the

6-hour plan is being tested in several

local factories, but an exhaustive inquiry

fails to locate these factories. It is de

nied that 6-hour shifts are in operation

at the Ford Motor Co., although rumors

to that effect persist in gaining circula

tion.

 

()flicial Indianapolis Entries to Date

NEW YORK, April 7—Ralph DePalma

in his special Packard, equipped with an

engine having a piston displacement of

299.2 cu. in., has entered his name for

the Indianapolis events on May 31. Louis

Chevrolet will also race in a special

model, which is presumably a Frontenac,

and has a piston displacement of 299.5

cu. in. Another Frontenac special, with

a displacement of 299 cu. in., will be

driven by Ralph Mulford. Three Duesen

berg specials have been entered, one a

Roamer-Duesenberg to be driven by Kurt

Hitke, the other two by Tom Milton and

Ed O’Donel. Earl Cooper will drive a

Stutz. Besides these, as already re

ported, W. W. Brown will race in his

24-valve Hudson, R. C. Durant in a Chev

rolet, and the two Sunbeams will be

piloted by J. Chassagne and Dario Resta,

who will take Joseph Christiaens’ place.

 

Fire Visits Arkansas Appliance

LITTLE ROCK, April 7--Fire de

stroyed the warehouse and office build

ing, including stocks, of the Arkansas

Automobile Appliance Co. during the

evening and night of March 17. The loss

of stock and fixtures totaled approxi

mately $160,000, which was practically

all covered by insurance. The officers of

the company have arranged to continue

the business. A temporary salesroom

has been secured and full stocks of goods

have been ordered by wire and letters

from all factories.

NEW YORK TO STAGE

FIVE TRACTOR TESTS

Will Put On Demonstrations in

Central Localities—To Be

Largely Exhibits

ALBANY, N. Y., April 5—The State

of New York is contemplating five trac

tor demonstrations during the coming

season, all of which will be directly

staged for tractor manufacturers and not

for dealers and distributers as entrants.

The exact dates of these demonstrations

have not been scheduled as yet. The

plan is to have 2-day demonstrations so

that there will be one or perhaps more

devoted to plowing and the second day

for fitting. The two days will give a

better opportunity of obtaining accurate

records of performance than the acre or

hour tests of last year.

The demonstrations will be divided

over the State, with one for the western

section, which probably will be in the

vicinity of Batavia; one in the central

will be held at Syracuse, and will have

to be at the same time as the State fair.

This would not be so important a demon

stration from the standpoint of perform

ance but would be more in the nature

of an exhibit. One would be in the east

ern portion of the State, possibly in the

area of Hudson; the fourth would be held

in southern New York State in the vicin

ity of Elmira, and the fifth in the north

ern portion of the State in the zone of

Malone or thereabouts.

The State of New York at present

owns 70 tractors, and during the past

winter established three repair depots,

where these tractors were all overhauled.

These were in Syracuse, Ithaca and Al

bany.

 

Sworn Car Descriptions Required

in Pennsylvania

HARRISBURG, Pa., April 3—The

House has passed the Cox bill. requiring

the making of sworn descriptions of all

motor vehicles offered for sale. This is

one of a series of measures calculated

to stop the theft of automobiles and

trucks.

Greenfield’s Second Show in Armory

GREENFIELD, MASS., April 7—Cars,

trucks and tractors were part of the sec

ond motor show held here at the State

Armory. Dealers and distributers staged

their own displays, which included the

principal makes of motor vehicles of all

kinds.

Pulitzer Trophy for Airplane Contest

NEW YORK, April 7—A Pulitzer tro

phy, to be offered annually for airplane

competition, has been offered by Ralph,

Herbert and Joseph Pulitzer, Jr., accord

ing to a statement made by the Aero

Club of America. The nature of the

competition will be decided yearly by the

Aero Club. This year it will be awarded

for the longest non-stop from any point

to Atlantic City, or from Atlantic City

to any other point, during May, while

the Aeronautic Convention is going on

there. The prize will be held for a year

by the winner, but must be won three

times to become the permanent posses

sion-of the competitor. The Pulitzers

publish The World and The Evening

World and St. Louis Post-Dispatch.

National Truck Sales Managers

Convention

PHILADELPHIA, April 5—Prominent

men who will address the convention of

the National Association of Motor Truck

Sales Managers at the Bellevue-Strat

ford, April 11-12, are as follows, accord

ing to arrangement made by the com

mittee:

Senator John L. Watson of Indiana;

Governor Sproul of Pennsylvania, who

will speak on “Good Roads"; Colonel

Fred Glover, chief of the Motors Divi

sion, Quartermaster Corps, United States

Army, whose topic is “The Disposal of

the Government‘s Trucks and Other Mat

ters of Vital Interest to the Truck In

dustry"; John Barrett, director general

of the Pan-American Union and former

minister to Argentina, Colombia and

Panama, who will speak on “Central and

South America—the Great Opportunity”;

Reuben 0. Moon, who will act as toast

master; J. E. Tracy, president of the Na

tional Association of Motor Truck Sales

Managers of Milwaukee; John S. Cravens,

chairman of the highway transport com

mittee of the Council of National De

fense, and H. Walton Heegstra of Chi

cago. Lee J. Eastman, president of the

Packard Motor Car Co. of Philadelphia,

will welcome the visiting delegates on

behalf of the Motor Truck Association

of Philadelphia, the Philadelphia Auto

mobile Trade Association and the Cham

ber of Commerce. Mr. Tracy will re

spond. A long list of speakers on strictly

trade topics has been prepared, to cover

both days.

Cost of Motor Truck Operation

PHILADELPHIA, April 5—“Cost of

Operation of Motor Trucks" is the topic

selected for a series of discussions to be

held in conjunction with the monthly

meetings of the Motor Truck Owners’

_Association of Philadelphia, the first of

which will be held on the night of April

8 in the Bellevue-Stratford. The meet

ing will be open to all motor truck owners

and operators.

George H. Pride, president of the

Heavy Haulage Co. of New York, and

who is a member of the highways trans

port committee of the Council of Na

tional Defense, will lead in the discus

sion. Information compiled by an asso

ciation committee will be used as a basis '

for constructive criticism in arriving at a

fair average cost for the operation of

various types of trucks on different kinds

of business.

 

Elgin to Build Canadian Plant

WINNIPEG, MAN., April 7— The

Elgin Motor Co. will build an assembling

plant here to cost about $100,000.
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ST. LOUIS TO ABATE

MOTOR CAR ACCIDENTS

The 92 Firms ' in Accessory

Dealer Association Enlist

in Definite Campaign

ST. LOUIS, April 7—The 92 firms as

sociated in the Motor Accessory Dealers‘

Association of St. Louis have announced

that all of them have enlisted in a defi

nite campaign against motor accidents.

This announcement is made in formal

communications to the newspapers by

Robert E. Lee, secretary of the associa

tion.

This step is taken because a means

has been found whereby each dealer and

his employees can have a definite part

in this campaign. This is brought about

by a blank form, which will be carried

by each person enlisted. This form

designates the traffic offense notices,

when and where, and is signed by the

person reporting it. It is sent to the

Board of Complaint at the City Hall, and

will be kept on file. When any driver

is arrested for speeding, or other of

fense, the judges of the city courts have

agreed to refer to this file in the Board

of Complaint ofi‘ice. If there are many

complaints filed there, the defendant will

be considered an old offender and pun

ished accordingly. ‘

It is expected that the Dealers‘ Asso

ciation, the Commercial Vehicle Associa

tion and the garagemen's associations

will join in this movement, as the num

ber of accidents is coming to be a serious

factor in restrictive law making and, it

is feared, will materially affect the motor

car business.

The first step in the promotion of the

campaign will be to have street car

motormen and conductors instructed to

watch for machines and report those that

pass street cars while the latter are

stopped to let off passengers. Policemen

will also be enlisted to report such in

fractions of the law as they see and for

which they are unable to make arrests

because the motor car moves away from

them. The cards will be supplied by the

Safety Council, an organization under the

protection of the Chamber of Commerce.

White Sales Increase 53 Per Cent

CLEVELAND, April 2—.Gross sales of

the White Motor Co. increased 53 per

cent in the year ending Dec. 31, 1918,

over sales for 1917, the increase being

$13,810,348. After deducting federal in

come, war and excess profits tax, the

profits for the year were $6,380,585. A

'further deduction of the reserve for fed

eral income, war and excess profits tax,

estimated at $3,700,000, and dividends of

$1,280,000, leaves a balance for the year

1918 of $1,400,585. This compares with

$2,520,308 in 1917. The decrease is

caused by the larger federal taxes. The

company has sold in all to the Allied

nations, including the United States,

nearly 18,000 trucks at a valuation of

over $52,000,000. At the time the armis

tice was signed there were, in addition

to these, 5700 trucks on order with a

valuation of approximately $16,000,000,

which were canceled.

Building Boom Hits Des_Moines

DES MOINES, April 7—A glance at

the new building operations in which

Iowa motor car dealers are interested,

and which have been announced during

the past week, shows very conclusively

how the Hawkeye State motor car inter

ests have recovered from war-time con

ditions. There never was a time in the

history of the State when building ac

tivity among the car dealers was greater.

The most pretentious building an

nounced during the week is that to be

erected by the Oelwein Auto Co., Oelwein,

Iowa. The new structure will be two

stories, brick, with all the latest improve

ments for a thoroughly modern sales

room and garage. It will cost $60,000.

The Standard Oil Co. will start opera

tions at once on the construction of a

$20,000 filling station and garage at

Davenport. The Kruideneir-Cadillac Co.,

Des Moines, has taken out a building

permit for a $30,000 plant, but work is

temporarily held up on account of de

cision to change the location. At Sioux

City Gurchow Brothers will erect a build

ing 50 x 150 to cost $13,000, and Albert

Wittman of Humboldt has arranged for

the construction of a two-story garage

building to house his tractor business. In

addition to these major building opera

tions no less than six smaller buildings

in Iowa towns were announced during

the week.

Louisiana to Continue Bour-Davis

SHREVEPORT, LA., April 7—The

Louisiana Motor Car Co. has taken over

the production of the Hour-Davis and is

now putting through a run of 33 jobs

and will bring out also a 2-2% -ton truck;

100 of these are now going through. The

company has been in existence for a year

and in actual production for about 4

months, and has produced to date 24

cars and 2 trucks. W. F. French is gen

eral manager of the company, which is

capitalized at $1,000,000 and headed by

T. H. McGregor. Other officers are: E.

C. Rhodes, vice-president; factory man

ager and engineer, William Ross; chief

designer, A. L. Vargha.

 

Women Are Selling Liberty Cars

DETROIT, April 4-—The sales organ

ization of the Liberty Motor Car Go. now

includes two prominent women distribu

ters. They are Mrs. Hope L. Gordon,

manager and owner of the Onondaga

Garage, Syracuse, and Mrs. C. H. Ken

yon, manager and owner of the C. H.

Kenyon Sales Co., Utica.

 

Spencer-Carroll Moves

DALLAS, April 5—The Spencer-Car

roll Co. has moved from Waco, Tex., and

will now operate its wholesale business in

automotive equipment from that center.

GENERAL MOTORS TO

SPEND $37,398,000

Will Expand Plants in De

troit, Flint, Pontiac, Saginaw,

Toledo and Elsewhere

 

DETROIT, April S—General Motors

Corp. expansion plans for 1919 were out,

lined to-day by William C. Durant, presi

dent and general manager of the com

pany. They entail an expenditure of

$37,398,000 to be invested in new plants,

additions, office and sales buildings and

new equipment in Detroit, Flint, Pontiac,

Lansing, Saginaw, Toledo, St. Louis,

Janesville, Bristol, Conn., and Muncie.

Detroit will get the lion's share of the

appropriation; $12,650,000 is to be spent

here. General Motors expansion in De

troit includes a complete new plant for

Cadillac, a sales and service building for

the same company, a $5,000,000 16-story

general office building for the General

Motors Corp. and all its subsidiary units,

and a four-floor research laboratory, a

differential gear and transmission plant,

a power plant, extensions to the Central

Forge Co. and the Northway Motor &

Mfg. Co. plant.

The proposed office building will cover

an area of 482 x 336. In the center of

the building and on the ground floor

there will be an auditorium seating ap

proximately 1000, with stage, dressing

rooms, etc. It will be used for convene

tions and other purposes. The entire

building, including laboratory, will have

a floor area of about 875,000 sq. ft. It

will be strictly fireproof.

General Motors will spend $6,715,000

at Flin-t, where large plant extensions to

the Buick and Chevrolet companies are

proposed. The remainder of the appro

priation will be used to build 1000 homes

for employees, with water mains, sewer

systems, paved streets, etc. The money

invested in the homes will ultimately re

turn to the coffers of the company inas

much as they will be sold to the workers

on an easy payment plan.

Lansing projects total $2,540,000. A

new axle plant will be built and large

extensions made to the Olds Motor

Works division. At Saginaw $2,427,000

will be spent in extensions to the Central

foundry, motor and steering gear depart

ments for the Saginaw Products division,

and a central heating plant. Toledo will

get $543,000, to be invested in extending

the transmission department of the

Chevrolet Motor Co. branch factory

there. A new plant will be built for the

St. Louis Woodworking Co. at St. Louis,

Mo., as well as large assembling plants

for the Buick and Chevrolet division in

that city. These improvements will cost.

$4,135,000.

Janesville projects total $4,500,000,

and include plant extensions for the

Janesville Machine Co., the Samson

Tractor Co. and hundreds of houses for

employees. At Bristol, Conn., $1,028,000

will be spent in extending the present

plant of the New Departure Mfg. Co

At Muncie, Ind., $800,000 will be spent,
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111 plant extensions and houses for em

ployees.

Durant also said that Walter P.

Chrysler, now president and general

manager of the Buick Motor Car Co.,

Flint, has been made vice-president in

charge of all General Motors operations

and assistant to Durant. This new ar

rangement does not involve any material

changes in the policy of the independent

management of the General Motors divi

sion, which has been so great a factor in

the extraordinary development of the

corporation. The central operating or

ganization, headed by Mr. Chrysler, will

direct the carrying out of the broad poli

cies of the corpora-tion.

Chrysler will be succeeded as general

manager of the Buick by Harry H. Bas

eett, who has been associated with Mr.

Chrysler as assistant general manager

for several years.

Overland Has Record Year—Profits

Total $11,510,645

TOLEDO, April 4—The profits of the

Willys-Overland Co. for the year ending

Dec. 31, 1918, amounting to $11,510,645,

were the largest in the history of the

company. The net income, after deduct

ing all charges and taxes, amounted to

$5,536,254, which is equivalent, after pay

ing preferred dividends, to $2.54 a share

earned on the common stock as compared

with $3.16 earned in 1917.

The report states that all passenger

car production had ceased on Nov. 1,

1918, and adds that the manufacturing

plans for the coming year will be based

upon a complete standardization of

models and concentration on but two

types. One of these will be the small

four-cylinder car and the other will be

a new Knight-engined car in the medium

price field.

C. S. Rubber Profits $16,072,042

NEW YORK April 4—The U. S. Rub

ber Co. accumulated a net profit of $16,

072,042 during the year ended Dec. 31.

1918, thereby establishing a new record

in the history of the company. This

profit is after the deduction of federal

taxes. interest and dividends amounting

to approximately $28,251,000, and is

equal to $30.81 a share on the $36,000,000

of common stock as compared with $28.77

earned in 1917. Sales increased from

$176,159,694 in 1917 to $215,398,425, or

$39,238,731. Net profits increased $1,731,

465 and the surplus is $4,144,098 higher

than it was in 1917.

Car Shipments lncrease in March

by 5000 Carloads

NEW YORK, April Ii—Shipments of

automobiles increased nearly 5000 car

loads in March, 1918. over the same

month last year. In March, 1918, the

shipments totaled 16,728 as compared

with 21,500 in March, 1919, according to

figures presented before the monthly

meeting of the directors of the National

Automobile Chamber of Commerce.

OREGON HAS PROBLEM

TO GET MOTOR CARS

Trade Has Come Back Wonder

fully—Used Cars in Demand

——G00d Truck Market

PORTLAND, ORE., April 5—The mo

tor car business in Oregon has recovered

so rapidly from war conditions that for

the present the problem before dealers is

not so much selling cars as getting them

to sell at any price.

Without seeming to abate in the least

the call for new cars, there is a remark

able market for used cars, even old

models. This demand is almost as heavy

as last spring and summer, when the

shipyards were in full operation and hun

dreds of shipyard workers purchased

used cars.

New car prices are not handicapping,

at least noticeably, the return to normal

business conditions in the motor car field.

Dealers have imbued prospective pur

chasers with their own belief that there

will be no price decrease this year, and

that to put off buying in the hope of

buying more cheaply in a few months

means simply to do without a car indefi

nitely.

Virtually all dealers in Portland, the

distributing point for the State, report

heavy sales in February and March,

usually quiet months here because of wet

weather. Not only were February and

March sales heavier than a year ago, but

sales in these months actually compared

with maximum sales for any previous

month in the history of the trade here.

To illustrate: H. M. Covey of the H.

Covey Motor Car Co., Cadillac and

Dodge distributer, had left only one

Cadillac car last week, and it had been

sold but not yet delivered. His organ

ization has sold already Dodge cars that

have not left the factory.

H. H. Eling, manager of the Willys

Overland-Pacific, Inc., branch in Port

land, said: “February was one of the

heaviest selling months in the history of

our organization. March sales give indi

cation of exceeding those of any previous

month, with our motoring season only

beginning. There can be no doubt that

this will be the greatest motor car year

the Pacific Northwest has ever had, and

the only drawback is the certainty that

the factories cannot supply enough cars.

“Our organization is not alone in ex

periencing this heavy demand. Every

dealer and distributer is reporting sim

ilar conditions.”

Though many shipyards have closed,

and others are operating with fractional

crews, Oregon and the Pacific Northwest

generally are prosperous. The lumber

market, which fell off considerably after

the armistice, is picking up. Agriculture

is Oregon’s next greatest industry, and

with wheat prices again guaranteed by

the Government, and other food products

in demand, the ranchers and farmers are

prosperous.

This in part, at least, explains the

heavy demand for cars. The people gen

erally have money and are willing to

spend it. Another factor is the construc

tive good roads program enacted by the

recent legislature, work on which has

started, and under which $27,000,000 to

$30,000,000 will be expended on roads in

this State by the end of 1921.

The foregoing applies to passenger

cars. A slightly different situation ex

ists in regard to motor trucks.

Oregon became a real field for motor

truck sales only within the last two

years, when a start was made on a State

wide road paving program. Previously

roads had been so bad as almost to pro

hibit motor truck operations outside of

a few towns.

With 60,000 passenger cars in the

State last year there were only 2300

trucks. This number has now increased

to approximately 3400, with a rapidly

growing demand resulting from exten

sion of good roads and truck educational

campaigns by the dealers.

But last month a temporary setback

was given the truck dealers by the sud

den action of the Spruce Production Di

vision in dumping on the market and

calling for bids for all the trucks it has

used in its extensive spruce operations.

The Spruce Production Division, while

ofi‘icered and operated by army officers,

is a separate corporation not directly

under the War Department, hence not

bound to abide by the War Department

policy of withholding army-owned trucks

from the market.

After having called for bids, the Spruce

Production Division rejected all bids re

ceived as being too low, and announced

the policy, now being carried out, of sell

ing its equipment to private bidders.

This has resulted in a scramble of bar

gain hunters for between 250 and 300

trucks of various sizes and makes. As

an example of its effects, one large pav

ing contractor who was in the market

for additions to his truck fleet last week

purchased seven used Packard 5-ton

trucks from the Spruce Production Divi

sion.

This has naturally had its effect on the

truck business. While inclined to feel a

little resentful of the action of the Spruce

Production Division, so at variance with

the War Department policy in regard to

army-owned trucks, the dealers are meet

ing the problem by more energetic sales

work. They expect the situation in a

measure to adjust itself presently with

absorption of the Spruce Division’s sec

ond-hand offerings, and that with the

opening of the $30,000,000 road program

work, and a general industrial awaken

ing in the State, the market will not long

remain depressed.

Tarrytown Addition for Chevrolet

NEW YORK, April 7—The General

Motors Corp., Chevrolet division, has

awarded the contract for the erection of

a three-story reinforced concrete enam

elling and assembling plant on its Tarry

town, N. Y., property. The building will

be 220 x 80.
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Indianapolis Wants Cars! Cars! Cars!

And in One Week Seven Dealers Sold $52,000 Worth of

Cars—City Is Buying Trucks and Tractors

Special Report to Motor World b John B. Orman, Manager of the Indianapolis

Automo ile Trade Association

INDIANAPOLIS, April 3—Nearly all

the dealers are in transit between De

troit, Toledo, Buffalo and Cleveland look

ing for cars, cars, more cars, and then

some more cars. This seems to be the

battle cry of Indianapolis dealers.

At this writing the city has been hav

ing most beautiful weather and all out

doors has been sending invitations to the

prospective motor car purchasers, to get

that car and come out in the open, and

it seems as though a good portion of

Indianapolis citizens have accepted the

invitation. I

John Boyd of the Conduitt Auto Co.,

dealer in Chalmers and Peerless cars, has

sold thirty cars since a week ago Mon

day. The Oakland people, the Hudson

Essex, the Buick, Cadillac and Stude

baker people are all delivering as fast

as they receive. The Oakland Motor Car

Co. has driven overland from the factory

in Pontiac during the past week 124 cars,

with thirty-five more on the way to-day.

The used-car business is extremely

brisk. Seven new car dealers in one week

sold $52,797 worth.

. Truck Business Good, Too

Truck dealers are also reporting busi

ness as entirely satisfactory; the best

deal of the past week among the truck

men was with the city. The Service

Motor Truck Co. received orders for two

motor power fiushers. The White Co.

will supply two street oilers, the price

being $14,530. The Fisher Auto Co. re

ceived the contract for two motor gravel

trucks, the price named being $11,904.70.

The Indiana Parrett Tractor Co. will sup

ply four tractors to be used in contem

plated road work at a cost of $5,424.

The Schlosser Bros. Creamery Co. of

Indianapolis placed an order with the

Martin Truck Co. for five Stewart trucks

to add to their fleet of Stowarts, making

seven Stewarts purchased by this firm

during the past sixty days.

The Brown-Rowan & Buck Sales Co.

has changed the name to The Buck Co.

This company handles the Studebaker,

also the Autocar and Diamond-T trucks.

It has almost doubled the size of the

salesroom and now has one of the largest

and most beautiful display rooms in the

Central States. C. E. Lewis, for several

years with the Lyons-Atlas Co., has been

appointed sales manager of The Buck Co.

After long being identified with the

Lathrop-McFarland Co., distributors of

the Cole and Maxwell, Ralph M. Hamil

ton has been promoted to the position of

sales manager.

The Universal Accessories Co., one f

the live wire youngsters in the accessory

business here, has increased its capital

stock from $10,000 to $100,000.

The Van Briggle Motor Device Co.,

maker of the Van Briggle carbureter, has

increased its capital stock from $300,000

to $500,000. The increased capital will

be used to erect a modern manufacturing

plant and for the purchase of additional

equipment.

Went at It Big!

WILKESBARRE, PA., April 3—One

of the most spectacular trade afl'airs that

has been held in this section for some

time was promoted by the American Auto

Supply Co. in opening an enlarged place

of business at 37 and 39 West Market

Street.

The proprietor, Charles S. Weissman,

formerly conducted a store in which he

sold Ford parts and automotive equip

ment. He recently secured the store next

door, fitted up the interior in modern

style, with modern fixtures and show~

cases, and is devoting the new section to

a general line of automotive equipment.

He put on what he called a “Show of

$100,000 Automobile Stock,” and ran the

demonstration for one week. Large ad~

vertising space was used in the news

papers, and the Wilkesbarre papers gave

a lot of publicity to the proposition.

Wednesday night 187 dealers and other

people interested in and connected with

the trade attended a banquet as Weiss

man’s guests at the Hotel Sterling. In

cluded in the crowd were quite a number

of bankers and newspaper people. Thurs

day night at his show was society night,

and all his employees wore evening

clothes.

Considerable trade enthusiasm was

aroused, and one night at the show he

secured 25 memberships for the Wilkes

barre Automobile Club, which is more

than the club has secured in the past

year, and he also secured quite a number

of members for the Wilkesbarre Automo

bile Dealers’ Association. Cut flowers,

palms and ferns and flags were used to

decorate his place of business.

Hudson Doubles Car Production

DETROIT, April 7—The Hudson Mo

tor Car Co. launched into its second quar

ter production by increasing its output

of both Hudson and Essex cars. From

2500 machines of each make last month

this company jumps to the 3750 produc

tion basis, and hopes to turn out 7500

complete jobs of both makes in April.

 

First Oregon Mechanics Examiner

PORTLAND, April 7—M. L. Granning

of Oregon Agricultural College, an ex

pert on gas engines and motor car me

chanics, will be named by Governor

Olcott as one member of the new Oregon

Board of Automobile Mechanics Exam

iners. Under a law effective May 29, this

board will examine all motor car and

truck mechanics in the State, and will

license those found qualified. Mechanics

not able to pass the examination will not

be permitted to work for hire on cars or

trucks.

Magneto Makers Band Together

NEW YORK, April 7——Five of the

principal manufacturers of magnetos

have banded together for the purpose of

instituting a propaganda campaign to

popularize the more extensive use of

magnetos on various forms of automo

tive equipment. The association has es

tablished headquarters at 110 West For

tieth Street, New York. It includes

Splitdorf Electrical Co., Newark; Bosch

Magneto Co., Springfield, Mass; Simms

Magneto Co., East Orange; Eisemann

Magneto Co., Brooklyn, N. Y.; Ericsson

Mfg. Co., Buffalo.

Canada to Spend $20,000,000 on Roads

TORONTO, April 7—The Federal

Government of the Dominion of Canada

will contribute during the next 5 years

$20,000,000 to the various provinces for

the construction of good roads in addition

to whatever direct expenditure it may

make on highway construction, main

tenance and improvement. Since the be

ginning of the war its chief highway con

struction work has been the building of

over 500 miles of the GOO-mile “Motor

Trail of the Great Divide” through the

Canadian Rockies, a motorway that in

point of scenic grandeur is said to be

second to none in the world.

 

Coast Willard Men Gather

PORTLAND, April 7—Eighty service

station dealers of the Willard Storage

Battery Co. from Oregon, Washington,

Idaho and British Columbia attended a

convention here last week. In charge of

the convention were W. W. Wyneken.

sales manager of the Willard company;

H. S. Bentley, sales promotion manager,

and W. D. Conover, publicity manager

At the convention was shown a 10

reel industrial motion picture entitled

“Through Service We Grow.”

 

American Pressed Radiator Corp. Elects

DETROIT, April 7—The American

Pressed Radiator Corp. has elected the

following officers: President, C. H. 0.

Meyer; vice-president, R. S. Drummond;

secretary, John S. Irwin; treasurer, H. F.

Hiney. Mr. Drummond was formerly

vice-president and general manager of

the Detroit Steel Products Co. and Mr.

Hiney was associated with him at that

plant.

 

Willys Picks Men for Profit Split

TOLEDO, April 3—The committee of

ten which is to work out the details of

the Willys-Overland Co. 50-50 profit

sharing plan which President John N.

Willys recently announced for the Toledo

factory has been appointed. Five mem

bers of the committee represent the fac

tory end and five the executive depart

ments.
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L. M. Ellis is chairman of the commit

tee and A. H. Sarvis secretary. Other

members are: H. G. Fitch, sales and

service department; Harry Bothart, first

assembly department; L. A. Miller, ad

ministration building; J. R. Woodrutf,

polishing and plating department; W. J.

Highley, compensation department; Wil

{red H. Emery, tool room; Harry A.

Webb, paint shop.

The method by which the employees

will share in the profits of the company

on a 50 per cent basis with the stock

holders and the time they will receive the

first payments will soon be announced,

:t is expected, at the factory.

Packard Buys St. Louis Dealer

ST. LOUIS, April 7—The Packard

Motor Car Co. has taken over the plant

of the Packard-Missouri Motor Car Co.,

and this plant will be conducted as a

Packard factory branch, but is to be

known as the Packard Motor Co. of Mis

souri. P. S. Russell of the Packard staff

1235 been assigned to this branch as man

ager.

This new arrangement succeeds the

organization headed by W. J. Parrish,

who has controlled the Packard distribu

tion here for several years. Parrish re

‘ains the Packard distribution at Kansas

City and Cleveland. He has leased the

former Studebaker branch building in

this city, and will there open a paint

shop. Paint work had been a strong fea

ture of the Packard-Missouri Motor Car

Co. work here.

Holdrege Show Draws 6000

BOLDREGE, NEB., April l—The third

annual Holdrege Automobile Show closed

last Saturday night after a three-day

run. More than 6000 persons, or double

the population of Holdrege, attended the

show.

The Holdrege show is held annually in

the little prairie town’s big auditorium,

which was built by a stock company in

which the farmers in the surrounding

territory are shareholders, which creates

a personal interest in every event held

in this building.

A mild winter and favorable spring

foretell a wonderful year for western

Nebraska car and truck dealers. A num

ber of sales were closed during the show.

30 Samson Tractors Daily by July

DETROIT, April 4—-The Samson

Tractor Co., Janesville, Wis, will begin

operations in three weeks and by July 1

approximately 1850 Model M tractors

will have been completed and shipped

from the factory. It is expected by that

time the company will be producing 30

machines daily.

Favors Tunneling Boston Common

BOSTON, April 5—So acute has be

come the parking situation in Boston that

Henry B. Hagan, one of the members

of the Boston City Council, has come out

with a suggestion that Boston Common

we tunneled to provide parking spaces.

BOSTON GARAGES

FORM ORGANIZATION

Now Have Membership of 500

—Plan to Extend Body to

Cover New England

BOSTON, April 5—The Garage Asso

ciation of Metropolitan Boston is the

latest addition to the organizations in

Massachusetts. It now has a member

ship comprising active and associate

members of more than 500, and it plans

to extend its activities throughout

Massachusetts first and later all over

New England. It has been in existence

but a short time, and the owners of all

the big garages in the city have joined it.

A few days ago it showed its strength

when a bill was before the legislature to

put restrictive legislation on garages.

Members from Boston, Worcester,

Springfield and other places were on

hand, and they made such a strong show

ing that the bill was killed. On April 22

the association is to have a big dinner

at the Hotel Brunswick, when it will

have as speakers John R. Murphy, fire

commissioner of Boston; Frank L. Lewis,

fire prevention commissioner of the

Metropolitan district, and Walter L.

Wedger, the State expert on combusti

bles. James N. Scully is president; W.

F. Bennett, treasurer, and H. R. Tosdal,

secretary. The organization is consider

ing afiiliating with other garage associa

tions throughout the country, such as the

big association at Chicago. Its officers

and members plan a campaign to dis

abuse the public mind that garage owners

are out to get everything they can from

the motorists.

Tractor Demonstration for Walla Walla

PORTLAND, April 7—-Under the joint

auspices of the Pacific Northwest Trac

tor and Power Farming Association of

Spokane, Wash., and the Implement and

Tractor Association of Portland, Ore.,

with the University of Idaho co-operat

ing, a tractor and power farming demon~

stration will be held in Walla Walla,

Wash., on April 23, 24 and 25. The Gov

ernors of Washington and Idaho have is

sued proclamations and the Governor of

Oregon has given indorsement to naming

these dates as farm power and tractor

week.

Business Booming in Massachusetts

BOSTON, April 5—Some idea of the

way the motor business is booming in

Massachusetts is found in the figures of

the Highway Commission for the first 3

months of this year. Receipts from mo

torists reached $1,522,786.66. For the

same period a year ago it was $1,190,

962.55, or $331,817.11 less. This is equal

to 29 per cent. The Highway Commis

sion officials say that with the rest of the

year to register vehicles the total will be

at least $2,500,000 for 1919. There had

been issued 113,000 plates for cars so far

this year. The highest number for the

entire year 1916 was only 102,000, and

the total in 1917 was 126,000. Last year ,

it was 146,000, so that the 1918 figures

will be overtaken in a short time. When

it is considered that in 1911 the High

way Commission receipts for the first

quarter of the year were only $257,602.57.

or about one-sixth of the figures for this

year, it shows what a remarkable growth

the industry has had in Massachusetts.

 

Accessory Dealers Relieved

BOSTON, April 5—Accessory dealers

in Boston are very much relieved now

since reading in Motor World the inter

pretation of what articles were to be

taxed under the new revenue law. A

couple of weeks ago they were all up in

arms over the situation and no two men

could reach an agreement on the matter.

When is an accessory not an acces

sory? was the big question.

Some of the dealers said that buyers

of an oil can in a motor store had to

pay a tax, while if they went next door

to a hardware store there was no tax.

And others claimed this was not so. How

about a wrench, or a pan, or a sand pail,

or a shovel, or a fire extinguisher, or a

robe, or a cushion? many were asking.

To buy these at department stores with

out a tax and to have to pay at an ac

cessory store seemed as if someone had

blundered at Washington. And one

man’s guess was as good as another’s.

The tire situation was another enigma.

What the dealers were afraid of was that

buyers by figuring the tax, if according

to wholesale or retail price, could do a

little computation on their own hook

and thereby see just what the tires cost

the dealer. And as the profit was good

in some cases they feared that buyers

would attempt to force down prices by

peddling around to get lower prices. In

other words, trade secrets were in dan

ger. Some of the dealers are still wor

ried over this phase of the tax. And a

few of them are trying to find out if they

can absorb the tax, and if this would be

legal. They are not out of the woods

yet on that part of the tax. But they

are much relieved at the interpretation

Motor World gave them.

 

Barnes Leai'es Parrett Motors

CHICAGO, April 8—Claire L. Barnes

has resigned as vice-president and gen

eral manager of the Parrett Tractor Co.

He was instrumental in the reorganiza

tion of the company a year ago and at

thattime took over the management of

the company’s afi'airs. Feeling that his

work has now been completed, he has re

signed t odevote his time to the deVelop

ment of other interests. Mr. Barnes is a

well-known figure in the industry, hav

ing been for years associated with John

N. Willys in the management of the

Willys-Overland properties. Management

of Parrett production will be under an

executive committee of three under the

chairmanship of President Dent Parrett,

who recently retired from the service an

a captain of the Ordnance Department.
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INSURANCE NOW FOR

ABANDONMENT OF CAR

Company Will Protect Dealers

Who Sell on Time—Buyer

Pays the Premium

KANSAS CITY, April 7—A new kind

of insurance on motor cars and trucks

which has been made available in the

past 18 months removes the one element

of danger that yet remained in the

financing of car sales.

This insurance provides, in return for

a small premium, the payment by the

insurance company of the unpaid notes

held by dealer or banker, when a car or

truck is damaged by collision and aban

doned by its purchaser.

This sort of insurance is paid for by

the purchaser when he buys the car, the

charge being included among the other

various items involved in arranging for

the time sale. The dealer usually re

quires that the purchaser take fire and

theft insurance and some other cover

ages, but is not often successful in his

effort to get the buyer to add collision

insurance.

The new kind of insurance protects the

interest of the dealer (or of the banker

or other person who may hold the notes).

The policy costs $5 to $15, depending on

the list price of the car. This premium

is paid by the purchaser. But the pur

chaser has no interest in the indemnity.

The policy explicitly guarantees to the

dealer or holder of the notes that in case

the car is damaged and abandoned the

insurance company will take up the un

paid notes. The company is given pos

session of the car and takes its chances

on salvage.

The “collision abandonment insurance"

plan was originated by the Employers'

Indemnity Corporation of Kansas ‘City. It

was the result of complaints made to Jack

Thompson, manager of the automobile

insurance department of the corporation,

by dealer friends and bankers who had

found wrecked cars thrown back on their

hands by purchasers—often the notes

having been sold to “innocent parties.”

E. G. Trimble, president of the corpora

tion, evolved the insurance plan to pro

tect the interest of the note-holder, pri

marily as a service towards stabilizing

the motor car sales business, and inci

dentally as a means of demonstrating

the completeness of insurance in guard

ing interests in property. The business

of the company, so far chiefly with

dealers and bankers, has grown rapidly.

 

Show Building for Indianapolis

INDIANAPOLIS, April 7—The State

Board of Agriculture has instructed

architects to prepare working drawings

for the new display building which will be

erected on the State fair grounds and in

which all future automobile shows will

be held in Indianapolis. The recent

Indiana General Assembly, at the solici

tation of the automobile interests of the

state, appropriated money for such a

building. The exhibit space will cover

2 acres. The building will be 250 x 320.

The material will be fireproof, the ex

terior walls of brick, the promenade, roof

and supports of reinforced concrete. The

floors will be of concrete and tile.

Olds Motor Producing 30 Trucks Daily

LANSING, MICH., April 3—Truck

production at the Olds Motor Works is

beginning to reach quantity figures. Al

though this company went into truck

manufacture but tWo months ago, that

division of operation is now in full

swing, 30 machines of the %-ton type

being completed daily. Truck s'ales are

far ahead of production and it is going

to tax the new department to the utmost

to meet the trade demands. Passenger

car production is now at the 140 daily

mark. This is an increase of 40 per cent

over February figures.

New Automobile License in Indiana

INDIANAPOLIS, IND., April 7—The

new automobile license fee law will be

come effective on the promulgation of the

Indiana statutes when the laws are pub

lished soon, and not Jan. 1, 1920, accord

ing to an opinion handed to H. D. Mc

Clelland, head of the automobile depart

ment of the Secretary of State’s ofiice,

by Ele Stansbury, attorney-general.

The new law changes fees collected for

electric automobiles and for commercial

vehicles. All other fees remain the same.

The license fees of electrics are increased

from $3 to $5. The law abolishes the old

fee of $5 for any commercially used

motor vehicle and classifies motor trucks,

arranging the fees accordingly, ranging

from $6 for a 3-ton truck to $50 for

trucks of Wig-ton capacity. Trucks of

more than 10-ton capacity are prohibited

from using the state's highways. Trail

ers are licensed for one-half the fee of

the truck to which they are attached.

Use Two-Page Newspaper Ad

GALESBURG, ILL., April 5—The

Galesburg Overland Co. and the Gales

burg Machine Works, the former the sell

ing company, held a three-day celebra

tion and used a two-page ad in the Re

publican-Register recently in announc

ing the opening of a new building, which

is one of the largest and best in Central

Illinois.

The company in 1910 had an Overland

contract for 28 cars and to-day adver

tises that it is the largest Overland dis

tributer in Illinois. The principals in

the company since its beginning are

Arthur G. Miller, who is sales manager,

and Fred Peterson, who manages serv

ice. The automotive equipment depart

ment has grown to such an extent that

the P. & M. Accessory Co. has been

formed to handle it, with R. W. Miller as

manager. There is also the P. & M.

Garage Co., which operates the garage

department. The Taxicab Livery Co. is

another of their enterprises. In connec

tion with the opening there was a three

day function with a banquet.

PRODUCTION NEARING

NORMAL IN DETROIT

Michigan-Ohio , Plants Pro

duced 5,748 Cars Daily—

Lack of Material Hinders

DETROIT, April 4—Automobile pro

duction in the States of Michigan and

Ohio is nearing normal figures. During

the month of March the daily output of

32 big factories was 5748 passenger cars.

This is a big gain over February, during

which month 4821 automobiles were pro

duced. In the month of January, when

the majority of the plants were just get

ting into commercial manufacture on

greatly curtailed schedules, 2833 ma

chines were built. The average daily

production for the first quarter was 4467

cars. On a basis of 26 working days to

a month these figures would mean an

estimated total production for the first

three months of the year of 116,142 ma

chines.

Manufacturers are now beginning to

talk in terms of annual production. A

large number of the companies have

drafted their production schedules for

1919. Others, while outlining production

for the year, are not making them public.

The increase will be very noticeable

during April. Packard will be in produc

tion. This company has put through its

first car. Hudson will double its Hudson

and Essex production. Buick hopes to

attain the 600 daily production mark.

Willys-Overland will begin to get produc

tion on its new light car. Oldsmobile

and Reo propose big production increases.

Studebaker is running up production ap

proximately 40 per cent a month, while

Ford will be hitting the 3000 mark. All

of the smaller concerns, many of them

not in full swing as yet, will increase

their output materially.

In 1918 car production figures were

1,044,754 as against 1,737,151 the pre

vious year. In 1916 production was

1,493,617 cars. Last year’s output was

the smallest since 1915. Normally the

output increases at the rate of 40 per

cent a year. Had this rate prevailed

last year the output would have been

2,750,000 cars, or more than double what

it actually was. Because 90 per cent of

the companies were on war work and

started the year under a great handicap,

many production experts declare remark

able results will have been obtained if

1919 figures exceed the 2,000,000 mark,

Some of the Detroit companies are

having trouble getting material ana

parts. This is not true in all cases, but

in a number of instances it is badly cur

tailing production. The trouble seems

to be due to the inability of certain parts

makers to get back into peace produc_

tion. Firms dealing with these concelq-ls

are therefore afi'ected, while others are

not. Lack of funds owing to unadjusted

Government contracts and the unstabi1_

ity of the steel market are the big fac_

tors at the bottom of this trouble. The

fixing of the steel prices by the Govern_

ment is now relieving this situation, as
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this market is beginning to gain con

fidence again even if the prices are av

little high to suit the majority of the

buyers.

For a few days following the fixing

of the steel price by the Government the

trade was uncertain and continued its

hand-to-mouth buying policies. Now,

however, the companies are beginning to

purchase their steel in larger quantities.

The immediate effect of the fixing of the

price so far as the automotive industry

was concerned was the stimulus it gave

building operations. A number of the

plants have placed orders for structural

steel and there is going to be a healthy

increase in factory construction.

Eliminate All Idle Fordsons

CHICAGO, April 8—The Rue Motor

Co. has evolved a plan for tractor serv

ice which will insure 'that no machine

will be idle for more than 24 hours. The

company is lFordson representative in

this territory and the plan was made

public at a Fordson dealers’ convention

this week. Dealers are to carry in stock

a sufficiently large stock of parts to in

sure immediate replacements and, if

necessary, will replace the entire tractor

while the damaged one is being repaired.

More than 200 dealers attended the con

vention, which was addressed by A. E.

Hildebrandt, president of the Tractor

Distributers’ Association of the U. 8.,

who spoke on power farming require

ments. John Fletcher, vice-president of

the Fort Dearborn National Bank, ad

dressed the meeting on “Farming from

the Banker’s Viewpoint.”

Schumann Joins General Motors

NEW YORK, April 4-—-John J. Schu

mann, Jr., has accepted the position of

assistant financial manager of the Gen

eral Motors Acceptance Corp., the sub

sidiary of the General Motors group

formed to finance its dealers. He was

executive secretary of the distribution

committee and assistant director of dis

tribution of the Liberty Loan Commit

tee for the Second Federal Reserve Dis

trict, and his services with the govern

ment loan organization are being volun

teered by the corporation.

 

Duplex Governor Chicago Office Moves

CHICAGO, April 4—The Chicago ofiice

of the Duplex Engine Governor Co. has

moved from 220 South State Street to

28 East Jackson Boulevard.

 

International to Increase Output 200%

SOUTH BEND, IND., April 7—6. W.

Odell was elected president and treasurer

of the International India Rubber Corp.

at a meeting of the board of directors,

and he will continue the general manage

ment of the company. Other officers are:

Vice-president, Peter E. Studebaker; sec

retary, J. A. Bennett. The officers and

C. W. Truxell and J. W. Ridge form the

board of directors.

It was decided at the meeting to go

ahead with the plans made last year to

extend the length of the main building

to 967 ft. This extension with additional

equipment will increase the output of

the plant about 200 per cent.

SOLDIERS CAN LEARN

MECHANICS IN CANADA

University of Toronto Pre

pared to Teach Returned

Warriors—The Course

TORONTO, Ont., April 3—Many a re

turned Canadian warrior who has been

wounded in action is now able to say that

he has taken a “course” in motor me

chanics or farm tractor work or in any

one of two or three other subjects at the

University of Toronto as the result of the

establishment of a plan to re-educate

disabled Canadian soldiers in the widely

known Canadian institute of learning.

One section of the university has become

the University of Toronto School of the

Department of Soldiers’ Civil Re-estab

lishment.

The soldier students are given the ad»

vantage of both practical and theoretical

training under the guidance of professors

of the university and special instructors

who are qualified for the work. The ex

warriors are taught with textbooks and

also with automobiles and tractors them

selves. They are given both indoor and

outdoor training. A large farm near the

city of Toronto is used for practical ex

perience in tractor operations, while a

natatorium which was used by varsity

students in pre-war days has become a

garage and repairshop in which automo

biles and tractors are taken apart, as

sembled and repaired.

The equipment of the University of

Toronto for the motor mechanicians and

farm tractor courses is comprehensive.

The old gymnasium has been converted

for training purposes in these courses

and resembles an automobile factory and

repairshop all in one. In one room there

is a Maxwell cutaway chassis, with which

pupils are shown exactly how a touring

car propels itself and is operated. This

chassis was formerly a show exhibit, but

it was loaned to the university by the

Maxwell company for the re-education

of disabled warriors.

In another department, formerly used

as a swimming tank, are found various

farm tractors in different conditions of

assemblage. One may be all torn down

and ready for reassembly; another may

be ready for use once more, and another

may be only partly dismantled.

Another interesting feature is that the

Canadian Government has made it a

practice to turn over apparently worth

less motor trucks or other motor vehicles

to the university so that the soldier

students may have something to tinker

with. With the addition of a few new

parts, these vehicles are once more re

stored to a working condition and placed

in commission again.

Among the automobiles at the uni

versity for the motor mechanics’ course

are found several military Nash quads,

a Chalmers touring car, a Kelly-Spring

field military truck and a Ford delivery

car. On the other hand, the university

has some of the latest farm tractors for

instruction purposes. These include

Cleveland, Case, Allis-Chalmers, Inter

national Harvester and Sawyer-Massey

tractors.

An interesting detail is that the Rus~

sell Motor Car Co., Limited, of Toronto,

has set aside a shop in which the soldier

students may learn machineshop practice.

This special shop has a capacity for

twenty-five men. Two special electrical

courses were also arranged at the uni

versity so that the members of the mo

tor mechanics or farm tractor courses

may learn the inside of electrical equip

ment for automobiles or tractors, or a

man can take the electrical course alone.

Some of those who have taken the

course at the University of Toronto were

farmers before they enlisted in the Cana

dian army. One of these men now

“wears” a wooden leg, thanks to a Hun

bullet at Vimy Ridge, but he has found

it possible to resume farm life through

learning how to operate a farm tractor"

at the university.

The automobile is proving an interest

ing study to many a returned soldier at

various educational institutions across

Canada. At Montreal, for instance, there

is a “military school” at the Montreal'

Technical School, and since last October.

when classes were started there, many

veterans have succeeded in securing good‘

positions as chaufl’eurs or mechanics with

an average pay of $22 per week, it is

reported.

Much of the success of the motoring

classes at the Montreal Technical School'

is due to J. H. Jeffery, who is also pro

vincial examiner for chauffeurs in Que

bec. He has given much of his time and

advice to the instructors at the school

and has taken a genuine interest in the

soldiers and in their motor work.

At the University of Toronto the re

education of war veterans will go on

without interruption in spite of the re

sumption of regular classes. ’

 

Moock Stirs Davenport

DAVENPORT, 1A., April 3—A plear

for closer organization in the automobile

trade was made by Harry G. Moock, sec

retary of the National Automobile

l)ealers’\Association, in addressing a big

meeting of 65 Davenport, Rock Island

and Moline motor distributers and

agency men at the Commercial Club last

week.

The speaker pointed out that it was

only the efforts of the national associa

tion that had saved the industry from

legislation by the last Congress that

would have almost wiped the business off

the trade map. He told how the manu

facturers had been of great assistance to

the Government in winning the war

through their co-operative efiort.

Secretary Woodworth Clum of the

Greater Iowa Association spoke on good

roads and the coming Victory Liberty

Loan campaign. Mr. Clum described the

inter-county road bill which has been

planned to give Iowa the hard roads the

automobile men have been fighting for

for many years. He spoke of the Victory

loan campaign as something which every

organization must support for the public

good and urged the tri-cities business

men to give their unstinted support.
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Here is a section of the recent show in Dayton. The large central space was later filled with airplane exhibits

EMPLOYMENT BUREAU

OPENED BY N.A.D.A.

Des Moines Dealers Hear Moock

DES MOINES, April 7—Harry G.

Moock, secretary of the N. A. D. A., was

the principal speaker at the monthly

membership meeting of the Motor Trades

Bureau of the Des Moines Chamber of

Commerce last Monday night. Moock

emphasized that the time has come when

dealers must organize to foster and pro

tect their own interests just as all other

industries have done. Major Barndollar,

a Des Moines dealer, who went to France

in the first few months of the war, was

the other speaker.

Three N. A. D. A. Field Secretaries

ST. LOUIS, April 7—W. H. William

son, recently a motor car dealer, has ac

cepted the appointment of N. A. D. A.

representative in Texas. He will also

represent the Texas State Dealers’ Asso

ciation, and will work over that State in

this double capacity of organizer.

N. L. Tooker, recently discharged from

the Army as a lieutenant after having

advanced from the ranks, has been ap

pointed traveling field secretary of the

N. A. D. A. for the eastern division,

with headquarters in New York City. Mr.

Tooker was formerly an automobile

dealer but recently was advertising man

for the Bosch Magneto Co. for six years.

Robert E. Magner, whose appointment

as field secretary for Washington, Ore

gon, California, Utah, Idaho and Nevada

was recently announced, has begun his

work. Magner is a former president of

the Seattle Auto Dealers’ Association.

Champion Assumes Federal Tax

TOLEDO, April 7—The Champion

Spark Plug Co. has sent the following

wire to its jobbers throughout the United

States:

“We assume Federal excise tax on

Champion spark plugs from Feb. 25. You

need not figure this on sales to your cus

tomers."

To Supply Sales and Service

Men—Has Advisory Adver

tising Bureau, T00

 

ST. LOUIS, April 7—Two new depart

ments are in operation at the N. A. D. A.

offices here. They are:

l—An employment bureau for sales

managers, salesmen and service man

agers.

2—An advisory advertising bureau.

The employment bureau will make

every effort to eliminate the professional

job hunter and to suggest only men who

appear to fit into the place offered. The

blanks that will be sent to the position

seeker and to the employer to be filled

out are somewhat different from those

used by ordinary employment bureaus,

but the service is different. The N. A.

D. A. will make no charge for this serv

ice and hopes only to get its reward in

checking the turnover in these important

positions and the consequent disruption

of organizations.

The advertising bureau is designed to

eliminate an economic waste. Many

dealers have admitted in correspondence

to the N. A. D. A. that their advertising

did not appear to draw as it should. They

felt that there was something wrong with

it, but they did not know what. The idea

of this bureau is to criticize copy pre

pared by dealers and to suggest changes

to give it the proper pulling power. This

service is to members and is designed

especially to help with the local copy

that is used to supplement that placed

by the manufacturers in nationally circu

lated mediums.

Soss in Charge of Detroit Branch

BROOKLYN, N. Y., April 5—Samuel

Soss has been placed in charge of the De

troit branch of the Soss Mfg. Co.

New Orleans Joins N. A. D. A.

ST. LOUIS, April 7—While President

Vesper of the N. A. D. A. was in New

Orleans, the directors of the New Orleans

Automobile Association voted the entire

membership of the local body into the

National. The New Orleans association

will plan and execute, in co-operation

with N. A. D. A. general ofiices, an ex

tensive organization campaign in Loui

siana.

Braender Rubber Arranges for New

York Representation

NEW YORK, April 7—The Braender

Rubber & Tire Co. has closed its branch

office at 250 West Fifty-fourth Street,

and has arranged with Ryan & Hughes.

Inc., 1698 Broadway, to act as distribu

ters for Braender tires and tubes in New

York City, Brooklyn, Staten Island and

Westchester County. The export depart

ment has been transferred to 315 Fourth

Avenue until May 1, after which time it

will be permanently located at 32 Broad

way.

Edison Lowers Price of Batteries

ORANGE, N. J., April 3—The Edison

Storage Battery Co. has reduced the

price of types A, B and C Edison cells

about 16 per cent.

Haynes Company to Increase Capital

INDIANAPOLIS, IND., April 4-The

announcement comes from Kokomo that

the Haynes Automobile Co. is to increase

its capital stock from $3,500,000 to

$5,000,000 and erect a new building, which

will give more than 300,000 ft. of addi

tional floor space. This increased space

will give the Haynes plant an increased

output of 15,000 cars annually. A. C.

Sieberling, present general manager, has

been elected vice-president. March

Haynes, son of Elwood Haynes, presi

dent of the company, has been made

assistant secretary and treasurer.
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Resignations and Promotions Place Workers

in New Places

Prominent Tradesmen Assume New Duties

W. H. Diefendorf, Syracuse, has resigned

his position as chief engineer and director

of the New Process Gear Corp. and is now

with “'eeka-Hoffman Co. of that city.

I. B. Meero has been appointed general

ales manager of the Panhard Motors Co.,

Grand Haven Mich. He will handle export

affairs as well as American sales.

A. E.\Vlnton, connected with the National

Motor Car & Vehicle Corp., Indianapolis, for

the past 12 years as assistant sales manager

and later as export manager. has been ap

pointed general sales manager for the New

Jersey i‘ar Spring & Rubber Co., Jersey City,

.\'. J.

S. X. Newman has resigned his position

with the “'right-Martin Aircraft Corp., New

Brunswick, N. J.. to become vice-president

and sales manager of the Automatic Safety

'i‘n-e Valve Corp., Long Island City.

Lou J. Sackett, a car salesman for the

past 23 years, has resigned from the Cadillac

(‘0. of New England. He has not announced

his future plans.

H. M. Green has been appointed the Penn

sylvania representative of the Precision &

Thread Grinder Mfg. Co.

Joseph E. Simpson has been appointed

New England representative of the Hudson

)iotor Specialties Co.

F. T. Bachman has been appointed New

lineland representative of the Hudson Motor

Specialties Co.

George I. Bretlnq, Kansas City, No, for

merly with Flynn & Breting, South Side Ford

dzstributers, has bought an interest in the

firm of Lemond-Thompson Motors Co.,

where he will be in charge of the retail sales

end of the truck business. The company

hzindies the Oneida and Packard trucks.

5. W. Reese has been put in charge of the

Kansas City district of the Oldfield Tire Co.

of Cleveland. The Kansas City district con

sists of Missouri. Kansas, Oklahoma. Col

orado. Texas, New Mexico, Louisiana, Ar

Kansas, Mississippi. and parts of Tennessee.

Kentucky and Illinois.

Lawrence W. Enos, until recently a first

lieutenant in the Quartermaster‘s Corps, is

entering the organization of the Firestone

Steel Products Co. of Akron as manufac

turers' representative in the Detroit district.

Sir. Enos' last connection previous to his

enlistment was with the Steel Products Co.

of Cleveland.

Walter P. Hanson, newspaper and maga

zine writer, has joined the Haynes Automo

bile Co. in the capacity of assistant adver

tising manager. Previous to this connection

Mr. Hanson worked for Uncle Sam as an

Ensign in the United States Naval Reserve

Force.

J. R. Hall, for seven years production en

rineer with the Chandler Motor Car C0..

Cleveland. has been named production man

ager for the Cleveland Automobile C0.. which

will bring out a new car this year.

J. E. Duffiold, Cleveland, for many years

:n the tire business and later general man

azer of the Bailey Non-Stall Differential

Corp., has been elected vice-president in

charge of the sales division of the Essenkay

Products Co., and has assumed his new

duties at the general offices in Chicago.

6. B. Sharpe, New York. has been ap

i'v'linted assistant sales manager in charge of

advertising for the Cleveland Tractor Co.,

effective April 1. Sharpe has been in charge

of the advertising and sales promotion for
the De Laval Separator Coy.

H. s. Benjamin, for sotne time advertising

manager for the Holley Carburetor Co., De

troit, has resigned and has been succeeded

by Earl Holley. Mr. Benjamin‘s future plans

have not been announced.

W. S. Butler has resigned from the army

and has joined the district salt-s manager's

staff of the Commerce Motor Car Co., De

troit.

S. A. Host, director of publicity for the

Lincoln Highway Association, has resigned

and has connected with the advertising de

partment of the Lincoln Motor Co., Detroit.

C. E. erochlnq, formerly with the General

Motors Export Co., New York City, has been

made assistant to E. F. Sayers. general man

ager of the export division of the Garford

Motor Truck Co., Lima. Ohio.

Harry J. Sproat has been made secretary

and factory manager of the New Way Motor

Co., Lansing. He was formerly factory man

ager for the Olds Motor Works.

Frank M. Comrle and Wm. J. Cleary have

resigned from the Thielecke Advertising Co.

to enter the general advertising business for

themselves. The new concern will be known

as Comrie & Cleary. Inc.. with ofiices at 1512

North American Bldg" Chicago. Comrie is

president of the new company and Cleary

treasurer and general manager. and with E.

J. Phillips and J'. M. Roeser constitute the

board of directors of the company.

Herbert quglnbotham has been appointed

district sales manager of the Oklahoma Auto

Mfg. C0.. North Muskogee. Okla. He was

for a number of years associated with the

Paige Motor Car Co. and also Abbott-Detroit

Motor Car Co., Detroit.

Roy F. Flko has been made manager of

the used car department of the American

Auto Co., Tacoma. He goes to Tacoma

from Portland. where he was sales manager

of the Apporson Motor Car Co. and prior to

that manager of the used car department of

the Willys-Overland-Paciflc Co.

L. S. Chamberlain. formerly manager of

the San Diego branch of the Savage Tire

Corp., has been promoted to assistant sales

manager with headquarters at the factory.

H. E. Cressler, until recently with the Good

rich Tire & Rubber C0.. succeeds him as

branch manager.

Brockholat Mathewson has been placed in

charge of the Detroit office of the Savage

Arms Corp. which has recently been opened

at 1408 Kresge Building.

Clifford A. Williams, director of sales of

the Klssel Motor Car Co., Hartford, Wis.

has resigned to take effect April 15. He is to

become vice-president of the Western Motor

Co., new distributers of Kissel products in

California and Arizona. This organization is

headed by Cuyicr Lee. former Packard dis

tributer. ,

George Hills. manager of factory sales of

the American Rolling Mill Co., has resigned

to accept the general management of the

Ohio General Tractor Co., Cleveland.

Milton W. Franklin. consulting electrical

engineer, has been engaged by the Remy

Electric Co., Anderson. 1nd. Mr. Franklin is

an authority on ozone, on which he has

written technical articles. For two years he

was Professor of Radiology at the Polyclinic

in New York and director of the department

of radiology in the New York Health De

partment. He was connected with the Gen

eral Electric Co. and was president and gen

eral manager of the C & C Electric Mfg. Co.

Garwood. N. J.

C. P. Cary, who has been manager of the

New England branch of the Garford Motor

Truck Co., Boston. for several years, com

ing here from San Francisco. has resigned.

and he is now in charge of the truck depart

ment of the Packard Company.

George B. Chapman, who came to Boston

from the Federal Truck 00.. Detroit, to man

age the agency placed by that company for

New England, has resigned to take C. P.

Cary's place with the Garford Company. The

position of manager of the Federal agency

has been filled by the appointment of C. E.

Whitten, Jr., of Lynn. whose father controls

the Federal business in Boston and vicinity.

John L. Fay, manager of the truck depart—

ment of the Weber Implement & AutomObile

Co., St. Louis, is back at his desk after

service in the production division of the

tank section of the army and a long illness

that followed.

Clark F. Kretachmar. recently an ensign

in the Navy. has been made manager of the

Rottersman Automobile & Truck Co., St.

Louis.

Major Fred s. Halnel has been appointed

commercial manager of H. 0. Harrison Co.,

Hudson and Essex distrlhiiter in San Fran

cisco.

Geo. T. Briggs. for years sales manager of

the Wheeler-Schebler Carburetor Co., Indi

anapolis, has resigned and associated him

self with the Slnclalr Refining Co., Chicago.

F. R. Porter has been appointed chief mo

lor engineer of the Curtiss Engineering

Corp., Garden City,‘L. I., where the experi

mental work of the Curtiss company is

carried on. He has also been appointed

chief engineer of the Curtiss Aeroplane &

Motor Corp., of Buffalo. His headquarters

will be at Garden City. For the past Year

Mr. Porter was chief engineer at MCCook

Field for the Government and in that ca

pacity had to handle all new inventions in

connection with engines and accessories.

D. J. Buckley is now connected with the

wholesale department of the Jennings Mo

tor Car Co., Cincinnati. He formerly repre

sented the Hupmobile in the same territory.

C. R. Hobbs has been made sales manager

in charge of north Georgia territory of the

Blum-Dlmmitt Co., Savanah, Ga., Liberty

distributors in Southern territory.

Harry J. Clessar, formerly with the llup

mobile Co., Manhattan, has Joined the sales

organization of Dulguid Brothers. Liberty

distributers at Brooklyn.

B. C. Foy, formerly special salesman with

the Ford Motor C0.. Detroit, has joined the

factory sales department of the Saxon Motor

Car Corp.

J. C. Thomas has been appointed sales

manager of the Penn-American Motor Car

Co., distributers of the American Six for the

Philadelphia territory, with headquarters at

2401 Market Street. Twenty-eight dealers

have been appointed.

J. W. McFarland, purchasing agent of the

American Auto Trimming Co., who has been

at the Rock Island arsenal for some time in

charge of purchases of leather and saddlery,

has returned to Detroit and resumed his

duties.

H. N. Dunbar, formerly branch manager

of the Ford Motor Co., has taken the dis

trilnitorship for Liberty cars in Indiana.
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EVENTS

Passenger Car and Truck Shows

Vehicle Dealers' Assn. I. _ _

. ....National Motor Show of Eastern Canada, \ictoria

23rd Regiment Armory. Brooklyn Motor

C. Kirkham. Manager.

Rink. T. C. Kirby, Manager.

. . . . . . . ..Seventh Annual.

. . . . . . . ..Fourth Annual Automobile Dealers' Assn.

Cars and Tractors. Deadwood

Business Club.

COMING

Brooklyn . . . . . . . . . . . ..Apr. 5-12 . . . . . . . ..Trucks.

Montreal, Can . . . . . . ..Apr. 5-12

Bridgeton, N. J . . . . . ..Apr. 5-12

Deadwood, S. D.... .Apr. 8-12

Waynesburg, Pa.. ...Apr. 16-19

Bristol. Va.-Tenn. . . . .May 10-17

. . . . . . .Automobile Dealers' Assn. of Greene Co., Armory.

Frank L. Hoover. Manager.

. . . . . . ..Cars, Trucks, Tractors. Airplanes and accessories.

Bristol Chamber of Commerce. C W. Roberts.

Manager.

Foreign Shows

Paris. France . . . . . . . ..Oct. 16 . . . . . . . . . . ..Grand Palals—Internatlonal Automobile Manufac

turers' Congress.

London. England......November . . . . . . ..Oiympia—Internatlonal Automobile Manufacturers

Congress.

Meetings

Philadelphia, Pa..... Apr. 10-12 ..Convention, National Association of Motor Truck

Sales Managers, Bellevue-Strati'ord.

Hot Springs. Va . . . . ..Juns 2-6 . . . . . . . . ..Convertion. Automotive Equipment Assn. Home

- stead Hotel.

Races

San Bernardino, Cal..Apr. 24

  

. . . , . . . . . ..Rim of the \Vorld Hill Climb.

Uniontown, . . . . . . ..May 17 . . . . . . . . . ..Probably 112% miles.

Indianapolis, Ind . . . . ..May 31 . . . . . . . . . ..EOO-Mile Sweepstakes, Indianapolis Speedway

Cincinnati, 0 . . . . . . . ..July 5 . . . . . . . . . . ..Speedway.

Uniontown, Pa........-luly 19 . . . . . . . . . . ..Mld-Summer Meet. Speedway.

Sheepshead Bay, N. Y.Juiy 26 . . . . . . . . ..Speedway.

Elgin, Ill . . . . . . . . . . . . ..Autr. 22-23 ..Road race.

Sheepshead Bay, N. Y.Aug. 23 . Speedway.

Unlontown, Pa . . . . . . ..Sept. 1 .. Speedway

Sheepshead Bay, N. Y.Sept. 20 . Speedway

Cincinnati, 0 . . . . . . . . ..Oct. 1 . . . . . . . . . . . ..Speedway.

Tractor Demonstrations

Walla Walla, Wash. ..Apr. 15 . . . . . . . . ..Sectional Tractor Demonstrations.

Sacramento, Cal . . . . ..May 5 . . . . . . . . . . . ..Selgtiogal Tractor Demonstrations, Demonstration

e .

DenVer, Col . . . . . . . . . ..Early June . . . . . ..Sectional Tractor Demonstrations.

Wichita. Kan . . . . . . . ..July 21-26 . . . . . . ..Automotlve Committee of National Implement Assn

Aberdeen, S. D . . . . . ..Early August .....Sectional Tractor Demonstrations.

Aeronautical Exhibition

Atlantic City. N. J....l\iay 1—June 1 .....Second Pan-American Aeronautic Convention and

Exhibition.

 

Robertson Made President of Texas

Association

HOUSTON, TEX., April 3—At the

convention of the Texas State Automo

bile Dealers' Association, which closed an

interesting session here last week, H. L.

Robertson of Houston was elected presi

dent. Other officers were elected as fol

lows: Vice-presidents—W. A. William

son, San Antonio; H. T. Herrick, Waco,

and Percy Garrett, Fort Worth. Mem

bers of board of directors—George L.

Glass, Houston; D. T. Reed, Corpus

Christi; George F. Conant, Houston, and

W. M. Morgan, San Antonio. Treasurer-—

J. Clarence Thomas, Houston. The sec

retary will be selected by the board of

directors at a later meeting.

The convention by resolution went on

record as being in accord with President

Wilson's plan for the League of Nations,

and those men in Congress opposing the

principles enunciated by the country’s

chief executive were denounced. The rec

ommendation was made that the repre

sentatives of Texas in Congress be in

formed that it is the will of the Texas

Automobile Dealers’ -Ass0ciation that

they support the League of Nations plan

and when the opportunity occurs to ratify

it with their votes.

Resolutions endorsing movements ad

vanced and fostered by the National

Highways Association in the interest of

construction and maintenance of good

roads were passed.

F. W. A. Vesper, president of the Na

tional Automobile Dealers’ Association,

spoke in high terms of the work accom

plished by the association, and declared

there was great need of increased effort

to make the organization even more

powerful than it has been in the past.

 

ernsboro Has Good Show

GREENSBORO, N. C., April 37

Greensboro’s second annual show opened

March 25 and closed March 29. Over

10,000 people passed through the gates.

The building was a tobacco warehouse,

200 x 85, and was decorated with a bed

of Southern smilax on the ceiling and

sides with over 600 electric bulbs scat

tered through the ceiling. A space 35 x

55 was laid off in the center of the floor

and a new dancing floor put down, which

added to the show.

There were 80 cars, or 32 different

makes, also some trucks. Over 115 cars

were sold retail on the floor, totaling

$162,000 worth of business. This year four

new State distributers opened up fine

show places and closed territory at the

show.

' tracts attention.

The valuation of tobacco around

Greensboro this year has increased by

over $32,000,000, and many high—priced

cars are being sold to people in the most

remote sections where previously only

Fords were sold. John Kelly of Phila

delphia had charge of the show.

Road Markers Along Pennsylvania

Highways

PHILADELPHIA, April 3—Attractive

road markers pointing out the distance

to Harrisburg and bearing an appropriate

slogan advising motorists to stop there

soon will be placed on highways leading

to the city at points throughout all of

Central Pennsylvania, according to plans

of the Harrisburg Chamber of Com

merce, and Philadelphia is considering

following the lead. The plan is to issue

10,000 booklets setting forth the advan

tages of the city as a business and resi

dential center.

Hitch Yourself to National Advertising

(Continued from page 32)

“I did that very thing. The painters

did a very nice job of it and we have been

watching results. That window now at

It has become an asset.

At night three drop lights set it off in

good shape. So we have here a first

class billboard at an expense of $25 a

month, or as long as we want to let an

advertisement stand. We have watched

persons driving by look at that sign and

then look up and, apparently, see for the

first time the name of our factory. After

a period of many years we are identify

ing ourselves.

"It occurs to me that there are a great

many motor car and truck dealers who

are guilty of the same grandfather habit

that held us. There are on this Motor

Row half a dozen agencies for motor cars

that sell cars that are nationally adver

tised. The pictures that are used are

familiar to millions of people, thousands

of whom drive along Motor Row.

“To how many of those people are

these motor car agencies identified with

this national advertising?

“The more I think of it, the more I

am 'sure that it is an excellent use of

show window space to use it for a sign

that identifies the showroom with the

national advertising. I know of no city

where the majority of the motor car

salesrooms are on a walking street. By

that I mean on a street where the

passers-by have the time or the opportu~

nity to stop to examine the ordinary win_

dow display.

“How many of these motor car mer

chants ever decorated a window, then got

in their car and drove by just as the

casual passenger on that street

drives by?

“The department store window dresser

goes outside and stands and looks at his

window to see how it looks to those who

stop and look at it. He does that because

his public stops and looks. Motor car

merchants have been doing it as a matter

of habit.”
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MICHELIN

el’merCustomers

filoGreaterMileage__

with the principle of tire rotation explained in

. \ - - the advertisement below
the one who serves the interests of 1118 ‘ . . .end ‘8 Remember, however, that tire rotation 15

practicable only when front and rear tires are

t th f h.f truly interchangeable. Michelin Tires are

urge your cus omers’ ere ore' to s n interchangeable. Do you sell them? If not,

tires from rear to front wheels in accordance write us now.

MICHELIN TIRE co., MILLTOWN, N. J.

[Nineteen Wholeeale Branchee Insure Prompt Delivery

The dealer who is most successful in the

customers best.
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Thin advertisement— auxin“

on. 0"" all-y", .e'ie' ’Hl SITURD‘Y [VIKING P051

published during 1919 >y__,___u_.‘

by Mlclielin—i: appear- '__h .

lng in The Saturday I. v.1“...

Evenlnl Poet, Literary F517;“

Digelt, Life, CountryGentleman, The Pro- far-1: r:

greul've Farmer and a “Numb

ll“ of big newspapers. $513.33.:
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THE NEW 

Upholstery on cushions and back of seats is a'deli

cately striped pattern—0n sides and top a beautiful

light shade in one color; plate glass windows give un

obstructed vision and are automatically lowered and

raised by the turning of a handle; headlights are of an

unique and exclusive design; silver-faced jeweled

clock, magnetic speedometer on dash; four wide-open

ing doors provide for easy entrance and exit; eight

solid upright posts insure a solidity of construction

that is proof against annoying rattles.

 

The New Studebaker Sedan is mounted on the fa

mous Light-Six chassis. Its rig-inch wheelbase pro

vides ample room for five passengers and the sturdy

50 h. p. motor gives a marvelous flood of power and

flexibility. Equipped with CORD TIRES, front and

rear, insuring 10,000 or more miles to a set of tires.

 

 

If Studebaker is not already represented in your

territory—or you have some good territory in mind—

The Complete Line: write now, or wire, for full particulars.

Light-Four Touring . . . . . . . . ..51225

Lighl‘Si: Touring . . . . . . . . . . .. 1585

Light~$ix Club Roadster . . . . .. 1585 _ S T U D E BA K E R

Lfg'ws‘.‘ cm” ' ' ' ' ' ' ' ' ' ' ' ' "' 2285 ~ Detroit, Mich. South Bend. Ind. Walkerville, Canada

Light-51>; Sedan . . . . . . . . . . . . . . 2385 I

3W3“ Toufl—"g. ' _ I at} __ “HM 1985 Address All CorresPondcnce to South Bend

 
 

When writing advertisers please mention Motor World—it identifies you
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Champion

%-18

Price $1.00

*4

Mercy: 4 t

v

 

7 PUBLIéHEISwV—V'BBKLY AT no was-r 39m STREET

NEW YQBKtAPRILl‘h 1919

J [

T O guard against possible leakage

LChampion Spark Plugs are inserted

in our Air¢Test Machine, oil is poured at

the point where shell and insulator meet,

and a pressure of 140 pounds per square

inch of air is forced up through the base

of the shell. The absence of air bubbles

means 100% Champion Dependability

against leakage.

o De a H
mpfl@mspliiilPing;

 

 

Two dollars a year

a '.

‘7‘

A

i '

Severe Air-Test Shows De- f

pendability of Spark Plugs ‘

With No. 3450 Insulator

  

  

Our No. 3450 Insulator, together with

our patented Asbestos Gasket construc

tion, withstands a much greater pres

sure against the Insulator and enables

Champion Spark Plugs to come through

this test in our machine and in your en

gine with a perfect score. Dealers know

the advantages of selling Champion

Spark Plugs with the name “Champion?

on the Insulator as well as on the bot

Champion Spark Plug Company, Toledo, Ohio a h _v

Champion Spark Pine Company, 0! Canada, Limilld, Windsor, Ontario ‘ ~ "

 

r '. '9" v a mu ‘F'v u Now York. N. Y.. \mdsr the Am 0! Mad: 3. Km



l I

ll

 
 

AUTOMOTIVLPRODUCTS fl

Have A Tear-’Round Merchandising Appeal That Pays

  

Price sf I /

UT liLlT Y Pedals

Are Going Right Now

  

w. in, Mgflm

'
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The biggest drawing card among Utility

Automotive Products for immediate sales.

I

I

I

I

I

I

I

I

I

I

I

I

I

I

I UTILITY PUMPS and spring dud slimmer delivery, is Utility UTILITY

I For All Cars - $12.00 Pcdals f°r Fords- RIM WRENCH

I For Fords - - 7.50 There is no guess work about Utility Pedal For A" Cars _ $135

I sales. They move fast through your st0ck

I ——the absolutely necessary accessory for

I Fords.

I

I

I

I

I

I

I

I

I

I

Dealers: Order through your jobber.

Jobbers: Get in touch with us.

Hill Pump Valve Company

Mfrs. of UTILITY Products

Archer Avenue and Canal St., Chicago

Sales Department:

THE ZINKE CO.. 1323 S. Michigan Av..

Chicago

  

UTILITY DISAP

PEARING TRUCK

BODY ~

For Fords - $38.50 For All Cars - $3.50

— 'I_I__r

UTILI'IW UNIVER
l I PR 1UT L TY OTECTED HEATER SAL WRENCH

For All Cars' - - $9 to $25

  

k _ I IIIIIIIIIIIIII IIIIIIII ,
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Here is Additional

Profit For You
A This Summer
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“2-in-1 cur FILLER
if Stock this product and the profits you

moire will be in addition to what your

total profits would be ordinarily.

No great effort is required to

“Dutch Brand 2-in-l Cut

'ér. it is a much needed

product and sells quickly.

You can count on every

pun '1aser for a re

order.

  

The TUBE

RETAIL

This cut filler heals

cuts, bruises and gashes

—l<eeps little holes

from getting bigger—

prevents sand and

water pockets—Jumps

out oil that rots fabric.

A liquid rubber—no

cement required. A

few seconds and the

job is done. Adds

many miles to the life

of a tire.

  

ZINKZINI. ‘lN‘l lxnl.

gullillf on mnun onus

  

 

Put a display stand on your counter or in your win

dow and the Cut Filler will sell itself.

Send for This Catalog

The complete line of Dutch

Brand Products is described

in detail including tire and

chemical specialties. A copy

will be sent to you free.

Write for H.

Van Cleef Bros.

7701-7711 Woodlawn Ave.

Chicago, U. S. A.

STOCK DUTCH BRAND PRODUCTS

m
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. TROUBLE-INDICATOR

TWO MILLION MOTORS

‘9'“ ‘
NMETER

GER CAPS .

CKS Ann TRACTODS

Connecting

rounh'r

. 01rch \

OMETE

M new: vllnllrul! Ilnlcnol

0

Mahogany

“Frn Dial"

Board

(20%” I 14")

For youn we!

WHO DISPLAYS THIS SIGN—j

, .:\.§,r__-~-a‘~"“' ’ a

The

Link is

Up to You.

Mr. Dealer

Sell BOYCE MOTO-METERS and

link yourselves up with big adver

tising and selling helps.

The “BIG THREE SALES HELPS"

composed of handsome DISPLAY

STAND. “FREE DIAL" BOARD.

and SERVICE SIGN will be given

to a car distributer, dealer or

garage-man who places an order for

ten or more assorted Boyce Moto

Meters. one delivery.

For further information on the

fastest selling accessory on the

market write to

THE MOTO-METER CO.,lnc.

Long Island City N. Y.

dilmctive faur color

Service Sign

(26%" x 19")

For your “I. I __

window , '"“iw‘nzf'

When writing advertisers please mention Motor World—1t identifies you
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Strength 0f the

Trade

E herewith present the largest and by long odds

the best and most completely rounded-out issue

that MOTOR WORLD has ever published.

More than anything else possibly could, it reflects the con

fidence of the automotive industry in the strength of the

automotive trade—a trade that has emerged from the years

of world war with vastly better organization, and much more

of strength, than we could lay claim to before the nations of

the earth began to tear at each other’s throats. ‘

This issue of the industry’s dominant merchandising

paper should, and we are certain that it will, go far toward

putting heart into the men who (during the war period) were

obliged to remain in the ranks of industry and trade, and to

those others who were fortunate enough to don khaki but

who are now returning to take up the work that was inter

rupted by the demands of military necessity.

So we greet the trade with this annual Summer Merchan

dising number and cherish the hope that every copy of

the edition will serve the end of building more confidence and

giving every dealer, jobber and garage owner a bigger and

better vision of the successful future—successful to such

degree as the individual is willing to study, and is willing

to learn.
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Just Peel of

Layerswithaknife! \

When you use LAMINATED SHIMS you save not only

time, money and labor, but you get far better results——

better results because LAMINUM gives a surface smooth

as glass and absolutely accurate. VVlhy waste money, time

and labor with solid or loose-leaf shims? Use LAMINUM

for service. satisfaction and profits.

Send for Sample

Laminated Shim Company, 533 Canal St., New York

DETROIT: Dime Bank Bldg. ST. LOUIS: Mazura Mfg. Co.

ENGLAND: R. A. Rothernel, 6 Great Marlboro St., London. \Vi

STOCK SHIMS for: Ford.

Chevrolet Four - ninety,

Continental 7-N, Conti

Maxwell,

  

nental T-W,

Overland, Dodge.

\Vhen writing advertisers please mention Motor World—it identifies you
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You Must Make a New Start
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This Issue Will Help
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BE A LEADER IN YOUR LINE

 

The world is'recovering from an upset. Its people are wandering around like a

procession that has been broken up by a riot. ‘

People are wandering hither and thither, both physically and mentally.

They are seeking places.

Some will find their old places—and be glad.

Others—disregarding the old places—will seek the BEST places they can

When the order of earth’s processio'n is restored the people who were at the head

last year and the year before may not be the leaders.

In this settling down and unscrambling, the wise and the speedy will get the

choice places.

It is every man’s opportunity to get ofl to a fast start and be a leader.

 

You Start

There are certain things a man may do in this trade to become a leader.

There are certain conditions which make it possible for him to make profit this

year and build for bigger profits next year.

The plans on which you should operate are explained in this issue.

If you will make this issue your guide book, and if you will follow all the turns

and watch the land-marks, you can be a leader in this field, no matter what

you have been before.

You must——

But study this issue, and—

Make Money in 1919

Make More in 1920
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WhatYouMust Do-—'

N0, 1 Make Money in 1919

Make More in 1920

 

 

 

 

You Must Get a New Mind

Your Manner of Thinking in 1917

Will Not Do for 1919 and 1920

F you grasp the fundamental set forth on this page you will become a changed man

—changed for the better.

You must be like “Red,” a newspaperman in an Eastern city. He used to be just an

artist in an engraving plant.

One day a newspaper said to him: “Could you be a newspaper artist?"

Said “Red”: “I never did, but why can’t 1?” He did it.

Later the newspaper said: “Could you also be our official photographer?"

Said “Red”: “I never did, but why can’t I ?” He did it.

Later the newspaper said: “Could you also write stories '2”

Said “Red”: “I never did, but why can’t I?” He did it.

And not long ago a friend said: “Could you organize and run a jazz band ?"

Said “Red”: “I never did, but why can’t I?"

And that’s why he has this winter been the feature of several Eastern motor shows—jazz

bandmaster, newspaper reporter, photographer, artist—and successful at all four. -

When he sat at an artist's table some years ago he thought only in terms of commercial

art. But he acquired a new mind. He added the thoughts of newspaper art. Then he learned

photography, then writing and then running a band.

In this trade are thousands who have thought in terms of passenger cars and a one-depart

ment business, just as “Red” thought only of commercial art.

Can you think in terms of trucks?

Can you learn freight transportation as well as passenger transportation?

Can you think in terms of farm production and farm tractors?

Can you think in terms of farm light, of farmhouse and barnyard comfort?

Can you so revise your old thoughts that you determine to have a successful used car plan, a

successful shop plan, and a successful plan for every part of your business?

Maybe you never did, but WHY CAN’T YOU?

No matter what you think of your ability to do these things, you MUST shape your mind to fit this

new situation if you are to be a leader in your line.

You MUST do it to make money in 1919.

You MUST do it to make MORE money in 1920.

If you have watched other men do these things, or have read about them, and have not seriously

considered whether YOU can do them, you are IN A

Get out of it!

Make your mind cover MORE than ONE subject. Broaden your activities, even if only to improve

and‘expand the business you already have.

The greatest block to the progress of this business is the one-track minds that have grown up with

the easy selling of passenger cars. We haven't even concentrated our minds on used cars and serv

ice—only on taking car orders.

MAKE MONEY IN 1919

But You D0 TO— MAKE MORE IN 1920
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Make Money in 1919

Make More in 1920

You Can -- _

If You Think You Can

II!
If you think you are beaten, you are;

If you think that you dare not, you don’t;

If you’d like to win, but think you can’t

It’s almost a “cinch” you won’t.

If you think you’ll lose, you’ve lost,

For out in the world you find

Success begins with a fellow’s will—
vIt’s all in the state of mind.

Full many a race is lost

Ere even a step is run,

And many a coward fails

Ere even his work’s begun.

Think big, and your deeds will grow,

Think small, and you’ll fall behind,

Think that you can, and you will—

It’s all in the state of mind.

If you think you’re outclassed, you are;

You’ve got to think high to rise;

You’ve got to be sure of yourself before

You can ever win a prize.

Life’s battles don’t always go

To the stronger or faster man,

But soon or late the man who wins

Is the fellow who thinks he can.

~Author Unknown.
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What You Must Do—

No. 2

 
 

 

 
 

Make Money in 1919

Make More in 1920

You Must Departmentize

You Must Make a Real Business

Out of Your Business

ness is you must divide it into departments

if you are to increase your business and make

it of maximum value to you.

If it is un-departmentized it will always be one of

the second-rate businesses of your town. Depart

mentization marks a business as a leader.

Just like houses: YOU have a Kitchen, dining

room, living-room, sleeping-rooms and maybe more.

On a certain Indian reservation the Government

built houses just like that for the Indians. But

the Indians set the stove in the middle of the living

room and stretched out on the floor at night around

the stove, like spokes in a wheel, and slept just as

they used to when they lived in wigwams.

That's the difl'erence between the new way and

the old way.

It’s the same in business. Modern business—

which is going to make money in 1919 and MORE

in 1920—is divided into departments.

Separate business activities dumped together in

one department get tangled up—and that’s about all.

A National Army is nothing else but a group of

departments, and not until the separate armies in

France were made departments in one great Allied

army did success come.

Every big store in your town—if successful—is

departmentized—and each department has a man

ager.

And that’s what you mus: do with your business:

l—Have separate departments.

2—Put a manager_in each department.

Maybe you have a shop with only two men. Make

ONE of them the shop manager.

Maybe you have only one passenger car salesman.

Make HIM the passenger car sales manager.

NO matter how large or how small your busi

YOU MUST DEPARTMENTIZE TO

Maybe you have only one girl as bookkeeper.

Make HER the office manager.

Maybe you have only one man who works on your

wholesale car sales. Make HIM the wholesale

manager.

Maybe one man handles wholesale and retail

sales and is the only man in that work. Make HIM

the manager of BOTH departments, BUT KEEP

THE DEPARTMENTS SEPARATE.

If you take on a truck agency, MAKE SOME

BODY THE MANAGER AND HAVE A REAL

DEPARTMENT EVEN IF THERE’S ONLY ONE

MAN IN IT.

Delegate certain responsibility to these man

agers. Make them accountable for things. Tell

them they are being given an opportunity to prove

their ability to be managers and that the rest is up

to them.

YOU are to be general manager. Or, if you have

a big business, you should, perhaps, engage a gen

eral manager and concern yourself with still bigger

matters. The general manager watches all, jumps

in here and there where necessary and keeps things

running.

Create an organization that will operate in YOUR

absence. This will give YOU time to concentrate on

the expansion of business. You become a creator

of a greater busineSs and the watchdog over opera

tions.

Look at the chart on the opposite page, and then

lay your business out on a sheet of paper, decide

what each department shall consist of and who

shall manage it, and make your business a REAL

organization.

MAKE MONEY IN 1919

MAKE MORE IN 1920
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Here’s How to Departmentize

Make a Chart of Your Organization

  

BOARD OF DIRECTORS

PRESIDENT
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OWNER
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MANAGER °

For a Smaller Busmess

i OFFICE ADVERT‘SING SERVICE NEW CAR TRUCK TRACTOR USED CAR AUTOMOTIVE
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ACCOUNTING ‘
I EPARTME‘NTIZING a business is a simple operation.

1, First, you set down the "top" of the organization.

‘ aAu NEW CAR INSPECTION D according to whether you are a big company with

COLLECTIONQ I ,5. HTng > 5H0 directors and a list 0/ ofllr‘ers—sec the upper chart—or

g .

   

 
are a smaller business with most 0/ the ownership and

management vested in the proprietor. The important part

comes. so far as most dealers are concerned. when you

reach the point on the upper chart marked "general mm:

HUNG agar" and on the lower part marked “owmcr and man

ager.” Below that you list the dlflerent activities 0] your

business and MAKE EACH ONE A DEPARTMENT with

a MANAGER in charge. Write in his name on the chart

and have these charts where they can be seen by your

department heads, and in some cases by your employees,

so that every one may know who is his next superior and

to whom he should go to ask questions. Mark in names,

duties and activities and hold every manager responsible

1 I! he can't “come through" get another manager. As [or

;CORRESDONDENCE the boss, he should be the thinker and planner, the GEN.

' ERA], MANAGER.
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Make Money in 1919

Make More in 1920

You Must Keep Books

And Your Books Must Tell You Things

You OUGHT to Know

It is another thing to keep books the way they

ought to be kept.

Some dealers and garagemen—and even jobbers

and manufacturers—keep books because it is the

custom in business.

They’re like the old Hindoo who was hired to tap

car wheels on a railroad in India to see if any of

the wheels were cracked. He worked diligently.

One day some one asked him why he did it. He

said: -

“It’s been done for years. I don’t see much sense

in it myself."

So with books. Dealers keep them, but they don’t

understand the big idea back of the bookkeeping.

They don’t understand that the big idea in books

is NOT to tell you how much you made but to point

out ways for doing the thing better and making

MORE money the next time.

The books you kept in 1918 were not so much to

tell what you made in 1918 as to help you MAKE

MORE in 1919.

And the books you are keeping today, while they

will tell what you make this year, will render their

greater service in showing you how to make more

money in 1920.

A bankbook will give you an idea as to what you

make each year, but it won’t help you make more

money the next year.

YOU SHOULD KNOW COSTS.

Your books should tell you what it costs to render

an hour of shop labor. Don’t delude yourself with

the idea that the price you pay the mechanic is the

cost of shop labor. It is only a part of the cost,

sometimes not one-half.

And if you buy a tire for $14 and sell it for $16

you have not made $2. You probably have lost about

$5.

IT is one thing to keep books.

YOU MUST KEEP BOOKS 'TO

If you cut the price of a car you are losing more

than you think.

If you GIVE an hour of free service it is cost

ing you more than you imagine.

Your books should tell you not only where you

gained and lost and how much, but WHY. If you

know the WHY you can do better the next time.

Every time you take a part out of stock and fail

to note it on the perpetual inventory cards—if you

have them—you are losing money, even though you

are paid for the part, because some man must spend

his time counting the parts, just as in the old days

before you established the inventory system.

Andso, you see, the mere fact that you have a

book of some kind in which you keep figures, or an

elaborate set operated by several accountants, they

are not what you NEED unless you make them tell

you COSTS and departmental PROFITS, so that

you may find out how you can make more money the

next week or month or year.

Many dealers don't know how much it costs them

to sell a car at retail. Do you?

How much does an hour of shop labor cost you?

How much does it cost to sell a tractor? And

what are the items of cost?

Can you intelligently talk costs to truck pros

pects?

How much about your business do you really

KNOW?

Go talk with the best department store man in

town and find out what he knows about costs and

profits. Then see what you know about your own

business.

You may GET A NEW MIND, you may DE

PARTMENTIZE, but if you haven’t a real business

system you are walking in the dark.

Overhaul your system NOW and make SURE it's

right.

MAKE MONEY IN 1919

MAKE MORE IN 1920
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' You -Must

SELL CARS THE NEW WAY

For the New Way Is the Way of the Trade

Leader Who Is Going to

MAKE MONEY 1N 1919 1:!

The New Dealer

HERE are dealers—and NEW dealers. The new

T dealer is going to make more money than he ever

made before, because he is going to‘ operate his

business along those modern, intensive lines that have

brought success in isolated instances in this trade.

He is not necessarily going to work harder, but he

is going to get more and better results financially. He

is going to operate on a well-defined plan, by KNOW

instead of by guesswork. His net will become larger

and his business will become bigger, more solid and

more profitable.

The NEW dealer is going to be a factor in his city.

He is going to belong to the Chamber of Commerce.

He is going to be an authority in big league circles.

And with it all he is going to be new in many ways.

The New Business Home

The new place of business is the starting poInt of

it all, after the dealer has acquired a new mind—see .

page 8—has departmentized—see page 10—and has

an adequate business system—see page 12. Then he

gets his place of business right. And let it be said

here, that—

Some of the biggest dealers in this trade have the

poorest kept places of business. Because they are big

they have thought themselves above the possibility of

improvement. And some of the smallest dealers have

the best places.

In this NEW place of business—which is only the

old place with a new master—the floor will be mopped

every morning, there will be no jammed, crowded

salesroom, there will be no littered desks, no lounging

salesmen, no cheerless front door.

There will be rugs, palms, ferns, up-standing sales

men with a glad hand at the front door, up and on

their jobs, gray or light green walls that do not jar

the prospect’s senses, plenty of light, real window

displays—in other words, a real house for merchan

dising, run by a real merchandiser.

There will be tables for literature. with the litera

ture in neat piles—and kept neatly piled by a porter

or other member of the organization, even if it is a

one-man organization. There will be chairs for folks

to sit in, a cosy corner, a little private office with a

desk, contracts handy, blank checks handy, soft lights

11 MAKE MORE IN 1920

and everything made easy for contract closing, all of

which can be a part of the smallest as well as the

largest place of business.

The New Prospect File

Under the new sales plan there will, of course, be a

prospect list, but it will be a list that is the founda

tion of the business and NOT a burden and a drag.

The list will be in a neat set of drawers. The records

will be on up-to-date prospect cards. Motor World

can furnish a card if you can’t get one elsewhere-—

see page 93.

On the cards will be more than the prospect’s name

and add: ess. The data recorded will provide real help

in selling. It will tell the salesman not only where to

go but what to do when he gets there. It will HELP

the salesman sell.

The New Sales Manager

The new sales manager will take a very direct part

in the work of the salesmen. He will aid each indi

vidual man in making a sale. He will do more than

send the men out with ordersto get business or get

out. He will plan sales and be a vital working part in

every transaction. He will MANAGE and EARN

MORE SALARY.

The New Sales Method

The name of Smith is put into the prospect file.

In the old way the record on the card consisted of the

name and address, and that’s about all. The salesman

put down whatever dates—if any—he thought the

prospect should be seen or literature sent. The

various sales moves were made in accordance with

these notations, and some of the sales came through

and some didn’t. If a salesman happened to call at

the right time he was successful, but if he called at

the wrong time he set the sale back or ruined it.

Under the NEW method the prospect card con

tains Smith’s name, house and business addresses

and telephone numbers, make of car owned, if any,

its year and character, the situation as regards trad

ing, the makeup of Smith’s family, his hobbies, the

members of his family who may influence the sale

and the sales points that will be most effective. There

is also set down some identifying bit of information
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which helps the salesman make a good connection

when next he calls.

For example: “Saw Smith at office. Closing deal

in Fernwood subdivision. Big thing if goes through.

Will retail building lots. Should close deal 6th. See

him 7th."

Lot to write for one call, isn't it?

much if it MAKES THE SALE?

But is it too

The New Sales Meeting

On the morning 3f the 7th the sales manager holds

his usual daily morning sales meeting before the men

begin to work. The old method was to have no sales

meeting at all, or, if any, to devote it to a general

discussion of nothing in particular, the sales manager

paying no attention to the individual calls of the day.

The sales manager goes over the cards, one by one,

planning any action possible. As he reaches the

Smith card he says:

“If Smith has closed this deal he’ll be ready for

scar. He should close with us to-day. The salesman

can help his case if he goes down there to-day with

the names of a few prospective buyers of building

lots, because that’s what Smith is interested in. Do

any of you boys know of any newlyweds or people

who are tired of paying rent, or who have some

money to invest in real estate, who would be good

prospects?”

\l'hereupon the sales meeting produces the names

of several prospective real estate buyers and the

Smith salesman jots down the names for use in the

sale.

The salesman then goes to Smith fortified in two

ways: l—He knows the conditions under which he

is attacking Smith. He knows Smith has hit some

prosperity. 2—He is in a position to do Smith a

favor at the beginning of Smith’s enterprise, all of

Which helps to create a favorable impression.

The New Sales Fallow-Up

The salesman may not get Smith’s order. If he

doesn't he makes anew appointment at a DEFINITE

DAY AND HOUR. Under the old system the sales

man set down a call for the 5th, 10th, 15th, 20th or

any other old date, which meant that there was no

vonnection in the minds of eithersalesman or pros

pect between successive calls. The salesman had

Practically to begin over again each time.

Between the present and the time of the next call—

unless it is a matter of hours—the salesman suggests

that certain letters or literature be sent to Smith.

For instance: If the sale is that of a sedan and if

Smith is doubtful as to the desirability of a sedan

the salesman notes: “Send sedan' rainy-day letter

0!! first rainy day.”. Then, if it rains before the next

call the girl sends a letter special delivery setting

forth the desirability of a sedan on rainy days, with

a picture of a sedan suitable for this letter.

0r: If Smith is strong on service, because of pre

vious experiences with other dealers, the salesman

Wiles that on a certain date a certain service letter

or testimonial is to be sent.. All this the sales man

age!" approves and directs.

Then, when the DEFINITE DATE comes around

the salesman makes another call. Because of nota

tions he made after the preceding call—just as he

makes them after EVERY call—he is fortified be—

fore he leaves the salesroom. He doesn’t have to walk

around town wondering what his attack is going to be.

IF THE SALESMAN CAN’T CLOSE THE DEAL

IN THREE CALLS ANOTHER SALESMAN IS

GIVEN A CHANCE, and—

IF NO SALESMAN CAN CLOSE THE DEAL

SMITH IS WIPED OFF THE SLATE AND A

NEW AND LIVE NAME PUT ON. No time is

spent working for weeks and months on dead wood.

If they’re alive they’ll buy and if they’re dead they’re

better off the list. Put ’em in the dead file and save

them for a rainy day.

The New Service

After. Smith has bought a car a service-man-sales

man, who KNOWS service and also selling, goes

around and calls on Smith to ask if the car is going

all right. This man may make some little adjust

ments, listen to the motor, drive the car around the

block, give a bit of advice, ASK SMITH IF HE

KNOWS OF ANY OTHER PROSPECTS, and then

he’s on his way to the next place.

This man digs up many prospects and he builds

mountains of good-will. He also bears in mind that

the policy of the house is SOLD SERVICE and he

recommends that the car he sent to the shop IF IT

NEEDS IT, for which service Smith PAYS.

The New Sales Records

The sales manager keeps accurate records. He

makes figures make money for him in 1919 and more

in 1920. He has a chart on which are curves. One

curve tells him how many cars were received from

the factory. Another curve tells how many were

sold. Another tells how many were trades. Another

tells him something else, and week by week he

watches the business grow. If the curve starts

downward in the wrong place it is a danger signal

and he gets busy. The OLD method does not in

clude curvesat all. The sales manager just rambles

along in the twilight and guesses at things.

For example: THIS month a year ago sales may

have started to pick up. If they don’t start this year

there is a reason, and the curve will suggest that the

manager get busy and find out why.

Or: The curve may show that there were 20 per

cent more orders than could be filled in July, August

and September. The new sales manager will have

used cars overhauled, slip-coveredand repainted dur

ing the spring or winter and will sell them at' good

prices in these three.months to prevent his customers

going to some other dealer for less attractive new

cars.

Also, he will know that the used car demand is for

small cars, so he will take small cars in trade on big

used cars and will make a profit on- every deal. He

will learn that moneyed Italians and Poles, in the

city’s foreign colony, are excellent sedan prospects.

He will learn a lot of things that will make selling

easier. He will not work any harder but he will

make money in 1919 and more in 1920. [Turn page]
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The New Salesman

The new salesman will be a salesman first

and a mechanic second. He will talk about the

needs and pleasures and desires of the pros

pect and not about the car. He will sometimes

sell cars by talking about things entirely

foreign to the car.

He will study the methods of successful

salesmen in other fields. He will study books

on selling. He will read the trade papers-and

be posted on what’s going on in the trade. He

will take an interested part in the sales meet

ings of the organization, and if the organiza

tion doesn’t liven up and hold sales meetings

and help the salesmen be more efficient he will

wonder what’s the matter with the outfit he is

He will look the part. His shoes will shine;

his clothes will be pressed; he will get his hair

out every three weeks; he will shave every

morning; he will also take a cold bath every

morning; he will be on the job at the sales

room door with a studied greeting of welcome;

he will not have cigarette-yellowed fingers;

he will throw away his cigar or cigarette be

fore entering any man’s office or home; he will

make himself look pleasing to the prospect and

will not omit any detail that may lose him sales

—and commissions.

The old salesman didn’t seem to give a hoot.

He will be superseded by the NEW salesman,

Who will make money in 1919 and MORE

working for.
IN 1920.

 

 

The New Ways of Trade Leaders .

[How They Are Selling New

Advertises Shortage

We have found the best pulling

power of advertising for cars just

now to be the probable scarcity,

backed up with our refusal to

promise certain makes of the cars

we sell for immediate delivery.—

H. Milton Koenig, publicity man

ager, Weber Implement and Auto

Co., St. Louis.

  

Forget That Price Thing

We and our dealers have found

the best method of getting present

prices is to ignore the advance en

tirely and just say “the price of

this car is $XXX.” Most people are

used now to the .advances. If they

insist we merely talk about the

high prices of labor and materials.

—Joseph A. Schlecht, president

Mound City Auto Co., St. Louis.

Here’s a Good Play

One of the strongest weapons

against talk of high price of cars

is in the hands of the motor car

merchants who mix in social af

fairs. Wherever you go the motor

car becomes a subject of discus

sion. Your friends all want inside ‘

advice. By all'means give it to

them. Tell them the day of the

1913 prices are past and are never

to come again in our active expe‘

riences. Materials will be high for

years, so will labor. Remind them

that they are enjoying a better in

come, so must the other people.—

Joseph A. Schlecht, president,

Mound City Auto Co., St. Louis.

How About YOUR Income?

Our best argument in selling cars

at present prices is to ask the cus

tomer if the advance equals their

income increase due to the war.

We also ask if they would be the

first to take away from labor the

increase before a lower cost of liv

ing is provided—H. Rottersman,

president, Rottersman Automobile

& Truck Co., St. Louis.

No Chance of Cut

We figure that car manufacturers

are now buying materials for use

in manufacturing motor cars dur

ing the coming six or eight months

and that labor costs will not be

much less if any. Thus we can

show the prospect where there is

little likelihood of a reduction in

prices in the immediate future at

least—H. B. Snyder, general man

ager, Snyder Auto Co., Columbus,

Ohio.

 

More ideas on pages 17-40

41-57

  

 

Cars]

Uses Motor World Plan

The system of giving serviceas

prevails in our service station is

taken bodily from an article which

appeared in the Motor World. We

would not be without the paper for

anything. We find it invaluable in

looking after economies and in sys

tematizing our business.—H. B.

Snyder, general manager, Snyder

Auto Co., Columbus, Ohio.

“Gauging” the Dealer

They’re coming in bunches to buy

cars this year. Two or three, or

maybe four men, close friends, will

decide they will get the same make

of car; they leave it up to éhe

single member of the group who

already owns an old car. The

owner is not modest about claim

ing that if he gets a liberal allow

ance he and the others will buy. I

can usually hit off the truth. But

I have had to turn down many a

proposition of this kind. It’s a

pleasant bit of cooperation among

friends that is being practised—if

the used car owner gets a long al

lowance, and the three friends were

in a frame-up, there are plenty of

erccuses to devise for not buying.

iTlow iFTou'u. GIVE—f"A

1 LONG ALLOWANLE MY

TN“; FRisuoa' WILL WV
1'00! ._ ‘1
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.
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Meeting Price Argument

Difference in cost of automobiles

can soon be made up in the higher

cost of service, is our principal ar

gument in combating the price

question. We show the man where

the cheaper automobile will soon

cost him as much as our line in

higher service and repair charges.

—H, B. Snyder, general manager,

Snyder Auto Co., Columbus, Ohio.

“Waiting for Price Fall”

In arguing with a prospect about

the possibility of a reduction in

prices within the next six or eight

months we show where it can only

be slight, and, if it be $100, that

amount proportioned to each of the

six or eight months would not pay

a man from being without an auto

mobile. In other words no man

who is able to own and operate a

motor car would deprive himself of

an automobile for that period for

$15 per month—H. B. Snyder,

general manager, Snyder Auto Co.,

Columbus, Ohio.

Business IS Good!

If a man tells you that business

is not good don’t wake him up, as

he is sleeping. I have been traveling

around since the first of the year in

many of the larger cities and in

many instances have failed to get

the hotel accommodations I desired.

Thus, he who says that business is

punk does not know what he is

talking about and please let him

sleep—Ralph Wilson, manager, Co

lumbus Cadillac Co., Columbus,

Ohio.

 

  

 

 

 

Meeting “Price Reduction”

When a prospect is disinclined to

purchase a car, giving as his reason

that he is awaiting a fall in price,

we tell him, when it happens to be

true, as in the early spring season,

that we can sell him a better car

for the same money now than he

can get later, for the reason that

the factory has made a special re

duction to stimulate sales, but that

cars sold at this figure later in the

season will be built and equipped

to meet the figure—that is, the
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present cut-price car is really

worth the schedule price and is a

better article than he can buy later

for the same money. If it’s finan

cing he needs, we recommend one

or two automobile financing con

cerns of high grade, of which we

have personal knowledge.—E. W.

MacQuivey, sales manager, Parker

Motor Sales Co., King, Philadel

phia.

N0 Drop Likely

We argue with the man who says

he believes that motor car prices

will be reduced, that as long as the

factories have to pay the present

prices for materials and labor there

is little likelihood of a reduction in

the selling price of automobiles in

the near future, that is within six

or eight months. We show him

that lower prices are entirely un

likely under present inflated labor

conditions.—Oscar Lear, president,

Oscar Lear Motor Co., Columbus,

Ohio.

“All Right! Good-bye!”

When a buyer insists that he’s

going to wait until prices come

down I courteously say “All right!

Wait! Good-bye." I point out that

really there are more prospects

than cars this spring, and that the

particular point of possible lower

prices isn't one for me to spend

any time arguing about.—Fred L.

Ermis, Moriarty Motor Co.

Gave Him a Ride

How do I meet the objection that

a man does not want a car? Let

me tell you how I sold one. As I

was drawing up to a hotel I saw a

man who ought to own a car com

ing Out. I invited him to take a

spin. That was all—but next day

he came around and bought a car.

-—F. M. Ephland, Reamer Motor

Co., Kansas City.

Small Raise, Good Value

We have an argument that is a

corker when it comes to answering

a prospect who says he believes

that car prices will he reduced. We

simply show him that our line has

only been increased $15 during the

war and that we are giving him a

much better car now than we were

when the price was slightly lower.

So there is little difficulty on that

score—H. K. Dobson, president,

Everett Motor Car Co., Columbus,

Ohio.

Show Him It’s Bunk

When a man starts to talk bad

business conditions we simply do

not listen to him. It is too ridicu

lous to say that the country is not

prosperous and thus we soon shut

him oil” on that line of talk. We

soon show him that he is talking

through his hat, so to speak, and

that business conditions generally

are prosperous—H. K. Dobson,

president, Everett Motor Car Co.,

Columbus, Ohio.

  

Up to the Manager

I believe that the best plan to

sell motor cars is for the sales

manager to get down early in the

morning and confer with his sales

men before they start out to see

prospects. Thus I am down at the

office every morning at 8 a. m. and

have a talk with my outside men

before they start. I find that pays

more than any other feature of the

business. It shows them that the

manager is willing to give up his

time to make the business go and

thus instills enthusiasm into the

men—Manager Gilmore, Stude

baker Sales Co., Columbus, Ohio.

Cuts Demonstrating Over

load

We have a car for every sales~

man, for calling on customers and

giving demonstrations, but we de

mand that each salesman sell his

car every four months, at the end

of which period, of course, we fur

nish him with another. The idea

is this: If he turns his car over

within four months, it brings within

$100 of list price, makes a small

margin and cuts down our over

head. We keep the salesmen’s cars

in repair and furnish them with 50

per cent of their gasoline, but they

must store them, unless they keep

them in our garage—O. S. Comp

ton, sales manager Z. S. Vertner

Motor Sales Co., Oakland distrib

uter, Philadelphia.
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You Must

Handle Used Cars in the New Way

If You Are to Be Assured of a Profit in This Depart

ment of Your Business—This Plan Will Help You

Make Money in 1919

Make More in 1920

that he is going to take hold of his used car

problem in a virile, rough-handed way and take

the kinks out of it. He must decide in his own NEW

mind that he is going to cut out his used car losses

and is going to make money on used cars.

THE FIRST STEP is for the dealer to determine Then he must adopt a plan which, figured out on

paper, will bring him profits, and then he must stick

to this plan ALL THE WAY THROUGH. Money

CAN be made on used cars, but they must be handled

in the NEW way. Unless the NEW way is adopted

the business will continue to be a problem.

The New Used Car Plan

Under the new used car plan a profit is made on

the handling of the NEW car, and a profit also is

PROFIT. It is foolish to make a profit on the NEW

car and then sell the old car at a break-even. That

made on handling the OLD car.

of merchandise

Every time a piece

is sold the dealer MAKES A

amounts to cutting prices on yourself.

make money on used cars, quit trading.

If you can’t

 

S a starter, organize a USED

CAR DEPARTMENT and in that

department have a sales manager and

an appraiser. Perhaps both will be

the one man, but have such a man,

or men, and then let them run the

department. Don't butt in all the

time and upset what they KNOW'is

the right procedure as to_ prices.

Take cars in at prices which will

permit you to (1) fix them up and (2)

sell them at a profit.

When a car comes in for trading

call on the used car appraiser to give

I"'iu a price on it. The appraiser

KNOWS what the car will sell for

when put in good condition. He

KNOWS this from his'knowletlge of

the business and from using other

things, such as the Motor World

Used Car Chart, illustrated on page

18, and the National Used Car Mar

ket Report, which is published by

the Chicago Automobile Trade Asso

nation.

This appraiser sets the price at

which the car will resell. Let us

suppose it is $700.

He then inspects the car, checking

it on a used car check sheet, which

Motor World can supply. He then

fitrures what it will cost to fix the

car up, including paint and slip cov

ers if they are needed. Let us sup

pose that this is $100.

He then jots down a certain per

centage of overhead. This figure is

the rent, light, heat and ofiice ex

pense of the department for a year

divided by the volume of business

done in the department in a year.

Suppose you sell $20,000 of used cars

a year and your overhead is $2,000.

Divide $2,000 by $20,000 and you get

0.10. Therefore your overhead is 10

per cent, and 10 per cent of $700, the

selling price of the car, is $70.

There is then a 5 per cent sales

man’s expense, which is $35.

There is also a 10 per cent profit.

which is $70.

The appraiser, or used car man

ager, adds $100 for overhaul, $70 for

overhead, $35 for salesman’s commis

sions and $70 for net profit and gets

$275. He deducts this from the $700

sales price and gets $425.

IF YOU ALLOW A CENT MORE

THAN $425 FOR THIS CAR YOU

ARE TAKING THAT MUCH OUT

OF YOUR CASH REGISTER AND

THROWING IT AWAY.

You may say: “But we can’t sell

NEW cars unless we give more than

that for the old cars!"

To which the NEW used car plan

replies: “Then there’s something the

matter with your sales organization."

And it adds: “And unless you can

handle used cars in this way and

MAKE MONEY ON THEM _the

only way left is to QUIT TRADING."

Money is being made by some deal

ers in just this way. They have been

handling used cars in this NEW way

for quite some time and have been

making money at it. These dealers

are the ones who look and ARE pros

perous. The signs over their doors

don’t change every few years. They

are sound, solid and substantial.

They are business men. They know

that it is a crime in business to

handle merchandise year after year

and NOT make money on it.

If a car is worth so little that it

doesn’t pay to fix it up, sell it to the

junkman or to some mechanic who

wants something to putter around

with. And take it in at a figure that

will net you a profit.

There has been entirely too little

money made heretofore in the motor

car business. But the money is here

and can be made. It is mostly a ques

tion of the DEALER AS A MAN. It

is NOT the fault of the business. Get

the boys in your town together and

talk this thing over. Tell them it

is necessary if they would

MAKE MONEY IN 1919

- MAKE MORE IN 1920
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Imitate These Successful Men

In the Way They Handle Their Used Cars

How to Make Money on

Used Cars

To make money on used cars it

is necessary for the dealer to have

the equipment for thoroughly over

hauling them. It took us some years

to learn that, but since we did learn

it we have made money out of our

used car department. We never

send a used car out that has not

been overhauled and put into good

running condition in our own shop

and by our own mechanics. Then

when we sell it we give a 30-day

guaranty on it and during that

time fix anything free of charge

which is manifestly the fault of the

can—Earle Black, Pella Motor Co.,

Pella, 1a.; Overland and Moline

Universal.

Uses Before-War Argument

Customers are asking higher al

lowances on used cars; we point out

that our new cars are priced on a

post-war basis, and that must be

the basis of trade-ins.—Fred L.

Ermis, Moriarty Motor Co., Kansas

City.

Here’s Another Way

I buy a used car once in a while,

but usually take such cars for sale

on commission, after the owner has

paid me for putting it into running

order, painting, new tires, etc. I

pay for advertising, deducting that

cost and cost of gasoline I put into

the car, from the commission on

my books. The net proceeds of the

sale I enter on my books, which

show my commission of 5 per cent,

the cost of the advertising and

gasoline, but not the amount of

money the car sold for.—J. L. Mc

Mahon, Westport Garage Co., Kan

sas City.

Is This Ethical?

Ever try a “blind ad” to get

prospects? A Sunday ad of this

kind brings five to ten inquiries——

and one sale a week. The manager

takes a used car home with him, so

that he can truthfully advertise in

the Sunday want ad columns, that

there is a used car for sale at his

residence address. Men thinking

of buying cars sometimes assume

that they can get a better ba'rgain

from a private owner than from a

dealer. The used car man gets the

names of the prospects this way.

Then a salesman is sent to see the

inquirer, suggests that he under

stands he is in the market for a

used car and proceeds to sell him

one. Note that the blind-ad pro

cedure is used merely to get the

names of prospects, the sale being

from the dealer's stock—Used Car

Dealer.

Tires Half the Sale

Good-looking tires sell more used

cars than anything else. If the

tires look good, the customer says

to himself, “I won’t have to buy

any tires for a year, anyway.” If

  

tires are bad, he says, “Now, I’ll

have to spend $200 for tires pretty

quick—might as well buy a new

car.”—. L. McMahon, Westport

Garage Co., Kansas City.

Clean Under the Hood

A can of gasoline and a brush

put to work on the motor will do

more than new paint on the outside

to sell a used car. The customer

who sees a nicely painted used car,

looking pretty, and who lifts the

hood to find the motor covered with

dirt and grease, thinks you have

been camouflaging—and no amount

of demonstration of the good con

dition of the motor is going to

change his mind. If the motor is

clean the outside can be as dilap

idated as you please—the customer

will know that can be fixed easily

enough—Will L. Ermis, Moriarty

Motor Co., Kansas City.

Looks Count

If a used car looks good, is well

painted and has good tires it will

sell more easily than if it looks

ragged and has a good engine.

Women buy most of the cars—and

they pay most attention to looks.

A person is taking a chance any

way, in buying a used car, and I

haven’t had any unpleasant expe

riences with people dissatisfied with

performance. I try to get the car

running well, of course—but never

neglect the appearance—J. L. Mc

Mahon, Westport Garage Co., Kan

sas City.

Stick to Sensible Prices

I have trained our sales force not

to be afraid to let a sale of a new

car go when some other dealers bid

up the price of an old car on us.

We primarily fix the price of a used

car by the used car book, subject to

deductions if it needs much work

and a slight increase if it is in espe

cially saleable condition and the

market is good. But we re

fuse to change the price after it is

fixed. The other man is then wel

come to the sale—H. Rottersman,

president, Rottersman Automobile

& Truck Co., St. Louis.

Used Cars for the Cduntry

We have arranged a very happy

solution of the used car problem by

trading for only our own cars and

a very narrow line of others. In

our own cars we have an outlet

among our country dealers, who can

use them at any time after we over

haul them and give them a coat of

paint. We take in so few of the

others that we do not even main

taina used car display—Joseph A.

Schlecht, Mound City Auto Co., St.

Louis. .

Guarantee To-day Only

Never guarantee a used car for

tomorrow. State its condition to

day and give the prospect a ride

in it. You must, before it is placed

on the market, have replaced de

fective parts and so state. But

make no promises or you will be in

trouble forever.—Tom Robertson,

used car salesman, Weber Imple

ment & Auto Co., St. Louis.

Set Your Own Prices

Never let the man selling a new

car set the price on a used car.

He is looking to make a new car

sale and forgets the man who must

make the used car sale. Judge the

car in front of you, by a knowledge

_of that car, the work required to

put it in running condition and

stand pat—Tom Robertson, used

car salesman, Weber Implement &

Auto Co., St. Louis.
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THE FLAT RATE PLAN
for

SELLING SERVICE AND REPAIRS

By PERCY E. CHAMBERLAIN

Explanation

This story tells how a successful dealer took the trou

ble, grief and money loss out of his service and repairs.

He is able to-day to collect bills of $700 and $800 without

complaints or adjustments. The story is told here for

the benefit of other dealers. With this story is a sup

plement showing the manner in which the forms and

records are kept under this plan. Preserve the supple

ment and have it in front of you as succeeding chapters

of the story appear. It will run through several issues.

A study of this story may mean thousands of dollars to

you. Motor World believes this is the most comprehen

sive and intelligent solution of the service and repairs

problem that has ever been worked out. The plan is in

operation in. the house of the Cadillac Motor Co. of

Denver and the story is told by the manager, Percy E.

  

PERCY E. CHAMBERLAIN

Chamberlain, who worked it out.

0

. FOREWORD

EFORE a repairshop can possibly install the

BFLAT RATE method of handling charges a com

plete understanding of the fundamentals involved

is absolutely necessary.

Not only is the repairshop itself affected, but certain

methods of keeping time, of checking time records, of

division of general ledger accounts and of selling the

work in the beginning are necessary if the plan is to be

entirely successful.

Therefore, in the following detailed story the author

has had to presume that the Plan is to be adopted by a

repairshop which has none of these things and wishes to

start from the very bottom. Otherwise the explanation

would be but partially complete.

Part of the records and system necessary are being

kept by many shops in greater or less degree. These

shops will be that much further along on the way to a

complete adoption of the Flat Rate Method of Repairing.

It is NOT the intention of the author to advocate any

certain system, and the blanks which accompany the fol

lowing explanation, while demonstrated by practice as

being good ones to use, are not, perhaps, the only ones

which could be devised.

However, any shop which attempts the Plan WITH

OUT going into the details necessary to its complete suc

cess may count itself lucky if it does not lose more than

it gains.

Accuracy of his cost records is the FOUNDATION

upon which any merchant must base the retail price of

his wares.

The merchant selling labor and supplies can no more

General Manager 0! the Cadillac Motor Co.

of Denver and Originator of the Flat

Rate Plan

guess at his costs than can the dry goods or grocery

merchant.

Since flat prices must be based upon costs—NOT upon

an arbitrary $1 or $1.25 per hour—the system of

keeping these costs must be faithfully followed for a long

enough period to give reliable averages.

The Flat Rate Plan can be adopted by ANY repair

shop, regardless of the character of its business. It will

be easiest for the shop handling one make of car exclu

sively and hardest for the general repairshop which re

pairs any make of car.

However, the method is the same in both cases. One

is simply a matter of more records than the other. Once

the system is planned and the method of keeping these

records provided, the actual work is no greater in the

case of the general shop than it is for the onerar repair

man.

It took Thomas A. Edison a long time to make the

first electric light. In a few words he could tell anyone

how to make one today. It is the same with the Flat

Rate method of repairing. The author worked the plan

out in his own business only after months of hard work.

A trail, heretofore unmarked, had to be blazed. Theory

had to be put into practice.

Repairshops, generally speaking, are weak on account

ing, regardlesa of whether it involves financial matters

or time keeping. Unless the repairshop is willing to

start at the bottom, throw away many time-honored cus

toms and stick to the thing day after day and month

after month, it is useless for it to attempt to attain the

Flat Rate Plan of Repairing. '

The Plan is not alone a matter of records. It must
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out the charges.

orders.

 
 

THREE PARTS TO THE STORY

This explanation is divided into three distinct parts which the reader

should firmly fix in his mind at the start.

PART ONE—Covers the preliminary work necessary for the repairshop

to do before it can actually prepare and work under an exact

FLAT RATE SCHEDULE OF PRICES. Since the Flat Rate Price

Schedule is based upon the costs of the individual establishment,

this preliminary work is absolutely essential.

PART TWO—Covers the preparation of the Flat Rate Price List after the

preliminary work has been done.

handled under the system and how averages are kept to prove

PART THREE—Covers the method of selling repairs under the Flat Rate

Plan, the method of making written estimates and of writing the

The plan is new to the customers of the repairshop

which adopts it and it is vital to the success of the plan that it be

constantly SOLD in the RIGHT WAY.

It shows how the orders are

 
 

 
 

consider the psychology of salesmanship—of dealing with

the public. If the reader does not thoroughly under

stand the meaning of "psychology," he should imme

diately get his dictionary. This understanding is neces

sary to any one who attempts to serve the public in any

capacity.

The Flat Rate Plan does not make any attempt to

change the public with which you deal. It simply

changes repairshop methods to fit this public.

Instead of antagonizing your customers at every turn

because of indefinite methods, it pleases this public be

cause it gives it in the automobile repair business what

it expects in other lines—definite transactions.

shops of the United States, the author feels a certain

sense of responsibility to those who adopt the Plan for

its successful operation in their individual businesses.

Therefore, he will be more than pleased to give the bene

fit of his experience with it to those who, from time to

time during the course of its adoption, care to write him

specifically as to their individual problems with it.

Of necessity the explanation must be general. Its

adoption by the individual may mean certain minor

changes depending upon the individual's own local ar

rangements.

The Plan, if faithfully followed, will mean cleaner

business, satisfied owners and GREATLY INCREASED

In giving this explanation to the thousands of repair PROFITS.—THE AUTHOR.

 

PART ONE

Chapter I

Keeping the Necessary Averages

T is safe to say that, every automobile

Irepairman in the country would like

to be able to tell each customer who

comes into his establishment, in advance,

' just what the labor charge for the work

ordered will be.

They recognize that the per-hour

charge for labor is not a success—that it

leaves too many loopholes into which

misunderstandings may enter between

the time the car is left for the work and

called for by the owner upon its comple

tion.

This FLAT RATE method of repair

ing has been used for several years by

the Ford organization, but, to the best

of my knowledge, it has never been suc

cessfully worked out in the case of a

general repairshop or one handling re

pair work on so-called high-priced cars.

This explanation tells how it may be

done, but, first, the repairman must have

a clear understanding and conception of

just what he is striving for, and he must

discard, if the plan is to be successful,

many of his methods which, contrary to

the fundamentals of good business, he

has up to now considered absolutely

necessary.

Remember These Words

In this explanation the word “repair”

will apply to that part of the work on

automobiles which has to do with me

chanical repairs. Painting, trimming,

body building and other allied trades can

be worked out along the same lines but

in much simpler fashion. “Repairman”

refers to the owner of a repairshop.

Public Is Judge and Jury

It must be clearly understood, first of

all, that the public you serve is judge

and jury and that the most beautiful

theory must, before it can be said to be

sucoesst'ul in practice, receive the favor

able verdict of your public. Many of the

things you are requiring of your public

are unnecessary. Others, which the pub

lic requires, you are not doing. (Through

out this explanation when I use the per

sonal pronoun it applies to the indi

vidual reader in greater or less degree

as he may or may not have advanced in

method in his repair business.) The

methods advocated here are not theory

'alone. They were originally based upon

business practice in other lines and ap

plied with most favorable results in a

large repair business. The); increased

volume, eliminated complaints almost en

tirer and DOUBLED PROFITS.

The length to which this explanation

must be confined does not permit the

author to enter into any lengthy argu

ment as to reason why any certain

method is advocated. If the reader looks

below the surface and will compare these

methods to other lines of business of sim'
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ilar nature he will readily recognize that

the bedrock principles are sound.

All Departments Must Be Reformed

The repairman, then, must approach

this FLAT RATE explanation with an

open mind. He must realize that the

reform is not alone in his shop proper;

that it has to do with other branches

of his business, such as billing, bookkeep

ing and office records; that, having in

augurated the Plan, it is still necessary

to SELL it to the owner; that his

methods of selling the repairing—his ar~

rangements at the point of contact with

the owner—are far more important than

the way the work is actually performed.

He must realize that every step must

be backed up by the way he handles his

orders, customers’ invoices and general

ledger accounts. IF HE IS NOT WILL

ING TO REFORM THESE NECES

SARY BRANCHES OF HIS BUSI

NESS—ALL OF WHICH ARE A

PART OF HIS EVERY BUSINESS

TRANSACTION ‘WITH THE CUS

TOMER HE SERVES—THEN HE

CANNOT POSSIBLY MAKE A SUC

CESS OF THE FLAT RATE METHOD.

To illustrate what I mean, let me say

that confidence upon the part of the pub

lic served by any concern regardless of

its line of endeavor comes about through

years of prompt service, courteous treat

ment and good merchandise backed up by

a faithfully carried out guarantee.

No merchant can force this confidence,

no matter what his statements SAY—

no matter what he requires the customer

to SIGN. Thus, the repairman cannot

force poor work upon his patrons be

cause he forces them to sign an order

for the work. He cannot justify exces

sive charges, wasted time in his shop and

unbusinesslike Methods of keeping track

of that which he has charged to the cus

tomer, simply because the customer

ORDERED certain work done. '

If you organize your shop proper so

that you can name a price in advance,

you have not gone for enough. You can

not eliminate complaints and establish

general confidence unless you are also in

a position to check your prices and re

duce them through added efficiency; set

tle complaints quickly and justly; handle

your entire business, in fact, so that you

will KNOW every step of every transac

tion with every customer better than the

customer knows it himself.

CO-OPERATION IS ABSOLUTELY

ESSENTIAL. Each department—even

if the “department” consists of but one

employee—must have a definite idea. of

that which you are striving to attain.

Individual Costs Must Be Known

Obviously, the first thing the repair

man must know before he can establish

a definite standard list of flat prices for

his repair work is how much it costs to

perform EACH labor operation. This

must be determined by the actual per

formances of your own workmen under

your own local conditions. Another's

price list, even were it available, should

not be used for the reason that the costs

of doing business vary in different estab

lishments according to local conditions of
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labor, material, building facilities and

other things.

Many concerns engaged in the repair

ing of automobiles have been furnishing

estimates, when required, based upon the

figures given by some technical man in

their employ. Such estimates are, at

best, guesswork since it is impossible for

any man, no matter how technical, to tell

in a more or less off-hand manner what

it will cost to repair an individual car.

If the work "happens" to go smoothly

so that the invoice is within the esti

mate, the customer is not dissatisfied,

perhaps. On the other hand, if a figure

is once given to the customer he will nct

pay a larger amount with good grace.

There is but ONE method of arriving

at the exact cost of performing each

labor operation on an automobile. This

I call the Operation and Group plan. It

can be worked out on any make of auto

mobile and records must be faithfully

kept, covering several weeks or months,

according to the volume of business done

and, consequently, the rapidity with

which averages can be collected.

If a shop is in the general repairing

business it should establish these records

on the makes of cars it handles most fre

quently. The small volume of business

which is secured on other makes can be

handled on the per-hour basis as former

ly without affecting the majority of its

customers. Or such cars, when they oc

casionally come in for more than simple

garage adjustments, can be estimated in

advance by the shop manager or fore

man who through his experience with

the FLAT RATE on the other makes

will, by that time, know his costs.

Operation and Group Plan

The operation and group plan gives a

number to every single operation on an

automobile which the shop is ever re

quired to do as an objective job or as

preliminary to an objective job.

By OBJECTIVE is meant the opera

tions which the customer orders. In

many cases, according to the way the car

is constructed, the shops will never be

called upon to do certain things as such.

These operations will always be per

formed with some other operation as the

objective.

For instance: You would never re

move a door for the purpose of leaving

it off entirely. You would remove it for

the purpose of doing some other work

such as taking out a dent, putting in a

broken hinge, refinishing, or something

else. Thus, you would NOT require an

operation number for removing a door.

You would give a number to the opera

tion: “Take dent out of one door,” and

the price would include, of course, taking

it ofi" if necessary.

By eliminating such operations you

will be surprised at the few numbers you

will need. comparatively speaking. On

one make of car I started with over 600

operations. Nearly 400 of these were

eliminated after seven months of record

keeping because they were never ordered.

Most repairman will advance this as the

chief objection to the FLAT RATE plan.

They state that they handle so many

cars and so many models that the opera

tions required would run into the thou

sands and be impossible to keep. As a

matter of fact they do not KNOW this.

The contrary will, without doubt, prove

the case. They have never kept records

to prove this out and they will be sur

prised at the results if they will do so.

Many Operations Same on Different Cars

The shop handling general repair work

or the service station repairing a make

of car which has several models will find

a great many operations which are the

same on all the cars they handle.

For instance: They can clean and

space spark plugs or burn carbon for

the same price on any make of car or

any model provided the car is a four

cylinder. Thus they could cover the

spark plugs on ALL makes of cars with

three operation numbers, one for a four,

one for an eight and one for a twelve

cylinder car. This sort of doubling up,

together with the operations which, be

cause of the construction of the car they

are not called upon to perform, will re

duce the total number of individual

operations very materially.

As a matter of fact the total number

of operations will have to be much

greater during the period of keeping

averages, which is preliminary to the

establishing of the flat rate prices, than

they will be after the standard flat rate

price list is actually in use. Bear this

fact in mind, also: Once the operations

and groups are originally made up, it is

NO MORE WORK TO KEEP A THOU

SAND THAN IT IS TO KEEP ONE

HUNDRED.

In keeping the preliminary records, it

is necessary to record EVERY operation,

both preliminary and objective, for the

reason that if you lose sight of the pre

liminary work necessary to be done, you

will under-price the objective operation

and then wonder why your prices are too

low.

This is the common fault with “guess

work estimates." The workman does not

realize that every job he undertakes re

quires just so much time to “get ready”

and that he has to use a certain amount

of shop material. I have seen several

shop foremen with a record of 15 years -

in the business invariably price standard

jobs, such as grinding valves, on a basis

of the time it actually takes to grind the

valves after all the preliminary disas~

sembling has been done and not taking

into account the time it takes to reas

semble after the actual grinding.

For this reason you should take into

account EVERY operation when you

make up your operation numbers and

groups. This is the way it is done:

The first step is to make up a list of all

of the operations on the car starting

with 0. It is not necessary to group

(Continued on page 26)
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Photo by Keystone View 00.

E gave the leg for you. YOU give HIM a job if he wants it. This picture was taken in

the Vocational School for Wounded Soldiers in the Walter Reede Hospital, Washington,

D. C., where wounded men are being fitted for self-sustaining occupations. If the Gov

ernment teaches and the man learns, the rest is up to you who have the giving of the jobs. Why

not write this hospital and state whether you have jobs for men, and what kind?
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these operations in any certain way. At

the first writing you will not think of all

of them but others will come to you as

you work out the group numbers. Such

a tentative list is necessary in order to

supply the groups later.

For the purpose of illustration, the

groups are worked out in Form 1 for the

first eight operations. Study Form 1

carefully. These groups involve numbers

up to 22a as follows:

O—RADIATOR—R e p a i r.

work.)

l—RADIATOR—Drain and refill.

(Outside

Z—RADIATOR—Remove a n d p u t

back. -

8—FAN—Remove, install new fan

spring, put back.

4-—WATER PUMP—Jack one pump

when necessary to remove pump from ear.

5—WATER PUMPS—Same as No. 4

except both pumps.

6—HOSE CONNECTIONS—Remove

and put back or install new. One only.

7—THERMOSTAT—Remove one only,

test, put back.

8—WATER PU.MP--Overhaul one

pump only.

9—MOTO'R—Clean.

10—MOTOR—Miscellaneous r e p a i r

work unclassified by other numbers.

ll—MOTOR CHAINS AND SPROCK

ETS—Install new.

12—SPARK PLUGS—Remove, clean,

space, put back.

Iii—SPARK PLUGS—Test all plugs

under pressure.

14—CARBON—Burn out.

15—CARBON—Scrape out.

iii—GENERATOR — Remove, clean,

put back.

17—CARBURETER—Remove, clean,

put back.

18—VALVES—Check up and adjust

valve tappets.

19—VALVES—Remove, polish, grind,

clean, put back.

20—MOTOR PAN-Take off,

put back.

21—DIRT PAN—Take off, clean, put

back. '

22—WATER PUMP—Remove, clean,

put back. One pump only.

22a—WATER PUMPS—Same as No.

22 for both. pumps. Etc., etc., etc.

It will be noted that the above list fol

lows no certain order, since its purpose

is simply to give each operation a num

ber in order that the groups may be

worked out. The brief description of the

operation should, ' however, follow the

complete line of work as in the case of

No. 19. This notes the entire procedure

necessary to complete a valve grinding

job as far as the valves are concerned

and prevents losing sight of the fact that

there are some things to do to the valves

besides actually grinding them. This list

may be made up on any kind of paper

since it will not be used after the groups

have been determined. Having completed

this list to include all of the operations

you can possibly think of, you are ready

clean,

for the second step, making up the

groups or operations.

(NOTE—In these illustrations the

operations are those on the Type 57

Cadillac car.

rate of $1 per hour in order to make the

tables the more easily checked. The time

for operations and groups is approxi

mated and should NOT be accepted as a

standard.)

How to Make Up a Table of Operations

and Groups

Take a foolscap length sheet of paper

and rule off nine columns. (See Form

No. 1.) These columns are, in order,

as follows: First, operation number;

second, group numbers; third, descrip

tion of the operation; fourth, estimated

time required for the operation; fifth,

charge for the operation on the per-hour

basis at your prevailing rates; sixth,

total time required for the group (com

plete job); seventh, total charge for the

 

STUDY THIS STORY

as you studied when

you were in school.

Keep Your Eye on the Forms

 

group; eighth, estimated cost of shop ma~

terial (not parts) required; ninth, total

charge to customer.

The Operation Number

The method of establishing these num

bers is explained on this page. This

should be done by the most careful

technical man you have in your employ.

Give him a quiet place to work, where

he will not be interrupted or disturbed,

so that he can follow out, in his mind’s

eye, each step in detail. He should set

down the operations in logical sequence

from the front to the back of the car,

giving each one a number, starting at

No. 1.

The Group Numbers _

In making up the groups, technical

knowledge is absolutely necessary be

cause the man who does it must be able

to follow out every part of the work as

it would have to be performed. Often,

as he progresses, operations will occur

to him which he had overlooked in the

first list. He will find, also, that the

group numbers arrange themselves, pro

vided he is careful to think out each step.

This is the hardest task in connection

with the entire plan, although failure to

make an accurate list is not fatal unless

you intend to start immediately to give

estimates based upon your groups. (This

estimate plan will be discussed later.)

' Little need be said about the group

numbers. As the sample sheet—Form 1—

shows, they comprise all of the individual

operations necessary to be performed in

Labor is figured at the

l

order to complete the workthe customer

orders. No major operation should be

overlooked.

Description of Operations

Right here you must begin to have in

mind the SELLING of the repair work.

Set down everything which will be of

advantage in selling the work. For in

stance, under operation No. 2 in Form 1

you will note a memo to the effect that

one or more new hose connections. are

usually required when a radiator is re

moved. This is a fact which after a mo

ment’s thought no repairman will dis

pute. Yet how many ever think to ex

plain to the customer, when he orders

work requiring the removal of a radia

tor, that his bill will, no doubt, include

a new hose connection?

Salesmanship Needed to Handle

Customers

If it IS explained when the work is

ordered, it will probably SAVE 'an argu

ment when the bill is presented. And it

can be explained just as easily as not if

you do two things: First, place a

SALESMAN at the point of contact be

tween your repairshop and your cus

tomer, and, second, give him an exact

reference‘Hst of such things. The man

who meets the customer is the mast im

portant you have in your organization

and it requires SALESMANSHIP if you

are to accept the new order of things.

If this salesmanship can be combined

with technical knowledge, so much the

better. But if you cannot find a shop

foreman who is also a salesman and

knows the psychology of selling, then

ADD a salesman and give him technical

assistance when he needs it to “shoot

trouble.” He will MORE than pay for

himself every week.

An exact description of each operation

is very important to the entire plan.

Upon its completeness depends not only

the ability of the service manager to sell

the work to the customer, but it estab

lishes _the policy of the house as to the

amount of work necessary to be done in

order to turn out a WORKMANSHIP

job. It also furnishes a chart under

which the workmen will proceed later.

By a “workmanship” job is meant one

which will give satisfaction. There are

always two ways of doing a thing—a

right and a wrong. If experience teaches

you that it is useless to attempt to per

form one operation without also doing

another along with it in order to give

the customer satisfaction, then you had

better sell him both jobs or none.

 

NEXT WEEK

This story takes up

combinations of opera

tions and shows in detail

how the work is done.

Study the Forms!
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The Newest in Shop Plans

Pictures Taken in the New Home of the Greenlease Motor Car Co., Kansas City

 

 

 

  

This shop is entirely surrounded by windows.

Light is the cheapest of cfllciency's aides

This $50,000 stock of 5000 diflerenl kinds 0/

parts is arrangcd under a pm etnal inventory

which makes it ossiblc to to e an inventory

any hour 0/ the 4. Cabinets 1 and 2 contain

1343 diflere-nt parts
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Above is the entrance hall to the service station. The!

elevator, at the left part way down the side is directly

opposite the entrance to the building. Quic ‘ service is

handled here, never cluttering the main shop
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Cars that are to go out in a short time are put on the second floor in this storage room, where they are accr’ssible without

lost time and costly delays. There is plenty of room for driving on the floor and cars are mode crpfllifiously
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YOU MUST

Sell Accessories the New~Way

And the New'Name Is Automotive Equipment

It Is Extra Dollars Easily Picked Up at Small Cost—

' ~ It Is Just One of Those Ways You Can

.~‘MAKE MONEY IN 1919 [I

HERE are thousands of dealers and

garagemen who can add a large amount

to their volume of business if they will

seriously take up the sale of automotive equip

ment.

It is a neglected department of the automo

tive business, but it yields a wonderful return

when attention is paid to it.

The NEW dealer and garageman will cash in

on this department and add a big amount to

his business without any proportionate increase

in his selling costs. The most that is required

is initiative and the determination to SELL

the merchandise—NOT wait for folks to come

and ASK for it.

There are 6,000,000 cars in America now. If

the average car owner buys $50 worth of equip

ment and supplies—not counting gasoline and

tires—it amounts to $300,000,000 worth of

automotive equipment business in 1919. This

is only that business which comes to the dealer

without the asking.

By INTENSIVE effort this amount can be

doubled, or more. No matter what the total

HAS BEEN, it can be doubled if the dealers

go after the business. But it requires, as stated

on page 8, a NEW MIND. The dealer must

learn to think of more than one department of

his business. He must cease to think that he is

ONLY a car dealer, ONLY a garageman, or

ONLY a repairman. He must think he is a

BUSINESS MAN, and must draw revenue from

MORE THAN ONE DEPARTMENT.

Therefore, organize an automotive equipment

business and make more money.

_The New Stockroom

The NEW automotive equipment stockroom

is made with proper bins and a proper inven

tory system. See the MOTOR WORLD perpetual

inventory card on page 95, if you have no other

card to use. The. stock is kept up to date. It

]'_‘[ MAKE MORE IN 1920

is never possible for a customer to ask for some

thing that is NOT in stock, unless it is some

article that the dealer’s records show is not

easily salable and a quick seller.

There is no old, dead stock in this stockroom.

The dealer buys wisely, If a jobber’s salesman

shows a disposition to load the dealer up with

more than the dealer should buy, the dealer

'looks no longer with favor on that jobbing

house.

The New Store

The dealer operates a store, or something that

answers the same purpose. He has a front

window in which he puts up a good display

and CHANGES IT EVERY WEEK or oftener.

He has a little store, or a big one, with shelv

ing, cabinets and show cases, just like the best

drug store in town.

Beside the runway is the most important

part of his equipment. This is a cabinet with a

display—CHANGED EVERY WEEK—which

hits the customer in the eye every time he

drives into the garage or service station. One

such showcase sold $12,000 worth of goods one

year for a big motor-car dealer.

The stock, the windows, the showcases, and

everything connected with the outfit are neat

and CLEAN.

The New Salesman

Instead of spending his time fussing around

the shop, the garageman will devote his time

to getting more business with less work. If

he HAS to spend his time in the shop he will

have a young man—or woman—whose duty it

is to say “Hello” to every one who comes into

the place or who buys gasoline, and endeavor

to sell something that the customer DID NOT

ASK FOR.

If a man asks for 5 gal. of gasoline, this sales

man will try to sell waste, oil, tubes, tire chalk,

pliers, or something that he thinks the customer
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may buy. This salesman—even though a boy,

and a bright boy—can earn more for the ga

rageman or dealer than the latter can earn in

the shop.

EVERY MAN WHO COMES INTO THE

PLACE WILL BE GREETED. Under the

OLD plan, used unsuccessfully for so long by so

many garages, customers wandered around un

attended, and finally forced the dealer or ga

rageman to give them what they needed. Under

the NEW plan the dealer or garageman, or some

employee, is on the job to greet the customer

MAKE MONEY IN 1919 III

and SELL HIM SOMETHING HE DIDN’T

COME AFTER. '

Any dealer or garageman who will operate

along these lines can add to his Volume. Many

dealers think they are too BIG to bother with

an automotive equipment department. The

BIG MEN of this industry are those who get

revenue from many departments, and NOT

ONE ALONE. The dealer who will add an

automotive equipment department and run it

right can

III MAKE MORE IN 1920

 
 

 
 

New Ways for MAKING Money in Sell

ing Automotive Equipment _
' I[Gathered from Leaders in Their Line]

Join Out-of-Town Clubs

The first thing a garage owner

wants to do after putting in an ac

cessory department, especially if

the garage is a large one, is to join

out-of-town automobile clubs hav

ing a large membership. This is

quite apt to insure him a consid

erable tourist business. It is so in

our case. It isn’t necessary to join

local automobile clubs. The thing

is to join the big clubs a long dis

tance away, but not too far off for

week-end tours. I belong to one

in New York and another in Bos

ton, and they bring us in a lot of

business. We run our large acces

sory department for our regular

customers and the tourist trade. It

amounts to 20 per cent of our busi

ness, Our big accessory depart

ment show window helps as adver

tising and a reminder.—T. A. At

kins, Jr., treasurer Pennsylvania

Garage and Service Co., Philadel

phia.

Blotters for Ads

J. L. McMahon, proprietor of the

Westport Garage Co., Kansas City,

uses blotters for advertising—leav

ing a few at drug, hardware and

other stores and in offices in the

suburban district he serves, scatter

ing some downtown, putting two or

three in each car that enters his

place, and into cars on the streets.

Blotters are usually welcome in the

home, since dad always forgets to

bring some home from the office,

but remembers to bring those home

that the garageman hands him.

Here’s a Good One

J. L. McMahon, proprietor of the

Westport Garage Co., Kansas City,

pays $30 a month for a slide run
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at each performance in the moving

picture theater of his neighborhood,

a majority of the patrons of the

theater being motor car owners.

The slide says anybody can get pic

tures of favorite motion picture

  

stars at the garage. Children come

to the garage for these pictures, on

the backs of which are the adver

tisements of the garage. The, chil

dren take the pictures home, the

grown folks see the advertisements

—and also hear what the kids say

about the garage.

Shows the Goods

In taking up the automotive

equipment line we never made a

definite announcement of it. We

merely established show cases in

the plant where car owners passed

and let them see what we had,

everything displayed being plainly

marked in price. Our announce

ment was incidental to seasonal let

ters to our car owners—Frank R.

Tate, president, Tate-Gillham Mo

tor Car Co., St. Louis, Mo.

Sell Old Goods First

Put the new goods at the bottom

of the bin. This means let the

stock on hand be moving always to

the front, putting the new goods

behind. Then you never will have

any accumulation of old goods.

Everything always is fresh. In my

experience in various kinds of busi

ness I have made this an iron rule.

I never have had, and I never will

have, old stock. Mine always is

new because I sell that first which I

have had the longest—L. Le Cocq,

Star Automobile Co., Pella, Iowa,

Ford and Fordson.

[Turn the Page]
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No Wonder!

“Car owners all have friends

downtown they buy equipment

from. We can’t get the price out

here,” said a garageman whose

stock of equipment amounted to

about $50, all displayed in a win

dow, but in a room closed ofl’ from

the garage—inaccessible to the cus

tomer,

Adding to the Stock

We sell tires, tubes, fan belts,

horns, bulbs, lenses and other

equipment—and have no display

case downstairs—have to suggest

these items, or wait till customers

of storage facilities ask for them.

We will soon move the $1,000 stock

downstairs and add to it.—Santa

Fe Garage, Kansas City.

Talk to Customers

I never miss a moment or a

chance to talk with owners getting

gasoline at my filling station—

pointing out equipment I can sup

ply, and especially mentioning my

facilities for repairs. My repair

and equipment business has doubled

each year since I started three

years ago—a great deal of the in

crease coming from strangers who

stopped for gas and returned for

something else.—J. L. McMahon,

Westport Garage Co., Kansas City.

Try This, Boys!

For every dollar's worth of gas

I sell I sell seventy-five cents'

worth of automotive equipment, on

the average. While filling the tank

I look over the car, and make sug

gestions as to what the owner

might buy.—J. L. McMahon, West

port Garage Co., Kansas City.

$200 to One Man

I have sold as much as $200

worth of equipment to a car owner

who happened to stop at my place

for gasoline. I casually make sug

gestions on equipment that I can

supply, mentioning something I see

they need—and they come back in a

week, or a month, and buy this item

or something else.—J. L. McMahon.

Westport Garage Co., Kansas City.

Goods on Main Floor

We expect a big tourist business

this summer and are moving our

equipment stock downstairs, where

transients can see it and buy.—

Santa Fe Trail Garage, Kansas

City.

Don’t Be Secretive

It’s easier for motor car owners

to'buy automotive equipment of the

suburban garage than downtown—

 

Sell Supplies

Make Money in 1919

Make More in 1920'

More sales ideas on pages

29-67

  

 

and the trade can be got if the gar

ageman will let the motor car own

ers of his territory know that he

handles equipment.—J. L. Mc

Mahon, Westport Garage Co., Kan

sas City.

Your Reconstruction Story

Motor car owners remember that

the garageman didn't have the ac

cessories they wanted during the

war. The garageman may be able

to get these now—but the owners

won’t know it unless he tells them. '

The garageman himself knows that

he can get supplies now from job

bers who turned him down six

months ago. The garageman may

get his needs filled now by the job

ber who used to take good care of

him—and this jobber doubtless is

not neglecting to call on the gar‘

agcman and tell him, “We can sell

you anything you want.” The

garageman ought to apply this bit

of experience to himself, and make

an effort to let all his customers

know that he is able to meet all

their demands.

.Front Window Display

We have a district of wealthy

families to serve, who have not

been buying automotive equipment

at this garage. We are installing

a showcase in the front window,

and will build up a large stock of

such equipment.——W. S. Allard,

Woodlea Garage, Kansas City.

On the Ground Floor

An equipment department should

always be on the ground floor

where every one coming in can see

it. The second story is no place

for it. You never heard of a man

moving his equpiment department

from an upper story to the first and

then moving back again. Trade for

him means from 20 to 40 per cent

more on the ground floor where

people can see what he has. A

buyer who comes in and has an op

portunity of looking around is sure

to see some little thing he needs

and—that is so much extra he buys.

If he does not see it here he some

time or other does see it elsewhere,

and as the other place seems con

venient to him we lose a customer.

If he buys small things of us he

will buy larger things when he

needs them. Equipment goods

should always be arranged so that

they can be easily seen. That is

one of the best salesmen the depart

ment can have—goods attractively

arranged in plain sight.

Cold Feet?

In nearby towns in which there

are no equipment stores it is abso

lutely necessary that the automo

bile dealer should have one. But

we have never put in such a depart

ment because no one can make

money out of it unless he engages

a special man to take entire charge

of the business. We have not done

so because there are equipment

stores handy.—K. C.

Must Show the Goods

An absolute essential to success

in an equipment department is a

place to show your goods. As I

cannot have a window I am fitting

up a showcase in which to make a

display. It will attract attention

and purchasers, seeing something

they wish but had not thought

about, will buy. It will increase

my business 20 per cent.—F. A.

Hulshizer. parts department man

ager, Rec, Kansas City.

War Ban Now Lifted

We are finding it easier now to

get the highest quality of steel ma

terial which was impossible during

the war and are pushing this class

of goods—F. A. Hulshizer. parts

department manager, Reo, Kansas

City.

Keep Complete Stock

I buy a complete stock and then

keep it up. If an order comes for

some article which I do not have in

stock I order one sent direct to the

customer and a supply for my de

partment—F. A. Hulshizer, parts

department manager, Reo, Kansas

City.

Always Get the Cash

Make your accessory business

just as nearly cash as it is possible

for you to do. Business can be

done cheaper on a cash basis. The

dealer actually can aflord to lose

some business by insisting upon

cash. In the long run he actually

is ahead, since the lost business

usually will amount to less than

the amount which will be lost

through bad accounts when doing a

credit business. It isn’t the volume

of business you do so much as it is

the getting the pay for what you

do sell—E. F. Raver, manager ac

cessory department, Jefferson Auto

Co., Jefferson, 1a., Ford and Ford

son.
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You Must

Sell Trucks the New Wa

There Are Certain Plans, Used by Successfiil Truck Dealers

That Will Make YOU, T00, Successful and Help You

mentization and an Entirely New

System are essential to successful

truck merchandising. With organization

on a right basis every passenger car

dealer can become a successful truck mer

chant.

He must, however, approach the busi

ness with the realization that he is going

to do things he has never done before.

He also is going to make profits that he

never made before.

As a starter, he must determine to de

partmentize. He must make this a sep

arate part of his business, divorce it from

passenger cars, the shop and everything

else, and determine to concentrate on the

sale of trucks. If he will do this he can

build a profit-paying truck business.

In the big cities there is a field for

truck distributers.

In the big cities there also is a field for

exclusively truck dealers.

And even in some small cities the ex

clusively truck dealer may find it profit

able to operate.

The Small Town Dealer

Let us assume that a passenger car

dealer in a town of small size, who has

been handling passenger cars only,

wishes to go into the truck business. A

few dealers have met misfortune because

they started in the wrong direction at

this fork in the road. They tried to

throw the trucks right in with the pas

senger cars, and there’s where they made

their mistake.

TRUCKS MUST NOT BE HANDLED

IN THE SAME DEPARTMENT WITH

PASSENGER CARS even though the

NEW THOUGHTS, New Depart two vehicles stand side by side in the

same salesroom.

But, the dealer says, how am I going

to establish a department when all there

is to my business, so far as selling is

concerned, is myself and a salesman. In

that case the salesman preferably is al

lowed to concentrate on passenger cars.

He virtually becomes the PASSENGER

CAR SALES MANAGER. The pro

prietor becomes the truck sales depart

ment. He is manager, salesman and

everything else.

The proprietor is selected for this work

because he is presumed to be better able

to think of this NEW THING. He is

presumed to have a type of mind that is

capable of diversification, else he would

not be the proprietor.

Concentrate on Truck Sales

The proprietor then goes at truck sales.

If he should be able to devote only half

time to it then he would take what avail

able time he had, at least half a day, and

concentrate on truck sales. He would

list business houses, farmers and other

likely prospects, have sales letters and

literature sent to them and then make

calls on them. He would keep this up

and get a few trucks in operation in his

territory. As a few trucks began to

operate they would advertise his line and

he would then work for other sales.

As time went on this proprietor

salesman should be able to engage a

truck salesman to assist him. Good

salesmen can be made from former rail

road employees, such as station agents,

shipping clerks and others used to han

dling merchandise, provided they have

Make Money in 1919

Make More in 1920

the other qualifications necessary for

selling.

In towns of average size, where the

dealer has several salesmen engaged on

passenger car work, the field is big

enough for a truck salesman at the start,

and over this man the dealer, who be

comes a GENERAL MANAGER by this

move, keeps a watchful eye and aids him

in developing the truck field.

The Big-Town Dealer

\

In the big town the dealer operates as

does the average-town man, but he may

also, if he sees fit, set up a separate place

of business. Trucks may also be handled

in the same salesroom with passenger

cars, provided the human part of the

organization is kept separate. Passenger

cars and trucks can be handled together

but NOT by the same sales organization.

A Most Important Point

Most important among the points to be

considered is that the trucks be handled

separately ON THE BOOKS IN THE

ACCOUNTING DEPARTMENT. Even

a small dealer can do this. In fact, he

MUST do it if he is to be successful. In

the Motor World Simplified System of

Accounting, described on page 92, de

partmen-tization is explained in detail.

Therefore:

1—-Approach the truck business with

an poen mind.

2—Departmentize.

3—Make money in 1919, make more in

1920.

lllllllllIIIIlllIlllllllIlllllllllllllllllllllllllllllllllllllllllllllllllllIllllllllllllllllllllllllllllllllllllllIIll|Ill|lllIllIIIIIIllII|IlllllIIllIlllllllllllllIlllllllllIllIlIllllllIIIIIIllllllllllIllIllIIIllIlllIlllllIllllllllllllllllllllllllllllllllllllllIlllllIlllIIllIllIll|llI|llIllllIllllIIIlllIl|llI|llllllllllllllllllllllllllllllliltlll

Read the Truck Sales Ideas on Pages 33, 34 and 71

and, also, go back and read again what is on Page 9.
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New Ways of Truck Leaders

[Gathered from the field by Motor World Representatives]

Must Know Selling First

A man who has demonstrated

that he can sell pins, or corsets, or

old bottles, or anything else, stands

as good a show to be engaged by

us as a man who understands the .

truck business from end to end.—M. A. O’Mara, White Co., Kansas I

City.

TRUCKS AND CARS IN SAME

\ SALESROOM
    

Used Trucks Sell New Ones

The used-truck department is as

legitimate as the new and should

be conducted in the same business

like manner. By making it a le

gitimate business run on legitimate

lines we last year handled 125

trucks, and old customers returned

to us for a second truck—A. S.

Austin, Republic trucks, Kansas

Trucks and passenger cars are sold' at the same location by Henry Paniman, the

Pierce-Arrow man in. Chicago. There are wide doors between the car sales-room at

C-t the front and the truck salesroom at the rear, which makes two and yet one room.

1 Y- If a rospcct asks about trucks he is directed to the other end 0/ the salesroom, and

the cannon, who is always prompt, courteous and AT THE DOOR, presses a but

ton behénd a post and summons a truck man, who meets the prospect before he

has time to wander around and get lost“. Similarly, used car men and others are

summoned by this button system. The floorman never presses the ebutton until the

prospect has gone far enough so that he can't notice the move, which is made quietly

and unobtrusively

Makes Used Trucks Pay

When I put in a used-truck de

 

 

partment I absolutely divorced it

from the new truck department

without alimony. It had to sup

port itself. It has not only done

that but has also made a profit.—

A. S. Austin, Republic trucks, Kan

sas City.

Buyer Has to Sell ’Em

I have one man in charge of the

used-truck department, who makes

all appraisals and orders all re

pairs and makes the sales. The

same man who buys the truck

should always make the sale—A.

S. Austin, Republic trucks, Kansas

City, Mo.

Get the Price

The used truck business must be

run on the principle that the dealer

is morally bound to sell a truck for

just what it is WORTH, no more

 
 

It’s the Money You Spend That Makes You Rich

When a farmer tells me he can’t see why he should have a farm light

ing plant because it costs too much money, etc., I go at him like this:

“You’d like to live in town if you could, wouldn’t you?"

“Sure.”
S‘why?li

“Well, I’d have more comforts, light, heat, water, better schools for the

children, churches and lots of things."

a whole lot of things you have now.“Yes, and you’d have to give u

Now, don’t you see that with a lig ting plant on your farm you can have

all these things—light, water, comfort, better living conditions—and, with

your automobile, you still can keep in touch with anything you want in

town? And you can have a whole lot of things on the farm besides that

you can’t very well have in town—chickens, a pig, a cow, a big vegetable

garden—oh, lots of things.

“And as to the cost, say, don’t you know it's not the money you have in

the bank 'that gives you rank as a rich man, but it's the money you spend

that gives you standing. What on earth is the use of having money if

you don’t spend some of it making yourself and your family comfortable

and happy and making life worth living for you all?

plant and show folks you really are well enough oil" to live right.—E. J. .

Miles & Co., Newton, Iowa, Delco.

Put in a lighting

 
 

and no less. If he sells for more

he injures the buyer, and if for less

he injures the firm. This principle

enabled me to sell $45,000 worth of

used trucks last year, and every

buyer is in a humor to come back

to us when he wants another truck.

—S. Albert, General Motors Truck

Co., Kansas City.

Know Your Business

To be successful in the used truck

business the buyer must be able to

appraise the exact value of the car.

—S. Albert, General Motors Truck

Co., Kansas City.

Learn Prospect’s Business

We get the facts about a man’s

business, what it is, how he handles

it, and just where a truck would

help him. Then we bring our data

to bear to convince him that he can

conduct his business easier, better

and more economically with a

truck—M. A. O‘Mara, The White

Co., Kansas City.

Owners Check Monthly

We assure our customers that if

a truck is properly cared for, the

stationary parts tight and the

working parts properly adjusted

and lubricated, the truck not se

[Turn the page]
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riously over-loaded or over-speeded,

the repair bills should be nothing.

Our service department provides

facilities for the owner to know

each month how carefully his truck

is being handled—A. S. Austin,

Republic Truck Co., Kansas City.

_ About Salesmen

We get better results from a

salesman who does not know any

thing about any other truck than

from the one who does. We want

him to understand ours thoroughly,

but do not care about him knowing

any other.—M. A. O'Mara, White

Co., Kansas City.

Studies Salesmen

In engaging a salesman I try to

gauge his initiative, resourcefulness

and ability to explain the inherent

value of our own make—M. A.

O’Mara, White Co., Kansas City.

Be a Salesman First

We select our salesmen not for

experience in truck manufacture or

handling, but for their record in

selling—no matter what. We can

train a good seller to handle our

goods. We cannot make him a

good salesman if he does not have

the qualifications in him.—M. A.

O’Mara, White Co., Kansas City.

Repeat Commissions

A salesman gets his commission

on a repeat order, no matter if the

man purchases direct from the

house. This keeps him vigilant.—

A. S. Austin, Republic trucks, Kan

sas City.

Know How to Analyze

We select our salesmen accord

ing to their ability to figure out

the value of a truck for a certain

kind of business. If he can con~

clusively show a man that his own

individual business would be in

creased by the use of a truck, we

can sell it to him.—-A. S. Austin,

Republic Trucks, Kansas City.

Wants Over-30 Boys

In choosing a salesman I always

look for a man over thirty. A truck

salesman must be a man with busi

ness experience—what kind of

business I do not care—A. S.

Austin, Republic Trucks, Kansas

City.

Sell Where They Fit

We train our salesman thor

oughly never to sell except where

he can give the best and most eco

nomical results to the buyer. That

 

SELL TRUCKS

Make Money in 1919

Make More in 1920

More truck ideas on pages 33

and 71

  

 

brings other prospectsand also

brings the same man back again

when he wants something else in

our lines.—M. A. O'Mara, White

Co., Kansas City.

Repeat Business the Gold

Mine

Repeat orders naturally follow

legitimate, conscientious selling.

Eighty per cent of our business has

been repeat orders—M. A. O’Mara,

The White Co., Kansas City. '

If He Learns——

When we start in to train a

green salesman we give him a

mass of information and data and
  

see if he learns it. If he does we

have hopes of him. If he does not,

we let him go.—A. S. Austin, Re

public Trucks, Kansas City.

Hammered a Year

An agent should keep hammer
ing awayI until his prospect sees

his need of a truck. It took me a

year to convince a man with a

thousand head of horses that he

needed trucks instead of wagons.

At last, just to get rid of me, he

said, he ordered tWo of the cheaper

grades. In three months he was

ms 
      

at work dehorsing his plant and

installing trucks entirely.—.-M. A.

O’Mara, the White Co., Kansas

City.

No Chance!

When a man tells me he is wait

ing for a decline in prices I show

him that the price is dependent

upon the cost of labor, and that

labor is NOT going down—A. S.

Austin, Republic Trucks, Kansas

City.

Shows Few Figures

When a prospect for a motor

truck is found, we simply size up

his hauling problems and try to sell

him a truck which is best suited to

his individual needs. It is only

when a man is not in the market

for a truck that we have to show

the comparative cost of the opera

tion of motor trucks as against

horse-drawn haulage.—Edward T.

Ash, the Aull-Ash Co., Columbus,

Ohio.

Departmentizes in Letters

As soon as we added trucks to

our line we put them in charge of a

truck man, who conducts truck

affairs with the dealers. If a deal

er mixes cars and trucks in his

correspondence, we separate the

subjects in the outgoing mail.—

Joseph A. Schlect, president Mound

City Automobile Co., St. Louis.

New Prospect List

A car selling prospect list is of

no value to the truck department,

although the reputation of the

house is. We began our truck deL

partment by listing the probable

users and circularizing them, en

closing return cards. By investi

gation we eliminated some on this

list, and by energetic work we soon

had a good working list—John L.

Fay, truck sales manager, Weber

Implement & Auto 00., St. Louis.

See the Farm First

A man who knows farmers and

farm conditions will not sell a truck

to a farmer until he has visited that

farm to determine the size of the

truck the farmer needs—William

A. Flamm, implement manager,

Weber Auto & Implement Co., St.

Louis, Mo.

Used Trucks Build Trade

Every man who purchases a used

truck is a prospect for a new one,

and must be treated fairly if you

wish him to return.-—S. Albert,

General Motor Truck Co., Kansas

City.

Study Repeat Business

Each salesman has his list of

truck owners and calls on them

regularly to give advice and assist

ance. That means repeat orders.—

A. S. Austin, Republic Trucks,

Kansas City.

Show Him He Needs One

The only objection a man makes

to buying a truck is that he does

not need it. It is my business to

show him that he does, and I do.—

A. S. Austin, Republic Trucks,

Kansas City.
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Make Our Trade’s Business Letters

the Neatest in the World
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You Should Do This

HERE are certain things you must do if you would

have your letters not be a waste of money. MOTOR

WORLD sees many letters from dealers that clearly

indicate carelessness. Perhaps the girl is to blame. If

she is, just call her attention to this page and ask her

to see what a neat letter writer she can become.

Remember this: There are various ways of writing

letters, any of which may be perfectly correct, but it is

advisable to find some ONE good way and stick to it.

That is what MOTOR WORLD has had to do in its own

business, and so we present to you what we consider

the BEST way, and suggest that you follow the direc

tions shown on the sheet above.

The letter should have even margins.

The letter should occupy the center of the page; that

is, it should not be too wide if it is short. If you are

writing a letter of only a few words pull in the length

of your lines and make the letter a rather neat little

square block.

The directions for writing the letter are plainly in

dicated on the above sheet. Follow this style and you

will have nice letters. Get into the habit of doing it

this way and you will always have good results.

The letter that leaves your office represents you just

the same as does a salesman. If the letter is a bum

piece of work it is the same as sending out a bum sales

man. Why have a BUM when your letter can just as

well be a gentleman?
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YOU MUST

Sell Tractors- in the NewWay

The Tractor Is an Old Device But Is Coming

Into New Prominence and With It Are New

Ways of Selling Which You Must Use to

MAKE MONEY 11v 1919

HAT is said on this page ap

Wplies to new tractor dealers

and old. Dealers who have

been handling tractors in the old

way for years must adopt the new

way if they would be successful and

make money in this line of selling in

the future. v

The first step is for the dealer to

sell himself on the power farming

idea. He must realize that he is tak

ing up with something that is differ

ent from what he has done before—

provided he has not sold tractors at

all. He must make a study of farm

ing with power machinery; he must

learn farming and farm conditions;

he must familiarize himself with'the

machine and the field into which he

is going, and must get all set men

tally before he starts.

l' Lack of Preparation Costly

Rushing unprepared into tractors

—or trucks—is a sure way to make

the initial period more costly than is

necessary.

Then, get a good tractor. There

are good tractors and poor tractors.

It is foolish to hook up with a trac

tor that is of wrong design. The

better tractors—and the ones that

will stay with us—are those that are

adopting better engineering design

than characterizes the older types.

The new tractors have enclosed fric

tion parts, weigh'not over 4500 or

5000 pounds, have drop-forged or

rolled-steel gears, accessible parts,

are priced at $1,500 to $2,000 for a

3-plow machine, have anti-friction

III III III

bearings, are suitable to local condi

tions and applied automotive knowl

edge.

After you have chosen a GOOD

tractor make sure you get a discount

that will leave you some NET profit.

Dealers should get 20 or 25 and dis

tributers about 33.

Then decide to sell the implements

that go with the tractor, because

this is one of the combinations that

surely will be with us, and in which

there is added profit.

Educate the Farmer

You must then set out to be an

educator of the farmer. You must

teach him how to use the machinery.

This teaching will repay you many

times over in later months. Teach

him to house the tractor and imple

ments. Make a business man out of

him. Don’t let him treat the tractor

the way he used to treat his farm

implements, and the way he still

treats them, leaving them to depre

ciate in the fence corners.

Give prompt service. Fit up a

service truck, car or motorcycle and

arrange to get quickly to the farmer

when he needs service. He will sel

dom ask for service except when he

needs it in a hurry. Prepare to GET

THERE IN A HURRY and then

MAKE HIM PAY FOR IT.

Start on a SOLD SERVICE basis

and get miles and miles away from

that old FREE service system that

has killed so many passenger car

dealers. If you can’t get PAY for

service there is something wrong

MAKE MORE IN 1920

and you are destined to encounter

trouble.

Departmentize. Establish a sepa

rate tractor department in both your

accounting and operation. Carry it

separately on your books. You are

NOT in the tractor business until

you have established a separate de

partment.

Departmentize in your selling.

You may let the tractors and imple

ments stand in the salesroom with

your cars and trucks, but you must

NOT have them sold by the passen

ger car men. You must have special

tractor salesmen. If your organiza

tion is not big enough for this, you

must take over the tractor sales

yourself until it gets to a point where

you can have special men. In case

your finances permit it, you would

do well to establish a department of

reasonable size at once and go at

the job intensively.

Lay Groundwork First

But first lay the ground-work. Un—

derstand what you are doing. Un

derstand that the work is somewhat

different, although just as profitable

as compared with car selling. Then

study the tractor sales and service

ideas of successful tractor dealers on

pages 37, 38, 44, 45 and 46 in this

issue.

Get set right, get organized right,

work right and you will find yourself

hooked up with one of the greatest

trades in the world.

Read page 9 again.
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How Successful Tractor Dealers Are Making

Money in 1919 and Preparing to

Make More in 1920

[Ideas gathered from the field by Motor World stafl men]

House-to-House Work

During the last winter I have

made what is literally a house-t0

house canvass of my territory talk

ing tractors. Results? To-day I

have a list of over 50 live pros

pects, most of whom I shall surely

sell during the coming season just

as sure as the season comes around.

It has been hard and tedious work,

but it has paid—F. H. Lang, trac

tor department, Dunlap Motor Co.,

Ames, 1a., Ford and Fordson.

Good Service Commands

a Price

The right kind of service, given

promptly and satisfactorily, com

mands a price which the farmer is

entirely willing to pay. The farmer

never kicks at the price when the

job is done right and on time. This

applies to service on motor cars,

motor trucks and tractors—Earle

Black, Pella Motor Co., Pella, Ia.,

Overland and Moline-Universal,

Republic trucks.

Tune Up for Demonstra

tions

We don’t believe in using a new

car or a new tractor for demonstra

tion purposes. As a matter of fact

we never give a man a demonstra

tion in a new car unless the sale al

ready has been made. It’s the same

with tractors. Here’s what we do.

We get a farmer near town to leave

a field unplowed for us, agreeing

with him that we ourselves will

have it plowed whenever he wants

to plant it. Then we put our dem

onstration tractor in that field and

leave it there.

Whenever a prospective customer

wants a demonstration we take him

out there and let him plow a few

rounds. If he is satisfied we take

his order and deliver a new tractor

to him. This saves running all

over creation to make farm dem

onstrations and we always have a

machine which is tuned up and in

running order to demonstrate—M.

S. Brunner, Motor Sales Co., New

ton, Ia., Dodge, Hudson, Essex and

Moline-Universal.

~

Pulls Cars Out of Mud

The Rude Auto Co., Perry, 1a.,

has a service Fordson tractor. It

has been kept busy pulling motor

cars out of the mud during the last

month. When a customer tele

phones in that he is stuck in the

mud the little Fordson goes after

him and snakes him out in a hurry.

The tractor can get through where
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a car can’t and a tractor hauling a

disabled motor car to the Rude

garage has ceased to be a novel

sight on the streets of Perry. F.

H_ Martin & Co., Jefferson, 1a., has

been doing the same thing with an

E-B tractor.

Never Cut Prices

Never cut your price. Lose a

sale rather than cut. That’s what

we do. Cutting a price is the

worst possible thing a dealer can

do. Cutting reflects on any line

you handle—it opens the way to the

impression that there is a “nigger

in the wood pile" somewhere. Be

sides, it lowers you as a salesman

in the estimation of tht community

and makes it. impossible for you to

inspire that degree of confidence in

your ability and integrity as a busi

ness man which the community

must entertain for you if you are to

be a success—Ed. Van Gorp, Pella

Motor Co., Pella, 1a., Overland, Re

public trucks and Moline-Uni

versal,

Service Not Everything

Important as service is, don’t

make it the only thing you give.

The man who buys a motor car or a

tractor expects to get service when

he buys. He pays for a certain

amount of that in the price he pays.

What is almost as important, if

not equally important, is the keen

ness of the interest you manifest

personally in your customer and

the amount of attention you give

him after the sale has been made.

——Ed. Van Gorp, Pella Motor Co.,

Pella, 1a., Overland, Republic

trucks, Moline-Universal.

Let Your Light Shine

We control nearly all this county

on tractors. We don’t intend to ap

point any sub-agents, but we do in

tend to display one of our tractors

in a garage in every town in our

territory. We’ll just let them stand

there where the farmer can see

them and look them over. The

garageman is supposed to keep his

ears open, and whenever a farmer

talks or acts like a prospect he is

supposed to notify us.

We’ll send our tractor man from

here and if a sale results we intend

to pay the garageman a commis

sion. Anyway, we think four to

six tractors standing on display at

various places in our territory will

have more advertising value than

the same tractors will have hidden

in our warehouse here—M. S.

Brunner, Motor Sales (‘0., Newton,

1a., Dodge, Hudson, Essex and

Moline-Universal.

Roll Up Your Sleeves

To get tractor business you've

got to have a guy with his sleeves

rolled up. You can't sell automo

biles in jumpers; and you can't sell

tractors without them. It’s natural

for the man who buys a car from

you to want you to show him how

to run it. He wouldn’t have bought

from you unless he had confidence

in you. The same thing happens

in the tractor business. The same

man can’t demonstrate a car in the

morning with his pants creased and

a tractor in the afternoon with

grease on his nose.

I've seen the time when I had to

put on overalls and do some plow

ing myself. When I got through I

was in no fit condition to sell a mo

tor car. So to my way of thinking

there‘s only one way out of it—

departmentize your business.—M.

S. Brunner, Newton, la.

 

More Tractor Ideas

on pages 38, 44, 45. 46.
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The Shoe on the Other

Foot

If I buy a team from a farmer

what guarantee does he give me?

None, beyond the claim that as far

as he knows the horses are sound

in wind and limb at the time I buy

them, and after that it’s up to me.

If one of my horses dies the very

next day, it’s my loss, isn’t it?

Sure.

Then why should I sell the

farmer a car or a tractor and

agree to protect it against every

thing. he may do to it? I demon

strate that it is in good working

condition when I deliver it to him

and I show him to the best of my

ability how to run it. What more

has he a right to ask than that? I

say to him:

“Now I’ve sold you a tractor that

is all right and it will do the work

I say it will. It will be all right

if you will treat it all right. But if

anything should go wrong, I've got

the service station, the equipment

and the men, and I’ll give you

prompt and satisfactory service

whenever you need it. But this

doesn’t mean that I won’t charge

you for it. If it’s your fault you'll

have to pay; if it’s mine, I’ll stand

it.” This sort of an understanding

at the start saves lots of trouble.—

E. J. Miles & Co., Newton, Ia., Ford

and Fordson.

Education Costs Money

Every man who gets an education

pays for it himself in one way or

another, doesn’t he? Then why

should I undertake to educate the

farmer at my expense? Show him,

of course, but let him understand

that if he wants me to make a good

mechanic out of him he must pay

me what that education is worth.—

E, J. Miles & Co., Newton, Ia., Ford

and Fordson.

Grandfather Would Throw

a Fit

Our farms here are small. Not

many of them are over 160 acres.

When a farmer tells me he can’t

afford to buy a tractor to use on a

farm so small, or that he doesn’t

think it’s good policy for him to

buy, I say to him: “See here, if

your grandfather should wake up

now and see what you have around

you to-day in the way of farm ma

chinery he simply would throw a fit.

To-day we are just as far behind

where our grandsons will be as

,your grandfather was behind you.

The tractor is an evidence of prog

ress. To be up to date and to keep

yourself out of your grandfather's
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class you have got to have one. If

you don’t keep up to the minute

you’ll soon fall so far behind you’ll

never be able to catch up again.

Just think about that a little

while.”-—E. J. Miles & Co., Newton,

Ia., Ford and Fordson.

Ex-Farmers Best Salesmen

.To be a successful tractor sales

man a man should have had farm

experience, particularly in field

work. The man who can talk to

Good Shop Essential

An experienced and capable re

pairman and a well-equipped re

pairshop are necessities nowadays

if a man is to win out in the auto

motive business. I think it is well,

too, for the dealer to equip his shop

with tools and machinery especially

adapted for service on that car of

which there is the largest number

owned in his locality. This whether

he has in the past sold the most

popular car himself or not—E. A.

Broekmann, Manning, Ia., Olds,

Studebaker, I, H. C. trucks and

Titan tractors.

Be Sure of Your Battlefield

When you’re making a tractor

demonstration be sure you know

what you’re doing. When you can’t

make your tractor perform there’s

sure to be a fellow just over the

  

the farmer about the latter’s field

work has struck the shortest road

to the farmer’s interest.——F. H.

Lang, tractor department, Dunlap

Motor Co., Ames, Ia., Ford and

Fordson.

Sold the Small Boys

Consider the boys. I've put two

or three little fellows, 10 or 12

years old, up on my tractor, have

showed them how to run it, have

told them they could run one if

they had it, asked them how they’d

like to have one and then sent them

home. In two instances the fathers

came later, saying: “You’ve got my

boy. Guess I’ll have to buy a trac

tor if I’m ever to have any peace

of mind again.” They both bought.

—F. H. Lang, tractor department,

Dunlap Motor Co., Ames, Ia., Ford

and Fordson.

If You Should Die—

A one-man proposition is no good,

because that one man may die.

Get your business organized so that

it will be out of the one-man class.

Put men at the head of every de

partment, make them responsible

and then make them saw wood—E.

J. Haupert, manager Rude Auto

Co., Perry, Ia., Ford and Fordson.

fence who will yell: “Oh! I told

you so—that’s your tractor for

you.” I once tried to start a trac

tor in a field that just had been

ditched for tile and was full of soft

spots. ' I had one heck of a time.

I made that tractor stick, however,

by sticking to the tractor. But I

won’t forget the experience in a

hurry. The tractor salesman and

the tractor demonstrator have a

battle on their hands at the best,

and they want to survey their

ground in advance just as any good

general would do.—G. E. Lebo,

manager, tractor department, Crary

Motor & Implement Co., Boone,

Iowa.

Know Your Machine

Our experience in selling tractors

has taught us that the chief quali

fication for a successful tractor

salesman is a thorough knowledge

of his machine. Of course, it takes

salesmanship to sell anything, but

the man who is versed in farming

and knows how his tractor in par

ticular can be adapted to the need

of the individual farmer will get a

good deal farther selling tractors

than will the mere salesman—R.

E. Lester, E. A. Lester & Co.,

Perry, Iowa, Hupmobile, Lexington

and Moline-Universal.
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Set This Beside Your Driveway

  

 

 

 

MOTORISTS” NECESSITIES
 

  

 
 

 
  

 

 
 

 
 

 

 

 

 

 

 

  
 

 

 

 
 

 

 

 

 
  

 

 

  

 

 
 

 

 

 

 

 

 

 

  

 

 

o/ automottvc equipment wlll pay for

itself many times over in a year. It

should cost $50 or maybe more; maybe

a little less. It can be of ash or oak in

hard wood or yellow or North Carolina

nine in soft wood. Or other woods may

be used. The upper sections—A and A

—are loot-high shelves behind glass

doors. B and B may be shelved for

T118 runway cabinet for the display small goods, although top shelves should

not comc out so far as to obscure lower

shelves. (7 is for tires or other large

displays. Robes aml llustcrs could be

shown in C on a cross rod made 0/ May

handle. The back may be lined with a

composition board. If clcctric lights,

concealed in reflectors. can be plach

in the upper front corners of each com

partment it will add greatly to the el

lectiveness o] the display, although it

will cost a trifle more. I] you have some

boards about the place and build this

yourself it should cost very little. BET

IT BESIDE YOUR RUNWAY, FILLED

WITH GOODS, CHANGE THE DIS

PLAY EVERY WEEK, AND WATCH

THE STOCK MOVE.
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_ and the poor devil, on the

Get the Price!

My idea about sales is to tell the

people the truth and get full value

for the car when it is sold. If that

is done and you do not feel like the

purchaser has stuck you then you

are in a better frame of mind to

give the owner 100 per cent service.

Or, in other words, you have no de

sire to hang it on him with his ser

vice bills. Thus you save the owner

from getting sore and going some

place else. I believe in getting full

price out of everything we sell.—

Ralph Wilson, manager, Columbus

Cadillac Co., Columbus, Ohio.

Hot After Them!

The reason why We sold 25 cars

during the recent Columbus Auto

mobile Show was that we went af

ter orders and not prospects. We

have no interest in prospects if

they do not soon develop into or

ders. It is like a dog chasing a

flea on his back. As a result, he

runs around in a circle. We soon

spring the order properly filled out

and ask the man to sign—Ralph

Wilson, manager, Columbus Cadil

lac Co., Columbus, Ohio.

Experts !

The world is getting full

of experts on motor cars.

amateurs who have owned

two or three cars and

think they know all about

motors, and so forth. They

want to argue from pur

gatory to breakfast, to

tell the salesman just

what is the matter with

his car. Usually these are

wealthy men, who rather

overawe the salesman;

defensive, sometimes actu

ally gets into the position

of apologizing for the

manufacturers! Yet it is

seldom profitable to string

out a discussion of this

kind—for such prospects

really don’t know enough

technically about the car

to understand technical ex

planations that the sales

man may make. F. M.

Ephland, Roamer dealer

in Kansas City, says:

When a man begins argu

ing over the points of my

car I say “You have owned

five cars—I have owned

500!” That generally set

tles the argument.

DEALER
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Guarantees the Price

We guarantee the price on every

automobile we sell until the early

winter. In that way we answer

the argument of the prospect that

there is liable to be a price reduc

tion. In case the price is reduced

we pay the difference to the pur

chaser. We find that a good meth

od of closing a deal for an automo

bile—Frank Kaiser, Kaiser Motor

Car Co., Columbus, Ohio.

Car Not Good Enough

This is a peculiar year for motor

car selling—you never can tell

what’s likely to pop up. I’ve reached

the conclusion that in case of doubt

as to why the prospect hesitates,

switch to a higher priced car. Had

a good prospect the other day; he

was wavering. He liked the $2100

TOWN

TOR

NIW CAR ON

AL

SERVICE

ATION

  

car I had been trying to sell him—

the one I thought would just fit his

pocketbook. One day I called him

on the phone—he said, rather half

heartedly, “Well, you might come

down and talk it over again." I

jumped into a $3500 car of another

make that we handle, to get quickly

to the prospect. He saw the car

draw up before his window. He

came out to look at it—and bought

it. I've tried corresponding stunts

since, switching to higher priced

cars, and it has worked again. You

never can tell.—Fred L. Ermis,

Moriarty Motor Co., Kansas City.

Parts ON HAND Insure

Service

It isn’t what you make on parts,

but the advantage they give you in

rendering service that is important.

We carry a complete stock of every

essential part that can be needed

on the cars we sell; consequently

when one is needed we have it

right here and there’s no delay

about putting it in. If you are in

a position to give instant service

and do give it, that’s your very

best advertisement and sells cars

for you.—Earle Black, Pella Motor

Co., Pella, 1a., Overland, Moline

Universal.

BECOMING AN EFFICIENT MOTOR CAR DISTRIBUTER

STATE TER.

tributer should use.

shown herewith.

fails to improve, he is no good

SELLING

LETTERS

The Hudson-Brace Motor Car 00., Kansas City, has a plan that every other dis

_ The Brace brothers—Bill and Hal—4m to make their dealers

gore ejficzenl, because that makes more money for the dealers and for Hudson

rare. The traveling men check up each dealer on every visit on a form like that

If he improves he is a good dealer. If he gets! worse each trip, or

as a dealer. Try it in YOUR territotry. The big;

point is that it is a definite, systematic plan
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Keep the Cars Running

Don’t let your customer be out

of the use of his car. Don't keep it

sitting around your garage. If it

needs attention give it at once. If

you haven't the equipment, men

and parts to do this, then get them.

The equipment for service should be

commensurate with the number of

cars you have in your territory.

Anything less than this means de

lay to your customer and a loss of

your own prestige—Fred Lanke

man, Pella Motor Co., Pella, 1a.,

Overland, Republic trucks and Mo

line—Universal.

Are You “Plate Glass

Shy?”

A salesman must above all else

have self-confidence. Too many are

plate-glass, shy. They go into an

oifice and let the prospect dictate

to them, feel that they are inferior

to him and are asking a favor in

stead of granting one. When a

man talks motors he should feel

that he knows more about the busi

ness than the man he is canvassing

and act accordingly—courteously,

of course-F. M. Ephland, Roamer

Motor Co., Kansas City.

 

Service Sold Them

Recently we changed our line of

cars. Since then we have realized

the value of service previously ex

tended, for many of our old cus

tomers have come to us for the new

car, stating that they placed the

Rottersman service above the name

of any car —H. Rottersman, presi

dent, Rottersman Automobile &

Truck Co., St. Louis.

What Makes a Salesman?

In engaging a salesman we look

almost solely to his personality and

social standing. These two quali

ties are worth more than even be

lieving in the article he has to sell.

—J. B. Durkee, Buick, Kansas City.

Schools for Salesmen

After a salesman is engaged we

send him to school. We hold one

three nights in the week, even if

there is but one man to be instruct

ed. We teach him how to approach

a man—if he does not already

know how—train him in the

qualities of our car and answer

questions he may ask.—J. B.

Durkee, Buick, Kansas City.
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Doesn’t Bother with

Skeptics

People are buying cars so fast

that we don’t waste much time in

fruitless arguing with prospects

who won’t believe our honest an

swers to mistaken notions as to

coming reductions in price—Fred

L. Ermis, Moriarty Motor Co.,

Kansas City. '

Look Over His Record

In engaging a salesman we count

his greatest asset the number of

customers to whom he has already

sold cars. He must have had expe

rience selling motor cars before We

will consider him.—F. M. Ephland,

Reamer Motor Co., Kansas City.

Poor Roads Cost YOU

Money ‘

Every motor car dealer should be

an advocate of good roads. Poor

roads in Iowa have cost us three

months’ business this winter. We’ll

have to do a whole year’s business

in nine months now to break even.

—Swaney Motor Co., Carroll, 1a.,

Ford and Fordson.

Shop Is Now Separate

C. E. Davidson, Santa Fe Trail

Garage, Kansas City, has leased his

repair shop to mechanics, who are

glad to be called to perform some

little free service for Davidson,

such as putting in spark plugs for

regular storage customers or tran

sients, as these courtesies lead to

business—if the mechanic has his

ears and eyes open.

Those Price “Waiters”

When a prospective buyer says

he is waiting for prices to fall, I

ask him if he can tell me when the

cost of labor is going to drop. He

will frankly confess that he doesn't

know. Then I inquire if he is going

to walk in the meantime. The an

swer in nearly every case is “no.”

After that I get him to sign up.—

0. L. Black, Vice-President and

Sales Manager, Auburn Motor

Sales Co., Louisville, Ky.

Pushed Prosperity Over

By a united campaign on the part

of dealers, through news stories in

the newspapers, statements from

factory officials, etc., the Los An

geles dealers have succeeded in

overcoming the bugaboo about fur

ther reductions in automobile prices

and the subject now is seldom

raised. Manufacturing conditions

at this time have been explained so -

generally that the car buyers have

been made to understand they can

gain nothing by doing without a

car now, when they need it.

WHERE THE DEALER’S DOLLAR GOES

As outlined by Henry Paul'man, Chicago, 17 years a dealer
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Making aHomeFitting to the Business

  
‘ ' ._ ' The Greenlease Motor Car Co.,

- . which sells the Cadillac in Kansas

City and the Southwest, has just

completed a new business home.

It is one of the finest in the trade.

It is of a type that is coming to he

distinctive of the motor car busi

ness. It provides a setting that of

itself will help build for Green

lease a great business in 1919 and

a greater business in 1920.

ABOVE—Ten thousand motor car owners

every morning on Gillham Road and McGee

Traplcwoy get this view of the new Green

leaae house of business. Can they think other

than that their patronage is sale here!

SIDE—And at night when dusk is falling the

some ten thousand get this view of the

Greenleasc interior. brightly illuminated and

fittingly furnished

BELOW—And on the far left side of the

picture what you may think is more new car

salesroom is the used car salesroom. It

helps give buyers confidence in Greenlcuse

' used cars
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Your Car Deserves This Atmosphere

 

 

  

No matter how small your salesroom you can inject into it the atmosphere which prevails in the

new business home 0/ the Greenlease Motor Car Co. of Kansas City. A few artistic touches will

help you make money in 1919 and more in 1920
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Start the Buyer Right

Starting right is the main thing

in selling tractors. Leave your cus

tomer contented and happy or your

tractor won’t stay sold. If neces

sary devote one, or even two days,

to the job of starting and instruct

ing. After that you safely can

limit the amount of free service

you’ll stand for.—G. E. Lebo, man

ager tractor department, Crary

Motor & Implement Co., Boone,

Iowa.

In Terms of Spring Work

The very best prospect for a

tractor is the farmer, who has a

bunch of spring work to do and who

has to buy horses or something else

to do it with. If he already has

the horses talk shortage of labor

to him. That work has to be done,

you know.—G. E. Lebo, manager,

tractor department, Crary Motor &

Implement Co., Boone, Iowa.

Be Ready for Demand

There's nothing like being ready

for tractor trade when it comes.

We have 31 tractors salted away

here now and we can make delivery

any time. You see, I’ve got my

banker converted on the power

farming idea and can go to him at

any time and get the money where

with to stock tractors. That’s im

portant, too. The ability to get

money and the nerve to stock the

machines in anticipation of the de

mand are characteristic of the new

element which is coming into the

tractor business—E. J. Haupert,

manager, Rude Auto Co., Perry,

Iowa, Ford and Fordson.

Teach Operation

The tractor is more liable to

abuse and is more easily abused

than is any other piece of equip

ment the farmer buys. For this

reason, in delivering a tractor, be

sure the farmer knows all about its

capacity for work and how to op

erate it. Our practice is never to

deliver a tractor to the 'farmer

when he thinks he knows how to

run it, but only after we know he

knows how to run it. You know

there are men who think they can

step right into a motor car and

drive it home without any instruc

tion. Usually they try to climb a

tree with it before they have gone

half a mile. It’s the same way

with tractors. Seeing to it that

your customer is a thorough mas

ter of his machine'before you leave

him alone with it saves trouble, ex

pense and excessive service—E. J .

Haupert, manager, Rude Auto Co.,

Perry, 1a., Ford and Fordson.
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Get a Farmer-Manager

I believe that in departmenting

an automotive business it pays to

put a practical farmer at the head

of the tractor department, provided

he is O. K. as respects the other

necessary qualifications for a sales

man, Such a man knows the

farmer and can talk his language.

Then send him out to sell the pow

er-farming idea. Talk the tractor

only incidentally and as a means

to an end. This enables you too to

drag in the implements which go

with a tractor, because you can tell

the farmer that a tractor is no good

without the equipment. Show the

farmer how power-farming meth

ods will make him a better farmer

and how they will make him more

money and how the power equip

ment will make the boy more sat

isfied and tend to keep him on the

farm. Having sold this idea the

mere getting the order for the

tractor is easy. Set a farmer to

catch a farmer—I’ve tried it and

it works—E. J. Haupert, manager,

Rude Auto Co., Perry, 1a., Ford

and Fordson.

Know Your Farm Con

ditions

To sell tractors the dealer must

thoroughly understand the condi

tions a tractor will meet in his ter

ritory. Take this locality, for in

stance. The country is hilly and

farmers have lots of trouble mak

ing the machines they have bought

climb these bills and pull any plows

at all. The result is that most of

them are from Missouri and you’ve

got to show them what your tractor

will do. There’s no use trying to

sell a tractor here which won't

meet these conditions, The dealer

must know what his machine will

do else he will get into trouble. I

take it that the same thing is about

so anywhere in the tractor business.

—A. E. Brockmann, Manning, 1a.,

Studebaker, Olds, I. H. C. trucks

and Titan tractors.

The Implements Also

The motor car dealer who takes

on tractors might as well make up

his mind that in time he will be

handling all kinds of farm equip

ment as well. Here in this local

ity, for instance, the farmer likes

to own his own threshing outfit,

and the dealer must not only sell a

tractor which has the belt power to

operate a separator, but he must

get ready to sell the separator too.

He might just as well do this, be

cause he has the mechanics anyway,

and he can give service on the

whole outfit—A. E. Brockmann,

Manning, 1a., Titan tractors.

Let Nature Help You

Nature works for the tractor

man in the spring. The farmer’s

hardest work comes then and his

horses are the least able to stand

it. Horses are soft in the spring

and can’t stand hard knocks. They

get sore shoulders and it not infre

quently happens that because of

this the farmer can’t get in his

early spring wheat in time. You

see, he won’t use a press drill, as he

ought to, because a drill takes so

much power that it's too hard work

for his soft horses and his subse

quent crop is smaller than it ought

to be in consequence. With a

tractor all this trouble is avoided,

the crop goes in when and as it

ought to and the increased yield in

a short time will pay for the tractor

and the equipment that goes with it.

Present this to the farmer and

you’ve got him.—Swaney Motor

Co., Carroll, Iowa.

Must Have a Manager

The small town merchant who

sells cars, trucks and tractors can

well afford to departmentize his

business. A truck or a tractor

sold means equipment. A tractor,

for instance, often calls for $5,000

worth of equipment. No one will

follow-that up except a department

manager.-—George Weber, presi

dent, Weber Implement and Auto

Co., St. Louis.

Service Means Men and

Tools

Success in selling automobiles.

motor trucks or tractors depends

largely on service. My idea of

service is to have the men and the

tools. I mean by men some one

who will not only go out and at

tempt to do things but one who

actually goes out and does them.

Such men are few and far between.

But you can get them—I have one,

for instance. And you've got to

give that man the tools—tools that

are adapted for the special work

that has to be done—then you can

give real service—Chas. R. Note

stine, Newton, Iowa.

 
 

  
 

 



April 16. 1919 MOTOR WORLD

 
 

 
 

 

Avoid Credit Business

The automotive dealer in the

small town, to make any money,

must keep as far away from the

credit business as he can and give

prompt and efiicient service. The

equipment for the latter is of first

consideration. Then he must be

careful about trading it. Unless I

have the old machine already sold I

won’t allow anything better than a

junk price on it.—A. E. Brock

mann, Manning, Iowa, Studebaker,

Olds, I. H, C. and Titan tractors.

Stick to One Line

Concentrate on one line and make

your selling price cover the service

you must give. Service is essential

to success, but you ought to get pay

for it. Where a dealer tries to sell

more than one make the tendency

is to cut the price and service nec

essarily suffers—H. J. Olberling,

Carroll, 1a., Chalmers and Ad

vance-Rumely.

Make Sure They Fit

I don’t beleive in trying to sell a

tractor to a man who farms less

than 200 acres. I don’t believe a

tractor is an economical proposi

tion on a small farm. I advise the

small farmer not to buy a tractor.

I am going to sell threshing ma-.

chines‘and I must sell a tractor

large enough to run them, and a

threshing outfit is too big a thing

as a rule for the small farmer.~—

H. B. Alberling, Carroll, 1a., Chal

mers and Advance-Rumely.

Talk Farm Problems

Talk to the farmer about the

things he knows when you are try

ing to sell him a tractor. Ask him

how often it has happened that

untimely spring rains have left him

with too little time to plow and get

his spring wheat in. Then show him

how, with a tractor, he can work

night and day, if necessary, taking

advantage of the favorable periods

the weather gives him. You'll find

him listening to you.--Swaney Mo_

tor Co., Carroll, Iowa, Ford and

Fordson.

It Saves Seed

If your customer says he can’t af

ford a tractor show him how he can

save one bushel of seed per acre by

using a press drill instead of broad

casting it—the ratio is two bushels

for the former to three for the lat-_

ter. If he has a tractor he can

use a drill, and the saving in seed

at present prices for seed wheat on

an average acreage will go far to

ward the cost of power equipment.

—Swaney Motor Co., Carroll, Iowa,

Ford and Fordson.

 

Sell Tractors

Make Money in 1919

Make More in 1920

More tractor ideas on pages

37-38-44-46

 

Like the Old Car Days

Putting the tractor business

across is just putting the farmer

wise to needs he doesn’t know he

has, It’s just the same process we

went through with the motor car

ten years ago and it’s going to work

out in the same way.—Swaney Mo

tor Co., Carroll, Iowa, Ford and

Fordson.

Flood the Knockers

The man who continually keeps

knocking tractors generally is a

good prospect for one. He’s just

looking for a chance to be con

vinced. Send him all the literature

and dope you’ve got. He'll read it

just to get other reasons to justify

his knocking if for no other reason.

The first thing you know he’s con

vinced himself and you make a sale.

—W. A. Pohl, Boone-Buick Auto

Co., Boone, Iowa, Buick and Sam

son.

Get Him Angry

Size up your man first. If he’s

a rich old devil who hates to jar

loose from his dough, tell him so.

Get him a little sore at you first,

especially if you think he is leaning

a little in your direction, He’ll

probably buy to spite you.—W. A.

Pohl, Boone-Buick Auto Co.,

Boone, Iowa, Buick and Samson.

Young Men Are Prospects

G0 after the young men for

tractor sales. The old men in most

communities are too conservative.

  

They shy at novelty and innova

tion. “That may be a good thing

all right, but let the other fellow

try it first.” That's the normal

attitude of the old man. The

young fellows are different. Some

of them are coming back to the

farm now from the war, and they

are used to automotive equipment.

They want a tractor. The young

fellow who stayed at home while

his brother went wants a tractor,

too, to help him with the double

work he has undertaken. Get after

the young fellows—they’re the real

tractor prospects—F. Le Cocq,

Star Automobile Co., Pella, Iowa.

Can’t Afford to Feed

Horses

If you are selling tractors any

where in the corn belt tell the

farmer who says he can’t afford to

buy a tractor that it is equally

sure he can’t afford to feed $1.50

corn, raised on land worth $250 an

acre, to a horse, especially when it

takes 5 acres of such land to keep a

horse for a year. The farmer is a

  

reasonable animal and can be con

vinced by a few figures which he

can’t dispute.—Earle Black, Pella

Motor Co., Pella, 1a., Overland, Re

public trucks and Moline-Universal.

Must Learn Farming

The tractor salesman, to be suc

cessful, must know how to farm.

The man who doesn’t know and

tries to sell tractors has my sym

pathy—G, E. Lebo, manager trac

tor department, Crary Motor & Im

plement Co., Boone, Iowa.

In Terms of Harness

A set of harness for a poor team

costs just as much as a set of har

ness for a good team. Harness

costs about $100 a set these days.

Three sets of harness and three

teams of even poor horses mean

about as big an investment for the

farmer as does a tractor. Make

the farmer think about this.—G. E.

Lebo, manager tractor department,

Crary Motor & Implement Co.,

Boone, Iowa.

In“ Terms of Com

Just tell the farmer to take a

bushel of corn and walk along in

front of a bunch of horses and see

how long it will last. Tell him then

to take a pencil and figure out how

much it costs to feed. a horse at

present prices for grain. It’s an

object lesson that will hit him just

where he lives when you’re talk

ing tractor.—G. E. Lebo, manager

'tractor department, Crary Motor &

Implement Co., Boone, Iowa.
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Definition of Service

Tell your tractor customers right

from the jump that the definition

of service is that service is some

thing done well and done promptly,

and that also it is something that

has to be paid for. If you live up

to that definition of service, then

the farmer will pay willingly. The

farmer has been educated by the im

plement trade that the way to spell

service is “f-r-e-e,” but this is be

cause the sort of service the imple

ment man gave was expensive, even

when it was not charged for. You

must disabuse the farmer’s mind

of this ancient idea of service by

showing him what real service is.

—F. Le Cocq, Star Automobile Co.,

Pella, Iowa, Ford and Fordson.

Makes Farmer Independent

Horses are so cheap now that the

farmer is inclined to argue that

even if he can dispose of part of his

by buying a tractor it will not pay

him to do so. In this case we use

the argument of timeliness in doing

his work. Many times a difference

of ten days in the time of threshing

his small grain makes a big differ

ence in the value of the wheat

threshed. And many times he is

delayed because the regular thresh

ing outfit can’t get to him. Then

plowing, seeding and the like must

be done at the proper time to in

sure the best results. This cannot

always be done when the farmer

has to rely upon horses. The

farmer who owns a tractor is boss

of his own time and can do his

work just when it suits him best

to do it. Then, as a tractor will

operate on both the belt and the

drawbar, it makes the farmer inde

pendent of conditions. The aver

age farmer readily responds to this

line of argument.—E. L. Wilson,

Jefferson Auto Co., Jefferson, Iowa,

Ford and Fordson.

Must Sell the Implements

The real job in the tractor busi

ness is to fit the equipment which

will be used with the tractor to the

capacity of the tractor. I’ve seen

farmers trying to pull four bottoms

with a three-bottom machine and

then cussing the tractor because

they could not get away with it.

For this reason it's up to the dealer

to know and then to tell the farmer

what he can do and what he can’t

do. Also for this reason the tractor

dealer will find it necessary that

he himself sell the equipment which

is to go with his tractor and which

is fitted to it. This means not only.

tillage implements, but other ma
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chines as well. For instance, we

have contracted for a line of

threshing machines which we sell

this year, and all our branches will

sell the same line—Swaney Motor

Co., Carroll, Iowa, Ford and Ford

son.

Sell Him a Car First

The tightest man in the world

will loosen up after he’s bought an

automobile. He gets his ideas

broadened all along the line. He

gets out of the rut he’s been run

ning in and finds he has a wider

horizon. The man who says 20

m.p.h. is fast enough for him gets

to be the worst kind of speed

maniac once he gets his hand fitted

to the steering wheel. Sell a man

an automobile and you can sell him

anything else in the line.—W. A.

Pohl, Boone-Buick Auto Co., Boone,

Iowa, Buick and Samson.

Fallow-up Service Pays

The follow-up is one of the most

important parts of tractor service.

What I mean is best illustrated by

telling what we do. A tractor is

delivered to a customer by our shop

foreman—the man who may have

to overhaul it some day. The sales

man who made the sale must call

in a few days later to see how the

customer is getting along. The

tractor service man makes the sec

ond call and at the time makes any

little minor adjustments that ap

pear necessary or wise. Then the

salesman must make still another

call to be sure the customer is get

ting along all right and is satis

fied. All this makes the customer

realize that the commission we

made on the sale was not the only

thing we had in mind, but that we

have a real interest in his welfare

and want to see that he gets what

he paid for. This follow-up service

makes for new sales—E. J. Hau

pert, manager, Rude Auto Co.,

Perry, Iowa, Ford and Fordson.

How Tom Swaney Did It

How I got a farmer to sell a big

tractor and buy a Fordson illus

trates the way the tractor dealer

has to figure at times. This farm

er’s big tractor weighed 6400 lb, I

started in by figuring for him just

how much it took of the whole

amount of kerosene he burned in it

to move the tractor itself at the

speed he usually ran it. Then I

showed him how much less kerosene

it would take to drive my smaller

tractor the same distance in the

same length of time. I also showed

him that without taking any time

out to replenish the fuel, my trac

tor, because of its greater speed,

would go so much farther in the

same number of hours that it actu

ally, with its two bottoms, would

plow as much land as his big trac

tor would with three plows.

Then I pointed out to him that

when he worked his big tractor the

fuel tank would not hold enough to

run a full day, necessitating the use

of a team to haul fuel into the field

and the time of refilling the tank

must be lost. With the small trac

tor, on the contrary, so much less

fuel was used that its tank would

hold enough for a full day’s work,

and at evening he could ride up to

the house on it and fill it up again

after the work for the day was

done. In the morning he could ride

on it again to his work. This was

impracticable with the big ma

chine.

This sort of reasoning so struck

that farmer that he sold his big ma

chine and bought a Fordson and

has been perfectly satisfied ever

since.—Tom Swaney, Swaney Mo

tor Co., Carroll, Iowa, Ford and

Fordson.

Run 0 Farmers’ School

Early in February, in order to

start the tractor business going,

E. J. Haupert, manager the Rude

Auto Co., Perry, Iowa, invited all

present Fordson owners and all

prospective buyers of Fordson

tractors in his territory to attend

a one-day school of instruction at

the company’s salesrooms. About

fifty farmers responded, Wilbur

Collman of Des Moines, superin

tendent of the Herring Motor Co.

tractor service, was there and ex

plained the Fordson tractor from

stem to gudgeon. A Fordson that

had seen hard service all last sea

son was brought in from the farm

just as it was and was totally dis

assembled before the audience. The

purpose was to show how little the

parts of the tractor showed wear

after the hard service it had seen.

The demonstration was so conclu

sive that four sales were made im

mediately, three of the four pur

chasers being among the farmers

present. Thus four tractors were

delivered in February, a month not

usually remarkable for tractor

sales.
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I These Used Car Methods Make Money

  

_. , r4.”

When the Greenleose Motor Car Co., Kansas City, takes a used car in trade it fixes the car up, repaints it

in the shop shown above and displays it on a mam throughfare in the salesroom at _the top of this page.

Putting “class” into the business forces out the troubles and gnef

 

The Sky’s the Limit

When you fix up a used car go

the limit. Don’t spend $200 under

the hood and then show the car to

a customer with the top torn or

shabby. Overhaul it completely

once and for all, regardless of what

it costs. Any used car which is

worth reselling at all is worth fix

ing up right. If it isn’t then junk

it and be done with it. A used car

properly overhauled will bring a

price which will justify the expense

incurred. That’s the way to make

the used car department profitable.

—Earle Black, Pella Motor Co.,

Pella, 121., Overland, Republic trucks

and Moline-Universal.

Trades ’Em Upward

We try to get our salesmen from

houses that sell lower-priced cars

than ours, and this is why: Most

motor car owners have begun with

a moderate-priced car and it is a

fact that they usually graduate as

car owners, that is, they are seldom

contented, if their means permit, to

buy a low-priced car for their sec

ond purchase. A good salesman

from a low-priced house under

stands this and from his personal

knowledge is able to trade upwards.

—O. S. Compton, sales manager Z.

S. Gertner Motor Sales '30., Oak

land, Philadelphia.
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New ' Ways to

Make Money in 1919

Make More

Sell Automotive Equipment—and on

in 1920

these pages and those that follow are

suggestions as to what to sell—and why

.- -—and how
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BABITANK WINDSHIELD

HINGE

This is a hinge for windshields

on Fords by means of which the

upper glass of the windshield

can be tilted in such a position

as to throw air down into the

driver's compartment or the

windshield may be turned out

ward to form a rain vision. The

old adjustments on the wind

shield are retained and two new

ones added. It can be placed on

the windshield in a few minutes

without the use of special tools.

Price $3.25.——-Accessories Mfg.

& Sales Co., 49 New Street.

Newark. N. J.

WOODWORTH" TIRE BEAD ’

SPREADER

This is a. tool for spreading

the beads of a casing so that

the interior of the tire can be

seen for inspection or repairs.

It will spread the beads of any

size tire up to 38 x 7 and when

the beads are spread the tool

is locked in position holding the

beads apart without the neces—

sity of holding the tool. Made

of cold rolled steel. Price $1.50.

—D. C. Woodworth, Lewiston.

Me.

ASKE AUTOMATIC VOLTAGE

REGULATOR

This is an automatic voltage

regulator for Ford lamps. it

maintains a uniform voltage

and consequently a uniform

light from the headlamps at all

engine speeds. The device itself

weighs less than 2 lb. and is

attached to the front of the dash

under the hood. Price $5, com

plete with tail light diagram.

  

Woodworth Tlre Spreader

  

Aske Regulator

  

Moore Goggles

  

  

Fisher Sub-Casing

Another model with dimmer, $6.

—Aske Automatic Voltage

Regulator Co., Duluth. Minn.

MOORE ADJUSTABLE

GOGGLES

This is a pair of goggles with

green or amber lenses, the

lenses being adjustable as to

position. Under ordinary cir

cumstances the lenses are flat

or at right angles to the line of

vision. A small adjustment at

the side allows the shade to be

thrown out forward so that the

lenses become eyeshades and

the eye looks beneath them and

not through them. Price $4 per

pair.—Aske-Moore Corp., Du

luth, Minn.

E. A. LIBERTY MODEL

HAND HORN

This is a hand horn with short

projector and can be mounted

on either left or right side. The

mechanism is greatly shortened

by using the front face of the

rotor instead of the outside

diameter for producing the

vibration and the rotor is much

smaller in diameter. Made dur

able and especially adapted to

truck service—E. A. Labora

tories, Inc., 54-82 Broadway.

Brooklyn, N. Y.

FISHER RIM-GRIP SUB

CASING

Thls is a. sub-casing to be

placed between the casing and

the tube. It has a steel band at

the lower edges to hold rim cuts

and relieve the outer casing of

strain. Made in sizes from

32x96 to 37x5. at prices from

$10.20 to $26.50.—Fisher Mfg.

Co., Lincoln, Neb.
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GREENLEAF AUTO LUSTRE

This is a liquid cleaner and

polish which may be used on

bodies, Windshields. etc. It is

applied with a soft cloth. the

dirt loosened, wiped oi! and

rubbed to a. polish with a clean

cloth. it may be sprayed on if

desired. Prices, pints 60 cents;

quarts, 81; gallons, $3; trial size.

25 cents—Greenleai Products

C0.. 105-107 Federal Street, Bos

ton.

PANVAR AUTOMOBILE

FINISH

This is a finish that is trans

parent. self-leveling and flows

on somewhat like a liquid pol

ish. It dries overnight and has

1 hard, glossy finish. Price

$1.50 i'or 1 qt.; $5 for 4 qt.——Pan

var Co., Bulletin Building, Phil

ldelphia.

SIOUX BUSHING REMOVER

This is a set of six bushing

removers {or removing blind

bushings which cannot be driven

out from the other side. The

remover is screwed into the

bushing in which it cuts its own

threads. This gives the grip on

the bushing and a center piece is

lcrewed through the bushing

remover with a. jack-screw ei

lect until the bushing comes

out. Price or the general set

818. Special Ford set, price

IiO.75.—Albertson & C0.. Sioux

City. lowa.

APCO STEERING COLUMN

BRACE

This is a steering column

brace for Fords and goes be

tween the dash and the steering

column. One end is bolted to

the dash by means of two bolts

and the other end clamps around

the steering column by means of

bolts. It is made of malleable

il'Ol'i, black enameled and fur

mshed complete with bolts, nuts

and screws. Price 60 cents.—

Apco Mfg. Co., Providence. R. l.

STICKIT WRENCH SET

This is a wrench set consisting

of a double ended ratchet

wrench for operating seven

strong stamped steel sockets

Iirung on a square steel shank.

One end of the wrench fits the

lhank. the other the socket. The

wrench also fits tour sizes of

nuts and with the sockets it fits

eleven diiflercnt sizes of nuts

and cap screws. One end of tho

lhank has a 1% in. ball. which

in removed if desired. The com

plete set takes up no more room

than a large screwdriver and can

be rolled up with the other

tools. Price $3.50.—-Bay State

Pump C0.. Boston.

SIOUX VALVE TOOL SETS

This is a. set of tecls for re

hcing valve seats in the cylin

der blocks and a reiacing tool

(or retaclng the seats of the

vulves themselves. Three pilot

stems are finished to accurate

lize. Furnished In 30, 4B and 60

deg. angles and any sizes from

i to 4 in. in diameter. Price

wr set of five. $22.50.—Albert

Ion 8: Co., Sioux City. Iowa.

 
 

Come Into the Sunlight

Garagemen in cities seem just waking up to the fact that they

have been losing a lot of good business, because they did not

push automotive equipment. Garagemen in smaller towns,

especially where there is much tourist business, usually have

display cases of such equipment, and make money out of selling

it. Dozens of garages in cities, even those which cater to

tourist trade, being situated on marked highway routes, have

neglected this pessible business. But they are going after it

this year. Of a dozen garagemen in suburban locations in

Kansas City ten are installing departments for automotive

equipment or moving these departments downstairs, or planning

more aggressive selling methods. The other two are disgusted

with the world in general and don't know whatvthey are going

to do.
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Automatic Exten

sion Reel

  

GuideSloux Valve- Tool Set

O-CO CARBON REMOVER

This is a liquid preparation in

tended to be inserted in the cyl

inders while the engine is warm

and left overnight. It is claimed

to soften the carbon and allow

its dissipation through the ex

haust valve. Prices, 4 oz. bottle

40 cents; pint bottle, 75 cents;

quart bottle. $1.25.—Farley &

MacNeill, 105-107 Federal Street.

Boston.

NORWESCO IRON CEMENT

This is an iron cement for

permanently repairing cracks.

detects. blemishes and sandholes

in iron or steel castings. Price

6 oz. can, 25 cent ; 1 lb. can.

50 cents; 5 lb. car; $2.—North

western Chemical Co., Marietta.

Ohio.

APCO ACCELERATOR

This is a. foot throttle for

Fords. The operation of the de

vice is by means of chains and a

rocker arm, and it is inde

pendent of the hand throttle.

The pedal Is located just to the

right of the brake pedal and the

finish is in black enamel. It can

be installed without special tools

in a few minutes. Price 65

cents—Apco Mfg. Co., Provi

dence. R. I.

PERFECTION PEDAL PADS

These are molded rubber pads

encased In nickel frames made

in a number of different sizes

and models to fit almost every

make of car. The pad prevents

the foot from slipping and saves

shoes from unnecessary wear.

Prices range from $1 per set for

Ford cars to $1.50 per set. A

catalog is obtainable giving de

tails as to which set fits differ

ent cars—Auto Pedal Pad Co.,

lnc.. 794 Seventh Avenue. New

York City.

AUTOMATIC EXTENSION

REEL FOR ELECTRIC LAMPS

This is a reel which has a

spring somewhat like a shade

roller, and the cord or the elec

tric lamp is wound on the reel

when not in use. The cord is

unwound by pulling against the

tension of the spring and when

sufficient cord is unwound a

ratchet prevents it from going

back until needed. The reel

can be attached to the ceiling or

conduit. A swivel Joint enables

the lamp to be carried In any

direction from the reel. Price

Slim—Cincinnati Specialty Mfg.

Co., Inc.. Cincinnati, Ohio.

APCA FAN-BELT GUIDE FOR

FORDS

This is a. guide to keep the

tan-belt on Fords from' running

of! the pulleys. It consists ot'a

rod bent into such a shape that

the fingers prevent the belt from

slipping sideways and the de

vice is attached by slipping it

under the head of one of the

engine bolts. Price 15 cents.—

Apco Mfg. Co., vProvidence,

R. I.
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AMBU VOLTMETER FOR

CADMIUM TESTS

This is a special voltmeter for

making cadmium tests on stor

age batteries. The scale is such

that it is possible to read to

.06 volts. Special instructions

accompany the voltmeter, giving

lull directions for its use with

the cadmium test points. Price

$22.50 (or voltmeter only, or $25

for voltmeter and' cadmium

leads—American Bureau of En

gineering. Inc., 1018 South \Vab

ash Avenue, Chicago.

ANTHONY TIRE PUMP

This is a single-acting toot

pump with large handle and

gray iron {Qt brace of large

area. The piston rod is 7/16 in.

in diameter, cold rolled steel and

the valve is of drawn brass with

a metal check valve. The bar

rel-head cap is a heavy brass

casting finished all over and

threaded to fit the outside 01' the

barrel and reamed to fit the pis

ton rod. The barrel is of steel

tubing and is threaded wrench

tight into the toot base and then

soldered. The hose is 27 in.

long. The tire connection is a

substantial slip-on lever locking

device. which can be quickly and

cleanly operated. Packed in

cartons containing 1 doz. each.

Price $4 each—Anthony Co., 138

West Avenue, Long Island City.

\

UNITYPE METAL SIGNS

These are enameled metal

signs with interchangeable let

ter units lithographed on metal.

They are made either in the

form of easels or signs to be put

on the wall or outside the

building. There are a number

of horizontal grooves cut in the

metal which forms the sign and

the movable letters slide into

these slots. Made in a variety

01’ sizes and shapes, at prices

ranging from $4.90 to $27.10.—

W. L. Clark Co., 115-117 Nassau

Street, New York City.

BUFFINGTON FOLDING

SEAT

This is a folding seat to hang

over the door of the car so that

an extra passenger can be ac

commodated in the tonneau.

The seat can be folded on the

door and carried there it de

sired, or can be laid on the floor

of the car. The side which

comes against the outside of the

door is upholstered. and the

frame that comes in contact

with the top of the door is

wrapped with imitation leather.

-—C. A. Bufllngton & Co., Berk

shire. N. Y.

BAY STATE COMMERCIAL

TIMER FOR FORDS

This is a. timer for Fords in

which the roller does not run

around in a circular track with

alternate sections of insulating

material and metal, but instead

touches tour metal contacts one

alter the other, the arcing tak

ing place at the bent part of the

stationary contact. so that any

 
 

Free Air Tests Tires

A blow-out in front of a garage isn’t so bad as one out in the

country. I have sold many a tube to owners who carelessly

pump too much air into their tubes, at my free air station.—

J. L. McMahon, Westport Garage Co., Kansas City.
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wear or burning will not affect

the efficiency of the timer. The

contacts are made of hardened

steel. Both the brush and the

contacts are yielding. —- Bay

State Pump Co., Boston.

APCO ANTI -RATTLER8

These are caps which replace

the regular caps on the radius

rods and steering rods of the

Ford and are provided with

washers. springs and adJusting

screws. The spring keeps the

washer in contact with the ball

at all times and the screw regu

lates the tension of the spring.

A cotter pin holds the spring in

position. Price 27 cents a pair

(or spring rods, 27 cents each

for radius rods.——Apco Mfg. Co.,

Provldence, R. I.

SIOUX FORD d’t FORDSON

VALVE REFACING TOOL

This is a valve refaclng tool

for Ford and Fordson valves.

The valve is placed in the sleeve

and the wing nuts tightened un

til it will just move around

easily. The crank is then at

tached to the valve stem with

the set-screw and the pressure

of the valve face against the

cutting edge is controlled by s.

set-screw on the end. The cut

ters are made of high-speed

tungsten steel. Price $1.50 (or

Fords, 82 for Fordsons.—Albert

son & Co., Sioux City, Iowa.

APCO SPINDLE ANTI.

RATTLERS FOR FORDS

These are spring steel devices

clipped to the tie rod in such a

way that the end of the spring

rests against the steering arm

and keeps the steering arm

bushing against the bolt at. all

times so that rattle is prevented.

It can be installed in a few

minutes without the use 01’ any

tools. Price 40 cents—Apco

Mfg. Co., Providence, R. I.

I

KESTER ACID-CORE WIRE

SOLDER

This is a solder wire with

hollow cells. each cell of which

is tilled with an acid solder flux.

No outside flux is used when

soldering with this wire, and the

separation between the cells

prevents any excess 01' flu:

flowing out. The solder is made

from Strait's tin and St. Joe

lead. It can be used either with

a soldering iron or a blow torch

and will solder any metal ex

cept aluminum. Put up in 1 lb.

coils and in cartons or 2, 5

and 10 lb. spools—Chicago

Solder Co., 218 North Union

Avenue, Chicago.

GENERAL CORD TIRE

This tire is built up by hand

on the usual steel core. and is

then transferred from a steel

core to a specially contructed

air bag. This air bag is in

flated to the same pressure as

when the tire is in service. For

passenger car use the tire is

made in both ribbed and non

skid treads, in sizes 32 x 31,5 to

37 x 5. Prices range from $42.30

to $87.40.——General Tire & Rub

ber Co., Akron. Ohio.
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Make These Window Fixtures
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The Tools Needed

Pencil Hammer

Square Planes

Saw Finishing Nails

   

 

  

  

  

  

  

  

  

   

 

For 12-111 PEDESTAL For 18in. PEDESTAL

PART m. SIZE PAIZT .RIOD. SIZE

A 2 10'x10'x g" A 2 .10'x1o'xg“

a 2 e'xsixg' a .2 wax-’8"

c s 5'1x1‘i">< g' c a 5'x15‘xl'

1) 4 85x 2'x g" D 4 145x 2'x61'

 

  

  

For 24-4111. PEDESTAL For 56in PEDESTAL
  

  

  

  

  

   

    PART .nrolf $1212 PART no.qu $12:

A "2 121 12' x .1," A 2 12' x 12' x g'

a 2 10' x 10' x .1; B 2 10' x 10' x 5'

'c a e" x 15%” c a 6X 1l'xé'

D - 4 zol'x w3" X t" D 4 52% 5' X t

 

  

  

BRHAPS you have around your garage or service station

the boards requlred to make these stands. Look around

and see if you haven't odds and ends of pine or oak or some

wood suitable for this work. The work can be done in spare

time, {I you have any these days. If you haven’t, the time ts

well spent anyway, for these fixtures are a window trimman

necesoity. The dimensions, “12-ln. pedestal, 18-in. pedestal,"

etc., refer to the height. Make neat jobs and stain to look

like oak. In using these the shorter pedestals should be

placed at the sides and front and the larger ones at the

center and rear, as a general rule. although variations may

be worked out. You should also have on hand some cheap

draplng material to drugs over these. Look in any dry goods,

shoe or department store window and note how pedestals such

as these are used. See page 55 if you want to know what to

do with these fixtures.
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APCO WATERSHED FOR

FORDS

This is a device for prevent

ing water from coming through

the hood of the Ford car around

the hinge. It consists of three

metal troughs. one clamping to

the rod directly under the hood

hinge, one screwing to the dash

over the coil terminal and the

other on the inside of the dash

over the coil box. The first one

catches the water coming

through the hood, the second

catches it as it comes over the

dash, and the other catches it

as it drips between the body

and the dash. It can be in

stalled in a. few minutes with a

screwdriver and a pair of pliers.

Price 75 cents.—‘—Apco Mfg. Co..

Providence, R. I.

REVOLVING CASES

This is a revolving case with

a number 0! small drawers

suitable for holding bolts. nuts.

screws or small parts. Made in

several sizes, with from 72 to 96

drawers. Prices from $33 to

$49.—American Bolt & Screw

Case Co., Dayton. Ohio.

LITTLE SIOUX VALVE

GRINDER

This is a small valve grinder

by means of which a steady

turn on the handle in one direc

tion gives the valve a recipro

cating or forward and back me

tlon for grinding. At the same

time, it automatically advances

the valve on its seat by alter

nating a full turn in one direc

tion with a three-quarter turn

in the opposite direction. Ball

bearings are used in the con

struction and the tool is bal

anced. Price $3.50.—Albertson

& Co., Sioux City. Iowa.

HOLD 'EM IN THE ROAD

This is a. combined radius rod

brace, anti‘rattler. axle sup

port and steering device. It

consists of a single brace which

extends from the front axle to

the ball Joint oi’ the radius rod

and through this brace is a hole

(or the tie rod to pass. Two

lugs are fastened to the tie rod.

about half the distance between

the brace and the yokes. From

each of these lugs to the brace

is a coil spring under tension.

This gives an equalizing effect

to the steering—Cooper Auto

Supply Co., Thomasvllle. Ga.

AUTOMOBILE BLUE BOOKS

FOR 1919

These are automobile road

guides giving detailed running

directions for every mile to any

place that can be reached by au

tomobile. Details as to the con

dition of roads. hotels, garages.

ferries. steamships. points of in

tcrest. dangerous places, etc..

are fully covered. There are

 
 

I’m putting in a big display case in the front window, so car

owners can look at the automotive equipment I handle while

they are getting gas—J. L. McMahon. Westport Garage Co.,

Kansas City.

Try This, Fellows!
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Little Sioux

Valve Grinder

Hold 'Em In the Road
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Jiffy Crank Ratchet Pln

 

_

  

Automobile

Blue Book

  

nine volumes. each devoted to

a particular section of the

United States. Each volume

averages about 1000 pages.

printed on special India paper.

with hundreds of maps and

illustrations. and is bound in

Royal Blue limp binding

stamped in gold. All volumes

are uniform in style. size and

binding. Price $3 per volume.—

Automobile Blue Book Publish

ing Co., 243-249 West Thirty

ninth Street. New York City.

JIFFY CRANK RATCHET PIN

FOR FORDS

This is a pin for the Ford

crank ratchet. One end of the

pin .is riveted to a clip spring

which goes around the shank of

the ratchet and prevents the pin

from either going all the way

through the hole or from com

ing out the other way.-—Ameri

can Auto Parts Co., 1319 L

Street. N. \\'.. \Vashington,

D. C.

BUFFUM BUICK VALVE

REMOVER

This is a screwjack for re

moving the valve cages from

Buick cars. It is' so designed

that the arm straddles the valve

cage and two jaws catch the

valve spring washer and when

the screw is turned around with

the handle the jaws are raised

and the valve comes out. The

device is light and compact and

can be easily carried in the tool

box. Price $2.--Bui’fum Tool Co.,

Louisiana. Mo.

APCO BREATHER PIPE

This is an auxiliary breather

pipe for Fords and is intended

to raise the oil filler opening so

that it is more convenient to get

at. A strainer is provided

through which the oil must pass.

It is made from castings. black

enameled. and held in place

with a heavy hook which passes

around the timer-retaining bolt.

The cover threads on to the top

or this hook and the device can

be installed in a few minutes

with a pair of pliers. Price 55

cents.—Apco Mfg. Co., Provi

dence. R. I.

APCO GASOLINE GAGE FOR

FORDS

This is a gasoline gage for

Fords. the gage being located

right in front of the plate form

ing the front of the driver's seat.

The gasoline rises in the giazw

tube and a cork ball on top of

the gasoline level makes the

height of the liquid easy to see.

There are no moving parts and

the device is attached by cut

ting the gasoline line from the

tank and inserting the two ends

of the cut pipe through the tee.

Made in either % or 5/16 in.

size. Price Sl.90.—Apco Mfg.

Co.. Providence. R. I.
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CAMP DE LUXE

This is a. camping outfit con

sisting of a large canvas with

all necessary poles, ropes and

other apparatus to make a com

plete tent. It is made in vari
ous sizes, the largest being 20 i

x 20 ft. and having a space in

the middle which can be used as

a garage to hold two cars the

size of a Ford and with four

small bedrooms, a living room

and a dining room. This is the

No. 17. Price $294.20 in balloon

silk. Other outfits range in

price down to $146.76 for a. three

room and garage tent made of 8

oz. white cloth—Auto Bed

Camp' Mfg. Co., 1504 Grand Ave

nue. Kansas City, Mo.

APCO FAN GREASE CUP FOR

FORDS

This is a device for bringing

the fail grease cup on the Ford

into such a position that it can

be more easily gotten at. The

grease cup itself is more than

double the size of the regular

Ford grease cup in this position.

A heavy leather washer pre

vents the grease from leaking.

To apply, the old cup is removed

and the new cup and elbow

screwed in its place. Price 25

cents—Apco Mfg. Co., Provi

dence. R. 1.

DOVER FLEXO GASOLINE

FUNNEL

This is a 4-quart circular fun

nel with a 1-in. flexible tube 18

in. long attached to the body of

the funnel with a screw. The

flexible funnel can be bent into

any desired shape to reach in

accessible tanks. The flexible

tube unscrews and packs inside

the funnel when not in use. it

is equipped with a fine brass

strainer, movable hoop to

fasten chamois and the entire

outfit is heavily copper plated.—

Dover Stamping and Mfg. Co.,

385 Putnam Avenue. Cambridge.

Mass.

FERNALD STEER-AIDS

These are spring-wire devices

which are placed with one end

behind the steering knuckle and

the other end snapped over the

steering rod. This keeps the

bushing tight against the bolt

and prevents rattle. Suitable

for Ford. Maxwell, Dodge and

other lightweight cars. Price

50 cents per pair.—Fernald Mfg.

Co., Inc., North East, Pa.

SHALER FIVE-MINUTE

VULCANIZER

This is a tube vulcanizer con

sisting of a clamp. a vulcanizing

pan and solid fuel. Each vul

canizer is supplied with 12 vul

canizing pans, six round for

punctures and six oblong for

tears. Enough solid fuel prep

aration is supplied to properly

vulcanize when a match is ap

plied to it. On the bottom of

each pan is the rubber.—C. A.

Shaler Co., Waupum, \Vls.

 

 
 

Sell Good Goods

Never sell an article of automotive equipment that; is not

adapted to the car you sell, and that you are not Willing to

guarantee—Frank R. Tate, president Tate Giilham Motor Car

Co., St. Louis.
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Apco Fan Grease Cup

Dover Flexo Funnel

  

Shaler Vulcanizer

  

Thomas Timer

CARBONOX

This is a liquid preparation in

tended to be put in the cylin

ders and removes the carbon by

attacking the charred oil that

holds the carbon to the metal.

The loose flakes of carbon can

be blown out through the ex

haust. The operation is com

plated in half an hour. Price

75 cents for a can containing

sufficient for three six-cylinder

engines—Northwestern Chem

ical Co., Marietta. Ohio.

NO. 11 PEERLESS RADIATOR

FOR FORDS

This is a honeycomb core ra

diator for 1917, 1918 and 1919

Fords. All parts in contact with

water are of brass and the case

is finished in black enamel. It

will also fit the Ford one-ton

truck. Weight. packed for ship

ping, 50 lbs. Price $30.

The No. 10 Peerless Radiator

is the same construction, but is

a. different shape and is for 1909

to 1916 Ford cars. Price $30.—

Corcoran Mfg. Co., Cincinnati,

Ohio.

STANDARD DETACHABLE

LUGGAGE CARRIER

This is a. folding detachable

luggage carrier which folds to a

space of 10 x 15 x 1% in. and

may be put under the seat

when not in use. No tools are

required to attach or detach

and it can be put on or taken

off in a few minutes. The

sides can be folded to hold al

most any size or shape of lug

gage within the capacity of

the device. Price $4.—-Ruet

Mfg. Co., 1224 Fourth Street,

Boone, Iowa.

THOMAS OIL TEST COCK

This is an oil test cock for

Fords or other cars using a test

cock to test the level of the oil.

The valve is ordinarily held

shut by a spring and there is a

hole in the plunger, so when the

plunger is pulled out by means

of a hook the oil will drip out if

the oil level is up to the level

of the cock. A wire may also

be inserted through the cock

and the other end of the wire

fixed permanently. so that a pull

on the wire opens the cock.

Price 65 cents—Thomas - An

drews Corp., Waukegan, ill.

THOMAS TIMER SHELL &

BRUSH

This is a timer in which con

tact is made by a brush wiping '

against springs which are

peaked at the proper point to

make the contact. Two springs

act in making the contact and

either may fall to work and the

other will perform the function

of both. Any part can be re

placed in a few minutes with a

pair of pliers. The contact

surface is very short, so that the

coil points are saved. Price

$1.50.—Thomas-Andrews Corp.,

Waukegan, Ill.
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' Put in This Stock of AutomotiveYOU CAN MAKE $263 94 at a of. Sell 1t-for $720.25 and make 36%

Per Cent Gross Profit

Selling

Article and Quantity Cost Price Profit

1 electric tail lamp . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $0.80 $1.20 $0.40

Assortment of electric lamp bulbs . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15.92 24.50 8.58

6 battery hydrometers . . . . . . . . . . . . . . . . . . . .1 . . . . . . . . . . . . . . . . . . . . . . . 4.00 6.00 2.00

Supply of magneto and coil parts . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 17.50 25.00 7.50

12 license brackets . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00 9.00 3.00

3 tool boxes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 7.50 11.25 3.75

1 jack . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.40 2.00 .60

2 jacks . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.80 9.00 2.70

1 foot pump . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.80 4.00 1.20

2 foot pumps . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.00 5.00 2.00

25 ft. 3/16-in. cloth covered pump hose . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.50 3.75 1.25

12 tubes of patching cement . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. .60 1.20 .60

12 cans gasoline patches . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.36 6.00 2.64

12 inside blowout patches, assorted sizes . . . . . . . . . . . . . . . . . . . . . . . . .. 4.68 7.80 3.12

12 cans tire talc powder . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.08 1.80 .72

100 tire valve cores . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.80 8.00 3.20

12 valve tools . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.00 3.00 1.00

12 121.-lb. rolls of 3/1-in. tape . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.44 2.40 .96

2 small gasoline vulcanizers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.00 3.00 1.00

$ 18 pairs of skid chains, assorted sizes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 21.43 32.15 10.72 $

6 ‘pairs goggles, assorted. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7.00 10.50 3.50

2 hand horns . . . . . . . . . . . . . . . . . . . . . . . . . . . . ... . . . . . . . . . . . . . . . . . . . 5.67 8.50 2.83

50 assorted spark plugs . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . _ . . . 28.50 50.00 21.50

50 ft. magneto cable . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 5.00 10.00 5.00

50 ft. primary cable . . . . . . . . . . . . . . . . . . . . ... . . . . . . . . . . . . . . . . . . . . . 2.50 5.00 2.50

100 ft. lamp wire . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.50 5.00 1.50

12 lamp connectors, plugs and sockets . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.80 3.00 1.20

3 switches . . . . . . . . .'. . . . . . . . . . . . . . . . . ._ . . . . . . . . . . . . . . . . . . . . . . . . . 1.08 1.80 .72

25 assorted fuses . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.95 8.25 3.30

25 assorted spring clips . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 8.75 12.50 3.75

100 lb. bale of waste . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 27.00 35.00 8.00

9 pieces radiator hose, assorted sizes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.90 5.85 1.95

24 hose clamps, assorted sizes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.73 2.88 1.15

$ 51b. brake-band rivets . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 3.75 7.50 3.75 $

Brake band lining, assorted sizes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 60.00 100.00 40.00

Copper-asbestos gaskets, assorted . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00 12.00 6.00

12 grease cups . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 2.31 3.30 .99

6 grease guns . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 12.60 18.90 6.30

1 bbl. lubricating oil . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 27.00 45.00 18.00

10 l-gal. cans lubricating oil . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 8.10 13.50 5.40

6 5-lb. cans grease . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.80 6.75 1.95

6 pints body polish . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.16 3.60 1.44

6 pints metal polish . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.70 3.60 .90

3 pints neatsfoot oil . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .94 1.35 .41

1 doz. cans radiator compound for leaks . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00 9.00 3.00

24 pairs pliers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7.20 10.80 3.60

12 tire pressure gages . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12.60 18.00 5.40

$ 12 adjustable wrenches . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 8.82 12.60 3.78 $

12 assorted screwdrivers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.24 5.40 2.16

6 hammers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00 10.00 4.00

Spring washers, machine screws, nuts, cotter pins, taper pins, etc.. . , . 20.00 40.00 20.00

2 fire extinguishers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 15.00 20.00 5.00

2 spot lights . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 9.67 14.50 4.83

4 runningboard mats . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.67 5.50 1.88

6 electric bulb boxes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 5.48 8.22 2.74

6 windshield cleaners . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00 9.00 3.00

12 cans carbon remover . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 8.00 12.00 4.00

36 cans hand soap . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.78 5.40 1.62

$456.31 $720.25 $263.94
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ORDINARY SYMMETRICAL TYPE—Put big masses or objects as shown and fill in open

spaces with smaller objects, but do not crowd. Pedestals need or need not be used. They are

needed if the large ObJPCl8 are such as have to be elevated to attain the proper height
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SYMMETRICAL TYPE with card in center background

instead of merchandise. These cards should be colored

to harmonize with settlng, or contrast as the case may be

 

OCCULT BALANCE—Especially dosh-able with lower

objects near the “door side" a! the window. The back;

ground is occupied by a large card or sign, 0/ [arm

and color to fit
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OCCULT BALANCE—For a long window. This is

similar to the one at the right above and is desirable

in case there is a door at the right end of the window

 

MONOTONY—Iksirable in long windows and may be

used where there is a door at either end. In selting

this the trimmer may bulld each unit around related

groups of merchandise
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AUTO CAMP TRAILER

This is a two-wheel trailer

provided with all the necessary

equipment to erect a tent around

the trailer, using parts of the

trailer as floor, bed frames. etc.

The trailer attaches to the car

and can be pulled at any speed

desired. The outfit can be set

up in a few minutes and pro

vides full equipment for sleep

ing and living with two large

double beds with springs, mat

tresses and pillows. The equip

ment includes ice box, gaso

line stove, table and electric

light outfit. Prices $235 to 250,

depending on tire equipment.—

Auto Camp Equipment Co.. Sag

inaw, Mich.

DOVER FLEXO COMBINA

TION MEASURE & FUNNEL

This is a combined liquid

measure and funnel. It has a

spout 8 in. long made of flexible

tubing. This flexible tubing is

easily detached from the spout

by unscrewing it and it can then

be put in the measure to take

up less space. The flexible

spout enables the tunnel to

reach any oil hole or tank in an

inaccessible position. — Dover

Stamping & Mfg. Co.. 385 Put

nam Avenue, Cambridge, Mass.

UNIVERSAL FOOT ACCELER

ATOR FOR FORDS

This is a foot accelerator

which is installed on the floor

board of the Ford car and does

not interfere with the operation

of hand throttle. A light foot

rest accompanies each outfit and

this is adjustable in height. The

finish is in black enamel and

each outfit is packed in an indi

vidual carton with complete in

stallation instructions. Device

can be installed in less than

half an hour. Price $1.50.—

Metai Auto Parts, 626-628 E. Lo

cust Street. Des Moines, lowa.

THOMAS PRIMER ELEVATOR

FOR FORDS

This is a primer elevator

which lifts the primer seVeral

inches and also changes it from

vertical to horizontal—Thomas

Andrews Corp., Waukegan, Ill.

DOVER TWO-lN-ONE OFFSET

OIL FUNNEL

This is a funnel with a pro

jecting spout which comes out

of the bottom at an angle and

is 2% in. long. A removable

spout 8 in. long has a B-in. off

set. This spout can be attached

to either end of the tube on the

tunnel and therefore two angles

can be obtained by reversing the

spout. Diameter 6 in. Made of

plain tin—Dover Stamping &

Mfg. Co., 385 Putnam Avenue,

Cambridge, Mass.

U-V SUBCASING

This is .a suhcasing of extra

thickness which goes between

the casing and the tube, extend

ing beyond the head to prevent

 
 

Get Shop Men with You

Some of our very best equipment sales have been made through

unobtrusive suggestions made by men in the shop. When a car

comes in they casually suggest a starter, or this or that, or dif

ferent wheels. Of course they never urge it.

win.—~W. L. Johnson, president, Johnson Automobile Co., St.

Louis.

But they often

 
 

 
 

Dover Flexo

Measure and

Funnel

Universal Foot

Accelerator

  

Dover Offset Funnel

 
 

Thomas Timer
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Apco Valve Adjusters

  

Sun-Ray Lens

  

Jericho Junior Signal

rim cuts and having an extra

thickness on the tread to pre

vent punctures. It is intended

to be used in connection with

worn out casings to give them

more mileage until worn

through. Made in sizes from 30

x 3 to 37 x 5, price ranging

from $12.50 to $22.—Universal

Tire and Rubber Co., 474-476

Mills Building. San Francisco,

Cal.

FERNALD B-R-A-T-S

These are spring devices to

prevent rattle in the brake rods

on light cars, such as Ford.

Maxwell and Dodge. They come

in sets of tour, two being used

on each brake rod. At the rear

of the rod one of the devices

slips over the hub brake ex

pander lever, and the other over

the rod. At the front, one end

slips over the brake lever. the

other over the rod. Made of

tempered steel wire with baked

Japan finish. Price 50 cents per

set of four.-—Fernald Mfg. Co..

North East, Pa.

APCO VALVE ADJUSTERS

These are valve adjusters for

Ford cars and are to lengthen

the valve stem when there is too

much clearance. They consist

of hardened steel caps which slip

on the end of the valve stems

and a number of thin steel disks

which are used to fill up the

gaps. The installation can be

made without special tools.

Price 30 cents per set.——Apoo

Mfg. Co., Providence, R. I.

JERICHO PET.WH|STL.E

This is a whistle operated by

the explosion of the engine. The

lower end is threaded and it is

screwed into the priming plug

hole and operated by means of

a lever which is in turn oper

ated by a cord from the driver’s

seat. Price $2.—Randall-Faich

ney Co.. Inc., 76 Atherton

Street, Boston.

SUN-RAY LENS

This is a headlight lens to

give dil‘i’usion, side light and

projection. The prisms are

formed on the

glass. so that the outside is

smooth and can easily be

washed and kept clean. Made

in all diameters to fit all model

cars. Price $1.75 per pair.—

Prismolite Co.. 74 East Gay

Street, Columbus, Ohio.

inside of tho

JERICHO JUNIOR SIGNAL

This is an exhaust operated

signal which is attached either

to the exhaust manifold or to

the exhaust pipe. it is screwed

directly into either one of these

and there are no couplings.

There is only one lever and this

either shuts the signal OR or

turns it on by means of a. cord

from the driver’s seat. Price

$2. Randall-Faichney Co., Inc.,

76 Atherton Street, Boston.
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Demonstrates Last

A good policy, we have found,

when working with a prospect who

has in mind several cars and who

drops the information that they are

going to be demonstrated to him,

is to make a point of being the very

last to demonstrate. We know our

car runs so smoothly that it is sure

to make a good impression on the

prospect and last impressions are

lasting in such cases. He will re

member that ride after the others

have faded—E. W. MacQuivey,

sales manager, Parker Motor Sales

Co., Philadelphia.

Teach Them to Drive

It surely pays to take pains in

teaching your new customers to

drive properly. This is more of an

important point in the case of a

first car owner than generally

seems to be recognized and it has

considerable to do with the success

of an agency or distributing center.

Here's how it works out: The good

car owner isn’t the one who is con

tinually having accidents at the be

ginning of his career as a driver.

That’s the time when it is expensive

for the house that sold him his car.

The man who is continually bring

ing back his car is a costly cus

tomer and isn’t a good advertise

ment; besides, he takes up much

time. Teach ’em how to drive

right—E. W. MacQuivey, sales

manager, Parker Motor Sales Co.,

Philadelphia.

Must Wait for “Deal”

When a prospect pleads that he

has to wait until some financial

transaction is completed before

closing the deal for a new car we

have little to say to refute it if it

is a private business matter which

we know nothing about. But if he

pleads general business conditions

we know as much about them as he

does and we try to know a little

more, so we can show him where

general financial and busines con

ditions are O.K.—O. C. Belt, Belt

Franklin Auto Co., Columbus, Ohio.

No Cars in Storage

When a prospect argues that

there is a liability of lower prices

on automobiles, we show him that

ordinarily there are from 1000 to

1500 cars in storage in Columbus

at this time of the year. This year

there are none in storage, and thus

when the demand is greater than

the supply there cannot be any re

duction in price—Wilbur Winders,

president, Winders Motor Car Co.,

Columbus, Ohio.
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Talk New Cars First

“We can probably get together on

a right valuation for your old car,

but let us talk of the new car,” is

what we say to the man who has a

used car to trade in on a new job.

We first try to get him stuck on

the new car and then we find that

there is not much trouble in fixing

a price for the used car. If he is

in the notion of buying he will not

be so critical on the price of his

present can—Oscar Lear, president

Oscar Lear Motor Co, Columbus,

Ohio.

Why Ours Is Cheaper

Of course a man or woman does

not look at our car without having

an idea of spending $1500 or $1750

for an automobile. Then if he ar

gues that another make of car is

cheaper We show him where it is

really economy to purchase our

car, especially because of cheaper

cost of operation and less rapid

depreciation —O. C. Belt, Belt

Franklin Auto Co., Columbus, 0.

Avoids Cost Arguments

We try to keep out of the cost

argument. When a man buys an

automobile we know it is going to

cost him something to operate it

and we do not want to bring that

to his mind. We do not know how

far the car is going to be run or

how he is going to use it, thus we

cannot tell anything about the ac

tual cost of operation—Ira P.

Madden, president, Capital Motor

Car Co., Columbus, Ohio.

Spend!

Our argument to a prospect that

urges a business depreSsion as

against buying a motor car at this

time is that the automobile fac

tories did not have orders when

they started to manufacture motor

cars after the Federal government

canceled war orders. If the fac

tories had waited for orders times

would have been much worse. Now

it is up to all of us to spend our

money and go ahead in order to

bring back normal conditions as

rapidly as possible—Ira P. Mad

den, president, Capital Motor Car

Co., Columbus, Ohio.

Business Is Good

We have a good line of argument

to refute the statement that busi

ness conditions are not good. We

show the prospect that more cars

are moving than ever before and

that business conditions are gen

erally healthy. We show him that

there is no real business depression

at this time—Wilbur Winders,

president, Winders Motor Car Co.,

Columbus, Ohio.

Don’t Spite Yourself

As to the likelihood of a reduc

tion in the price of automobiles, we

simply show the prospect that labor

is still high and will continue to be

high as long as the cost of living is

up. Thus, there cannot be much

of a decline within the next six or

eight months and it would be fool

ish for a man to wait that long in

order to save $100 on the cost of a

car when he might be using it all

of the time and get many times

that amount of use out of the carv

—Ira P. Madden, Capital Motor

Car Co., Columbus, Ohio.

Meeting Price Talk

We have found our best method

of meet price arguments are to ig

nore it. If pushed upon it we say:

“You doubtless are profiting by

war conditions. Would be the one

to force labor back to pre-war

wages while living still is high '2"—

Al Weber, sales manager, Weber

Implement & Auto Co., St. Louis.

“For the Returned

Soldier”

Advertisements setting forth

roadsters and the car suitable for

returned soldiers brought us much

business. There is much to say

along this line—H. Milton Koenig,

publicity manager, Weber Imple

ment & Auto Co., St. Louis.

Order Blanks for Pads

What we use is the order blank

and not scratch pads on which to do

figuring. We do not permit our

salesmen to have any scratch pads

for figuring. When a man is in

terested in the car we go after him

with the order, as he is not going to

take the order blank out of our

pocket and fill it out. Our salesmen

do the figuring necessary in our

office and when he meets a pros

pect he is ready with the blank

filled out—Ralph Wilson, manager,

Columbus Cadillac Co., Columbus,

Ohio.

 

 

 

 



58 April 16. 1919MOTOR WORLD

APCO CRANK CASE ARM FOR

FORDS

This is a. crank case arm for

Fords, by means of which the

rear end of the crank case on

the Ford engine can be hung to

the frame by bolting the arm in

place and without the necessity

of taking down the engine and

riveting a new arm. Price $1.15.

—Apco Mfg. Co., Providence.

R. I.

GRAY-DAVIS STARTING &

LIGHTING SYSTEM

FOR FORDS

This is a. double unit starting

and lighting system for Fords

consisting of a self-regulating

dynamo, starting motor, battery

and battery box. lighting and

starting switches, brackets,

chain, wiring and all items nec

essary to make the installation.

The dynamo is driven from a

sprocket on the crankshaft by

a silent chain. A Bendix type

of drive is used for meshing the

starting motor with the gear

that turns the engine. The

starting switch is under the

heel board and all wires and

cables are cut the proper length

and supplied with supporting

clips and terminals to facilitate

the installation. The only part

removed from the engine to

make the installation is the

pulley on the crankshaft which

is replaced by a sprocket. Price

$100.—Gray 8: Davis, Boston.

DOVER FLEXO OIL FUNNEL

This is a 1-pint oil funnel

with a %-in. flexible tube 8 in.

long screwed to the lower end.

The tube is removable and can

be packed inside the funnel

when not in use. The tube is

so flexible that it will reach any

oil filler hole on any make of

can—Dover Stamping & Mfg.

Co., 385 Putnam Avenue, Cam

bridge, Mass.

APCO EN ERGIZER FOR

FORDS

This is a device for feeding

moist air to the intake manifold.

it consists of a Jar and the

proper connections to pipe the

air to the manifold. Price $1.50.

—Apco Mfg. Co., Providence,

R. I.

B~LINE BOSTON COMBINA

TION OIL &. GREASE GUN

This is a combination oil and

grease gun. The screw is op

erated by a crank which allows

very rapid operation. The bar

rel is extra heavy seamless brass

tubing and the device can be

converted from an oil gun to a

grease gun by turning a catch

nut. The equipment consists of

the gun, spouts. plugs and

grease filler. Price $4, $4.50 and

86. depending on size—Randall

Faichney Co., Inc.. 76 Atherton

Street, Boston.

UTILITY BLACK AIR-DRYING

ENAMEL

This is an air-drying enamel

for touching up scratches on

 
 

Add ’Em NOW!

When I was in the motor car selling I learned that the equip

ment business was started easiest and best when selling the car.

Put an extra tire in the rack, add bumpers and anything else

that may suggest itself. Say to the customer, “The price of

this car is $1,700. That one is $1,600. You will want these

things next week. Why not buy now?”—Harry G. Moock, busi

ness manager, N. A. D. A., St. Louis.
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METAL AUTO ’AITS C0.

Universal Pet Cock Opener

Dover Flexo

Oll Funnel

  

 

  

Apco Energizer Any Kar Auto-Kat

fenders, engines, or other parts

of the car. It dries hard and

glossy in one hour. Price 60

cents for % pt. cans, $1 for pint

cans. — Northwestern Chemical

Co., Marietta, Ohio.

FERRY-MARK BATTERY

SEPARATORS

These are battery separators

made of treated wood. Made in

sizes from HQXS'A in. to 5 13/16

x12 in. Thicknesses vary from

5/64 to 7/64 in. These separa

tors are treated and are furnish

ed moist ready for use. Dry sep

arators of cherry are also ob

tainable and these require 24

hours' treatment before use.

Price range from $16 to $44 per

thousand.-—Ferry-l\lark Mfg. Co.,

2117-2123 South Fourth Street.

St. Louis, Mo.

LOCK-ROLL HOSE CLAMP

This is a hose clamp made of

sheet metal. The clamp is

tightened by means of a ma~

chine screw which passes

through the two rolled ends of

the clamp. and the construction

of the roll is such that spring

tension automatically keeps the

screw tight and no nut or lock

nut is needed—Federal Tin Co.,

Charles & Barre Streets. Balti

more. Md.

APCO FRONT LICENSE

BRACKETS FOR FORDS

These brackets are stamped

from steel and are attached by

removing the front nuts of the

front spring clips and slipping

the devices on, then replacing

the nuts. Furnished complete

with bolts. nuts and leather

washers. Price 15 cents.—Apco

Mfg. Co., Providence, R. I.

UNIVERSAL PET-COOK

OPENER

This is a tool to open and

close or clean the oil pet-cocks

of the Ford engine. The end of

the rod is looped in such a way

that it catches the handle of

the pet-cock. If the pet-cock Is

clogged up the needle can be in

serted and it is long enough to

run clear through the cock and

into the transmission case. The

dealer's name can be stamped

on the handle—Metal Auto

Parts Co.. 626-628 E. Locust

Street, Des Moines. Iowa.

ANY KAR AUTO- KOT

One or two of these kots will

fit into any five or seven pas

senger automobile. Each kot

will accommodate one person.

and when the curtains are

drawn they are protected from

the weather. The kot rests on

the top of the backs of the

front and rear seats. is made

of 1,5 in. galvanized tubing and

is 6 ft. long by 2 ft. wide. It is

hinged in the middle and folds

to a small package which can

be easily carried. Finished with

heavy ducking laced on the urn

der side. Price $12; $15 with

legs attached—Peoria Auto-K01

Co., Peoria. Ill.
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Push the Rural Motor Express

MAKE MONEY IN 1919 El MAKE MORE IN 1920
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THE Rural Motor Express is a coming big thing for YOU and for the WHOLE COUNTRY.

You should get back of the movement and boost it if for no other reason than that it

will sell motdr trucks for you and will stimulate the truck business generally. ‘

The Rural Motor Express is the old city to-country stage line operated with a motor truck.

The Express runs from the city, out through the country, takes city goods to the farmer,

picks up farm produce and takes it to the city, and stops all along the route to pick up and

drop goods. It is just like a railroad express company except that it operates over a com

paratively short section of country highway.

Your part consists more in promoting the organization of these lines and in interesting

other people in them than it does in running them yourself. Select what looks to you like a

good route, or routes, select a man or men with money to back the proposition, get them to

start the line and SELL THEM A TRUCK OR TRUCKS.

These trucks will result in other rural lines and EVERY ONE OF YOUR TRUCKS

THAT RUNS IN THIS SERVICE MEANS THAT THE FARMERS ALONG THAT ROUTE

ARE SEEING YOUR TRUCKS AND ARE DAY BY DAY BECOMING PROSPECTS.

There is no better ad for a truck than a truck in service. '

Push the Rural Motor Express.

 
 

 



60 -T April 16 1919
MOTOR WORLD

 
 

Keep Window Up to Date

A window display is a necessity, but it must be looked after

as carefully as a dry goods store window downtown. Take a

glance at mine. It; is changed every week. If you are out; to

buy a loaf of bread and come to a bakery where the window is a

mixture of bread, flies and dirt, you pass on to one where the

window is clean." The same rule is just as important in our

line—J. W. Prather, parts manager, Maxwell, Chalmers and

Winton, Kansas City.

 
 

  

Pia-Safe Brake
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Universal Radiator Shutter General Jumbo Tire

PLA-SAFE BRAKE FOR

FORDS

This is a large external brake

operating on the outside of the

rear hub drum. It is lined with

asbestos and is adjustable by

means of a bolt and nut. It can

be installed in less than one

hour and no machine work or

drilling is necessary. The brake

mechanism is held in place by

means of the two stud bolts that

go through the axle housing

holding the internal brake.

Price $10.—Pla-Safe 00.. Brook

vilie. l‘a.

MASTER GARAGE PUMP

This is an air compressing

outfit complete in one unit

with electric motor, two stage

pumps and all the necessary

equipment. The pump has

two cylinders and the machine

will deliver 2% cu. ft. of free

air per minute. The pistons

are of steel, ground to size and

lapped into the cylinders and

no rubber or leather packing

arrangements are used in the

construction. No tank is used

and the air is pumped directly

into the tire. The equipment

includes 20 ft. of electric cord

and 20 it. of heavy wire-bound

rubber air hose with tire pres

sure gage attached. Made in

either stationary type or port

able type with casters. Price

with direct current motor $150.

Other motors for other kinds

of currents and various volt

ages supplied at slight varia

tion in price—Hartford Ma

chine Screw Co., Hartford.

Conn.

UNIVERSAL RADIATOR

SH UTTER

This radiator shutter is a

stamped sheet metal device

made up of a number of mov

able shutters tied in a frame of

such size as to completely fill

the opening in the outer shell

of the radiator. A flange is

snugly held between the Outer

shell and the core of the radia

tor. The blades are controlled

from the steering column of the

car and are so designed that

when in a closed position will

completely shut off the passage

of air. When open the circula

tion is not interfered with. The

installation is made without spe

cial tools and without boring

any holes or doing any machine

work on the radiator. Made in

stock sizes for Ford, Maxwell,

Dodge, Buick. Reo, Chalmers

and Nash cars at prices from

$7.50 to $18.—Metai Auto Parts

Co.. 626-628 Locust Street, Des

Moines. Iowa.

CLOVER GRINDING COM

POUND

This Is a grinding compound

consisting of an abrasive powder

mixed with a grease binder.

Made in a variety of different

grades of fineness for different

automobile purposes. Put up in

several sized cans and also in

duplex cans, one side contain

ing coarse compound and the

other containing fine compound.

Price for 4 oz. Duplex can 45

cents—Clover Mfg. Co., Nor—

walk, Conn.

UTILITY UNIVERSAL RIM

WRENCH

This is a universal rim wrench

which automatically fits every

size nut on every demountabie

rim. It is made in the form of

a brace and the jaws are

tapered and slide in a sleeve

in the lower part of the brace

so that when pressure is put

on the handle the jaws slide in

and grip the nut. Finished in

nickel and black enamel and is

short enough to go into the

tool box without folding. Price

“Iii—Hill Pump Valve Co..

Archer Avenue, Canal and

Twenty-third Streets, Chicago.

81" A N D L E Y ADJUSTABLE

LUGGAGE CARRIER

This is an adjustable luggage

carrier which can be fitted to

any running board to carry ex

cess baggage. The length can

be changed from 10 to 40 in. It

is not necessary to drill holes in

the running board or mar the

car and the device can be ap

plied to any make or type of

car. Price $4.—Standley Skid

Chain Co., Boone, Iowa.

UTILITY TIRE PUMP

This is a spark plug pump

equipped with a combination

pressure gage and safety valve.

The pump is screWed into one

of the spark plug holes and the

cylinder pressure operates the

pump, pumping clean air

through the hose. Pressure gage

is set to the pressure recom

mended for the tire and when

the pressure reaches the cor

rect degree the inflation auto

matically stops and the safety

gage emits a sharp piercing

warning blast until removed.

Fits all makes of cars except

Fords. Price $12. Utility

Junior for Fords, $7.50.—Hill

Pump Valve Co., Archer Ave

nue, Canal and Twenty-third

Streets. Chicago.

GENERAL JUMBO TIRE

This is a special oversize tire

for Fords, Maxwells. Chevrolets

and all cars equipped with 30 1

31,5 clincher rims. Price $31.90.

—General Tire & Rubber Co.,

Akron, Ohio.
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RONSON ALLIGATOR

WRENCH

This tool combines a large

number of tools in one piece.

The eleven tools are screw

driver, alligator jaw, leaf-spring

oiler, bottle opener, cotter-pin

puller, Ei-in. wrench, %-in.

wrench, 9/16-in. wrench, Zg-ln.

hexagon spark-plug wrench,

5/16 x 32 die, if; x 26 die. These

dies are for valves and stems.

The length is 8% in., width 2%

in. Price 50 cents—Art Metal

Works. Inc., 7-15 Mulberry

Street, Newark, N. J.

AUTO NEW-MATIC PATCHER

This is a tube patcher in

which the injured tube is placed

around the container and firmly

held by the clamp which is pro

vided for that purpose. This

allows the tube to lie smoothly

on the cylinder surface and

makes the patching easy on any

size cut. There is an emery

top on the container which is

used to clean and roughen the

cut. The cement is then ap

plied and the patch placed on

top.—Locktite Patch Co., De

troit. ‘

RADIATOR SUPPORT FOR

FORDS

This is a radiator support for

FOrd cars and is installed by

removing the radiator, placing

the support in position, plac

ing the radiator on top of this

and putting the nuts on the

studs. It supports the radiator

and prevents the side lugs from

breaking off. It is intended

either to protect a new radiator

or to extend the life of an old

one already weakened or broken.

it is made of stamped steel.

enameled black. \Veight 1 lb.

Price 50 cents.-—-Gahm-McCor

mick Co., 802 East Main Street,

Strcator, Ill.

RATTLE TRAPS

This is a device made of

spring wire and intended to be

placed between the tie-rod and

the steering arm on Fords and

other light cars to prevent rat

tle between these parts when

the bushings and bolts become

worn. Packed in attractive car

tons containing one dozen pair.

Price 75 cents per pain—Sim

mons Mfg. Co., 3405 Perkins

Avenue. Cleveland.

AJAX HOOK-ON BOOT

This is a hook-0n boot with

hooks for either clincher or

straight side tires. It is in

tended to be used for unusually

large cuts or biowouts. The

tread is tough and the body is

made strong and is constructed

of impregnated fabric. Fur

nished in sizes from 3 to 5%

ln. Packed one in a carton.—

Ajax Rubber Co.. New York

City.

 
 

Customers Like It

What caused me to put in my automotive department? It

was this way. This is becoming an automobile section of the

city. Men came to me to purchase cars. Why should I send

them downtown for the necessary small things. It is a conven

ience to the buyer, and I make money out of it.-—J. W. Prather,

parts manager, Maxwell, Chalmers and Winton, Kansas City.
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BLACK 6“ DECKER ELEC

TRIC VALVE GRINDER.

This is a motor»driven valve

grinder with an oscillating

spindle which has a. long steady

sweep similar to the movement

obtained by.hand grinding. The

pistol grip and trigger switch

allow easy handling and con

trol. The motor is 1/16 hp..

and is air cooled. It will op

erate on either alternating or

direct current, and can be ob

tained for voltages of 110, 220

or 32 volts. The motor and re

ciprocating mechanism are com

pletely enclosed and the grind

ing spindle runs on bail bear

ings. Bits are provided to fit

different forms of valve heads.

Price 845,—Black & Decker Mfg.

Co., 105-115 South Calvert

Street, Baltimore.

IDEAL CONTRACTING

BRAKES FOR FORDS

This is a contracting band

brake to operate on the Ford

rear wheel drum. The lining

is asbestos. and this brake may

be used in conjunction with ex

panding brakes from the inside

of the drum. Price $15.—Rish

muller Mfg. Co., 3442 Nineteenth

Street, San Francisco, Cal.

IDEAL ADJUSTABLE EX

PANSION BRAKES FOR

FORDS

This is a set of expansion

brakes for Ford cars, so con

> structed as to act on the whole

inner surface of the drum.

They can be adjusted to have

continually the same effect un

til completely worn out. The

brakes can be connected up to

operate either on the hand lever

or with the pedal. A grease re

tainer is furnished with the ex

pansion brake. Price $7 with as

bestos lining.—Rishmuller Mfg.

Co., 3442 Nineteenth Street, San

Francisco, Cal.

REX VALVELESS POWER

TIRE PUMP

This is an engine-driven tire

pump without valves, the valve

function being taken by the pis

ton which opens and closes ports

at the correct time to admit

and release the air. The air is

slightly compressed in the lower

chamber and is then by-passed

to the upper chamber through a

groove in the side of the piston

which coincides with a port in

the cylinder wall, this port clos

ng as the piston goes up. The

secondary compression takes

place in the upper chamber.

Price 818 complete with fittings.

air hose. gage. etc—Rex Ma

chine Co., 3201 Shields Avenue,

Chicago.
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Building for

Business

in the

New Way

The Way This

Boston Dealer Does

It Is a Money-making

Thought for YOU

motor cars in Boston in the NEW

way that will bring him may in

1919 and more money in 1920. And to

Motor World he gives the credit for many

of his ideas. HOW MANY OF THE

IDEAS IN THIS ISSUE ARE YOU

GOING TO USE? Hall says:

“If you remember the row of stores

where we are located you will remember

that they were long, narrow, cave-like

affairs, very dark in back with no ad

vantage taken of the show windows for

display.

“I have always believed that to put

something across in Boston in good shape

unusual methods would do it, so we

started with the salesroom. We ran a

partition across 20 ft. back from the

window. This is of beaverboard and

light posts with a removable section for

taking cars in and out. We then covered

the cold, iron-sashed windows at the

right with light, buff scrim curtains, run

SHERWOOD HALL is merchandising

  

ning a curtain of the same kind along

the top of the partition, and hung a

valance in the window with a curtain at

each end. We then painted the walls a

light cream and the floor of a neutral

brown, which gives the effect of tile.

“We moved the switchboard from the

rear to the front door, and added to it

a neat desk for a stenographer, who acts

as an information bureau, meets every

one who enters the door, answers all

questions and even sells cars. She is also

custodian of the salesroom and keeps it

immaculate.

“We finished off with large brown rugs

and wicker furniture, as well as with a

standing lamp, which you see in the win

dow at the right. We have magazines

on the table, a cozy corner and palms to

break the monotony along the wall.

There are no pictures of any kind—the

entire effect is to bring out prominently

the three cars we are displaying.

“The ideas are partly my own as

worked out from your many letters to

me and articles in the Motor World on

the proper display of cars in motor

shows. In order to have a proper artistic

and architectural elfect I went to an in

terior decorator and gave him full charge

of the job. I paid him for the finished

job. He ordered everything.

“We change the display frequently,

moving the cars around so that different

ones are shown in the window. The front

car is always set back 8 or 10 ft. from

the window, which gives it better display

and does not hide the rest of the sales

room, as is often the case. At night we

use reflectors and spotlights to show off

the main car. The whole job cost less

than $1,500.

“We have a woman porter whose main

job is to keep the cars spick and span.

They are gone over a dozen times a day.

The woman porter is very successful in

keeping things neat.

“With this setting as a start we have
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:otten out a special line of cars with the

hndard Hupmobile as a base, but with

listinctive paint jobs, Special equipment

.nd distinctive New England names,

Ikh as Bretton Woods, shown in the

ccompanying photograph. These cars

all quickly at good prices.

“Business is exceptionally good and as

mg as we can continue along present;

has we ought to have a remarkably good

usiness.”

 
 

 
 

 

 

 

 
 

 
 

The Pictures on These Pages

The bottom of this page shows how the salesroom used to look, bare floor,

bare walls, iron window sash, “garagey” floor. The picture above on thn's

page shows how the salesroom looked after Hall covered the bare win

dows with curtains, erected a partition and added a bit of furniture. The

picture at the top of the opposite page shows how he illuminates until 11

at night. The cwr on the opposite page is just a plain Hupmobile, painted

a special color, fitted with slip covers and a Victoria top and sold at a

longer profit than the regular Hupmobile brings. Read the story
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The Jobber Must

Job in the New Way.

He Must Be More Than a Passer-on of Goods If He

Is to Fulfill His-Mission in the Business

World and If He Is to

MAKE MONEY IN 1919

Some have the BIG IDEA—and

some haven’t.

Some are a shipping clerk of the in

dustry—others are an efficient link in a

merchandising chain.

Some take goods in one door in big

parcels and shoot them out the other door

in small parcels, considering that the

aim and end of their existence.

Others, in addition to receiving and

shipping goods, take an interest in the

merchandising system of which they are

a part and endeavor to make their dealers

more efficient, thereby benefiting the en

tire industry from factory to consumer.

The NEW jobber is of this latter type.

He is going to succeed in greater

measure, he is going to be the successful

and prosperous jobber of future years,

he is going to be a leader in his line,

he is going to make money in 1919—and

more in 1920.

THERE are jobbers~and jobbers.

Harmony With Manufacturer

The NEW jobber is going to operate

in harmony with the manufacturer. He

is going to order in an intelligent man

ner, stipulating just what he wants and

when he wants it, and taking the goods

when they are shipped. As a matter of

good business he will take advantage of

his cash discounts, and, if he hasn’t the

finances to take advantage of discounts

he will GET THEM.

He also will consider the matter of

selling merchandise at wholesale only.

This will be one of his first considera

III III III

tions in creating an organization of ef

ficient dealers in his merchandise. Some

day the trade will be mostly wholesale

only because the jobbers will realize that

dealers can't be expected to operate un

less the jobber gets out of the way and

gives them room to work.

Teach the Dealers

The NEW jobber will be a teacher of

dealers. He will learn that there is a

limited field for the man who simply

passes goods on to the dealers, and that

there is an unlimited field for the job

ber who reaches down into the trade and

makes bigger the outlet for goods into

the consumer field.

This jobber will have a Merchandising

Department, whose work will be the de

velopment of better sales and business

methods among the dealers. He will

have a man who is capable of overhaul

ing a dealer’s business and putting it

on a paying basis, and he will maintain

this service in such a manner that he

will have the good-will of a group of

dealers who are from month to month

selling MORE of this jobber's goods.

Meetings of the jobber’s salesmen will

be held regularly. Of course, they will

be taught better salesmanship, but, in

addition, they will be taught how to teach

the dealer to sell more goods and make

more money.

They will understand how to enter a

dealer’s place of business and ascertain

wherein his business system is deficient.

They will then put him in touch with

MAKE MORE IN 1920

the jobber’s Merchandising Department

and co-operate with the dealer and the

department until the dealer is set right

and on the way to profits.

They will understand window trim

ming and display. They will know how

display windows and fixtures can be

easily and cheaply constructed. They

will take the initiative in getting the

dealer started along these lines, if neces

sary taking off their coats and getting

the erection of a display window started.

They will help the dealer establish a

suitable office and will see to it that it

is kept clean. They will be‘ willing when

making calls to walk in, say not a word,

get the broom and clean out the office,

thereby setting an example to the dealer.

In many original ways these jobber

merchandisers will exert a powerful in

fluence on their trade. They will be al

ways working to make it better. They

will show the dealer how to cash in on

a runway cabinet—see page 31—they will

teach him the value of good letters and

how to write them—see page 35—and

they will so operate that whenever the

dealer wants goods, service, ideas or help

of any kind he will turn to this JOBBER

OF THE NEW SCHOOL. And this job

her will

 

Make Money in 1919

Make More in 1920

 

 
 

AND DON’T FORGET-Jhe biggest single factor in the development of the

automotive equipment business is the jobbers’ salesmen. What are YOU

doing, Mr. Jobber, to Help them play the part they should and can?
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MORRISON'S LINSEED OIL

POTASH SOAP

This is a linseed oil potash

soap for washing stone or con

crete floors. It is claimed that

the use of this soap with water

leaves no greasy, slippy surface,

but will leave a sanitary clean

floor. The emulsion is prepared

by dissolving 54 lb. soap in the

proportions of 1% to 1% gal. of

hot water.—Glotzen Lubricating

Co., Forest City Bank Bldg.

Cleveland, Ohio.

WILLIAMS ACCELERATOR

FOR FORDS

This is an accelerator or foot

throttle for Fords. and has only

three connections. The pedal is

attached to the floor board of

the car by means of bolts. and

the carbureter throttle rod is

manipulated by means of a flex

ible cable from this pedal to the

hand throttle rod. An auxiliary

spring device allows the foot

throttle to be operated inde

pendently of the hand lever, and

the hand lever can be set at

any point and when the foot

throttle is released the throttle

will go back to the point indi—

rated by the hand throttle. The

lpring action is on the acceler

ator only. Price $3.50.-—Wll

ilams Bros. Aircraft Corp.. San

Francisco, Cal.

RAYDEX HE'ADLIGHT RAY

DEFLECTOR

This is an all-metal cellular

headlight ray deflector which

is inserted in the upper half of

the headlight behind the regular

plain glass. The device con

sists of a large number of cells.

each cell being highly polished

and reflecting the rays of light

that pass through in a clearly

determined direction. There are

3000 triangular cells containing

9000 reflecting surfaces which

reflect the light without reduc

ing the intensity. The lower

part of the headlamp is left

open for side lighting at points

near the car, so that the lower

part of the lens illuminates from

curb to curb. and for a short

distance, and the rays obtained

through the device illuminate

in the distance. The device is

shipped in assorted sizes, 48

pairs to the case. Made in all

sizes to fit all cars. Price $6

per pair for all standard cars,

85.50 for Fords.—Omolite Co..

Inc.. Jamestown. N. Y.

REX GAGE

This is a tire pressure gage

with the figures in black on a

white celluloid surface. a small

collar sliding up over the cylin

der and a window in the collar

exposing the pressure as shown

by the gage. Each gage is fur

nished in a leather pouch.

Price Si.25.—Protex Tire Gage

Co.. 15 North Jefferson Street.

Chicago.

UTILITY UNIVERSAL

WRENCH SET

This is a wrench set consist

ing of three sleeves, each sleeve

having a pair of jaws tapered

  

 
 

Buyer Is Also Seller

I have only one man to purchase automobile equipment, and

the same man sells it. He is thus able to study conditions and

keep the whole business in his own hands—J. W. Prather,

parts department manager, Maxwell, Chalmers and Winton,

_ Kansas City.
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Set DIVIG.
Utility Wrench Non-Kick Cranklng

so that when the sleeve is

pushed down over the jaws the

jaws contract on the nut. Holes

are drilled through the upper

end of the sleeve so that the

rod can be inserted and used to

obtain leverage. The three

wrenches will handle any sized

nut found on any automobile.

Price $3.50.—Hill Pump Valve

Co.. Archer Avenue, Canal and

Twenty-third Streets, Chicago.

GRUSS AIR SPRING

This is a shock absorber com

bining the action of springs,

compressed air and vacuum to

take up the recoil. The device

is attached to any existing car

or truck by means of castings

of different kinds which are de

signed to fit springs of different

widths and frames of different

sections. An air cushion is

maintained both above and be

low the plunger. The complete

equipment consists of four air

springs with castings suitable

to make of car. painting being

in any color to match the car.

Price $250.-—Pneumatic Cushion

Co., 179 Grove Street, San Fran

cisco, Cal. '

IDEAL LOCK FOR FORDS

This is a lock for Ford cars.

the locking being accomplished

by holding the clutch pedal in

neutral position. The lock

snaps shut so that when leav

ing the car, a kick of the foot

will lock the pedal. To unlock

the pedal, it is necessary to use

the key which is furnished with

the lock. The device can be in

stalled in about one-half hour.

Price $4.—Rishmulier Mfg. Co..

3442 Nineteenth Street. San

Francisco, Cal. .

HASTINGS STABILIZER FOR

FORDS

This is a steering stabilizer

for Ford cars. One part of the

device is clamped to the rear of

the axle and the other part to

the tie rod and that portion of

the device containing the com

pression spring is pivoted be

tween them. When the tie

rod moves to one side or the

other the spring ,ls compressed

and the tension of the spring

tends to bring the tie rod back

to the central position. It can

be attached in a few minutes

with a wrench and no machine

work is necessary. Price $3.75.

—liastings Mfg. Co.. Hastings.

Mich.

NON-KICK CRANKING DE.

VICE FOR FORDS

This is a crank handle for

Ford cars to prevent back kick.

A pawl is attacheu to the shaft

of the crank and a ratchet en

gages this paw] as the pawl re

volves. In the eVent of a back

kick the pawl would prevent the

ratchet from turning the wrong

way. It can be installed in a

few minutes without the use of

any machine ionls and does not

interfere with the cranking of

the car. Price $4.—Jackels &

Campbell Co.. 1622-24 McGee

Street, Kansas City. Mo.
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HOLLEY ALL-FUEL CAR

BURETER FOR FORDS

This Is a carbureter for Fords

which handles gasoline, kero

sene, distillate. benzoi or alco

hol. The equipment consists

of special exhaust and inlet

manifolds replacing the stand

ard Ford manifolds. a mix

ing chamber, a double float

chamber, a small gasoline tank

in which to carry fuel for start

ing and all necessary connec

tions ready to complete the in

stallation. To facilitate start

ing. the equipment includes a

choker as well as a primer for

flooding the float chamber.

Price $35.—Holiey Carbureter

00., Detroit.

 
 

Buy Right-—and Advertise

How can an automotive equipment department make money?

By conservative buying and by advertising your goods in a

catchy manner.—J. W. Prather, parts department manager,

Maxwell, Chalmers and Winton, Kansas City.
 
 

Utility Pedals for Fords

NEVEROUT PARKING LIGHT

This is a kerosene lamp to be

attached to the windshield by

means of a bracket. It is in

tended to be used when a car Is

parked to save the storage bat

tery. Made in brass and tin

ished either in nickel or gun

metal. Price $5.-—-Rose Mfg. Co..

910 Arch Street, Philadelphia.

  

RED REAR

UTILITY DISAPPEARING

TRUCK FOR FORDS

This is 'a disappearing truck

body for Ford roudsters. the

body sliding in and the turtle

deck being pulled down into its

ordinary position over it when

not In use. The truck body

can be brought into operation

or folded up in a few minutes.

The capacity is 1,5 ton. Only

four bolts are used in attaching

it and it can be installed in an

hour with a hammer and

wrench. Price $38.50. — Hill

Pump Valve Co.. Archer Avenue.

Canal and Twenty-third Streets.

Chicago.

KLAXON MODEL 10

This is a hand operated warn

ing signal built especially for

trucks. It is of heavy and

sturdy design to bear rough

usage. The operation is by

turning the small hand crank

on the back of the horn. The

horn ls mounted on a swivel

base, which is screwed to any

convenient part of the truck.

The horn can be turned in any

direction and clamped in that

position with the thumb screwv

The horn can be removed from

the bracket if desired. Price

$12.75.-—Klaxon Co., Newark.

N. J.

Fielcbert Emergency Cha In

Klaxon Horn

  

  
\

ECO TWO-IN-ONE SERVICE

STAND

This is a service stand for

holding either the Ford engine

or the Ford rear assembly.

The engine rests on the same

three supports that it rests on

in the chassis and after the

power plant has been assembled

it may be tried out under its

own power. To change over to

the rear assembly it is only

necessary to add three pieces.

The height IS 27 in., width 13

and 26 in., length 32 in., tool

shelf 11 x 12 in., grease pan 13 x

20 x 13 in. The shipping weight

in 185 lb. Price $32.50.-—VVestern

Mfg. Co.. Oskaloosa, Iowa.

‘‘“’"mew-nfvpj"-"7"9‘"7"

  
' 1

Eco Engine Stand Ajax Splicing Sections

  

  

UTILITY SURE-GRIP PEDAL

FOR FORDS

This is a set consisting of two

pedal pads to be attached to the

Ford clutch and brake pedals.

The grips are made of rubber

and steel, the rubber preventing

the foot from slipping and the

flanges on the outside end pre

venting the foot from sliding

of! the pedal. Finished in black

enamel and edged with non

rusting metal. Attached with

out drilling holes or without the

use of special tools. Packed one

pair in a box, ten boxes in a

carton, and ten cartons to a

vase. Price $1.25 per pair.—

Hili Pump Valve Co., Archer

Avenue, Canal and Twenty

third Streets. Chicago.

J. 11 B. TIMER FOR FORDS 6

FORDSONS

This is a heavy duty timer in

terchangeable with the timer on

the Ford car and the Fordson

tractor. A music wire spring

exerts a. constant pressure ol

the roller against the fibre ring

and the roller and bushings are

of specia. s'ock. machined and

ground to size. The outside is

Parker Rust-Proof Finish. Price

$1.45. Extra rotors 50 cents.—

.i. & B. Mfg. Co.. Springfield.

Mass.

REICHERT TRUCK CHAIN

FOR FORDS

This is a non-skid chain for

Fords or other trucks with

wheels having 11,-; in. oval

spokes. The malleable clamp is

placed around the spoke and the

snap hooks of the chain hooks

into the staple, preventing the

clamp from opening. Packed six

units In a bag. Price $12 per

set of 12 units or two bags.—

imperiai Bit & Snap Co.. Ra

cine. \Vis.

GENERAL CORD TRUCK TIRE

This is a. large pneumatic tire

made in truck sizes, such as

36 x 6. 38 x 7, 40 x 8. etc. Trucks

now equipped with solid tires

can be changed over to pneu

matic truck tires on an average

expense of approximately 8190.—

General Tire & Rubber Co .

Akron. Ohio.

AJAX TU BE SPLICING

SECTIONS

These are tube splicing sec~

tions made of high quality live

rubber. They are used in mak

ing repairs to badly damaged

tubes where it is necessary to

fit in a large piece. Considera

tion has been given to the

stretch that necessarily occurs

in all tubes that have been used

for a length of time. These

sections are made up in ample

size to conform with the diame

ter which is to be spliced. Fur

nished in either red or grey

sizes from 3 to 5% in. diameter.

these sections being 15 in. long,

—Ajax Rubber Co.. New York

City. ‘
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Teach Selling to All

The sale of parts and accessories

is equally as important, if not more

so, than the purchasing of them.

Stock clerks and accessory sales

men, and also car salesmen, should

be taught the selling points on all

articles in order to talk intelli

gently to customers and prospects

about each and every article. Every

man connected with the selling or

ganization should acquaint himself

with the merits of everything his

company sells so that he may keep

in advance of the needs of his cus

tomers.—Lloyd Edson, Sales Man

ager, Rude Auto Co., Cedar Rapids,

1a., Ford and Fordson.

Proper Stock Arrangement

Too much attention cannot be

given to the arrangement of stock

rooms in order to facilitate storage,

display and sales. If, upon trial,

the existing arrangement does not

prove to be the most advantageous

and satisfactory, changes should be

made, provided, of course, such

changes do not involve prohibitive

expense. The man in charge of the

stock should be a man capable of

estimating the advantages of ar

rangement, and, if he is not, then

he should be replaced by some one

who is.—Lloyd Edson, Sales Man

ager, Rude Auto Co., Cedar Rapids,

Ia., Ford and Fordson.

‘5 Notice!

A notice, clearly written in pencil

on a large piece of cardboard, at

the entrance of the Woodlea Gar

age, Kansas City, says:

No more loafing . It means what

it says.

We have no desire to have this

regular bunch of chaufi'eurs and

men loafing around here.

Unless your employer has his

car here and unless you can give

a good reason—please find some

other place to hang out, as this is

no club house.

Man, this means just what it

reads and we hope you will do us

the favor of obeying these rules.

Now as to hanging on the tele

phones, this must stop. Hereafter

ask our permission before using

them. If they are not worth ask

ing for, they are not worth talking

over.

Please cause us no further trou

ble—Woodlea Garage.

Wins Confidence

One of us, myself or my son, is

on the job every hour, day and

night—and we urge owners not to

lock their cars. We show that we

 

Sell Supplies

Make Money in 1919

Make More in 1920

More ideas on pages 29

and 30

 

are sure to know who takes out the

car, and the customers have con

fidence that their property is safe

with us.—-W_ S. Allard, Woodlea

Garage, Kansas City.

“We Paint Cara”

"We paint cars," displayed in

huge letters on billboards, has been

used satisfactorily by Don Lee, Los

Angeles, to attract attention to this

department of his establishment.

The result is the painting force has

had to be increased and a consider

able income has been derived from

this department.

Got Rid of “Gang”

W. S. Allard, proprietor of the

Woodlea Garage, Kansas City,

found when he took charge that

/_-
______

' o
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No. DATE

STALL No.

Storage . . . . 8

Wash. ., ..

Gasoline

Oils

Work Order

‘ l

C. W. FREY

wanna-aro- "unumlon on.

ILQOIIIGTOI. ILL

No. DATE 2 4 6 8

STALL No.
one 35c mama so.

OPEN ALL NIGHT

Retaln Thlo Chock

' chains cost $2 a set.
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PREVENT CAR STEALING

C. W. Frey of Bloomington, III., has

Ihis claim check system [or cars on

transient storage. No man can walk

in and drive out with a car that doesn’t

belong to Mm

chauffeurs of the neighborhood

were making his front office a loaf

ing place. Some patron com

plained of the “gang”; others

feared equipment or cars might be

stolen, seeing the loose methods.

and owners habitually locked their

cars. There had been cases of cars

being used for joy rides. Allard

posted a notice prohibiting loafing

by chauffeurs, and got rid of the ob

jectionable element, having no trou

ble with the chaufi'eurs of patrons.

The notice reassured patrons, and

the enforcement of it brought about

safer conditions and pleasanter

surroundings for women calling for

their own cars.

Check Equipment Pur

chases

We make out duplicate orders

for equipment and repairs, and

check the goods when delivered, or

brought back to the garage by em

ployees. During war times we had

to put up with substitutions and

errors; but there is no reason for

laxity now. We would be stuck

with unsalable goods, and would

get things we have no use for and

would not want to tie our money

up in, if we did not check every

item carefully. If an order has not

been accurately filled we secure an

adjustment at once, even if I have

to make a trip downtown to do it.

Sometimes the errors are small, but

we stick to the rule, so that it is

sure to be observed, and so that the

little drains on the pocketbook, the

annoyances from not having just

what our customers will want can

be avoided—W. S. Allard. Wood

lea Garage, Kansas City

A Bit of Backbone

You're going to sell accessories.

like chains, for instance, anyway.

go why give them away on the sale

of a car? It's mighty easy to get

into bad habits this way. Take

this business, as an example. Be

fore the present management

bought it 167 cars had been sold

and a set of chains had been given

away with every car. At that time

That's $334

actually given away. When we

took hold of the business we

stopped all that sort of thing.

There were some kicks, of course,

but we’ve got them educated now

and when a man buys a car he buys

a car and nothing else. Accessories

are extras and are paid for as such.

It’s just as easy when you've got

the backbone—E. F. Raver, man

ager accessory department, Jefier

son Auto Co., Jeflerson. Ia., Ford

and Fordson.
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MOTO-METER

This is a recording device

which shows by means of a

thermometer tube on the radi

ator cap whether the engine is

operating normally or whether

it is overheated or running too

cold. It does not register the

water temperature but registers

the temperature of the air

directly above the water. The

standard models can be fitted to

any radiator cap by simply

drilling a hole through and put

ting a. nut on the lower side.

Other models are the Universal

57.50. Junior $5, Ford model

82.75, Midget model $2.50, and

Overland & Willys Knight

model.—Moto-Meter Co., Inc..

bong Island City. N. Y.

REED SUNSHADE

This is a shade made of ar

tificial leather mounted on

nickel spring rollers, the roller

being attached to the upper

edge of the rain vision or aux

iliary wind shield. \Vhen driv

ing against the sun or when

other conditions demand it the

shade is pulled down on the out

side of the rain vision and

clipped in place. When not

needed the shade is rolled up

out of the way. Price $10—

Vehicle Top and Supply Co.,

3414-3418 Linsell Avenue. St.

Louis. Mo. -

N EW YORK FOOT

PORTER

SUP

This is a swivel device to be

Attached to the floor board

under the instep of the foot

that Operates the accelerator

pedal. A coil spring tends to

keep the device in an upright

position and the device springs

back and forth as the foot re

presses or raises the acceler

ator. It is attached to the (cot

board with two wood screws

and there is an extra set of

holes for adjusting the height.

Price 75 cents—New York Coil

Co., 338-340 Pearl Street. New

York City.

SECURITY SWITCH

’ FOR FORDS

LOCK

This is a switch lock for

Fords which not only locks the

ignition circuit, battery or mag—

neto, but also grounds the en

tire ignition system so that it

is impossible to wire around

the coils. The screw holes are

covered by steel bars and a

powerful cam forces the bars

over the screw heads on a turn

of the key. The barrel lock is

unplckable and magneto or

battery current or both may be

used just the same as before

the switch lock was applied.

Price $3.25.—New York Coil Co.,

838 Pearl Street. New York

City.

 
 

Display Car Parts

Motor car parts should be made a part of the automotive

equipment section and placed on display so that they can be

easily sold. To-day many persons are installing new parts in

their own cars—W. L. Johnson, president, Johnson Automobile

Co., St. Louis. ‘

 
 

 

  

 

 

Reed Sunshade
  

HOLE FOR

ADJUSTING

Woodworth Spring Cover
Security Switch Lock

CASCO WIRE WHEELS FOR

FORD, CHEVROLET AND

OVERLAND

This is a complete set, com

prising flve wheels, four inner

hubs. adapter, hub caps. dust

cover for spare wheel and

wrench. The wheels can be

used on the Ford. Chevrolet

490, or Overland Model 4. The

standard 66 in. tread is re~

talned, the valve stem hole is

placed to allow an unobstruct

ed accessibility to the valve

stem and the sixty spokes are

arranged to form a wire sus~

pension construction. The hub

construction is entirely of

pressed steel. By the use of the

adapter hub for the Ford and

special inner hubs for the Chev

rolet and Overland, one set of

wheels will interchange on these

different makes. The hub is of

two pieces, employing the prin

ciple of a lock nut with right

and left hand thread. Price $75

per set for any one of the mod'

els. Spare wheel carrier. $10.—

Natlonal Wire \Vheel Wks..

lnc., Geneva. N. Y.

NEW VORK REPLACEMENT

COILS

These are replacement coils

that ‘are interchangeable with

those supplied on modern bat

tery ignition systems. Made in

eight different models, these

eight covering replacement for

all makes of cars. Price $10

each excepting models L-3 and

L-4, which are $7.50 each—New

York Coil Co., 338 Pearl Street.

New York City.

WOODWORTH LUBRICATINO

SPRING COVER

This cover consists of a. water

and oilproof material having a

felt pad inside which is satur

ated with oil before the cover

is put on. The cover encloses

the spring from the clamps at

the thick part to the end of the

tapered leaves. The cover is

held in place with small straps

about 2 to 21/, in. apart. The

covers provide lubrication and

keep out moisture and dirt.

Made in eight different sizes

these eight being sufficient to fit

all springs on all makes of cars.

Set for Ford cars price $2.50.—

‘Voodworth Mfg. Co., Niagara

Falls. N. Y.

SE-MENT-OL RADIATOR CE

MENT

This is a compound in pow

dered form which is poured into

the radiator through the filler

cap. it dissolves in the hot

water of the radiator and when

it comes in contact with the air

through any leak. it solidifies.

sealing the leak up. Price 75

cents for a 7 oz. can. which will

repair a 12 gal. radiator. Also

made in liquid form. price 75

cents for a 10 oz. can. which

will repair a 6 gal. radiator.—

Northwestern Chemical Co..

Marietta. Ohio.
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TABER COMBINED MUFFLER

8t CUTOUT FOR FORDS

 
 

new cars.

ceries.

Leads to Car Sales

The equipment department is a fly to draw customers for

I used to sell them down in Arkansas.

A man who comes to me for parts will eventually

come to me when he wants a new car. It is like selling gro

One particular

man never bought much of me, but I was always accommodating

in small things. One day he invited me out to dinner and in

formed me that he was about to open up a large establishment.

Before dinner was over he had given me his order for $3,500

worth of goods. The same principle holds good in automobiles.

Treat a man pleasantly in the small things and he will come to

you for the big things later.4. W. Prather, parts manager,

Maxwell, Chalmers and Winton, Kansas City.

 
 

  

  

@

 

  

  

  

  

  

Thi is a combined muffler and

cutout for Fords. The cutout

feature is part of the muffler

proper and is controlled by a

lever which is attached to the

foot pedal with a chain, the

lever being returned to its

closed position by means of a

spring. The muffler fits on the

Ford exhaust pipe in place of

the regular Ford muffler. Price

$4.75; $5 west of the Rockies.—

Emco Mfg. Co.. Binghamlon.

N. Y.

B. & N. COMPRESSION PLUG

This is a plug threaded on the

lower end to fit the spark plug

hole and on the upper end to

fit a tire valve cap. A hole ex

tends clear through the device.

it is used for testing'the com~

pression by screwing the lower

end into one of the spark-plug

holes and attaching a tire gage

to the upper end. The gage will

register the compression in

pounds. Price $1.25.—S. & N.

Compression Plug. 63 Oliver

-Btreet, Boston.

HIPCO RUNNING BOARD

I MAT

, This is a rubber runningboard

rrnat which is attached to the

runningboard by means of cop

per-plated washers which are

embedded in the rubber to sup

port the bolts or screws which

hold it in place. it is rein

forced with a strip of fabric im‘

pregnated for waterproofing pur

poses and inserted under pres

sure on the outside edges. This

is said to make the mat lie flat

and tight on the runningboard.

Price $1.50.—Hipco Mfg. Co., 34

Columbus Avenue. Boston.

MORGAN BALL JOINT

This is a ball joint for mak

ing connection between the

steering wheel and throttle or

timer or magneto levers. Made

in either machine screw, United

States Standard or S. A. E.

Thread. Prices from 12 cents

to 15 cents each—Morgan Mfg

Co.. Inc., KeeneA‘N. H.

LIBERTY STARTING PRIMER

This is a starting primer for

Fords and consists of a high

pressure fuel pump operated

from the dash which forces gas

oline through tubing directly to

the cylinders through the two

branches of the intake mani

fold. At the same time a sup

ply of atomized fuel is supplied

at the base of the intake mani

fold to take care of the next

few explosions. It can be at

tached in less than an hour and

the equipment is complete with

all parts necessary for installa

lion. Price $8.--Liberty Primer

(‘0., Inc., 676 Woodward Ave

nue. Detroit.

Morgan Ball

5&N

Plug

Trojan Roller

Liberty Starting Primer

K-D Electric~nght Outfit for Fords

' Morgan

License

Holder

Bearings

Victor Spark Plug

H. 6. H. STEEL LOCKERS

These are steel lockers of spe

cial construction eliminating

angle irons and frame work.

The door frame and legs are

cut out of one solid sheet of

steel. The steel is extra heavy

gage and the finish is in olive

green or black enamel baked on.

Made in seven different styles

to meet different requirements.

—Hart & Hutchinson Co.. New

Britain. Conn. ‘

K-D ELECTRIC SIDE & TAIL

LIGHT OUTFIT FOR FORDS

This outfit consists of a pair of

side lamps and a double bulb

tail lamp, together with all nec

essary wires, terminals and

switch. The side lamp bulbs

and one of the tail lamp bulbs

are special low voltage, wired

to the dry cells for use while

the car is standing. The other

tail lamp bulb is a high voltage

wired directly to the magneto

and using the head lamp switch

which is now on the car. “'hen

the head lamps are turned on

the switch also operates the tail

lamp, giving a signal while the

engine is running. Each outfit

packed in an individual carton

complete with wiring diagram

A case contains 24 outfits. Price

$6 per carton.—K-D Lamp Co..

Cincinnati, Ohio.

MORGAN AUTOMOBILE

LICENSE HOLDER

This is a small container

which may be carried, on the

keyring and is intended for w

rying the owner's license card

Owing to license forms Varying

in different States. the holder

is made in two sizes. Price 25

vents—Morgan Mfg. Co.. Inc.

Keene. N. H \

TROJAN ROLLER BEARINGS

FOR FORD WHEELS

This is a set of inner and

outer taper roller bearings for

Ford or Chevrolet 490 from

wheels. The bearings are inter

changeable with the existing

hearings without any machine

work, and it is only necessary

10 dismount the wheel, insert

the new bearing and replace the

wheel—Ahlberg Bearing Co..

2636 Michigan Avenue. Chicago

VICTOR SPARK PLUG

This is a spark plug employv

ing an external ignition cham

her to keep the spark gap Oul

of the cylinder. By removing

the screw plug in the chamber

lhe electrodes of the plug can

he seen and adjusted without

removing the plug from the cyl~

inder. A priming cup is she

part of the device and this is

located on top of the chamber

Price $2 each, or $1.75 without

primer.—-Victor Spark Plug Co..

250 Devonshire Street. Boston
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Two Separate Steps

Keep these two steps distinct:

First convince a man that he needs

a truck—then show him that your

own make is the best for his use.

—A. S. Austin, Republic Trucks,

Kansas City.

Make Sure It Fits

No used truck is sold by us un

less we are sure it will give the

customer a reasonable amount of

service—A. S. Austin, H. A.

Dougherty Motor Co., Republic

Trucks, Kansas City. .

Guarantee Own Used

Trucks

We rebuild Republic trucks and

guarantee them practically as new.

Other makes we put into good run

ning condition.—A. S. Austin, Re

public, Kansas City.

Work the Live Ones

An agent with initiative will

recognize at a glance whether a

man needs a truck or not—and let

him alone, saving valuable time, if

he does not—M. A. O’Mara, the

White Co., Kansas City.

Hunt the Shipping Clerk

When I am hunting prospects I

go to the back door—to the ship

ping clerk. If his firm is using

teams I investigate why it could

not use trucks to better advantage.

The shipping clerk is the man who

knows.—M. A. O'Mara,- the White

Co., Kansas City.

Don’t Worry Over Data

We are equipped with compara

tive data to show a man how he can

better his haulage system by sub

stitution of motor trucks for horse

drawn equipment. But for the

past three years it has not been

necessary to devote much time to

that phase of the question, as the

public has general knowledge of

the superiority of motor trucks

over horse-drawn haulage in most

instances—Edward T. Ash, Aull

Ash Co., Columbus, Ohio.

Cultivate a Broad Mind

A man to be a good salesman

must have a broad vision, a broad

idea of trade usages, of the me

chanical opportunity to get the

greatest efiiciency for the trade.—

M. A. O’Mara, White Co., Kansas

City.

Study Uses of Truck

Push the motor-truck. It has a

brighter future in this particular
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locality than has the tractor even,

at any rate for the immediate fu

ture. It appeals to more farmers.

The 1-ton truck is big enough for

the average farmer. And I notice

this, too, about both trucks and

tractors: Once the farmer has

' either, he finds a lot more for it to

do than he even dreamed of at

first. They grow on him with use.

This suggests looking for instances

of what various farmers use trucks

and tractors for and using these

things as selling arguments when

soliciting new sales.—F. Le Cocq,

Star Automobile Co., Ford and

Fordson, Pella, Ia.

Met an Emergency

When the influenza epidemic got

so bad at Newton, 1a., that the fa

cilities of the small local hospital

were unable to cope with the great

number of patients requiring care,

the Motor Sales Co. stepped into

the breach. Not only did the com

pany advance $600 to pay a month’s

rent on one of the local hotels to

be used as a temporary hospital,

but it converted a new Dodge panel

body delivery wagon into an emer

gency ambulance and put it at the

service of the community. Obvi

ously the company did not lose any

thing in the estimation of the

people.

Good, II—

We have been able to make truck

salesmen out of some motor car

salesmen who have leanings for

transportation cost figures and

who are not married to selling a

certain machine.—H. Rottersman,

president, Rottersman Automobile

& Truck Co., St. Louis, Mo.

Show Service Possibilities

The long suit in selling trucks is

to show the service possibilities.

Truck owners have come to realize

the importance of service. and it is

a more convincing argument con

stantly.—C. E. Lightfoot, manager,

G. M. C., St. Louis.

Service on the Street

The best way to sell trucks is to

give service on those you have on

the streets. The cheapest and best

service is that which reaches the

truck under all conditions and at

all times. Hence you must work

through an inspector or the chauf

feurs—James H. Smith, superin

tendent, Federal Truck Co., St.

Louis.

Sell Them Billboards

A winning argument in selling

commercial cars, made from Dodge

cars with the Graham attachment,

is to sell them as moving billboards,

to be charged to the advertising

account. Usually delivery com

panies supply such cars that this

argument wins with the firms that

have any pride—Frank R. Tate,

president, Tate-Gillham Motor Car

Co., St. Louis.

Trucks Save Farm Time

I show the farmer that the motor

truck is the biggest piece of time

saving equipment he can own. 1

demonstrate to him that with a

motor truck he can make four trips

in the same time it would take his

horses to make one. This 4-to-1

ratio holds on all the work a truck

will do, and it is not diflicult to

sell trucks when you can furnish

the proof of facts like that—E. J.

Haupert, manager, Rude Auto Co.,

Perry, Iowa, Ford and Fordson.

Pick Your First Prospect

When I started in to sell motor

trucks I picked out a man who lives

11% miles from town. I decided

that if I could sell him, I could

sell anybody, while the mere fact

of his owning a truck would bring

me sales among his neighbors. I

prepared my plan of attack care

fully and waited for an opportunity

to spring it. This came on Decora

tion Day a year ago. My man

came to town to celebrate and l

tackled him. He didn’t get any

time to celebrate and neither did I,

much to the disgust and disap

pointment of my family, but I sold

him that truck.

Well, it wasn’t long before his

neighbors got wise to the fact that

he was making four trips to town

in one day, hauling grain or live

stock or anything else he had to

market, while. they, with their

horses, were making but one. This

they couldn't stand, and now, right

around that first truck I sold, and

between that and town, I have

twenty trucks placed. That shows

how it pays to pick a customer in a

strategic locality. Following that

one sale I sold 51 trucks last year

and expect to sell 75 this year.—

E. J. Haupert, manager, Rude Auto

Co., Perry, 1a., Ford and Fordson.
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WILLIAMS WRENCH SETS

These are sets of 22% deg.

double-end wrenches in sizes

from 54 to T/g in., furnished

either unfinished, semi-finished

or finished and either 5 or 8

wrenches are packed in a roll.

Set No. 9 includes 7 double

end wrenches, and the price.

complete with roll, is $2.67 un

finished, $3.72 semi-finished, or

$5.39 finished—J. H. Williams

& Co., Brooklyn. N. Y.

HARTON LOOSE-LEAF

SYSTEM

This is a loose-leaf billing sys~

tem in which the bills which are

sent to the customer are inter

leaved with ledger forms. There

are four bills to each page, these

being perforated so that they

can be torn out-and the item

ized bill be entered on the

ledger on the opposite side.

Price 340, complete with 1000

leaves, binders, indexes, etc.—

—.I. Harton & Co., 212 Church

Street, New York City.

TOQUET CARBURETER FOR

FORDS

 
 

Like a Grocery Store

Much of our success is due to the arrangement of our stock.

It is just like a grocery store. Everything is in s1ght.-—R. E.

Samis, Samis Auto Supply Co., Kansas City.
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This is a carburetor for

Fords. It has double jets, each

independent of the other, per

mitting of low throttling with

out affecting the high speed.

The low speed fuel is carried

ahead of the carburetor proper.

directly In the path of the in

take manifold. This allows a

rich mixture to get directly into

the intake manifold. There are

no moving parts and one adjust

ment is permanent and takes

care of both high and low speed.

Price $15.—Toquet Mfg. Co.,

Westport, Conn.

WILLIAMS SPOT LIGHT

This is a spot light with a hy

perbollc reflector made entirely

of brass. The brass is nickel

plated and then silver plated

and the enamel on the outside

is air brushed and baked. The

reflector is swedged to the lamp

support. Made in two models:

A 6 in. and B 7 in. Either model

can be fitted with the \Villiams

Rervu which is a convex

diminishing mirror measuring

3% in. in diameter. The switch

on the spot light is conveniently

located and protected against

moisture and dust by the main

lamp support and a nickel

plated metal switch cap. The

three-point contact bracket is

short and rigid. It is adaptable

to either straight, oval, round,

tapered or channel windshield

support. The bracket has an

adjustable vertical motion which

prevents the light from being

thrown in the eyes of ap

proaching motorists—Williams

Mfg. Co., 125 West Thirty-fifth

Street, Los Angeles, Cal.
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Harton Loose Leaf System

Perfection Radius Rod
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Gemco Fender-pan_ Bumper

CROWE MECHANICAL FAN

BELT

This is a fan belt made up

of a series of wire links. steel

links and sole leather blocks.

_There are three parts to each

link and by sliding out any

leather section the chain opens

and is closed when a. leather

section is replaced. Any num

ber of links can be added or

taken out. No metal touches

the pulleys and no change in

pulleys is necessary. Price

$1.25 for Fords to $3 for Pack—

ards.—Mechanical Belt Co., Si

Joseph, Mo.

POLACK SOLID TIRES

These are solid rubber truck

tires made only in the pressed

on type. A special process is

used to insure uniform ad

herence of hard rubber to the

steel base and a special binder

between the hard rubber and

the tread rubber. The Polsck

regular is made in sizes from

34 x 3 to 40 x 7. at prices from

$40.90 to $125.10. The Polack

High Crown is made in sizes

from 34 x 31,4 to 40 x 7, at prices

from $60.60 to $177.30. Polack

Tyre and Rubber Co., Broadway

at Sixty-second Street, New

York City.

GLIDDEN FINISHES, VAR

NISHES AND DRESSINGS

Glidden Endurance Auto Fin

ish is made in a variety of

colors for bodies, fenders, gears.

wheels, springs, hoods, etc. The

Mishlng varnish is clear and

puts a high gloss over the color

finish and may also be used to

restore old finish. Mohair and

leather dressing are for renew

ing, waterproofing and preserv

ing the respective articles to

which they are applied. The

dull black lamp enamel Is for

use on brass, nickel or iron.—

Glidden Co., Cleveland. Ohio.

PERFECTION RADIUS ROD

FOR FORDS

This is a radius rod for

Fords made of angle iron 1 x l

x 1,5 in. The eyelets are

strengthened where the bolts at

tach to the axle and the twin

hook bolt grips the radius rod

at the ball socket and prevents

It from moving forward or

backward. Price 75 cents.—

Dow Wire & Iron Works, Louis

ville, Ky. ‘

GEMCO FENDER-PAN

BUMPER

This is a bumper with two

heavy forged hooks which

clamp to the lower flange of the

frame, with the result that the

flange pan and fender are not

interfered with. It can be at

t‘ached to the front of nearly all

standard cars and to the rear

of many. Made in channel and

diamond-shaped frames and fin

ished either in nickel or black

—Gemco Mfg. Co., Milwaukee.
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The old ways may be easier, but what the trade needs is aggressive, fighting dealers
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Watch Your Step

New Ways That Old Dealers are

Using to Get Efficiency in Business

MAKE MONEY IN 1919
 

MAKE MORE IN 1920
 

[Read Them All—and USE Them]

System Shows Who Pays

A proper cost system quickly

shows which are the most profit- '

able salesmen. It is not always the

man who sells the most cars.—

Joseph A. Schlecht, president,

Mound City Auto Co., St. Louis.

Read This, Dealers!

Harry G. Moock, business man

ager of the N. A. D. A., conducted

a cost keeping campaign while he

was secretary of the Rock Moun

tain Automobile Trade Association.

He tells these stories and observa

tions:

I was in a shop one morning

when a boy drove in a truck, ran

over a floor broom and broke it.

The manager said nothing to any

one but me. He invited me to come

back at quitting time. Then he

assembled all of the men and re

marked:

“Boys, there was a floor broom

SIB

  

 

 

 

  

 

Lani.

broken here to-day because it was

out of place. Last year this de

partment made 4 per cent profit.

We will have to sell $100 more this

year to make up for that broom.

That’s all. Good night.”

Another of our members in Den

ver went into his basement and

found many lights burning but no

one working there. Instead of put

ting them out, he called in an elec

tric light man and asked him to

compute the expense of such care

lessness for a year. It was $200.

My experience has been that so

many dealers do not know what

constitutes overhead and how to

4‘7; '

spread it over the various depart

ments. I know men who figure

that if a part costs them $12 at

the factory, transportation $1, they

figure a sale at $13 as a $1 profit.

Then they wonder why they go

broke.

I knew a general manager of a

departmentized plant who keeps a

time record on himself. If the shop

calls for him and he spends an

hour there, he charges that much

of his day’s pay against the shop

as direct overhead. He says: “If

they did not need me they would

not call for me. It is up to the

head of the shop to do business to

pay for that time.” The uncharged

part of his time is charged as over

head and spread by rule over the

departments.

On a recent trip from Denver

here, while the train stopped at a

Missouri town, I read a sign on the

upper wall of a garage. It was:

“Our Terms Are Cash.”

I could not read the firm name,

but to make sure that it was a

motor car business I asked a man

who got on at that station. That

firm had kept cost accounts enough

to know where the biggest leak

was, and they topped it in the big

gest letters possible. Too many

garagemen think of terms last.

Some dealers charge travel ex

penses and such things as a certain

per cent against total business.

Some of these men are still work

ing on a 1915 basis. Their per cent

against the small amount of busi

ness last year was the same as

against the greater business this

year. Some of them have not taken

notice that a trip to the factory

costs twice as much. Cost rules,

once made, do not always apply.

The only way is to keep an item

ized account up to date.

 

More efl'iciency ideas on

page 75

  

 

Make Men Specialize

Classify your men according

to their ability—give each one

those jobs only which he can do

the best. That's what I do and

it gives me a greater percentage

of return on my labor costs. 1

have nine men in my shop de

partment. One man does all

the engine work because he is

expert on such jobs. I have a

radiator man and a wheel man

and men for tops and the like.

Concentration on one class of

work makes each one an expert;

he can develop his aptitude to

the greatest extent and our shop

turns out more and better work

in consequence.—A. L. Fallein,

shop foreman, Rude Auto Co.,

Perry, Iowa, Ford and Fordson.

He Departmentizes

Organization and departmen

tization spell success in the au

tomotive business to-day. I

  

 

 

have my business divided into

five departments with a man at

the head of each department

whom I hold responsible for the

conduct and results of his sec

tion. Every Monday morning

we have a conference of depart

ment heads at which the work

for the week is mapped out.

E. J. Haupert, manager Rude

Auto Co., Perry, Iowa, Ford and

Fordson. _
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Sell Your Organization

I try to impress upon the

mind of every man and woman

in my employ—and there are 26

of them—that each owes an ob

ligation to the company over

and above the mere working for

it with hand and brain. We

can’t sell automotive wares

without prospects to work on.

Our force comes from all walks

of life. Each person has con

nections, social or otherwise.

Somewhere among those con

nections there is one or more

prospects. It is the duty of the

individual employee to dig up

the prospects in his station and

report them to the organiza

tion. In other words, this

gives each a sphere of influ

ence in which he can work for

the good of the business. Thus

we draw from all classes of

people and each one of our

force feels he has a personal in

terest in the advancement of

the business as a whole.—E. J.

Haupert, manager Rude Auto

Co., Perry, Iowa, Ford and

Fordson.

He Departmentized—

$78,000

It pays to departmentize in

the automobile business. For

instance, we have one man who

does nothing else but sell tires.

Last year our tire business

amounted to $78,000. Our man

makes this one'of the most prof

itable departments of our busi

ness. Competition is so keen

in the tire business these days,

and competitors continually are

springing so many schemes for

selling, that it takes all the in

genuity and resources of one

man who does nothing else to

keep pace with them. It pays to

departmentize and have a good

man at the head of such a de

partment as tires. —Swaney

Motor Co., Carroll, Iowa, Ford

and Fordson.

Systematizing Service

We secured a new man to have

charge of our service station, and

we believe that we will soon have

a system where there will be abso

lutely no complaint. We are sys

tematizing every feature of the

work and have spent a great deal

)f time in devising plans and

 

BE EFFICIENT

Make Money in 1919

Make More in 1920

Read page 9 again

  

 

methods—Oscar Lear, president.

Oscar Lear Motor Co., Columbus,

Ohio.

Simple, Wasn’t It?

A cost system showed us that

our service shop was not making

money and why. We used the re

sults to make our prices so that

the shop would make money.—W.

L. 'Johnson, Johnson Automobile

Co., St. Louis. -

Keep Accurate Records

I began to realize the necessity

of keeping accurate accounts when

a man offered to buy me out. My

books—the sketchyaccounts I kept

~didn’t show what I had in the

way of machinery, automotive

equipment and used cars, or what

the business was paying. I didn’t

want to sell any way, but got to

figuring just what the business was

worth—and so have got into the

habit of keeping pretty strict ac

count, and am soon going to em

ploy a bookkeeper to do the thing

up right, as I increase my stock

and business in equipment, and

open this extra storeroom next

door.—J. L. McMahon, Westport

Garage Co., Kansas City.

Know Sales Figures

The most useful sheet of paper

in a sales ofiice is that on which

records of cars sold by months and

by salesmen and other details are

kept. It supplies the text for sales

men’s meetings and for judging

business against former years. The

man who goes before the sales

men to talk cannot have too much

accurate detai1.—H. Milton Koe

nig, publicity manager, Weber Im

plement & Auto Co., St. Louis.

Know Costs

Any cost accounting system to be

effective must report losses or the

slow down of any department to

the head of the institution in time

to catch that evil while it is work

ing. Many good men can be saved

to a service by reaching them while

they are discouraged and giving to

them a bit of help. At the end of

the month this may be too late.—

Frank R. Tate, president, Tate

Gillham Motor Car Co., St. Louis.

Cut Credit Losses

One year, on $30,000 of business,

I lost $2,000 from giving credit.

The loss was not so much in bad

accounts as in the reduction in

amount collected because of adjust

ments necessary. The owner who

pays a bill three months old can't

understand how it could be so big,

and to get the money I have con

ceded this and that. They'll pay all

when a little is conceded if they

have stalled you off temporarily

with-a complaint as to the charge.

I have cut out credit to the people

that have to have adjustments, but

on many accounts render bills

monthly, payable by the tenth—J.

L. McMahon, Westport Garage Co.,

Kansas City.

Compulsory Inspection

Our service department cost in

vestigations have convinced us that

it is the cheapest method to insist

that car buyers bring in cars for

inspection at least once a month

for six months—H. Rottersman,

president, Rottersman Automobile

'& Truck Co., St. Louis.

Night Work Doesn’t Pay

Cost investigations convinced me

that night shop work was unprofit

able. I cut it out—W. L. Johnson.

president, Johnson Automobile Co..

St. Louis.

Why Daily Costs

A daily cost account on a de

partment often gives you a chance

to go and help a department head

out before he gets so discouraged

that he loses faith in his job and

slumps.—Frank R. Tate, president,

Tate-Gillham Motor Car Co., St.

Louis.

Found What Not to Do

A Kansas City garage owner

learned more from the books of his

predecessor on “what not to do"

than from any other source. He

found there unpaid bills for

storage; a loose method of check

ing cars in and out that resulted

in inability to make out true bills;

a lack of system in entering ac

counts that made it difficult to iden

tify and find accounts when

wanted; failure to foot accounts by

week or month, and failure to keep

track of expenses, the result being

that the new owner had no basis

for figuring costs. The new owner

picked out the weak spots in the

bookkeeping system, the features

that didn’t tell him what he wanted

to know, and strengthened them

first.
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CASCO COIL BOX PRO

TECTOR FOR FORDS

This is a protector to prevent

water and dampness from get

ting through the dash to the

coil box on the Ford. .Ten

sleeves are made into the pro

tector and these sleeves fit‘

around the porcelain insulators

that project from the back of the

Ford coil box. A curve at the

upper edge of the shield keeps

all the water on the outside and

the sleeves prevent the water

from short-circuitlng the termi

nals—Cooper Auto Supply Co..

l‘homasvllle, Go.

M. &. S. DIFFERENTIAL

This is a differential with tWO

n- more spiral or worm pinions

located in the differential hous

ing and rotated by the engine.

There are also two crown worm

wheels. one attached to either

iriving wheel. In addition there

are worm gears interposed be

tween the pinions and the crown

wheels. the teeth of which are

shaped to correspond. These

worms are mounted in the dif

ferential casing with their axes

at right angles to those of the

pinions. The angle of the

worms Is such that while the

crown wheels can drive the

worms the worms cannot drive

the crown wheels, and as a con

sequence the differential is

locked when one wheel loses Its

traction. although the ordinary

differential effect is not Inter

fered with when both wheels are

on good ground—M. & S. Cor

poration, Detroit.

BOWER ROLLER BEARINGS

This is a set of roller hearings

in which the roller is parallel

and there is a flange on one end

to take end-thrust. The bear

ings are self-aligning 'and the

raceways are parallel at all

times. Made in over 200 differ

ent sizes at prices from $4.95

to $59.-—Bower Roller Bearing

Co.. Detroit.

GOBELIN CLOTH

This is cloth for upholster

ing a car and is made on the

idea of the famous Gobelin

tapestries of Europe, with de

signs in rich but sane colors.

The weave is such that it will

not show any impression or pat

;erns on an evening gown, and it

loes not hold out—Louis Dusen

bury & Co.. Inc., 229-233 Fourth

\venue. New York City.

HASTINGS DECARBO

This Is a steam decarbonizing

device. Heat Is obtained from.

the exhaust manifold to turn

the water which is contained in

the little cylinder into steam

and this steam enters the intake

manifold and goes into the cyl

inders with the mixture. The

operation is automatic and a

valve checks the flow of water

when the engine is stopped and

automatically opens it when the

engine starts—Hastings Mfg

00.. Hastings. Mich.

 
 

  

You Must Advertise

An automotive equipment dealer cannot make much money un

less he advertises. We run a special ad. in the Sunday news

papers each week and in our salesroom placards are posted, call

ing attention to our equipment department.—J. W. Prather,

parts department manager, Maxwell, Chalmers and Winton,

Kansas City.
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FEASTER FOOT ACCEL

ERATOR

This Is a. foot accelerator

which operates sideways under

the ball of the foot. It Is as

large as the average brake or

clutch pedal and extends en

tirely across the width of the

shoe. The top plate is pivoted

directly under the foot and when

the foot is tipped sideways the

whole plate moves with it. It

- is not affected by direct up and

down motion. The device can

be attached to any car having a

foot throttle and the base is at

tached to the floor at the side!

of the present accelerator. Price

$3.75.—Peter Gray 8: Sons. Inc..

Third and Binney Streets. Cam

bridge. Mass.

BURKE OX-ILIATOR

This is an air moistener for

supplying moisture to the mix

ture in the intake manifold. It

consists of an aluminum shell

open at the top and a glass

vacuum chamber fitted to the

top. There are two air inlet!

through which the air enters

the distributor, breaking it up

into minute streams. A con

nection is made between the

vacuum chamber and the intake

manifold by means of a copper

tube. A check valve is placed

In this connection to prevent

damage In case of back fire. A

valve automatically introduces

additional air, depending upon

the speed of the engine. Price

10.—Automobile Devices Co..

eal Estate Trust Building.

Philadelphia.

N0. 925 RED DEVIL PLIERS

This is a pair of pliers to grasp

regular or irregular objects, nuts,

pipe or rods. The cutters are

made parallel when open so that

they will not push the work for

ward.‘ Double adjustment en

ables the pller to be used for :

wide range of sizes. Made In

lengths of 6%. 8 and 10 in

Finishes in gunmetal or nickel

plate. Packed one in a box, sI)

in a» carton. ——Smlth & Hem

enway Co., Inc., 114-130 Coh

Street, Irvington, N. J.

DETROIT TILTING LOCK

ABLE STEERING WHEEL

This is a tilting lockable steer

ing wheel made in two diam

eters and four styles. The loci.

is put In operation_when the

steering wheel Is in the driving

position, and it operates by dis

-connectlng the spider from the

shaft. allowing the wheel to

spin around on the shaft. “fixes

the wheel is In its tilted posi

tion it gives a clearance oi

approximately 7 in. Special size

for Fords finished in black

enamel. 16 in. In diameter. cor~

_rugated maple rim. price $17v

Polygon Corrugated Rim. either

17 or 18 in. in diameter, $27.50.

Round Corrugated Maple Wai

nut Rim. either 17 or 18 in. in

diameter. $23.50.—Detrolt Steer

ing Wheel Corp., Detroit.
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READ No. 1

The two window pictures on this page are

from the Edison Lamp Works of the Gen

eral Electric 00.. Harrison, N. J. To some

dealers they will be just a pair of win

dows. To other dealers they will be an

opportunity for making money, just as

some dealers see opportunity in every

thing while others pass up enough oppor

tunities to make them wealthy. The

dealer who gets on is generally the man

who takes good ideas and USES THEM.

This issue is full of ideas. How many of

them are you going to use?
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And Now- -

READ No.2
At your right you see a certificate

of appreciation sent to Moron WORLD

by the National War Savings Com

mittee for assisting in the sale oi

War Savings Stamps. It is only one

of numerous things that Moron

“'ORLD has done because it believed

they were movements that should be

supported. Seldom does Mo'ron

WORLD talk about itself, but we’re

rather proud of this testimonial of

aid in the great emergency through

+ which we have just passed. We

TO ALL MEN TO WHOM THESE PRESENTS MAY COME

THIS INSTRUMENT WITNESSETH THAT

Slim: 9140er ——

HAS RENDERED DISTINGUISHED AID TO THE

NATIOI IAL WAR SAVINGS COMMITTEE

~OF THE UNITED STATES TREASURY DEPARTMENT

nuamc The run or mu

MR \VHIG-I THIS IS A PUBLIC TOKEN OF APPRECIATION

' AND GRATI'IUDE FROM THE

NATIONAL WAR SAVINGS COMMH lEE

OF GREATER NEW YORK

would rather have our readers talk

about us than talk about ourselves.

Self praise is not of much value. “'e

cannot miss this chance, however, of

asking YOU what you think of this

SUMMER MERCHANDISING NUM

BER? Drop us a line and tell us - r, .f': '"

1.1mmmmummmu‘nmum|u|mmunmnmo‘-mmumnummmmohnummnnlnmmmm
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how you like it—provlding you do “égiifl/ZZUMlike it, and it you don't like it tell

us why also.

: A_____
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Tell the Whole Truth

Truth takes the most kinks out

of the used car business. If the car

has a fault and you know it admit

it or tell it. Never let a used car

come back because it was misrepre

sented—Tom Robertson, used car

salesman, Weber Implement & Auto

Co., St. Louis.

Restrict Trading Field

In establishing a used car depart

ment for our retail department

here I have found that it has great

ly simplified matters that we are

positively restricting trade-ins to

only a few lines of light cars. We

place an arbitrary maximum price

on these cars for each year, which

must be reduced according to con

dition—Henry W. Spalding, man

ager retail store, Chevrolet Motor

Co. of St. Louis, lnc.

Sticks to Own Line

We have simplified the used car

situation by sticking as closely to

Dodge cars, our new car line, as

closely as possible. Also we buy

used Dodge cars whenever offered

if possible. We make the Dodge

our leader in the used car depart

ment too.—Frank R. Tate, Tate

Gillham Motor Car Co., St. Louis.

Iunks the “Ofl” Ones

A used car department can make

or break a retail automobile busi

ness. We keep the older stuff mov

ing and we demand that each used

car at least pay its overhead and

we figure that if we make an av

erage of $25 on each car it “pulls

its own freight." We will take

such used cars as Maxwells, Buicks,

Dodges and Chevrolets at market

value, depending on the condition

of the car; but other cars not on

our list and not in particularly

good shape we take only at so

called ‘junk" prices, or what they

will bring as scrap. In this cate

gory are what we call “orphan”

cars, or those no longer made. In

such cases we call up houses that

deal in parts and arrange to turn

them over as quickly as possible.

We would rather keep new cars on

the floor unsold than get tied up

in the used car department. Don’t

trade your head off—that is, don’t

take too long accounts; and try to

turn used car purchasers into new

car owners—O. S. Compton, sales

manager Z. S. Vertner Motor Sales

Co., Philadelphia. Oakland distrib

uter.

Adds $50 Overhead

We present a car to a purchaser

in such a way as to assure him he

is getting value received. First.

 

' Sell Used Cars

Make Money in 1919

Make More in 1920

More used car ideas on pages
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we do not let the salesman quote

the low price first, as it cheapens

the car in the estimation of the

prospect, and he expects the figure

to be cut before he leaves the sales

room, anyway. The tendency for

the average salesman is to quote

the bottom price first and this must

be overcome. We placed an over

head charge of $50 on each car as

it comes in and we usually get our

overhead back. Our policy is to

send a used car to the paint shop,

thoroughly overhaul it, put on new

tires and sell it with the same guar

antee as a new car. We try to edu

cate customers to King ways so

that they will buy new King cars

eventually."—E. W. MacQuivey,

sales manager Parker Motor Sales

Co., Philadelphia.

Get Fair Treatment

We always sell the. new car first.

Then if the purchaser is a business

man we tell him frankly that we

will not take in a used car at a

price where we cannot handle it and

he does not expect us to do so. The

purchaser usually is fair and we

have little trouble on that score.

But our point is to sell the new

car first—O. C. Belt, president

Belt-Franklin Auto Co., Columbus,

Ohio. '

How He Did It

A Kansas City used car depart-

ment manager quickly put a run

down department on its feet by re

quiring all used cars to be in good

condition when offered for sale, and

taking all prospects for a spin in

the cars they looked at.

Overhaul ’Em All

A car that we tried to sell “as

is" has eaten up about a hundred

dollars’ worth of rent already, and p

now we’ve got to spend money put

ting it into runable shape. Now,

we overhaul ’em all.—Fred L. Er

mis, Moriarty Motor Co., Kansas

City.

Make ’Em Buy New Cars

Used car prospects who haven’t

been sold in the past two years have

largely become new car prospects.

We are building up fresh lists of

used car prospects—Fred L. Er

mis, Moriarty Motor Co.

Sell on Commission

Our used cars are greatly sim

plified by restricting the lipes that

we will trade in. When other cars

are offered to us we undertake to

sell them for the owner for a com

mission of 10 per cent, which pays

for storage for a limited time and

for ordinary advertising—H. Rot

tersman, president, Rottersman

Automobile & Truck Co., St. Louis.

Quick Action on Trading

We’re not far from Des Moines.

When a man wants to trade in an

old car and it looks like a fair deal

we just take him in tow, hop the

train and introduce him to the ued

car exchange in Des Moines. There

he gets a value put on his car that

is authentic and back of which he

can’t go. If he decide to sell we

usually arrange to have the pur

chase check given him turned over

to us to apply as a deposit on a new

car. This plan saves us from any

controversy with the customer over

the value of his old car and leaves

no hard feelings in his mind—Dun

lap Motor Co., Ames, Ia., Ford and

Fordson.

Turn ’Em Fast

The reason the used car isn't

much of a problem for me is that

I get rid of them as soon as pos

sible—Prince Wells, Nash, Louis

ville, Ky.

Must Net $100

We don’t trade in a used car un

less we can make $100 profit on it

in addition to the expense neces

sary to overhauling and getting it

ready for the market. At present

we have only one used car in stock

and are not particular about selling

it as we may use it for a service

machine. We can't get enough new

models to supply the demand.—~F.

T. Sullivan, sales manager, 0. K.

Motors Co., Hupmobile, Louisville,

Ky.

“Not Used Car Dealer”

One of our methods for taking

kinks out of the used car business

is to advertise extensively and al

ways mention the fact we are not

“used car dealers,” and that every

car we have for sale was taken in

trade on a new Chandler. This has

served to acquaint the public with

the fact we are not in the class of

exclusive used car dealers or the

curbstone men, and has created

confidence in our reliability. The

plan works so well that we often

are short of used-car stock—Carl

C. Gildner, manager used car de

partment, Earl V. Armstrong, Inc.,

Los Angeles.
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Sell in 30 Days

Used cars must be sold in thirty

days—we won’t have them hanging

around 'even if we have to 'cut the

price to sell. That quickly puts the

issue up to us that we allowed too

much on the car or had to spend too

much to make it run—we take the

loss and the lesson—Fred L. Er

mis, Moriarty Motor Co., Mitchell

and Standard, Kansas City.

Sets Safety Limit

Salesmen always are anxious to

load a firm up on trade-ins, so the

first thing I did to keep kinks out

of the psed car problem was to

establish a figure that represented

the aggregate value of used cars

that we would let be on hand at

any one time. By rigidly enforcing

this rule we have avoided a lot of

trouble. As soon as the limit is

reached, all salesmen are permitted

to sell used cars until there is suf

ficient leeway to permit of more

trades. Of course, cash deals are

acceptable at all times.—H. C. Mc

Vey, Oakland dealer, Los Angeles.

Stands Back of Every Car

We have taken one of the big

kinks out of the used car business

by letting it become known we

stand squarely behind every used

car we sell, the same as new cars.

This serves to overcome the feeling

of reluctance on the part of pur

chasers that they will be getting a

car that has no sponsor. We al

ways represent the car to be ex

actly as it is and set the price ac

cordingly.—Ed. G. Harris, Irving

Motor Car Co., Los Angeles.

Price on a Tag

Many kinks get into the used car

trade on the subject of price.

Therefore we tag every car in our

department, displaying the price.

A prospective buyer can look at the

tag and know for himself what the

price is. This designated price is

the only one we have and has been

fairly arrived at. As the result we

avoid quibbling, as there is but one

price and we don't have to say,

“Make us an ofi'er."—John German,

manager used car department,

Ralph Hamlin. Inc., Los Angeles.

Paints Every One

The buyer of a used car does not

like to have it advertised every

time he drives that his car was

bought second-hand. Therefore we

 

Sell Used Cars

Malte Money in 1919

Make More in 1920

Read page 9 again

  

 

repaint all used Apperson cars be

fore offering them for sale and they

have the appearance of being new.

The cost of the repaint job is

figured in on the selling price, but

we never have had a complaint

from an intending buyer that he

objected to the car’s appearance.

The looks of a used car is half the

battle in selling it.-—G. L. Trotter.

manager used car department, Ap

person Motor Car Co., Los Angeles.

Fix ’Em First

Some of the troubles to the used

car man can be overcome by put

ting every car in first~class me

chanical condition before trying to

sell it. The buyer does not like to

tackle a car on the “as is” basis.

He wants it to be mechanically

right. Then, too, something can be

accomplished by having the place

of business ship-shape at all times.

Keep the cars polished up and make

the store look as if you were pros

perous. This creates confidence in

your business in the mind of the

buyer.—Frank Riley, Southerland

& Riley, Los Angeles.

How the Dealers in Indianapolis Combat the lVOuld-Be

Long-Trading Prospect
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SANDERS LOW-SPEED PED

AL LOCK FOR FORDS

This is a ratchet lock which

locks the pedal in low speed, re

lieving the driver of the neces

sity of holding his foot on the

pedal'in low gear. It can also

be used to hold the pedal in

neutral position.

tripped by a small lever on the

steering column, and when the

lock is to be used the lever is

pushed down. This will free the

ratchet, and when the low gear

pedal is pushed In the lock holds

it in this position until the lever

is pulled up. which releases the

ratchet—H. W. Sanders, Roch

ester, N. H.

BONNEY NO. 9 WRENCH SET

FOR FORDS

This is a set of six wrenches

with twelve openings, these

twelve being sufficient to fit

every nut on a Ford car. Price

$2.60 In cardboard box or $2.75

in canvas roll.—Bonney Vise

and Tool Wks., Inc., Allentown,

Pa.

EWALD TIRE RETREADER

This is a stapling device for

fastening retreads or old treads

to other tires for the purpose of

securing additional mileage.

The dies of the retreader press

the two tires together and the

staple is then forced through

until it hits the upper die. This

curves the points of the staple

and forces them back into the

casing again. An outfit consists

of a retreader, two boxes of

staples of different sizes. rellner

cement, reliners and complete

directions. Price $20.—Zinke

Co., 1323-1325 Michigan Boule

vard, Chicago.

GOODRICH NATIONAL BALL

RETAINER AND SEPARA

TOR‘ FOR FORDS

This is a set of inner and

outer ball bearings complete

with retainers and separators,

for Ford front wheels. The re

tainers are loaded with balls

from the inside and can be re

placed at any time by pressing

the balls with the thumb

through the inside opening.

No machine work and no

changes of any kind are re

quired, the retainers complete

with their balls being slipped in

place of the regular ball bear

ings. —- Goodrich-Lenhart Mfg.

Co., Philadelphia.

BACKUS UTILITY LOCK

This is a lock with hardened

steel Jaw. The jaws open to 4%

in. and the teeth are rounded to

aVQld tearing goods. A ratchet

arrangement allows locking in

any position. It snaps on in

stantly. The lock can be used

for locking robes, gloves, grips,

etc. A different key combina

tion is installed in each look, no

two being alike. Price $1.50.—

Backus Novelty Co., Smethport,

Pa.

 
 

The ratchet is"

Money Back Guarantee

We are selling automotive equipment largely on account of

the sign we always carry: “We refund your money if purchase

is not satisfactory.” Buyers know they will get exactly what

they want or get their money back—R. E. Samis, Samis Auto

Supply Co., Kansas City. ‘
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Backus Utlllty Lock Defender Shock Absorber

LONG HENRY PLUG

This is a spark plug for

Fords. The long hexagon allows

the'plug to be turned with any

kind of a wrench, and the long

base puts the spark well down

lntd the gas. There is also a

special tiring chamber designed

to make the plug stand up

longer in the front cylinder of

the Ford—Auburn Ignition Mfg.

00., Auburn, N. Y.

NO. 1 REES JACK

This is a double-worm gear

drlve Jack in which the double

rack forming the lifting bar is

supported freely between the

adjacent pinions and conse

quently divides the load be

tween them. The worm gears

on each pinion step down the

forces and allow the worm shaft

to float in the housing. There

are only four moving parts.

The capacity is 2 tons, height

10% in.. raise 51A in.. weight

13 lbs.; price $9.—lron City

Products Co., 7501-7511 Thomas

Boulevard, Pittsburgh, Pa.

MODINE SPIREX RADIATOR

FOR FORDS

This is a radiator for Fords.

it has increased capacity and

Increased cooling surface over

the regular Ford radiator. The

channels are large and the ra~

dintor stock heavy. Metallic

contact is maintained between

the spirals and the channels

and the one piece channel con

struction and spiral braces

provide strength. Made in

two models, one for 1916 and

earlier and the other for 1917

and later models. PriCe $28 for

either modei.-—Modine Mfg. Co.,

Racine, Wis.

DEFENDER SPRING SHOCK

ABSORBER

This is a spring shock ab

sorber for Fords. A short three

leaf cantilever spring extends

from each spring hanger on both

the front and rear axles, and

the master leaf of this cantilever

spring bears against a roller

hearing which is mounted about

half way up the main spring.

As the body moves up and down

the spring bears against the

roller, exerting a pressure in the

opposite direction to the normal

spring pressure—Defender Auto

Lock Co.. Detroit.

HENDERSON TIRE

This is a. fabric casing with

non-skid tread, made in sizes

from 30 x 3 to 37 x 5.—-Buc_vrus

Tire & Rubber Co. of Illinois,

1339 Michigan Avenue. Chicago.

STAR CORD TIRE

This is a full-molded, over

sized cord tire made on air

bags, made with white walls

bordered by a band of blue with

white treads or with dark

treads—Star Rubber Co., Akron.

Ohio.
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LIFE’S _ GREATEST "IF”

HEN Billy Benson started out as

the Sennett dealer in Midvale he

had every prospect of becoming

l factor in life. The conference in

Reilly’s office this morning between Reilly

and Tommy Trumbull was for the pur

pose of considering the names of two

rival dealers, each of whom was ready to

accept the Sennet contract.

Billy already knew he was through.

He intended to keep on with his shop,

to get another agency if he could, and,

if he could do neither, to get a job and

go to work.

“I'm sorry we’ve got to let Billy go,”

said Reilly, after the selection of the

next dealer in Midvale had been made.

Reilly scrawled aimlessly over his scratch

pad.

“He’s a

Tommy.

“Yes ,everybody likes Billy—but he’s

no good as a dealer.”

“If he had only—"

“Yes,” Reilly interrupted, “if! Life’s

greatest ‘if.’ If he had only done a lot

of things he didn’t do he might be mak

ing a lot of money to-day. He might

have moved his family onto Main Street,

as he wanted to, instead of living in his

hther-in-law’s house on a side street.

likable boy," vouchsafed

The “If” Stood in His Way

“That ‘if’ was the one thing that stood

in his way—and when you get all through

the big ‘if' was Billy himself. He hadn’t

discovered the fundamentals of how to

get on in life. He didn't make the right

start. He thought he did—I thought he

did—but he didn't.” '

Tommy all along had felt sorry about

letting Benson go. And now he hardly

knew what to say, because he knew, from

a business standpoint, the only wise plan

was the gate for Billy. ,

“I remember Billy when he started as

a dealer," Reilly continued, thoughtfully,

still scrawling aimlessly on the scratch

pad. And then after a moment he went

on again. “He came through high school

and was a smart boy. Everyone thought

he would surely get on in the world. He

could learn more in a week than some

folks could forget in a year. He surely

had the qualifications.

“And then, when he got out of high

school, he thought he saw an opportunity

in the automobile business, and I thought

I saw an opportunity in Billy. I thought

he had the makings of a good dealer, and,

if he made good, I could see how he could

branch out and make a lot of money

By Ray W. Sherman

down around Midvale. He got married.

They had a nice wedding, and everybody

thought how fortunate the new Mrs. Ben

son was because she had won one of the

brightest boys in Midvale.

“Billy' took the Sennett agency, his

father-in-law supplied him with some

money, he opened a good little salesroom

and started off in good shape. And that’s

about as far as he ever got.”

“What ailed him?” asked Tommy—and

he knew he would find out.

Too Absorbed in Self

“Well,” Reilly mused, “I guess it’s

best described by saying that he was too

much absorbed in himself. He ”

“I thought ‘himself’ was the most im

portant thing for a man to be interested

in," interjected Tommy.

“Yes! That's right,” replied Reilly,

“but NOT the thing for him to become

ABSORBED in. Being interested in a

thing and absorbed in a thing are two

entirely different matters. If Billy had

had more interest in himself he wouldn't

have been quite so absorbed.

“What I mean is this: When he was

in school he was under the direction of

teachers who told him what to do. And

he did easily what he was told to do.

That made him shine among the other

students, and he won honors easily. He

came to think he was a particularly

bright fellow and deserving of success no

matter what he tried. As for studying

the reasons for success, that never oc

curred to him as being necessary.

“Wherefore, when he got out of school

and up against the world he found him

self in competition with a different

proposition. He had to compete with

men who won success because they

worked for it in an intelligent way. He

thought he would drift to success the

same as he had done in school, but he

didn’t stop to realize that when he left

school he left behind the driving hand

that told him what to do. When he got

out in the world it all depended on him

—and he was a poor driver of himself.

“He couldn’t get far enough away

from himself to see how poor he really

was. He kept looking at himself with

out measuring himself by the standards

of success as they exist in the world of

business. He couldn’t see his own un

shined shoes. He couldn’t see that suc

cessful men in this business have well

shined shoes. He couldn’t look at his

own shoes and say: ‘As to shoes, am I

doing as successful men do or am I not?’

 

“He couldn’t see his illy kept sales

room. To him it was HIS salesroom, and

he was so absorbed in himself and the

salesroom that it never occurred to him

to say to himself :' ‘As to the salesroom,

does it look like the salesroom of a suc

cessful dealer, or doesn’t it?’ He couldn’t

measure himself by the standards of suc

cess as they exist in the business world.

“Time and again I talked with him

about himself and his business, but his

attitude was antagonistic. If we had

stopped beside the road to talk about a

horse in somebody’s pasture, something

that didn’t belong to him, he would have

talked freely and might have agreed that

I knew something about it, but when it

came to talking to him about anything

that belonged to him his attitude right

ofl’ the bat was antagonistic and he in

sisted that I was finding fault. He never

seemed able to ask himself: ‘Is Reilly

right or wrong? And if he is right am

I traveling the road to success?’

“In conversation he was a trifle loud

and even became abusive with the few

employees he had. If he had been all the

time watching himself and measuring

himself by the standards of success as

they exist he 'would have scanned him

self on this point and said: ‘As to my

conversation, is it like the conversation

of successful men?’

“You see, he was so absorbed in him

self—that's the only way I can describe

it—that he never could look far enough

to see anything else. He was like a man

bowed over a desk with blinders on,

working on a drawing. He can see the

drawing but he can’t see what the man

next to him is doing. He can’t see how

his work measures up with that of other

workers in the same line.

Traveling in a Rut

“It’s the same with salesmen, shop

men, office men, with everybody. They

get absorbed in themselves. They get

into a rut, a routine—and there they

stick, because they never look around to

see who’s outside and how they got there.

Furthermore, trying to help one of these

birds is like trying to interfere in a

family fight—you always get the worst

of it.

“And, as for Billy,” concluded Reilly,

“we can’t spend our lives and our money

trying to make him something if he won’t

help. He always says so and so would

have happened IF—. He always rings

in that IF. .And he doesn’t know when

he says it that he has hit all the funda

mentals of how to get along in the

world.” -
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WORKRITE BOOSTER

This is a. device for supply

ing moisture to the mixture.

It consists of a jar mounted on

the front of the dash, connec

tion to the intake manifold

and jar and an air inlet to the

jar. The air is drawn through

the water. Price $1.75.—Work

rite Mfg. Co.. Cleveland.

LIGHTING AND BAT

TERY CHARGER

This is a lighting and battery

charging set for furnishing

electric light and power and

recharging storage batteries.

The outfit consists of a gen

erator with sliding base, field

rheostat, charging panel, 6-in.

pulley and the necessary con

nections. No switchboard is

necessary. The generator is

vdirect current, 110-volt, 1800

r.p.m., and operates from the

line shaft or engine. The h.p.

required is 4 at full load. It

will recharge from one to six

~6-volt batteries or their equiv

alent. in addition to giving il

lumination for the average

garage.—Hobart Brothers Co..

Troy. Ohio.

H. B.

HUDSON AUTOMATIC MANIv

FOLD AIR ADJUSTERS

This is an automatic air inlei

to be screwed into the intake

manifold. At low speed a

spring keeps the bafl valve on

its seat and does not permit air

to be drawn in. As the engine

speed increases and the vacuum

becomes greater the ball is with

drawn from its seat and a pro

portionate amount of air is

drawn In with the mixture.

Price $1.50. — Hudson Motor

Specialties Co., 1932-34 Arch

Street, Philadelphia

ALL-IN-ONE VALVE TOOL

This is a tool for rethreading

injured valve stems both inside

and out. A tool on one end of

the device removes the core.

There is also a ratchet for the

top of the valve. Shipping

weight 2 oz. Price 15 cents.—

E. G. Mfg. Co., 250 West Fifty

fnurth Street, New York City.

HART-BELL FOOT PUMP.

This is a foot pump with cyl

inder 1% in. diameter by 20 in.

long, which screws into a

heavy. malleable iron base. The

plunger is of heavy, cold rolled

steel with hardwood handle.

The rubber hose is five-ply and

30 In. long, with brass screw

connections to fit any standard

tire valve. Finished both in

side and outside with Parker

process to prevent rust. The

leather bucket slips over a con

lcal projection of the base of

the pump every time the plunger

goes down, and this spreads out

the circumference of the wash

er, insuring a tight fit. Price

$4.—Hart-Bell Co.. Inc., 1926

Broadway, New ank City.

 
 

Buy Judiciously

A man must attend strictly to business in buying stock. If

an article is not a ready seller I get a price on, say, fifty, to be

delivered in lots of ten. I get a price but am never over-stocked.

If the first agent will not give me the rate someone else will.

In staple articles I order a full line and see that my supply is kept

up to standard—J. W. Prather, parts department manager,

Maxwell, Chalmers and Winton, Kansas City.
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WORKRITE BATTERY HY.

DROMETER

This is a battery hydrometer

enclosed in a glass tube with a

rubber hose on one end to draw

up the liquid and a rubber bulb

on the other. Rubber collars at

each end of the hydrometer pro

tect it from striking and break

ing. The slotted rubber washer

inside the tube acts as a cush

ion for the float and prevents

the float from stopping the out

let hole. The square col.ar pre

vents rolling if laid on an un

even surface. Price $1.

The Workrite hydrometer out

nt consists of the Workrite hy

drometer titted in a glass Jar

or 1 qt. capacity for keeping

distilled water. Price $1.50.—

Workrite Mfg. Co.. Cleveland

MONROE TIRE PUMP

This is a single-cylinder self

uiling tire pump with a folding

base. The cylinder is 1%, in. in

diameter and 18% in. long, and

has a hard wood handle with

steel ferrule. The self-oiling

device consists of a %-in. felt

washer which is treated with

oil to retain moisture and lubri

cant. The cylinder is steel and

the pump is finished in Japan

Weight 2% lbs. Packed in in—

dividual cartons, 50 cartons to a

shipping case. Price $2.50.—

li‘ulton Co.. 1910 St. Paul Aves

nue. Milwaukee.

ANCO EVEN HEAT MANI

FOLD FOR FORDS

This is a combined intake

and exhaust manifold for Fords.

The heat of the exhaust is used

to evenly heat the intake mani

fold so that the incoming gas Is

warmed before entering the cyl

inders. It is a one piece cast

ing of high grade iron, has no

moving parts, and can be In

stalled In about a half hour

without the use of any tools ex

cept a wrench. The manifold

comes-packed in a carton, to

gether with complete new set

of standard Ford gaskets and

instructions for installing and

using. Price $9.75.-—-Anderson

(‘0. South Bend. ind

E. A. HAND HORN,

MODEL "A"

This is a hand-operated horn

equipped with a bracket for

mounting on top of side door

or seat. For mounting on the

extreme left or right side the

position of the bracket can be

changed. The horn is operated

by downward pressure of the

handle, which rotates a serrated

wheel against an anvil on the

diaphragm. The sound can be

adjusted by changing the rela

tive position of these two parts.

—E. A. Laboratories, Inc.. 54-82

Broadway, Brooklyn. N. Y.
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You Must

 

Run Your Garage the New Way

It Must Be the Home of a Modern Business Man and

An Up-to-Date Merchandiser, If You Are Going To

made in the garage business

than anybody has ever yet

made. ‘

There is a great, great deal more

to be made than is made by the

average garageman.

The NEW garageman will make

money and won’t work as hard as

he has heretofore. He will be a

REAL BUSINESS MAN and will

do the following things:

THERE is more money to be

The New From

l—He will go across the street

after he has read this page and

take a look at his place of business.

Then, if the place needs painting

or washing, he will give it a new

suit of spring clothes. ‘ '

If there is dirty space between the

sidewalk and the garage front, he

will have it spaded up and willrplant

grass seed. He will have grass plots

and flowers about his garage front.

He will train vines up the front if

feasible. He will make his place look

inviting and restful. All of which

will not mean any more work because

the sun and rain will do it all, aside

from the spading. ‘ ‘

The New Sign

2—He will study his sign. He will

have it dressed up and repainted.

He will have it illuminated at'night,

so it can be seen from a distance.

He will have the word “Garage” con

spicuous—and then he will live up to

the word by having real service, a

stock of automotive equipment and

other things the regular and tran

sient customer needs.

The New Display

3—He will have display windows

and an automotive equipment stock.

MAKE MONEY IN 1919

MAKE MORE IN 1920

He will do the things enumerated on

pages 29, 30 and 67.

The New Rest Room

4—He will have a rest room for

women. He will have dressing room

facilities for men. When a tourist

stops at his place the tourist won't

have to wait until he gets to the hotel

before washing up. And when a reg

ular customer comes in from a drive

he will look forward to the soap and

towels and hot water he will find at

the garage. People will like to come

to this place. This rest room will be

shined and polished every day—or

oftener if necessary. It will be a

comfort and a joy—and a good-will

maker and business builder for the

proprietor.

The New Oflice

5—He will have an office—a real

office. This will be fitted up as an

office should be. When the garage

man enters the office of a doctor or

a lawyer he will say to himself: “My

office is as good as this." There will

be neatness and order, system and

efficiency, business and PROFITS.

The New Atmosphere

6—His garage will be clean from

end to end. The floor will be cleaned

every day—or more often if neces

sary. The workers will be clean.

They will have their overalls, all of

a uniform color, washed once or twice

a week. There will be order in the

repairshop. Tools will be kept in their

places. He will observe the motto

of a successful man that “A clean

floor makes a clean shop."

The New System

7—He will have a system of costs

and accounting that will tell him

where he is making or losing money,

so that he can check his losses and

increase his profits where possible.

He will have a stock system that pre

vents his money being tied up in

obsolete stock and that prevents his

being without merchandise for which

his customers are anxious to ex

change their money. Study pages 92

to 95 and see if any of the Motor

World forms or system will help you.

The New Advertising

8—He will post road-signs about the

country, directing tourists to his garage.

and after they get there they will be

more enthused over the garage than they

were when they read the signs. He will

mail pieces of literature about his garage

and about the merchandise he sells to

customers in every piece of outgoing

mail. He will keep a record of tourists

in a register and each spring will begin

to circularize them, inviting them to stop

at his garage if they come that way

again; also telling them of the fine roads

for touring through his section.

The New Proprietor

9—The proprietor will become a pro

prietor and NOT a mechanic. He will de

vote his time to the managing end of his

business. Instead of being worth 60 cents

or a dollar an hour in the shop he will

become worth two or three dollars an

hour in the office. He will make it his

business to keep in close personal touch

with his customers and will build valu

able good-will and profitable business.

He will see to it that he and his business

are liked by the public and that this

public comes back again and again to

leave its money with him.

The New Profit

10—He will find out how much it costs

to do everything and how much he must

charge to make a profit. He will refuse

to sell goods on which he cannot make a

profit. He will NEVER CUT PRICES.

He will NEVER GIVE AWAY GOODS.

He will

MAKE MONEY IN 1919

MAKE MORE IN 1920
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BURGESS SHOCK ABSORB

ERS FOR FORDS

This is va coil-spring shock

absorber for Fords. An arm

on which the spring is mount

ed is arranged to control the

recoil of the leaf spring by

shifting the load at the instant

of rebound from the foot'to

the center of the spring. The

springs have rubber caps and

the arrangement of the

shackles connecting the spring

arms to the body is such that

sidesway is controlled and

steering not endangered. Can

be installed without cutting or

drilling and the only tool nec

essary is a wrench, which is

furnished with the set. Price

$16.—Walter F. Burgess Mfg.

Co., St. Joseph, Mich.

TRAX-YUN SKID CHAINS

These are skid chains for

trucks in which each unit en

circles the tire and rim between

the spokes and is held under

tension by a spiral wire spring,

there being six or more of these

springs fastened to a wire ring

which encircles the hub. A set

consists of 14 or 16 chains com

plete with necessary springs.

Made in sizes to fit tires from

82 x 3 single to 42 x 7 dual.

Prices trom $10.25 to $40.75 per

set.-—Topping Bros., 1222 Cham

bers Street, New York City.

EXI DE BATTERY FOR

TRAGTORS

This is a special battery for

tractor service. The plates are

heavy and the separators a

combination of treated wood

and perforated hard rubber.

The plate groups are supported

on soft rubber bridges and the

jars and covers are oi’ "Giant"

compound. Extra heavy sealing

nuts are used on the pillars and

the jars are set in compound in

the carrying cases. The con

nectors are flexible copper and

the terminals are standard

clamp-lug type.—Electric Stor

age Battery Co., Philadelphia.

GEMCO WILFIT BUMPER

This is a bumper which

clamps to the frame or horns

by means of U-bolts and nuts.

It is adjustable as to height and

may be used either for the

front or rear of the car.—Gemco

Mfg. Co., Milwaukee.

ASKE DUAL LIGHTING SVS

TEM INSTRUMENT BOARD

This is an instrument board

for Fords and is equipped with

flush type clock, dimmer and

push and pull switches. The

outfit is complete with wires

cut to the proper length for in

stallation and a rear lamp

adapter {or converting the oil

lamp into electric. It is intend

ed to be used with the Asks

voltage regulator and the head

lights can be dimmed, rear lights

electrically lighted and either

the lights or the engine can be

run from dry cells. The battery

 
 

Sells Special Oils

In the line of automotive equipment, Earl C. Anthony, Inc.,

Los Angeles, has learned that a good business can be built u in

oils and greases under the firm name. “What kind of oil is st

for a Packard car?” is answered by the service department, and

the inquirer is told that the company puts up this oil especially

for Packard users. The usual result is a can of oil is put into

the car by the owner's order before it leaves the garage.
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and magneto switch is so de

signed that the ‘battery and

magneto cannot be used at the

same time for lighting purposes.

Price 815 complete with auto

matic regulator, $11 without

regulator, or $7.50 without regu

lator and clock. The instrument

board without any equipment is

$1.25.—Aske Automatic Voltage

Regulator Co., Duluth, Minn.

KNOX GASOLINE STRAINER

This is a gasoline strainer for

cars or trucks. The straining is

done by a screen which can be

removed for cleaning by un

screwing the top nut and lifting

off the top. It is not necessary

to disconnect the pipe line.

Price 81.25.——Camden Anchor

Rockland Machine Co., Camden.

Me.

McKEE AUTOMATIC COM

PRESSION GREASE CUP

This is an automatic spring

compression grease cup, the

coil spring on the inside tend'

ing to press the plunger down

as much as the handle will al

low. As the handle is screwed

upward on the shank, the

spring gradually presses the

grease out through the hole at

the bottom. A small spring in

the handle prevents the handle

from turning under vibration.

A cupped leather plunger pre

vents grease from backing up

and interfering with the pring

action. The teed is regulated

by a crew in the shank and

permits the use of grease of

any density. Made in six

sizes, with. threads from 1,5 to

1,5 in. pipe and with a capacity

from 1/3 to 10 oz. of grease.—

Lindholm Metal Stamping Co.,

Camden, N. J.

EVER-LAST RETREAD

This is a new tread to be ap

plied to a casing on which the

original tread has been worn

out. The surface of the tire is

cleaned and treated with vul

canizing cement and the retread

applied. Adaptable for either

clincher or straight size tires.

Prices range from $11.55 for 30

x 3, to $36.65 for 37 x 5,—Ever

Last Tread Co., Inc., 128 East

New York Street, Indianapolis.

BULLDOG TIRE PATCH

This is a tire patch which

consists of four plies—fabric.

raw rubber, semi-cured rubber

and raw rubber. The patch is

put up in cans of two sizes, 50

cents and $1. The lid of the can

is coated with an abrasive. so

that it can be used as a buffer.

—Iowa Tire Patch Co., De:I

Moines, Iowa.

E. i. S. BRAKE SHOE FOR

FORDS

This is a brake shoe for Fords

and is cast in one place and

fitted with releasing springs.

Packed in pairs, in individual

cartons. Price 30 cents per

pair.-Eliis-Smith Mfg. Co., lnc..

Elmira, N. Y.
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GENCO SPRING CHANNEL

BUMPER

This is a spring ,channel

bumper with a universal hook

on bracket allowing it to be at

tsched to almost all standard

cars at the front and a consid

erable number at the rear. The

bumper may be turned upside

down and one hook may fasten

to the upper edge and the other

to the lower edge when the car

has no mud guard or splash

pan. Made with channel bar in

either nickel or black, prices

$10.54 for nickel, $9.48 in black.

Gemco Mfg. Co., Milwaukee.

GOODELL-PRATT RATCH ET

RIM WRENCH

This is a rim wrench of brace

form with ratchet mechanism.

The % in. hexagon socket also

has a square taper hole for hold

ing reamers. screwdriver bits

llld drills with bit brace shanks.

The ratchet is operated by a

ring sleeve, the sweep is 10 in.,

and all parts are polished and

nickel-plated. Pr0vlded with eg,

it or '55 in. hexagon sockets as

desired. Price $3 each. Packed

two in a box, weight 41,5 lb.—

Goodell-Pratt Co., Greenfield,

lass.

ROSS TIMER GRINDER

This is a bench grinder for

grinding the contacts and in

sulations of Ford timers to a

true round surface. The timer

use is clamped in a wheel and

held in place_by’a spring lever

which is instantly slipped in or

out of place. The timer re

volves slowly in one direction

by means of a gear and pinion

on the outside of the clamp and

the abrasive wheel rotates rap

idly in the opposite direction.

The time required to grind a

timer is about three minutes.

Price $25.—A. P. McCulloch Ma.

chine Co., 216 High Street.

Boston.

HUDSON UNIVERSAL

JOINTED VALVE GRINDER

This is a valve grinder fitted

with a. universal joint to allow

a reasonable amount of angu

larity in any direction relative

to the shank. The universal

iolnt is formed by pinning the

tool head to the shank with a

pin which is much smaller than

the hole. A coil spring between

the head and shoulder of the

shank takes up all looseness

and holds the head normally

square with the shank. The

head is a die casting, split and

adjustable to any valve. The

pin. screw driver blade and

spring are of tempered steel and

the shank of mild steel knurled

on the handle and provided with

a flange to guide the bottom of

the hand. Price “fill—Hudson

Motor Specialties Co., 1932-34

Arch Street, Philadelphia.

GOODRICH REPAIR ARM FOR

FORDS

This is a repair arm for fas

tening the rear engine supports

of the Ford to the frame, If the

original supports have not been

torn away, or it can be used to
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strengthen the existing support.

The repair arm can be put in

place without taking the engine

out of the car or without weld

ing, brazing or riveting. Price

$l.25. — Goodrich-Lenhart Mfg

Co., Hamburg, Pa.

ROMORT UNIVERSAL HOSE

COUPLING

This is a hose coupling which

can be used on metal-cQVered

hose or rubber hose. One type

will take care of any diameter

hose. A small brass bushing

which is furnished with each

valve is used on hose of very

small diameter. On large diam

eters the bushing is not neces

sary. The hose is expanded, at

the end and the threaded nipple

is so designed that the harder

the pull the tighter the gripv

Price $1.25.-—Zlnke Co., 1323

1325 Michigan Boulevard, Chl

cago.

HANDY PUSH BUTTON FOR

FORDS

This is a horn button to be

placed on top of the steering

wheel spider of the Ford car.

The base fits over the Ford

steering Wheel post and the wir

ing goes down the outside of the

steering column and connects to

the regular Ford wiring. Price

50 cents. Handy Products Co..

302 Erie Building, Cleveland

Ohio.

FULL‘RAY HEADLIGHT DE

FLECTOR

This is a headlight deflector

to be placed in the upper part

of the headlight. It can be

used In any headlight regardless

of the type of lamps used, Price

$2 for Fords, or 8 in. size; $2.50

for all other sizes—Bradsto

Appliances. Inc., 65 Main Street.

Buffalo, N. Y.

CLULEY SUNSET SWITCH

This is a switch which auto~

maticaliy turns on the head

lights at sundown. It is in the

form of a dial and is mounted on

the dashboard of the car. Made

in two styles. Price $7.50 and

815.—Cluley Auto Supplies Co..

471 East Ohio Street. Chicago.

DIXON’S NO. 677 GREASE

This is a graphite grease of

the right consistency for trans

mission and differential gears.

Put up in 1, 5, 10 and 25 lb. cans

at prices from 30 cents to 40

cents per lb., depending upon

quantity. and in barrels con

taining 50, 100, 200 and 400 lbs.

at prices from 19 cents to 27

cents per 1b., depending upon

quantity.—Joseph Dixon Cru

cible Co., Jersey City, N. J.

FOSTER REPAIR CREEPEFI

This is a repair creeper with

metal frame, link spring, ball

bearing casters and a positive

locking device to anchor

the creeper in any positionv

A comfortable headrest is

attiached to one end of the

attached to one end of the

at the other. Price 84.—

Foster Bros. Mfg. Co., Utlca,

N. Y.
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HAGER AUTO LOCK

This is an automobile lock

which prevents the engine from

running by means of a shutter

which completely closes up the

opening to the intake manifold.

it locks from the dash without

the operator leaving the seat.

To install, it is only necessary

to remove the carbureter, insert

the flat part of the device and

connect up the key mechanism

to the dash. Price $6.50 per

pair for Ford cars; $7.50 for

other makes. — Bradsto Appli

ances, Inc., 65 Main Street, Buf

falo, N. Y.

TRIPLEXED GASOLINE HOSE

This is a flexible metal gaso

line hose. The steel strip is

made of slow rolled metal heav

ily galvanized. Hand picked

asbestos string is rolled into

the packing box in the joint

and a gasoline compound is

molded under pressure over the

metallic part of the hose and

over this is woven a fabric

cover. Made in all sizes from

‘6 in. inside diameter up to and

including 3 in.—Metal Hose &

Tubing Co., Inc., Raymond 61.

Tillary Streets, Brooklyn. N. Y.

GUSHER WATER CIRCU

LATOR FOR FORDS

This is a propeller type pump

contained in a casting which

exactly replaces the cylinder

outlet-water connection on the

Ford. The shaft is extended

through a stuffing box and a

pulley on the end of this is

driven by a small belt from the

fan below. Can be installed

without any machine work or

tools other than a wrench. Type

"A" is for cars prior to 1917,

and type “B” for 1917, 1918 and

1919 models. Price $5.—Cluley

Auto Supplies Co., 471 East

Ohio Street, Chicago.

EXCELSIOR RIM TOOL

This is a tool for removing and

replacing demountable rims.

The cross rod is adjustable for

length and a lever pulls or

pushes the loose end of the rim

out of place or in place as the

case may be. Locking is ac

complished by changing the po

sition of the device. Price $5.

—Guiles Rim Tool Co., 603 Elli

cott Square, Buffalo, N. Y.

NECESSITY CHAIN TOOL

This is a chain tool which

brings a powerful leverage to

bear on the links, gripping them

firmly and forcing the link end

open or pressing it closed to the

exact line of the other links.

The handles are wide, long and

curved to fit the hand. Price

$1.60.—Stevens & Co.. 375

Broadway, New York City.

KANT-LEEK AXLE WASH

ERS FOR FORDS

These are washers for the

rear axle of Fords to prevent

leakage of oil and grease. The

set consists of four annealed

steel cups and eight washers.

together with a retaining ring.

The washers are installed by re- ,
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moving the hub cap and nut.

removing the wheel and roller

bearing and inserting the wash

ers, reassembling with the

washers in place. Price 75 cents

per set—Apex Mfg. Co., Inc.,

St. Louis, Mo.

STEVENS OARBURETER

WRENCH

This is a set comprising a

wrench and grinding pin for car—

bureters of the Schebler type.

It has a socket wrench at either

end, these being of dliterent

sizes. The small chuck holds

the valve while grinding it to a

better seat. The entire tool is

machined from steel rod, case

hardened and nickeled. Packed

in an envelope. Price 40 cents.—

Stevens & Co., 375 Broadway.

New York City.

TRUFIT BUMPER

This is a front bumper so de

signed that the brackets fasten

to the lower flanges of the

frame members. Will flt 1919

Buick and Essex cars without

interfering with the installation

of snubbers. Can also be in

stalled on other cars which have

forward extending frame mem

bers.—Milwaukee Auto Engine

& Supply Co.. Milwaukee, Wis.

CHANGEABLE SOCKET

PLUG FOR FORDS

This is an elbow plug for use

in the headlights of the Ford car

to make the headlamps burn

uniformly whether the engine is

running fast or slow. One of

the plugs is put in place in the

right-hand lamp nearest the

generator and this automat

ically cuts down the voltage as

it increases in the generator.

Either lamp will burn inde

pendently of the other. Price

60 cents.—Frank W. Morse, 289

Congress Street, Boston.

SEE-SAFE WINDSHIELD

WIPER

This is a windshield wiper

which wipes rain, snow or

mist from the outside of the

windshield glass, the operation

'being conducted from the in

side. The h_and pull forms the

spring and this is fitted with a

roller which presses against the

inside of the glass, thus forcing

the squeegee against the outside

of the glass. Price 50 cents.—

Stadeker Metal Specialty Co.,

358 West Madison Street, Chi

cage.

CREX RIM TOOL

This is a rim tool for remov

ing. replacing and locking de

mouniabie rims. To either ex—

pand or depress the rim the

handle is worked back and forth

very much like raising or lower

ing a. car with a jack. The tool

will hold the rim in collapsed

position while the tire is being

changed and the tool is adjust

able to any size rim. Made in

malleable iron.—Price $6. -

Crexler Rim Compresser Co..

i418 Walnut Street, Philadel

phla.
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commercial and passenger airplane

may be with us, and when that day

comes who is going to be selling these

motorized birds of the air? Will you be

one of the dealers in planes?

George W. Browne of Milwaukee has

already started in the business, and other

dealers elsewhere are looking with inter

ested eyes on the new business. A few

others also have secured agencies, but

this story is about Browne and how he

does it.

The thing in which a dealer is inter

ested is: Can I sell any and make any

money at it? And, why should I take

an agency now?

In answer to the first question: You

can sell a few and need not LOSE any

money at it. There are in every com

munity a few individuals of sporting

proclivities who drive red roadsters and

like high-powered cars. They have been

thinking about planes and are likely

prospects. These men, also, are not par

ticular as to what a thing costs so long

as it is what they want. In this field

sales can be made NOW and at a profit.

Answering the second question: Even

if it is only a break-even so far as profit

is concerned, there is big advertising

value in being known as a dealer in air

planes. A little advertising now and

then, stating that you are ready to de

BEFORE we know it the day of the

.It ‘5'

ught of Airplanes ?

Curtiss Aeroplane

Displayed at

AUTOMOTIVE SHOW

Order: Now Being Taken _

GEO. W. BROWNE, Inc.

Phone Broadway 3023.

  

liver planes and inviting the public,

KIDS INCLUDED, to come to your

salesroom and inspect the plane, will

bring a tremendous return so far as pub

licity is concerned. Also, out of the cu

rious crowd that will come you should,

by judicious management, be able to se

cure the names of many car prospects.

Had you visited the New York Aero

nautical Exposition recently and seen the

boys diving into the internals_of planes

you would have had a rather optimistic

opinion as to America's interest in avia

tion—especially the younger generation.

There are 30,000 fiyers coming out of

the army. Many of them will be anxious

to continue flying. Some will buy, others

may be drivers.

Browne has the agency for the Curtiss

JN4D in Wisconsin. It sells for $8,000

and has 90 hp. Already he has had the

application for the agency from a man

in Manitowoc, Wis., a town of 8000 or so.

Browne is getting, at a reasonable

salary, a flying instructor from Camp

Borden, Canada. This man wants to con

tinue flying. He will be both salesman

and instructor. He probably will be

carrying Browne out to his stock farm,

some 30 miles from Milwaukee. soon,

just the same as Kettering and other

engineers have been flying around the

Middle West for some time, making dis

tances at speeds twice that possible by

rail, and more.

$10-18 Broadway

Browne plans to use the State Fair

Park for starting and landing. He also

states that the fact that Lake Michigan

is handy makes the sale of hydroplanes

probable.

One Wisconsin father has a boy who

was a fiyer. The father has four or five

cars. He is proud of the boy. If the

boy wants a plane will the father buy

one? Or won’t he? Make your own an

swer.

The Chamber of Commerce favors

Browne’s idea of a landing park. The

newspapers are giving him publicity. He

is running advertising. Look at the cut

on this page and see his advertising and

the headings of several newspaper

stories. One paper even gave him a

panel on the front page as the first air

plane dealer.

The hydroplane idea seems to be mak

ing a hit. The hydroplane sells for $11,

000 and carries two passengers. It has

a cabin and is quite comfortable.

Delivery can be made from the Buf

falo factory by air in 10 hours. This

means that 24 hours after an order is

placed, barring unforeseen conditions, the

prospect can have his plane.

Browne isn’t figuring on selling as

many planes as he sells Overlands, but

he is figuring on picking up a little spare

change in the business and getting a lot

of advertising and publicity.
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STEVENS VALVE RESEATER

AND REFACER FOR FORDS

This is a set of two tools, the

reseater being a special reamer

to cut a new urtace on the

valve seat in the engine. A

stem goes down into the valve

guide to keep the cutting edges

of the tool at the proper angle

and a. handle enables it to be

easily turned. The reiacer is a

clamp into which the valve fits,

tension against the cutting edge

being maintained by means of a .

spring retained screw on top of

the holding spring which exerts

a uniform. tension on the valve

stem as it is being revolved

against the cutting edge. This

cutter has an edge on each side.

To turn the stem against the

cutting edge a knurled handle is

used which is slipped over the

bottom of the stem and is held

by a set screw. Price $2 for re

seater, $1 for refacer.—Stevens

& Co., 375 Broadway. New York

City.

GOODELL-PRATT COMPLETE

SET

This is a complete motor kit

in a tool roll and is designed for

small garages or for long tours.

Consists of 53 tools held in place

by leather straps and a leather

carrying handle. Each set

packed in a box, weight 20 lbs.

Price $41.—Goodell-Pratt Co.,

Greenfield. Mass.

WHITE STAR LUBRICATING

OIL

This is a lubricating oil with

low cold test and a viscosity

suitable for the Ford engine.

Put up in 1 and 5 gal. cans and

in containers of larger quanti

ties—White Star Refining Co.,

Detroit.

HOYT-CADMIUM TEST

METER

This is a. voltmeter for use

with cadmium tests of storage

batteries. The scale runs from

.2-0-2.8 and readings can be

made to .05 volt. The instru

ment is mounted on a. mahog

any base and the whole work

ing system is a. single unit.

Price $12. Hoyt Electrical In

strument Wks., Penacock, N. H.

CAMPBELL DETACHABLE

UPHOLSTERY

These are sets of upholstery

covers which are fastened In

place with patent fasteners.

Made in a large selection of

fabric. Bound in broad heavy

binding. reinforced at the

seams.—Perkins-Campbell Co.,

Cincinnati, Ohio.

STEVENS NO. 152 REAMER

SET FOR FORD BUSHING

This is a small set of reamers

for Ford bushing comprising

one straight flute duplex reamer

for steering gear bushing No.

2713-2714, also a reamor for pis

tons No. 3022* and one for

transmission triple-gear bush

ing No. 3314%.—Stevens & Co.,

875 Broadway. New York City.
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HUDSON SLIDING - CONTACT

BRUSH FOR FORD TIMERS

This is a sliding - contact

timer brush to replace the

roller contact in the Ford timer.

It consists of a piece of tem

pered spring steel which is held

in a tempered steel holder with

a contact riveted on the end

This contact slides around in

stead ot rolling and is claimed to

wear the contacts and insula

tions down equally and evenly

without Jumping. Price 60

cents. Hudson Motor Special,

tles Co., 1932-34 Arch Street.

Philadelphia.

WAYNE SIDEWALK PUMP

FOR LUBRICATING OIL

This is a sidewalk outfit for

storing and measuring lubri

cating oil. The pump is of the

long-distance type and storage

tank Is buried underground at

any convenient location within

a reasonable distance of the

pump. The cabinet and hous

ing are made of cast-iron and

steel and pedestal and telescope

housing are made of steel. The

dome is supported by galvanized

pipes and the outfit is equipped

with a. 134 in. non-drip type D

nozzle—Wayne Oil Tank &

Pump Co., Fort Wayne, Ind.

BETHLEHEM LARGE HEXA

GON SPARK PLUG

This is a large hexagon spark

plug for use on trucks, tractors

and large passenger cars. Ali

steel parts are cold drawn and

electrodes are 98 per cent nickel.

Made in both one-point and mul

tiple - point construction and

either porcelain or mica insula

tion.—Sllvex Co., South Bethle

hem, Pa.

STADCO NO. 20 QUADRUPLE

WRENCH

This is a spark plug wrench

with {our sizes of openings in

two holes. This is accomplished

by having the smaller hole

above the larger, so that when

using the larger opening the

shoulder will prevent the

wrench from dropping down.

Price 30 cents.—Stadeker Metal

Specialty Co., 358 lVest Madi~

son Street, Chicago.

RED-MAN CLEANER AND

FINISH

This is a one-application prod

uct to clean and finish bodies,

tenders, etc—C. F. Roberts C0..

278-280 Brush Street, Detroit.

HOLD-TIGHT WEDGE

PLATES

There are wedges to be in

serted under the regular wedges

on demountable rims to take up

the sag. Price 6 cents each,

$1.20 per box of twenty. Twelve

boxes are packed in a two-color

counter display carton—Alliance

Supply Mtg. 00., 153 State

Street, Alliance, Ohio.
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AUTOMATIC sresamc oe

VICE FOR FOFIDSON

TRACTORS

This Is an automatic steering

device to be attached to a Ford

son tractor to hold the front

wheels in the furrow while plow

lng. It Is easily attached by re

moving three nuts and sllpplng

the attachment on the bolts and

replacing the nuts. The front

wheels can be locked In the fur

row and the tractor will follow

the furrow across the field.

When desired, the locking lever

can be tripped and the tractor

steered as usual. Price 85.—

Metal Auto Parts Co., Inc, 626

628 East Locust Street, Des

Holnes. Iowa.

OUNN'S COUNTERBALANCES

FOR FORDS

Thls Is a set of counterbal

ances for Ford crank shafts.

Each counterbalance Is equal to

the weIght of the opposite crank

and the balances are clamped

to the shaft by means of bolts

and nuts whlch are cotter

pinned in place to prevent their

getting loose. There Is ample

room for the connectlng rod as

sembly. Price $12 per set:—

Dunn’s Counterbalance Co., 116

North Fifteenth Street, Clarin

da, Iowa.

E. Z. BACK CUSHION

This Is a tapered cushion to go

between the driver’s back and

the seat back. Made of artlflclal

leather, filled with soft paddlng,

corded and welted edges all

around. Size 15 by 16 In. and

tapers from 4% In. to 1,4 In.

PrIce $3.50.—Economy Seat Co.,

1132-3136 South Canal Street.

Chicago.

ARROW-GRIP CHAINS

These are skld chaIns for

trucks. A set consists of a

number of cross chains going

around the tire and the felloe

and attaching to a clamp whlch

ls fastened around every other

spoke. The chalns are quickly

attached or detached by Insert

Ing the end links In the catches

with a screw driver or other

handy tool, but the clamps on

the spokes remain permanently

In position. Prices of single

grips without chains range from

81.50 to $1.80 and chain ls sup

plIed in 25 and 50 ft. lengths at

from 817.50 to $25 per 50 ft., de

pending upon the size of the

chaln.—Arrow-Grip Mfg. Co..

Inc., Glens Falls, N. Y.

PETELER JACK

This ls a jack with a long tel

escaping handle by means of

which It can he slid to any point

under the car. When not In

use the handle Is detached and

occupies little space In the tool

box. When all the load is off

the Jack a slight lift of the

handle allows the llftlng bar to

drop the remaining distance at

once—Coe-Staplcy Mfg. Corp.,

115 Broadway, New York City.

  

  

  

Arrow-Grip Chalns

RAIN-SNO WINDSHIELD

CLOTH

This Is a windshield cloth

which Is chemically treated so

that when wiped over the wind

shield the rain will not adhere

to It in drops In the ordinary

way, but wlll run off, leaving the

glass clear. It contains no

grease or oIl or anything to so“

the hands or smear the glass.

Price 50 cents—Suffolk Mfg.

Inc., Inc., 3168 \Vashlngton

Street, Boston.

K-W SPARKITE

This Is a new alloy metal de

veloped especially for contact

points. “’hen made Into con

tact polnts these are larger than

  

Automatic Time

Stamp

  

Cellbeam Spot

Light

Silver Glam Grease Gun

platinum points and are of

solid metal. It has low surface

resistance and Is claimed to give

spark at lower cranking speed.

Packed one pair In an envelope

for use on Fords. Price 50 cents

per palr.—K-\V Ignltlon Co..

Cleveland, Ohlo.

ECONOMY TIRE

This is a black-tread tlre

made with either rlbbed or non

skld tread. Slzes are from 30

x 3 to 37 x 5, prices ranging

from $17.45 for the smallest

rlbhed tread tire to $69.35 for

the largest non-skid tire. Gray

and red tubes for these sizes of

tires range from $3.45 to $10

each—Economy Rubber Co.,

Akron. Ohio.

CIII\

AUTOMATIC TIME STAMP

This Is a time stamp for

stampIng the year, month, day,

hour and minute. Made in a

large variety of sizes and styles

and with any desired lettering or

numerals In the stamp. Prlce

$40 upward—Automatic Time

Stamp Co., 160 Congress Street.

Boston.

CELLBEAM SPOT LIGHT

This is a concealed spot light,

hand lamp or windshield attach

ment and can also be used as a

trouble lamp. The central beam.

Is a concentration of light for

long dlstances. Finished In

nickel with ilvered mirror. A

high grade switch is incor

porated In the handle with ex

ternal focusing adjustment Im

mediately above It. Five ft. of

flexible cord is standard eqqu

ment.—Cellbeam Corp., 501 Fifth

Ave, New York City.

CALCU LAGRAPH

This is a tlme stamp which

automatically computes the

elapsed tlme of any operation.

Can be furnished eIther with or

without the date printing at

tachment. — Calculagraph Co.,

9-13 Maiden Lane, New York

City.

SILVER GIANT GREASE

GUN

This Is a grease gun with a

threaded shank for forcing

grease through the nozzle by

' turning the handle, or it can be

quickly converted Into a

plunger gun by unscrewing the

wing nut. The 011 nozzle screws

into the handle when not In use.

Prlce $3.—Mayo-Sklnner Mfg.

Co., 2115 Elston Avenue, Chl

cago.

MASTER SPARK PLUG

This Is a spark plug with an

Insulator of calorlte. The In

sulator can be replaced by re

moving the packing nut. from

the shell. Made in all threads

and In dII'ferent lengths for dIf

ferent make cars. Price $1 for

regular models, $1.25 for extra

length models—Hartford Ma

chine Screw Co.. Hartford.

Conn.

HARTFORD JACK

This Is a gear-operated jack

with short stroke and capacity

of over 4000 lbs. The short

stroke gives clearance between

handle and road, and the broad

base prevents upsetting—Ed

ward B. Hartford, Inc., 143-149

Morgan St.. Jersey City, N. J.

RAVBESTOS DISK CLUTCH

FACING

This Is a wire-Inserted woven

fabric to be used as a frictlon

facing for dlsk clutches. Made

In a large varlety of diameters

both Inside and outside and In

several thicknesses. Packed In

boxes containing 20 rings of one

slze only. -— Raybestos Co.,

Bridgeport, Conn.
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e. a. D. i/z-m. PORTABLE

ELECTRIC DRILL

This is a portable electric

drill with a capacity up to ‘A

in. The electric motor is 1,9 h.p.

and the lull-load current con

sumption is about 700 watts.

The housing is of aluminum al

loy and the total weight is 21%

lb. The drill has a pistol grip

and trigger switch, making it

possible to handle it with one

hand. The motor is universal

and will use direct current or

25, 40 or 60 cycle .alternating

current. The motor is cooled

by air from a centrifugal fan

mounted on the armature shaft.

Price $92 for 110 volts, $95 for

220 or 32-volt current.—Black &

Decker Mfg. Co., Baltimore.

HUDSON CRANK-CASE RE

PAIR ARM FOR FORDS

This is a crank case repair

arm for the two rear arms of

the Ford engine. The arm is

attached to both the engine and

frame by means of bolts and

nuts instead of rivets: conse

quently it is not

necessary to take

the engine apart or

to take it out of

the car. Price

$1.50.—Hudson Mo

tor Specialties Co.. 1932-34 Arch

Street, 1"hiladelphl1ei~

OLSON TWO-TON TRUCK

UNIT

  

Coiburn Vaporizer

  

  

  

  

This is a truck unit for con

verting a. Ford 1-t0n truck into

a 2-ton truck. The load is car-_

ried directly on the wheel and'

the speed is reduced sufficiently

to handle a 2-ton load. The

weight is carried on side springs

and an internal-gear drive is

used for propulsion. The gear

ratio is 10:1. The wheels are

steel and are fitted with solid

dual tires 32 x 3%. Price $550

for the unlt.—Swedlsh Crucible

Steel Co., Detroit.

VELTUM PNEUMATIC VALVE

GRINDER

This is a pneumatic valve

grinder which operates from air

pressure varying from 15 to 500

lbs. It will grind valves up to 4

in. in diameter. The speed

ranges from 50 to 1000 strokes

per minute and this speed can

be controlled by means of the

valve. The machine develops

54 h.p. on 80 lbs. of air. Fur

nished complete with spring to

put under valve and bits to fit

any kind of valve. Price $30.—

Warnock-Wirth Co., Sioux City,

iowa.

COLBURN ECONOMY

VAPORIZEFI

This is a heating device which

is installed between the car

buretor and the intake manifold.

it consists of a radiating ele

ment through which a portion

of the exhaust gas passes, this

being taken from the regular ex

haust pipe by means of flexible

tubing. It heats the mixture as

it passes through the openings

in the device. Price $5.—Kant

Mis Spark Plug Co., Green Bay.

Wis.

Utility Compressor

and Tank

Benedict Jack

York Carbureter Perfeetor

 

  

  

UTILITY. AIR COMPRESSOR

AND OIL TANK

This is an air compressor.

consisting of an electric motor

and two stage pump together

with gage, hose and electric

cord, mounted on the top of a

truck, the lower part of which

has two tanks, one for one

grade of lubricating oil and the

other for another grade. Draw

cocks are provided at the bot

tom with stands to hold meas

urlng tunnels. Net weight 375

lbs.-—Utllities Sales Corp., Stock

Exchange Building, Philadel

phla.

BOSCH MAGNETO FOR FORD

SON TRACTORS

This is a complete equipment.

including Bosch Magneto, gears

and all necessary equipment to

attach the Bosch magneto to

the Fordson tractor. The mag

neto is installed by removing

the timer, fastening the magneto

brackets to the side of the

crankcase, placing the gears in

position and installing the cover

on the gears. Only four wires

are necessary in the system.

these being the four that run

from the distributor to the

spark plug. The device can be

installed without the use of spe

cial tools. — American Bosch

Magneto Corp., Springfield.

Mass.

BENEDICT WORM DRIVE

JACK

This Is a worm drive Jack

with quick release lever. The

friction of the worm is suf

ficient to hold the jack in any

position without the use of

pawls or ratchets. The load is

carried on ball bearings and the

base ls adjustable by means of

lugs giving three ranges of

height to the Jack before raising

the screw. Price 88.—National

Machine Co., 1nc., Brattieboro.

Vt. -

SIMPLICITY DEMOUNTABLE

WHEEL FOR FORDS

This is a complete outfit for

Fords, consisting of (our wheels.

a spare wheel and wheel car

rier, the wheels being quickly

attached or detached by taking

the nuts of! the six studs on

the flange, slipping the wheel

of! and slipping another wheel

in its place. The complete out~

tit consists of the wheels, neces

sary hub attachments, carrier.

wrench, nuts, etc. Price $25.—

Simplicity Wheel Co., Grand

Rapids, Mich.

VORK CARBURETER PER

FECTOR

This is a gasket to be inserted

between the carbureter and the

intake manifold, the opening in

the gasket being covered with

a cone-shaped screen to break

up the mixture. A small amount

of air is automatically admitted

through the air valves which

are spring - controlled, the

greater the vacuum the greater

the amount oi’ air admitted

Can be Installed in a few min~

utes without any machining or

special tools. Price Sit—Auto

motive Mfg. Co.. Dayton, Ohio.
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NITRO CARBURETER FOR

FORDS

This is a carburetor for

Fords and is designed to burn

either gasoline or kerosene. The

fuel jet throws the fuel out. to

the edge of a mushroom noz

zle, the incoming air going past

the edge of this mushroom at a

high rate of speed breaks up

and vaporizes the fuel. It is

of the plain tube type and em

ploys a floating venturi, thus

compensating the ratio of air

and gasoline. There is only one

adjustment.—Sunderman Corp.,

Newburgh, N. Y.

SCHEBLER MODEL A CAR

BURETER FOR FORDS

This is a plain-tube carburetor

tor Fords without any moving

parts. The Pitot tube principle

is so designed and so set that it

automatically furnishes a rich

mixture for acceleration and

thins out the mixture after the

normal engine speed has been

reached. Two gasoline needle

adjustments are furnished, one

for low speed and the other for

high speed. With these and a

double choker, engine starting

is made easy. The carburetor is

especially designed for low

grade fuel. Price $17.—Wh_eeler

Schebler Carburetor Co., lndian- .

spoils.

ELECTRIC SENTRY

This is a thief alarm which

operates an electric signal when

the car is tampered with in any

way. The device is contained

in a steel box and to set the

alarm it is only necessary to

turn the key in the box. After

the key is turned the car cannot

be towed, pushed or carried

away without the alarm sound

ing. Any tampering with the

box will set off the alarm. Price

iii—Electric Sentry Co., 118

South Sixth Street, Philadel

ohia.

BRUNNER NO. 66 PORTABLE

TIRE INFLATOR

This is a portable outfit for

inflating tires direct without the

aid of a tank or storage sys

tem. It is mounted on a cast

iron 3-wheel truck, with a sub

stantial handle and hooks for

holding electric cord and air

hose when not in use. The elec

tric motor drives a two stage

compressor. A small chamber

precipitates the moisture from

the air before entering the tire.

~Brunner Mfg. Co., Utica. N. Y.

ATLANTIC PNEUMATIC

GREASE GUN

This is a cylindrical grease

gun. 1 ft. long and 2 in. in

diameter, holding 16 oz. of

grease. It is operated by means

of air pressure supplied by a

hose connecting the gun with

any compressed air system.

The gun may be operated with

one hand. All parts are ma

chined and the' gun is nickel

plated. Price $7 for complete

equipment in wooden box.—At

lantic Motor & Supply Co.. 1045

Tremont Bldg, Boston.

  

N ltro Ca rbureter

Schebler Carbureter

  

Prunner Tire lnfiator  

Atlantic Grease Gun

SPLENDOLA CLEANER AND

FINISH

These are two separate arti

cles. the cleaner being in pow

der form and intended to be

mixed with water to cut of! cor

rosion, grease, mud spots, etc.

The finish can be applied with

a cloth. it is intended to re

store the original lustre—C. F.

Roberts Co., 278-280 Brush

Sir-wt. Detroit.

  

/Al/{I..

Electric Sentry

  

  

Weaver Puller Clamp

‘

.

Stewart Searchlight

GILMER ENDLESS BELT

This is a (an belt made up

endless with no splice. This

is accomplished in the weaving.

The belt is treated in such a

way as to render it practically

immune from the action of

grease, oil and water. Packed

26 to the carton. Made in 11

different sizes at prices from

50 cents to $1 each—L. H. Gil

lnel'v 'i‘m-nny, Philadelphia

  

  

WEAVER FULLER CLAMP

This is a device for clamping

and supporting ball races or

similar parts. The blades of

the puller are equipped with

notches of varied proportions

and are designed so that they

may be forced into contact with

the part in question by means of

thumb screws on the side

brackets. The notched jaws of

the puller can be forced secure

ly into the grooves of the ball

race on either side to enable it

to be pulled off the shaft. The

notches are of varied propor

tions to take different sizes

Price 9 in. plate, 86; 16 in. plate.

Slit—Weaver Mfg. Co... Spring

field. lll.

BACON SECTIONAL VULCAN

IZER

This is a one-fifth circle cav

ity, 18% in. long for curing I

and 4% in. casings. A reducing

shell, fitting into the cavity.

permits the curing of 3 and 3%

in. tires. All surfaces in contact

with the tire are machine

ground. An inside curing vul

canizer is attached to the out

ilt and the generator is on the

bottom of the cavity. Either

gas or gasoline burner is used to

generate the steam, and the

outfit is complete with four sets

of head molds for straight side

and clincher tires, screw clamps,

rag tightener and complete in

structions. — Bacon Vulcanizer

Mfg. Co., 1853 Thirty-eighth

Avenue, Oakland, Cal.

ARROW-GRIP JACK

This is a Jack which is op

erated by an extension brace

handle. The base of the Jack

is fitted with‘ four wheels, so

that the Jack can be rolled in

place, and these wheels disap

pear lnto the base of the jack

as the load is applied, because

they are mounted on springs

The raising is done by means of

two simple gears and a screw

Jack. The handle folds up and

jack and handle together oc

cupy little room.——Arrow-Grlp

Mfg. Co., Inc. Glens Falls, N. Y.

STEWART SEARCHLIGHT

This is a searchlight that can

he turned in any direction or

used as a trouble lamp for light

ing the inside of the car. The

attaching bracket fits all wind

shield standards. The reflector

is silver plated. 6 in. in diameter

and any sized bulb can be used.

There is a 3% in. reducing mir

ror on the back—Stewart

Warner Speedometer Co., 1826

1852 Diversey Boulevard, Chi

cago.

CANTON MUFFLER FOR

FORDS

This is a mufl‘ler for Fords

and the muffling action is by

means of concentric pipes one

inside the other. It is inter

changeable with the regular

Ford muffler and can be at

tached by removing the regular

muffler and replacing it with

the Canton. Price $2 each.—

A. 8. Canton Co., 258 Broadway.

New York (‘ity
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MOTOR WORLD SIMPLIFIED SYSTEM OF ACCOUNTING—all in ONE

book, 11%x15 in. With 100 income forms, 100 erprnse forms and 200 cus

tomers’ accounts forms, [or $15. An Instruction book that is a complete

explanation of accounting will be sent for $1. Read it. Then I] you want the

System you are rebated for the book, and {I you. want neither system nor

book you may have your 81 back. Extra forms are $2 a hundred. Any man

can become an accountant and. In a small business, keep his own books

  

You_ Must

Keep Books in the New Way

Running On a Never-Know Basis Will Get You Nowhere—You Must

Know Where You Are Going—Proper System Is Essential If You.Would

Make Money in 1919

Make More in 1920

HE NEW way of keeping books is

to MAKE THEM TELL YOU

WHERE YOU’RE GOING. The

OLD way is to keep books as a matter of

habit, yet not get from them that infor

mation which is a guide to you on your

business course.

To keep books in the NEW way you

must have a system and forms that keep

track of the relations of your various

departments, that show which depart

ments are making money, that point out

the sources of your leaks and losses, and

that tell you costs, so that you may know

what you must add to make a profit.

MOTOR WORLD, after long study of this

business, devised a system. Illustrated

at the top of the page is the system book.

There are three forms—and that‘s all.

With the system is a book of instruc

tions, which is an education in account

ing. Any dealer or garageman, if he

can read English, can learn to operate

this system. Hundreds are in use to

day and have saved money for many

users.

And then Moron WORLD devised forms

for various purposes. They are illus

trated on pages 93, 94 and 96. They

show how you may watch your inventory

and always know where you stand, how

you may operate a prospect file, how

you may check cars that are left in your

garage, how you may check cars that

come in for repairs, and how you may do

many other things. Look these forms

over, and if you have none that serve the

same purpose GETTHEM.
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CASING AND TUBE RECORD—4 at 6—88 0 thousand REPAIR ORDER—6 x 91,12—525 a thousand; $37.50 for

This furnishes a record for all the tires you receive and two thousand. Provides a memory-jogging column down

sell. It tells when every tire was sold and to whom, the left side against which are checked by the examiner

which is valuable from both an inventory and an adjust- or inspector the work needed on the car. May also be

ment standpoint used for inspecting used cars oflered for trade
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MICRO PISTON RING

This is a two-piece concentric

ring, the larger member having

a groove on the outside into

which a smaller ring fits. The

larger ring has a. lap joint and

the plain butt joint of the

smaller_ ring comes on the op

posite side of the cylinder.

Made from flexible resilient

metal which is not liable to

break when fitting the ring.

Made In all standard sizes to fit

all makes of engines. Price $1.50

each—Micro Piston Ring Co.,

Inc., 110-116 Nassau Street.

New York City.

AMERICAN PISTON RING

This is a one-piece concentric

ring, hammered or peened on

the inside and having a step

ioint.—American Piston Ring

Sales Co.. Newark. N. J.

INLAND PISTON RING

This is a one-piece eccentric

ring made by cutting a continu

ous ring spirally for half the

circumference and then heat

treating it to preserve the

tension of the metal.—Inla.nd

Machine Works, St. Louis.

BURD PISTON_ RING

This is a one-piece concentric

ring, in which the ends are

milled to tongues, the latter be

in surrounded by a link or

metallic guard which forms a

tight Joint. Made from gray

iron and ground to size.—-Burd

Compression Ring Co.. Rock

i'ord, lll.

SEAL-TITE PISTON RING

This is a one-piece eccentric

ring with patented lock joint.

The ring is cast individually

from gray iron with the scale

left on the inside—Seal-Tite

Piston Ring Co., 1704 E. Lake

Street, Minneapolis.

LEAK-PROOF PISTON RING

This is a two-piece concentric

ring, the pieces being L-shaped.

one fitting Into the other in such

a way that the ring openings

are on opposite sides of the cyl

inder. Made of special processed

grey Iron. Each ring is packed

in a parchment container and a

number of these rings are

packed together in a substantial

box. Made in all sizes to fit all

engines—McQuay-Norris Mfg.

Co., St. Louis, Mo.

-
SUPEROYL PISTON RING

This is a piston ring with a

diagonal slot around the lower

edge of the ring to catch the

surplus oil on the cylinder wall

and return it to the reservoir.

One ring is intended to be used

In the top groove of the piston

and the slot is cut at an angle

of 45 deg. to the cylinder wall

so that the sharpened edge of

the ring will gather the oil as

the ring travels downward in

the cylinder. Made In all sizes

to fit any make of engine—Mc

Quay-Norris Mfg. Co.. St. Louis.

Mo.

DUPLEX PISTON RING

This is a two-piece concen

tric ring, consisting of a section

cast iron snap ring with stepped

joints and an inner guard ring

of spring steel.—The Piston

Ring Co., Muskegon. Mich.

MUNGER PISTON RING

This is a one-piece concentric

ring. having a Joint made by a

double cut so that the contact

surfaces at the end are at an

angle to the side of the ring.—

Splltdorf Electrical Co., Newark.

N. J.

NO-LEAK-O-PISTON RING

This is a one-piece concentric

ring, with stepped Joints and an

oil sealing groove, machined

around its circumference. Lu

bricant is held in the groove to

prevent the passage of oil up to

the combustion chamber.—Au

tomobile Accessories Co., 824

North Avenue, Baltimore.

GILL PISTON RING

This is a one-piece concentric

ring with a stepped joint which

overlaps both vertically and

horizontally, and is designed to

prevent the escape of compres

sion or the passage of oil into

the combustion chamber.—Gil]

Mfg. Co., 351-359 W. 59th St..

Chicago.

PEPCO PISTON RING

 

IMP AMMETER ‘

This is an ammeter for use

with battery charging outfits,

motor generating sets, farm

lighting plants. etc. The case

is 4 in. in diameter and the

mechanism is of the permanent

magnet moving coil type, the

whole structure mounted on a

metal plate. The case is ot

heavy brass and the glass front

is cemented in place. The con

nections are in the form of studs

on the rear. Furnished in a

wide range of readings from 0-1

to 200-0-200. Prices range from

$16.50 to $24.—Roller-Smith Co..

233 Broadway, New York City.

MILWAUKEE TIMER FOR

FORDS

This is a timer with one-piece

steel stamping cover, nickel

plated over a coat of copper to

make it rust-proof. The insula Milwaukee Timer

  

Sterling Jack

This is a one piece ring made

from an individual casting of

close-grained gray iron. The

joint is either stepped or diag

onal. Each ring is finished on a

special automatic machine.—

Pennsylvania Piston Ring Co..

203-205 Sinclair Avenue, N. E..

Cleveland, Ohio.

tion is a wide bone fibre ring

fitted into the shell and the

contacts imbedded into the fibre

ring. The contacts are cold

rolled steel, welded to the screw

studs. The grooves are ma

chine cut. The roller is high

carbon tool steel machined and

hardened and then ground. The

timer fits the Ford car or the

Fordson tractor. —- Milwaukee

Auto Engine & Supply Co., Mil

waukee, W‘is.

NO. 52 STERLING JACK

This is a jack with a capacity

of 2 tons. The handle and pawis

are made of heavy malleable

iron and reinforced at all points

subject to excessive strain. The

pawls are held In place auto

matically and the rack is made

of open hearth carbon steel.

Price $4.25. -— Reptibiic Auto

Parts Co., 81-85 Tenth Street.

Long Island City, N. Y.
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E. d. S. SERVICE JACK

This is a service jack equipped

with wheels and with a 5-H.

lever for lifting front or rear

axles of cars and wheeling them

into position. The steel post is

5 in. in diameter and the weight

complete is 25 lbs. Adjustable

to 18 in. Price $7.50.—Ellls

Smith Mfg. Co., Inc.. Elmira,

S. Y.

UNIVERSAL 4 K-W GENER

ATING OUTFIT

This is a farm-lighting out

lit for battery charging and

shop lighting. The 4-cylinder

engine is mounted on a stand

in unit with the generator. A

governor maintains a constant

speed and a dash pot prevents

fluctuation. The engine oper

ates on gasoline. kerosene or

distillate. Price, with ordinary

equipment, “SQ—Universal Mo

tor Co., Oshkosh, “'is.

COMBINATION TURN JACK

8i TOWING TRUCK

This is a quick-acting and

powerful jack for general serv

ice work and can also be used

as a towing truck. The head is

adjustable for height and when

used for towing a clamping de

vice ls attached to the head, this

device attaching around the

front axle of the car being

towed. An extension handle also

replaces the regular handle and

this is so arranged that it can

be attached to the towing ve

hicle. Price $50.—Eiiis-Smlth

Mfg. Co., Inc., Elmira, N. Y.

MOHAWK CORD TIRE

This is a hand-made 'tlre

cured on air, the fabric being

Sea Island and made up or

small cords. Eight piles of

cords are used in the 4% and

S-in. tires and 6 plies in the 4

in. The tires are cured in

French presses with long cure.

Made in sizes from 33 x 4 to

36 x 6 in. non-skid and ribbed

tread. Prices $63.10 to $133.—

Xohawk Rubber Co., Akron.

Ohio

BONNEY AUTOMOBILE PIPE

WRENCH

This is a pipe wrench with

extra thin, closely milled jaws

with fine teeth. This allows for

use in close places and without

danger of marring this engine

parts. Made in 6, 8 and 10 in.

sizes Price $2 for 6 in., $2.25

for 8 in. and $2.50 for 10 in.—

Bonney Vice and Tool C0.. Inc..

Allentown, Pa.

AKRON CAVITY RETREAD

INC OUTFIT

This is a cavity retreading

outfit for retreading tires with

out the use of a kettle. One

third of the tread is vulcanized

on to the old tire carcass at a

time. the entire tire being done

in three operations. Wrapping

is dispensed with and the time

required to retread is no longer

than with the ordinary kettle

 
 

Let Them Be Seen

Put your automotive equipment department in the garage

where it can be seen by every one entering or leaving and it will

increase the revenue, declares Ralph Hamlin of Los Angeles.

Hamlin is the oldest continuous representative of one make of

car on the Pacific Coast.

ment.

making proposition ever since.

For many years he carried no equip

Then he started a department and it has been a money

But the big thing, he says, is to

have it so placed that owners will know about it. While waiting

for their cars they wander about the garage, see something in

the equipment line that attracts their interest and buy it.
 

 

  

Bonney Automobile

Pipe Wrench

  

Akron Cavity

Retreading Outfit

Biilrnont

Master Wrench

  

TestOphone Armature Tester

  

outfit. The outfit consists of

two cavities tor 4%-5 and 31/24

in. tire, the latter fitted with a

reducing shell for taking 216-3

in. sizes. Cavities are fitted

with ribbed tread and plain

treads can be accomplished by

means of steel or composition

strips fitted into the cavity.

The outfit is complete with

boiler, clamps, gage, safety

valve, wrench, etc—Akron Rub

ber Mold & Machine C0.. Akron,

Ohio.

BILLMONT MASTER

WRENCH

This is a socket wrench in

which the socket is held at an

angle of about 40 deg. to the

shank, the power being trans

mitted from the handle to the

socket through a universal

joint. The casing of the wrench

does not revolve and it can be

held with one hand while the

turning is done with the other.

—Edgar C. Guthard Co., 361

East. Ohio Street, Chicago.

RELIABLE JACK

This is a jack with broad base

and heavy construction tor truck

and tractor work. The jack is

self-locking at any point and is

quickly adjusted to height by

means of the crank on side gear.

The foot extension on the screw

gives an extra lifting range.

Weight 25 lbs. Capacity 3 tons

on foot, 10 tons on top, range

of height from 2 in. to 26' in..

including both foot and top.

Price Sid—Elite Mtg. C0.. Ash

land, Ohio.

FISHER TIRE AND TUBE

PATCH

This is a tire and tube patch

made from high grade rubber

gum having strong adhesive

qualities. The back of the

patch has a smooth surface to

prevent friction and heat, and

the tendency of the edges is to

turn downward under expan

sion. Packed in screw-topped

containers with strip of emery

cloth and tube of dry patching

cement. Prices 50 cents, $1 and

81.50.—Fisher Mfgv Co., Lincoln,

Neb. ‘

TESTOPHONE ARMATU RE

TESTER

This is a device for testing

and locating grounds, shorts.

open circuits, etc.. in armature '

windings and commutators of

any armature that will lie be

tween the projecting poles. The

device can be used on 25, 60 or

133 cycle alternating current

at 110 or 220 volts, and can be

attached to any lamp socket.

The armature is laid across the

poles and the operator wears

the head hand receiver over his

ear. Trouble is evidenced hy a

loud buzzing noise in the ear

piece. Price 825, complete. with

all attachments and instruc

tions—Electric PoWer Mainte

nance Co., 1101-1107 Monroe

Street. Toledo. iihio.
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WILSON OVERHEAD-VALVE

CYLINDER HEAD FOR

FORDS

This is a cylinder head [or

Fords, overhead valves being

placed directly in the center of

the cylinder. The valves are 1%

in. outside diameter. with port

openings 1% in. The regular

Ford manifolds and carbureter

are used and the spark plugs

are put in at an angle of 45

deg, being almost in the center

of the cylinder. Price $60 com

plete with all attachments ready

to put on the car.~K. R. Wilson,

iii-16 Lock Street, Buffalo. N. Y.

BULLDOG ACCELERATOR

FOR FORDS

This is a tout accelerator for

Fords. It consists of a button

or pedal which is depressed by

the toe to increase the speed.

the heel resting on a slightly

raised bridge. Connection is di

rect to the carbureter by means

of soft steel parts. By un

screwing the foot pedal the

iioor boards can be removed

without disconnecting any other

part of the accelerator. Price

Mitt—Fulton Co., 1910 St. Paul

Avenue, Milwaukee

CARSON SAFETY CRANK

FOR FORDS

This is a safety crank to pre

vent injury to the operator

caused by engine back fire. The

mechanism consists of three

pants of hardened steel, that

part which comes outside of the

radiator being so small as to

hardly be noticed. Can be in

stalled in a. short time without

the use of special tools. Price

$7.50.—Carson Mfg. Corp., Sixth

8: Main Streets. Richmond. Va.

ARTILLERY CORD AND

FABRIC TIRES

These are pneumatic tires

made in both cord and fabric

and in plain and non-skid tread.

Made in sizes from 30 x 3 to

37 x 5.~Co-operativc Tire &

Supply Co., 323 East Thirty

third Boulevard. Chicago.

WEAVER NEW-WAY JACK

This is a master Jack of 5000

lb. capacity for use in shifting

cars or trucks. The short con

struction enables it to be easily

and conveniently manipulated in

cramped quarters, and the pivot

wheels are guided and con

trolled by the handle. A quick

release latch on the handle pro

vides for lowering the standard

quickly to the minimum height.

The handle cannot strike the

car and the wheels are mounted

on roller bearings. Price $35.—

Weaver Mfg. (30.. Springfield.

ill.

BRIDGEPORT CENTER

THREAD GREASE CUP

This is a grease cup with a

screw electrically welded in the

center of the cap. this screw

screwing into a plate which is

welded to the base. There are
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Weaver New-Way Jack

no threads on the inside 0! the

cap, but this is smooth and a

leather washer is securely held

to the base. this washer fitting

inside of the smooth cup, so

that grease cannot leak past.

and there is sufiicient friction

to prevent it from unscrewing

or rattling off. The small screw

makes it impossible to cross the

threads or strip them. Made oi

plain steel in four sizes. Prices

20. 25. 40 and 60 cents each.—

fiarrison (‘0.. Bridgeport. Penn.

Bridgeport Grease Cup,

FLECHTER TRIDENT CAR

BURETER FOR FORDS

This is a carbureter for Fords.

the design being such that no

changes or machine work are

necessary in substituting this

for the regular carbureter al

ready on the car. It is pro

vided with choker. air valves.

gasoline connection and throttle.

l'rlce $10.—L. V. Flechter & Co.,

l92-200 Jackson Avenue, Long

Island Cliff. X. Y.

STONE DEMOUNTABLE

WHEEL CARRIER FOR

FORDS

This is a demountable wheel

carrier for Fords and is at

tached by removing the four

nuts on the spring clips of the

rear spring. The carrier has

drilled holes which fit these

spring clips and the carrier is

put in place. the plates put on

over the carrier and the four

nuts replaced. Cotter pins pre

vent it from working loose

Price $5.50.—Stone - Thompson

Mfg. Co., 1502 Michigan Avenue,

Chicago.

HILL 3-A SPARK PLUG

This is a spark plug with a

cup electrode of special tin alloy

which is claimed to prevent

carbon. The cup and center

electrodes are clean and good

conductors. The center elec

trode is packed with laminated

mica from contact to cap. ll

is of one-piece construction and

has no gaskets or bushings.—

Hill Insulating & Mfg. Co., Sii

West Forty-second Street. New

York City.

ASCHO SPARK PLUG

This spark plug has a small

metal plunger which moves up

and down on the electrode be

tween the base of the insulator

and the stop at the base of the

electrode. The oscillation of

this metal plunger is claimed to

keep the base of the petticoat

free from carbon. Price $1.50.

Apex Co., Evansville. Ind.

RESTGOOD ROLL-A~BED

TENT

This is a tent outfit including

curled hair mattress and mis

cellaneous folding tourists‘ ar

ticles enclosed in a dustprooi

and waterproof cover. the entire

outfit being within a compass

small enough to be carried on

the running board of the av

erage car. The whole outfit can

be set up ready for use in 15

min. Wilson & Co.. Forty-sec

ond Street & Ashland Avenue.

Chicago.

LIBERTY ENGINE SUPPORT

FOR FORDS

This is an engine support for

Ford cars, the lower part con

sisting of a malleable iron cast

ing fitting underneath the trans

mission case, this being sup—

ported by two wrought-iron

hangers. The upper ends of

these hangers go around the ex~

isting supports. The threaded

hangers together with the nuts

allow the strain and weight of

the engine to be taken by the

device rather than by the ordi

nary hangers. Can be attached

in a short time without special

tools or machine work. Price

SL—MOtor Support Co., 305

Manhattan Rui ding. Chicago
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Perplexed :' g

Does some point of 5

law perplezr you? 5

Why don’t you ask 5

‘ Motor World’s legal g

editor to discuss the 3

By George F. Kaiser question? 2

 

Hold the Car

Editor Motor World: Will you kindly

let me know what course to take in the

following matter: A, who is the owner

of a Stutz car, brings it into my garage

tor dead storage and there is six months'

storage due. B is a friend of A’s, and

atoms me that he has a bill of sale

on A’s car and that I should not let any

one take the car out without his consent.

Now along comes C, who asks me what

the car is worth, etc. Upon my informa

tion he says “I have a note against this

man—A. Get in touch with my office if

any one makes a move to claim the car,

as it is a part in the bargain.”

This morning the owner, A, informs

me that he has decided to sell the car,

and I am to close the transaction

for him on a commission basis. A has

not paid any storage on the car since

it was left at the garage—Harry H.

Archer, Proprietor Red Lion Garage,

Flushing, N. Y.

Answer—Disregard all verbal claims

made upon you. Hold it under your

right of lien and do not allow it to go

out of your possession. Under the New

York law you may foreclose your lien

and sell the car, but I would strongly ad

vise you not to attempt to do this with

out the aid of your attorney, as the lien

law is very technical and must be strictly

followed.

Tire Mix-Up

Editor Motor World: Please give us

our status and recourse if any. On Jan.

3We took over the Tire Agency

in three counties from the State dis

tributers of Houston, Texas. We re

ceived our shipment but cannot get any

more, through no fault of ours. We jump

the distributer. They accept order but

make no delivery. The Tire & R.

Co. of Findlay, Ohio, positively says the

'iistributer handles all orders.

Yesterday we took a shipment out of

the express office here shipped by the

factory direct to a private individual who

Wired for the tires at a price of $5 per

tire, cheaper than we were quoted.

Would Judge Hand’s decision, recently

noted in your journal, fit our case?

We have spent money in ads, litera

ture, labor, etc., and have booked over

200 orders, but cannot get deliveries.—

A. H. Dewer, Beaumont, Tex.

Answer—Both you and the other party

are (i course bound by your contract.

he agreement alone controls. As I do

not know which decision you refer to I
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cannot advise you concerning it. The

simplest thing for you to do is to take

your contract, correspondence, etc., to

your local attorney and let him do the

worrying.

New Jersey's Lien Law Strong

Editor Motor World: We think we

have in this State the most equitable

lien law in existence, and our association

has been engaged in a fight to prevent

the repeal of same, in which fight we

think we have been successful. Will you

be good enough to tell us what you think

of this New Jersey lien law, and how it

compares with the lien laws of other

States? —-B. H. Sparks, Automobile

Trades Association, Atlantic City, N. J.

Answer—The New Jersey lien law by

reason of the provision contained therein

that garagemen shall not lose their lien

by a reason of allowing a car to go out

of their possession but may repossess

themselves of the property without fur

ther process of law wherever found, in

this State, is by far the most favorable

statute for garagemen which has yet

been passed by any of the States.

In most of the States a garageman

loses his lien on a car when it is taken

out of his possession. In a few States,

like Illinois, he may recover back posses

sion of the car by instituting an action

in re levin. This remedy is not always

satis actory, as it requires time to start

any kind of a legal action. Under the

New Jersey statute if a garageman sees

a car standing on the street', he can re

possess himself of it. Under the other

statute the garageman has to hunt u a

lawyer, put up a bond, and by the time

the action is under way the car is likely

to be in parts unknown.

A few years ago the New York legis

lature when asked to enact a similar law

refused to follow the New Jerse lien

law on the ground that summariy re

taking a car would tend to cause a breach

of the peace, provoke riots, etc. I per

sonally do not know of any case where

the New Jersey lien law has done either

of these things.

A few months ago the New Jersev

Court of Errors and Appeals decided that

the New Jersey lien law was not uncon

stitutional. Before that decision was

handed down many people thought it

would be decided that it was unconsti

tutiional. The Court in deciding that case

sai :

“The statute is neither star

tling nor novel insofar as it en

larges or extends the right of lien

to conditions not included in com

mon law, but is in line with the

natural progress of the law to

meet necessities arising from new

business conditions.”

  

 
  

E

New Jersey garagemen would be fool

ish to allow this law which is so favor

able to them to be repealed without put

ting up a strenuous fight.

The New Jersey Lien Law

An Act for the better protection of

garage keepers and automobile repair

men. Be it enacted by the Senate and

General Assembly of the State of New

Jersey:

Section 1—All gersons or corporations

engaged in the usiness of keeping a

garage or place for the storage, main

tenance, keeping or repair of motor ve

hicles and in connection therewith stores,

maintains, keeps or repairs any motor

vehicle or furnishes gasoline, accessories

or other supplies therefor at the request

or with the consent of the owner or his

representative, whether such owner be a

conditional vendee or a mortgagor re

maining in possession or otherwise, has

a lien upon such motor vehicle or any

part thereof for the sum due for such

storing, maintaining, keeping or repair

ing of such motor vehicle or for furnish

ing gasoline, accessories or other sup

plies therefor, and may without process

of law detain such motor vehicle at any

time it is lawfully in his possession until

such sum is paid.

Section 2—Any person or corporation

acquiring a lien under the provisions of

Section 1 of this act shall not lose such

lien by reason of allowin the motor ve

hicle or part or parts 0 the motor ve

hicle to be removed from the control

of the person or corporation having such

a lien, and in case a motor vehicle or

part or parts are so removed the person

or corporation having the said lien may,

without further process of law, seize the

motor vehicle or part or parts thereof

wherever the same is or are found within

the State of New Jersey.

Section 3—All such property so held

by any such garage keeper or automo

bile repairman, shall, after the expiration

of thirty days from the date of such de

tention be sold at public auction, upon

notice of such sale ein first published

for the space of two wee s in some news

paper circulating in the city, town, town

ship, borough or other municipality in

which said garage keeper o'r automo

bile repairshop is stiuated, also after five

days' notice of said sale set: up in five

of the most public places in said city

or township, and the proceeds of said

sale shall be a plied to the payment of

such lien and t e expenses of such sale.

and the balance, if any remaining, shall

be Enid to the owner of such property

or is representatives, and if the said

balance is not claimed by said owner

within sixty days after said sale, then

the balance to be paid over to the over

seer of the poor of the said city or town

ship for the support of the poor.

Section 4—This act shall take effect

immediately.
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i No. 2089—RADIATOR TEST TANK

AND BENCH

A combination test tank and bench for

radiator work is made by supporting the

tank in a frame with an extension at one

side, a sheet metal drain being added to

the tank at this point. A movable rack

of wooden slats rests on the top and this

can be slid over the tank or over the

drain part. The drain takes the dripping

water and it is possible to test and work

on the radiator without slopping water

on _the floor.—J. W. Waggoner, Banker’s

Garage, Lawrence, Kan.

No. 2090—MOP OR BROOM HANGER

A hanger for brooms or mops is made

by drilling a hole in one half of a large

strap hinge, the hole being a little larger

than the diameter of the broom or mop

handle. The other half of the hinge is

screwed to the wall or to a post. When

the broom is slipped into the hole, the

friction of the hinge holds it at any

point. When the holder is not in use it

dr0ps down out of the way.-—-Oliver Wit

tenmyer, Pottstown, Pa.

No. 2091—PULLER FOR PIERCE

ARROW STARTING RATCHET

A puller for removing the starting

ratchet of the Pierce-Arrow is made by

bending a piece of steel 95 x 1 in. in the

form of a U, drilling and tapping the

ends for SQ x20 cap screws and drilling

a hole at the head for a 9/16 in. cap

screw. A hole 1,5 in. in diameter is

bored clear through the ratchet and

crank handle and when the two screws

with the threads turned ofi" the ends are

placed in the ends of this hole and the

large screw turned against the shaft,

the ratchet will come off. The taper pin

holding the ratchet on the crank is, of

course, first removed—Otis A. R. Wood,

H. P. Hood & Sons, Charlestown, Mass.

No. 2092—HANDY SCREWDRIVER

A handy brace screwdriver is made

from a piece of round steel rod bent into

the shape shown in the illustration,

formed into a blade at the lower end and

fitted with a doorknob at the upper end.

The leverage is sufficient to turn screws

that cannot be started with the ordinary

screwdriver.-—Charles H. Willey, Con

cord, N. H.

No. 2093—THREAD CHASER

A thread chaser to clean out inside

screw threads is made from a safety pin

or piece of wire bent into this shape. The
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Repairshop Shortcuts

From Motor World Mechanics

 

hIake a Dollar

OW often have you been com

pelled to rack your brain to

overcome some diflieulty? But

when you did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of

those life-savers out of their kid

ing places and put them to work

for your fellow-craftsmen. Send

them to Motor World. We will

pay you a dollar for every one ac

cepted for publication.

The only requirements are these .

1—Describe\the shortcut briefly

but clearly, in few words.

2—Se1ul a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3--erte on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

 

 

ends are pointed and bent at right angles

and the spring keeps them ‘pressed

against the threads. One such chaser

will answer for all diameters and all

threads—F. C. Woodland, Norris City

Garage, Norristown, Pa.

No. 2094—REPLACING A SPRING

CLIP

When one leg of a spring clip springs

out and is difficult to insert in the hole,

a pair of blacksmith’s tongs slightly

altered will do the trick, One of the

handles is given a short sharp bend at

right angles and this is inserted in the

lower end of the 'hole, the other handle

being pressed against the spring clip to

force it in place—Rodney L. Wilson,

South Berkeley Garage, Berkeley, Cal.

No. 2095—NON-SPREADING PULLER

A puller that will not spread when the

pressure is applied is made with two

arms which have lugs formed on their

upper ends, into which set screws are

threaded. These set screws set up on the

cross bar of the puller and prevent

spreading. In use the set screws are
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first loosened so as to permit the arms to

be adjusted to the work and then tight~

ened. All parts are made of forged steel

and made extra heavy.-—Charles H.

Willey, Concord, N. H.

No. 2096—SLIDING WINDOW LOCK

A lock for a sliding window is made

by screwing half of a strap hinge to the

edge of the window so that the lower

point hits the slide at a good angle. The

window will slide closed all right, the

hinge trailing along, but the window can

not -be slid the other way until the hinge

is lifted. This lock can only be operated

from the inside—Charles H. Willey, Con

cord, N. H.

No. 2097—PLANER OR DRILL CLAMP

A clamp to hold work on a planer or

drill press table is made in the form of

a lever held to the table at the center.

The body of the tool is a short piece of

l-in. round stock, one end of which is

drawn out flat and bent at right angles.

the other end-being slotted with a hack

saw blade to take a $4; in. flat bar that

forms the clamp arm. This arm is of

% x1 in. material and the end is bent

around and riveted on itself, forming an

eye which is threaded to take the cap

screw. The other end of the bar is

curved downward and a U-shaped swing

ing foot is pinned to it.—-Charles H.

Willey, Concord, N. H.

New Selden 1V2 Tonner

ROCHESTER, April 14—The Selden

Truck Sales Co. will commence deliveries

of its new 1%-ton worm drive model on

April 21. It is equipped with a 8% x 5

Continental Red Seal engine, with high

tension magneto and Stromberg car

bureter. It is to sell for $2,185. Tires

are 34 x 3% single front and 34 x 5

single rear; pneumatic equipment is

extra. The wheelbase is 140 in. and the

length of the loading space 9 ft. 6 in.

 

Massachusetts Wants Landing Places

BOSTON, April 10—The Massachusetts

legislature has been asked to provide

suitable aerdromes and landing places

throughout the state for aviators in order

that aviation may be developed in this

territory. A few days ago George L. Ells

worth of the A. L. A. appeared before

a legislative committee on a bill which

was designed first to give the Highway

Commission some power to license‘ avia

tors and also to pick out places on which

to land.



Amwww _ MOTOR WORLD; IN

I a, ‘ _ MOVABLE, I '

I , x 4 “My SLATS ,

 

  
  

ROUND 'woon _

kEND TUPNED IN

 

 

 

 

 

 

 
 

 

 

 

 

   

 

 

 

 

 

 

 

 

 
 

 

 

 

  

 

mm: or gr

_ é scmp urou g,

  

9;; QP scmzw
 

\\

<.~

111:},‘\

~

~‘

I."v‘v\\

\\ \\

     

n  

 

 

 

 

 

“4' x 1' s'rocx Hj \‘ ":1
 

  

-
______- _

 

 



102
April 16. 1919MOTOR WORLD .

“Build Now Good Roads and See How Quickly

Good Times Will Roll Down Those Roads”

—Harry G. Moock

Build Now Good Roads

Good Times will roll down those roads," says

Manager Moock of the National Automobile

Dealers’ Association at the end of every letter which

goes out of his office. And the other officers and

directors of the association are saying the same thing,

repeating it day after day, week after week, month

after month.

In the one sentence they have foretold more of

the future of America than most people dream. They

have also set forth the part that the automotive

people of America must play in this work. They

are justifying the existence of the N. A. D. A. if it

does no other thing.

Good roads are the biggest issue before the Ameri

can people to-day. They are the biggest movement

with which the automotive trade can and should ally

itself. For good roads mean more cars, more trucks.

more tractors, more automotive equipment, more re

pairing, more of everything that is to-day being sold

to the farmers where good roads prevail.

Aside from that here is a chance for the automo

tive people to mingle actively in civic affairs. It is

an easy opportunity. The automotive people should

long ago have been more active in affairs other than

their own businesses and here is the big chance_to

do something that benefits the whole country and

to work side by side with other people and other

associations in a great movement. The dealers in

every city should be a factor in the Chamber of

Commerce. They should be engaged in movements

and developments for the city and country. Good

roads furnishes a fine starting point for what dealers

should have done long ago.

In every section of the country dealers should

begin NOW to take an active part in road work.

They should support bond movements where they

are started. Where they are not started they should

get them started. Call a meeting of the dealers.

Discuss the subject. Learn something about the

roads in your section. Get data and figures.

Then discuss what is needed in the way of roads.

Investigate and find out what it will cost to build

“BUILD now good roads and see how quickly a great net-work of roads throughout your section.

Call a later meeting of representatives of the various

organizations in the city and lay before them the

great good roads project. Then call individual meet

ings of all the other organizations and have good

roads workers go to these gatherings and sell the

good roads idea.

Work out a plan for selling the farmer. Show

him how good roads by his farm practically hand

him so many hundred or thousand dollars in in

creased valuation. Get every one working for and

in favor of the project.

Then get some one to introduce in your legislature

a bill authorizing a big bond issue for good roads.

If every one is back of it there will be no question

about it being passed.

Even the average non-car-owning city man should

be for good roads in that they will bring closer to the

city the products of the farms and favorably affect

the cost of living. The politicians will be for the

roads if they think the roads are a popular thing and

if pressure is brought to bear by the voters. Votes

count.

If every state would this year pass a bond issue

for a great net-work of highways see what a won

derful thing it would be. Trucks could drive across

the continent with freight. Cars could run every~

where. Distance would be lessened. The nation

would become more efficient. The country would

move faster and live faster. A lifetime of eighty

years would include what used to require two life

times. '

There probably isn’t a dealer in America who isn’t

sold on good roads, but there are thousands of deal

ers who are not backing the movement as they should.

A successful movement is simply something that

somebody starts and somebody finishes. We are all

ready to help finish, but what we need is more start

ers. Let this trade furnish the starters and sell the

country on the idea of helping us finish.

Meantime on the end of every letter you write, at

the bottom of every ad you run at the end of every

conversation you have put these words:
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“Build now good roads and see how quickly good times will roll down those roads”

0
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Ford Motor Company

Preaches Cleanliness and Efficiency '

Dealers Given to Understand That the Parent Company Insists Upon

Clean, Up-to-Date Shops and Equipment and That Those Who Stick to

the Old-Time Hand Methods and Who Turn Out Poor Work Will Soon .

Find Themselves Passed in the Race of Progress—Two Hundred

New York Ford Dealers See Modern Repair Equipment and Listen to

EW YORK, April 11—Ford dealers

to the number of about 200 gath

ered at the new sales building of

me Ford Motor Co., at 1710 Broadway,

this afternoon to attend a “clinic” on

modern repairshop machinery and prac

tice. The gathering was at the instance

of the Ford Motor Co., and through the

co-operation of the Fairbanks Co., which

installed the machinery for the purpose

and provided the tools.

Sales Manager Francis of the Ford

branch opened the clinic rwith a short talk

in which he said that the Ford Motor Co.

had gone to considerable expense and

trouble in getting up the exhibition, and

he had no doubt but that the dealers

would take every possible advantage of

the opportunity to install new methods

of repairing and up-to-date machinery

in their repairshops. He said that the

company would help and encourage

every dealer who was progressive and

shared a desire to help put the repair

business on a high plane, and that the

representatives of the company must

improve conditions if they would keep

pace with the representation that is being

made by the Ford company itself.

Clean Up and Paint

He then spoke of the necessity of clean

shops, painting walls and ceilings and

keeping things clean generally. Most

buyers of enclosed cars, he stated, are

fastidious as to the appearance of these

vehicles, and particular care should be

taken to see that they are scrupulously

clean when delivered. He cited that the

same care should be taken in turning out

clean cars after they have come from

the repairshopa. He dwelt on the im

portance of covering the seats with

newspapers, cleaning the body and pro

tecting the upholstery and finish from

grease and stains. He also suggested

other plans for shop cleanliness.

A. G. McMillan, representing the Fair

hanks Co., New York City, explained to

the assembled dealers the methods used

in cutting down time and labor and get

ting out better work with the modern

equipment. He was assisted by a corps

of Ford experts, who performed the

various operations as questions were put

and answered. That many of the deal

ers had never seen some of the pieces of

equipment was evidenced by the interpst.

Ford Oflicials

the questions and the immediate orders

given for the various lines.

Incidentally many questions arose as to

correct methods of assembling and test

ing the Ford engine and other parts. An

interesting discussion as to why the

lamps were put in series multiple and‘

what the effect was on the voltage and

amperage when testing the magneto was

answered by Ford officials and a practi

cal demonstration given.

That Mark on the Piston Ring

That there is a lot of room for educa>

tion among the Ford dealers and repair

men was shown by the fact that only a

very few of the two hundred in attend

ance knew that there was a chisel mark

on the inside of the Ford piston ring,

and some that knew it was there did not

know what it was for. Francis explained

that the mark was intended to be put on

the top when the ring was assembled on

the piston and that the purpose was to

prevent the engine from pumping oil.

The top of the ring is ground very

slightly smaller than the bottom,

and this makes a scraping action which

brings down the oil. If the rings are

assembled in the piston the wrong way

up the opposite effect is produced and

the engine will pump all the oil to the

combustion chamber and the resulting

carbon will produce a bad running engine.

The equipment exhibited included

everything that would make work quick,

easy and accurate, some of the machines

being a burning-in machine, arbor press',

lathe, crankshaft tester, arbors, engine

and rear axle stands, piston vise, con

necting rod alignment gauge, drum vise

and a multitude of hand tools of various

kinds for speeding up service work.

Service Manager Roe of the new re

pair branch at Kearney, N. .l., spoke on

co-operation from the dealers and how

he was not getting it all the time He

suggested that complaints be taken up

with the company rather than talked

about. He suggested a thorough inspec

tion of new cars before delivery to pre

vent comebacks.

Manager Gould of the New York

Exide battery branch told how to take

care of the batteries, which are now be

ing installed on the enclosed cars, and

said that until the Ford dealers become

better acquainted with the storage bat

tery the various service stations of the

company are prepared to handle work on

the batteries, both under the guarantee

and for repairs.

The clinic wound up with a demonstra

tion of the installation of the generator

in the enclosed models, showing right

and wrong ways of doing it.

Jobbcrs to Hold Exhibit

CHICAGO, April 10—There will be a

business exhibit of the Automotiva Equip

ment Association in this city the latter

part of October or first part of Novem

ber, in connection with the annual meet»

ing, as had been planned last year and

dropped because of the war. This was

decided at a meeting of the board of

directors Tuesday. The matter of ad

mitting other than members will be de

cided at the Hot Springs meeting June

2-6. Last year it was voted to admit out—

siders if there was any space left after

members were taken care of.

An exhibit committee was named, con‘

sisting of R. R. Englehart, Davenport,

Iowa, chairman; N. H. Oliver, Chicago;

Fred Campbell, St. Louis; R. A. Strana

han, Toledo; J. S. Proctor, Minneapolis;

L. P. Halladay, Streator, Ill.

The name of the Ways and Means Com

mittee was changed to Board of Govern

ors. Discussion of the handling of the

evenue tax was left for the Hot Springs

meeting.

l-‘ordson Dealers Get More

DES MOINES, April 15—The price of

the Fordson in Iowa, Nebraska and South

Dakota, the territory of the Herring Mo

tor Co., has been advanced to $926 f.o.b.

Dearborn, Mich., plus handling charges.

The dealer price remains as before, giv~

ing the dealer about $40 additional, in

lieu of an increase in the discount. The

increase makes the discount 15 to 17 per

cent.

Demonstration at Aberdeen

ABERDEEN, S. D., April 15—The

week of Aug. 18 has been set for the

Northwest Tractor Demonstration, which

will be held here. It is the only demon

stration sanctioned by the Tractor Divi

sion of the National Implement and Ve

hicle Association and will be conducted

L

under new rules being formed by that

organization.
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KNOX AND MILITOR

COMPANIES MERGED'

To Continue Knox Engines and

.Militor Motorcycles and

Add a Light Car '

NEW YORK, April 12—The Knox Mo>

tors Co., Springfield, Mass., and the

Militor Corp. have been merged and will

do business as the Militor Motors Co.,

with a capital of $2,500,000. The com

pany plans to increase the production of

Militor motorcycles and will also add a

light passenger car. It is planned to con—

tinue production of Knox engines.

The original Militor Corp. was organ»

ized for the production of war vehicles

for the government and received con

tracts for a considerable number of four

wheel drive trucks, though these con

tracts were canceled before the company

could get into actual production on them.

The Militor motorcycle is a four-cylinder,

shaft-driven vehicle, which difi'ers from

other motorcycles in that it is of auto'

mobile construction to a very great ex

tent. ,

N. R. Sinclair, president of the Militor

Corp., will 'be president of the new com

pany. Associated with him are George

W. Dunham, vice-president of the Militor

Corp., and formerly president of the

S. A. 11.; second vice-president, R. L.

Notman, secretary of the Militor Corp.,

and formerly vice-president of the Mc

Kinnon Dash Co.; treasurer, E. O. Sut»

ton, formerly treasurer of the Knox Mo

tors Co. Production activities will be

centered in the Springfield plant, which

has more than 230,000 sq. ft. of floor

space and a complete equipment of ma

chinery. General executive and sales

offices are at 111 Broadway, New York.

1.”. a?

‘_ Michigan Votes for Roads

DETROIT, April 13—Michigan Mon

day voted overwhelmingly in favor of the

$50,000,000 good roads bond issue, the

project carrying in nearly every precinct

by a 4 to 1 vote. From the inauguration

of the good-roads campaign until the

very end there was no organized oppo

sition. In two or three of the rural

counties farmers who could see no direct

benefit organized “dirt roads" associa

tions and conducted a feeble fight.

 

Boston Prepares for Loan Drive

BOSTON, April 10—J. W. Maguire

(Pierce-Arrow) was chosen to-day by

President J. A. MacAlman of the Boston

Automobile Dealers Association to head

the committee which Will put over the

big Victory Loan campaign in Boston for

the motor industry. He will appoint a

sub-committee to work with President

MacAlman and himself in a few days.

Chester I. “Campbell, who is co-operat

ing with the government in the loan,

received -a long distance call from Wash

ington this morning stating that a

steamer had just arrived at Baltimore

unexpectedly with more than 150 big

cannon captured in the war which will be

used in the drive throughout the coun

try. He was requested to take a train

to get to Baltimore to superintend the

unloading and disposition of the guns.

Brown Heads Loan Drive

NEW YORK, April 12—C. M. Brown,

president of the New York Automobile

Dealers' Association, is to head the auto

motive and accessories trade committee

of the Rainbow Division in the Victory

Liberty Loan drive. Charles E. Miller,

who served as vice-chairman in the

Fourth Loan campaign, will serve in a

similar capacity in the fifth, as Will See

retary Charles A. Stewart, and George

W. Holden, who will act as bond adviser.

In the last campaign the committee ex~

ceeded its quota by $447,000, the total

amount sold being $20,447,000.

_.

New Buildings for Olds

LANSING, April ll—The addition of

five new buildings, with a combined floor

space of 1,000,000 sq. ft., costing with

equipment $4,500,000 and' an increase of

more than 2000 employees, is the 1919

expansion program of the Olds Motor

Works. The project is a phase of the

$37,000,000 expansion program of the

General Motors Corp. recently announced

by President W. C. Durant.

To Make Claudel Carburetors

NEW YORK, April 8—The Aeronauti

cal Equipment Co. has contracted with

the Claudel Co. of France for the Ameri

can rights to manufacture the Claudel

carbureter. The contract calls for a

minimum of 20,000 carbureters for the

first year, progressing through a mini

mum of 100,000 carbureters in the sixth

year. The company expects to exceed

these figures.

Rubber Imports Again Doubled

NEW YORK, April 12—Rubber im

ports for March reached a figure not

attained by any single month in the past

4 years. The 28,223 tons of crude rub

ber brought in last month more than

double the 14,079 tons for February, and

as compared with 17,161 tons for March,

1918, show an advance of 11,062 tons.

Abandon Used Car Show

MILWAUKEE, April 14—Because of

the brisk demand for used or renewed

passenger cars, the Milwaukee Automo

bile Dealers, Inc., has decided not to hold

its annual Used-Car Show this spring.

The afi’air was instituted in April, 1917,

and repeated in the same month last year

with marked success.

 

Zeckendorf Heads Detroit Dealers

DETROIT, April 9-—-A. L. Zeckendorf,

treasurer of the Detroit Automobile

Dealers' Association for a number of

years, has been elected president of that

body. He succeeds Walter J. Bemb.

Other ofiicers elected were: Vice-presi

dent, J. C. Ayers; secretary, Guy 0. Sim

mons; treasurer, W. D. Block; director,

S. E. Cumstock.

PLAN ORGANIZATION

OF TRUCK DEALERS

National Association of Truck

Sales Managers to Be

Separate, However

 

PHILADELPHIA, April 12—The Na

tional Association of Motor Truck Sales

Managers will continue as a separate

body and devote its energies and atten

tion to the problems of merchandising,

as hitherto. This decision was reached

at the convention of the association held

at the Bellevue-Stratford Hotel on Fri

day and Saturday, after careful consid

eration of many proposals and sugges

tions to do otherwise and to cast its lot

through affiliations with other bodies.

It was also decided to appoint a com

mittee to take up the question of organ

izing an association of motor truck deal

ers. The committee will determine

whether it will be better to strive for the

results which such a dealers' organiza

tion would yield through a separate truck

dealers' association or through the co

operation of the sales managers’ associa

tion with the National Automobile Deal

ers' Association. This committee will re

port at the next convention, which will

be held in Detroit.

Future meetings of the association

will be purely executive in character.

They will be devoted solely to discussion

of truck selling problems.

New members were elected to the asso

ciation as follows: The Vim Motor Truck

Co., Fulton Motor Truck Co., Noble

Truck Co., Parker Motor Truck Co., Me

nominee Motor 'I‘ruck Co., J. C. Wilson

Co., Velie Motors Corp., Canadian Ford

Motor Truck Co., Corbitt Motor Truck

Go.

On Friday morning and afternoon ex

ecutive sessions were held, at which a

large number of speakers covered sub

jects of active interest to the members

of the association. On Friday evening a

dinner was attended by the members of

the association and representatives of

the trade in Philadelphia to a total of

300. As one of the chief speakers, John

Barrett, director of the Pan-American

Union, pointed out the commercial oppor

tunities of the South American field and

said: “It is up to us to insure our con

trol of this field through ample supplies

of shipping, credit and loans to the gov

ernment. Thousands of miles of road

will be built in the countries south of us

within the next ten years, and for half a

century to come the chief mode of trans

portation will be the motor trucks sup

plied from this country.” Lee J. East

man, president of the Packard Motor Co.

of Philadelphia, made the address of wel

come on behalf of the Motor Truck Asso

ciation of Philadelphia and the Phila

delphia Automobile Trade Association.

Other speakers at the door were

Colonel Fred Glover, director of sales for

the War Department, who assured the

truck buyers that recent Army decisions

prevented the unloading on the general

market of large numbers of government
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owned trucks; Senator James E. Watson

of Indiana, J. S. Cravens, chairman of the

Highway Transport Committee of the

Council of National Defense, and former

Congressman Rubin 0. Moon.

 

Minerva to Make Engines

CLEVELAND, April 12—The Minerva

Engine Co. has just been incorporated

here under Ohio state laws for $250,000

and will engage in the exclusive manu

facture of truck and tractor engines.

The oflicers and directors are well-known

Cleveland men. They are: President,

C. S. Goby; vice-president, R. K. John

son; secretary, L. R. Long; directors,

E. P. Dowling, John R. Dowling, H. F.

Eilbert and J. J. Cummings. Offices have

oeen established in the Vickers Building.

Experiments and tests are completed

and preparations are well under way for

immediate production. The company ex

pects to give employment to several hun

dred men. For the present the company

will make only its Model A engine. This

is a 50-horsepower machine. This engine

will be manufactured for other lines as

well as tractors and trucks. A plant

will be erected early this spring.

 

Standard Parts Has New Department

CLEVELAND, April 14-—-A replace

ment-spring department has been started

by the Standard Parts Co. to supply re

placement springs to dealers and jobbers.

Branches with complete stocks and

equipment have already been established

in New York and Cleveland and distrib

uting connections are being negotiated in

other large centers. The department will

be in charge of B. R. Winborn as general

manager and P. S. De Vilbiss will be his

assistant. -

Wichita Demonstration July 14

CHICAGO, April 12—lt is likely that

the Wichita Tractor Demonstration,

which was scheduled for the week of

July 21, will be held instead during the

week of July 14. The advance in date is

likely because of land conditions. The

demonstration is being staged by the Na

tional Implement & Vehicle Association,

of which E. W. McCullough is secretary

and general manager.

 

New Torbensen Axle Officials

CLEVELAND, April 9—J. O. Eaton

was elected president and W. J. Baxter

and C. F. Hepburn vice-presidents at the

directors' meeting of the Torbensen Axle

Co. Other officers are: Chairman of the

board, V. V. Torbensen; treasurer, F. A.

Buchda; secretary, A. H. Ido; assistant

secretary, R. C. Hyatt, and comptroller,

M. M. Risberg.

Dorr-Miller Buys Ward

NEW YORK, April 12—The Dorr

Miller Differential Co. has purchased the

interests and plant of the Ward Machine

6: Tool Co., Detroit, and will correspond

ingly increase its manufacturing facili

ties. A part of the plant will be devoted

entirely to the special differential for

Fords. This type is to be distributed

through county agents who are now being

appointed.

G. M. PROFITS INCREASE

$26,127,754 IN 1918

Sales Aggregate 246,834 Cars

Valued at $326,044,755

——Profits $45,541,726

 

NEW YORK, April 12—Net profits of

the General Motors Corp for the year

ending Dec. 31, 1918, increased $26,127,

754 over the balance for the previous

year, and during that time net sales of

all companies were 246,834 cars, valued

at $326,044,755.

During the year the company’s assets

increased $165,699,611. This increase in

assets is made up to a considerable ex

tent of increased holdings in real estate,

amounting to approximately.$46,000,000,

$27,000,000 increase in investment in Lib

erty bonds, about $44,000,000 increased

value of inventory, $7,000,000 due from

the government on war contracts, an in

creased valuation of $24,000,000 on good

will, patents, etc., and about $16,000,000

increase in notes and accounts receiv

able.

After deducting reserves for federal

taxes and other contingencies amounting

to $28,000,000, the surplus for the year

increased $24,900,545 and is now $36,

408,937. On Jan. 1, 1918. the working

capital of the corporation was $64,554,

765, but by Dec. 31 this had increased to

$149,902,028, the increase being $85,347,

263. The net manufacturing profits

amounted to $35,504,576 afker deducting

$4,616,344 to cover depreciation of build

ings, machinery and equipment. These

profits are exclusive of profits which ac

crued to the several companies in 1918

prior to their acquisition by the corpora

tion.

The combined profits of the corporation

and subsidiary companies before deduct

ing federal taxes for the twelve months

ending Dec. 31, 1918, and including the

proportion of profits which accrued to

the several companies in 1918 prior to

their acquisition by General Motors,

amounted to $45,541,726.

Dawson Manages Gary Truck

GARY, IND., April 12—A number of

important additions have been made to

the personnel of the Gary Motor Truck

Co., although the, officers remain un

changed. Frank Dawson has been ap

pointed general manager of the com

pany. He was formerly factory manager

of the Randolph Motor Truck Co., Chi

cago, was later with the Mogul Truck

Co., St. Louis, and in 1916 was appointed

factory manager for the Master Truck

Co. E. Von Rakowski has been appointed

chief engineer and has been closely as

sociated with Dawson for several years

past. Theodore B. W. Zumstein has

entered the sales department. The Gary

company has just closed a contract with

the Cooper Motor Co., Kansas City, with

branches in Omaha, Tulsa and other

western and southwestern cities, for more

than a million dollars’ worth of Gary

trucks, which are to be delivered within

the next twelve months. The company

will operate as a factory branch and will

have exclusive sales of Gary trucks in

Missouri, Arkansas, Oklahoma, Western

Iowa, Nebraska and South Dakota.

Crow-Elkhart Is Reorganized

ELKHART, IND., April 10—The per

sonnel of the reorganized Crow-Elkhart

Motor Co. is as follows: President, M. E.

Crow; first vice-president, E. C. Crow;

vice-president and general manager,

M. E. Henshaw; secretary, D. C. Thomas;

treasurer, Henry Lichtig; vice-president

and purchasing agent, H. B. Schmid. The

officers, with S. H. Penfield, vice-presi

dent of the Salisbury Wheel & Axle Co.,

Peru Auto Parts Co. and Norwalk Auto

Parts Co., and also identified with a num

ber of other parts manufacturing con

cerns, comprise the board of directors.

The St. Joseph Valley Bank of Elkharf

has been appointed trustee for the note

holders. The company expects gradually

to build up its production to 15 cars a

days within the next 60 days. Orders

are booked at the present time for the

first 60 days' production.

—— 1

National Body Reorganized

NASHVILLE, TENN., April 12--Na

tional Body & Mfg. Co. has been com

pletely reorganized as the National Body

Mfg. Co., with a capitalization of $50,

000, and will immediately start produc

tion of five-passenger bodies. H. O.

Blackwood, owner of the H. 0. Black-'

wood Tire Co., Nashville, Tenn., is presi

dent of the concern, the other officers be

ing Charles R. Wood, Nashville automo

bile dealer, and Pollard Caldwell, the

president of the Sterling Candy Co., who

are vice-presidents; J. N. Moorehead,

secretary-treasurer.

 

Pierce-Arrow Sales Increase 27 Per Cent

BUFFALO,April 10—Gross sales of the

Pierce-Arrow Motor Car Co. increased

about 27 per cent during the year

ended Dec. 31, 1918, or from $32,

565,908 in 1917 to $41,354,439 in

1918, and in this period the com

pany produced 8635 vehicles, of which

1168 were passenger cars and 7467 were

trucks. In 1917 the company produced

7703 vehicles, of which 2532 were cars

and 5171 were trucks.

 

Elyea-Austell Changes Name

ATLANTA, April 12—Elyea Co. is the

new name of the Elyea-Austell Co., job

ber. The change in name presages no

change in management. Mr. Austell has

not been a. stockholder in the company

since 1916, and because of this his name

has been dropped. The company is

broadening its scope to cover the entire

south Atlanta territory.

 

Goodrich-Lenhart Offices in Hamburg

HAMBURG, PA., April 10—The gen

eral offices of the Goodrich-Lenhart Mfg.

Co. have been moved here, where the

company has recently completed a new

factory building. A sales office will be

maintained in the Widener Building,

Philadelphia, where it has been located

for the past three years.
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Resignations and Promotions Place Workers

in New Places

Prominent Tradesmen Assume New Duties

O. 8. Tweedy, vice-president and general

manager of L. A. Young Industries, Inc..

Detroit and Shelbyville, 1110., has resigned.

H. E. Rubinson, Kansas City, formerly

with the Goodyear Tire & Rubber Co., has

become active head of the Osgood-Robinson

Tire Co. at 1518 McGee, a new firm, dis

tributing Goodyear truck tires and retail

ing Goodyear automobile tires.

A. J. Davis, formerly a Hudson sales

man in Los Angeles, has Joined the Secur

ity Motor Co., Kansas City, which handles

the Velie and Cole.

George Hamilton Stone, Kansas City.

formerly with the Hyatt Motors Co..‘ and

later manager of the Kaw Valley Buick Co.,

Kansas City. Kan.. has become treasurer,

manager and stockholder in the Warnc

Motor Co.

W. H. Stewart, Mound City, Kansas, has

been made salesman for the Dort and Nash

Six cars and the Cleveland tractor, which

are. handled by the Jefferson Highway

Garage.

Captain B. J. Lemon, recently discharged

from the motor and rail transport service,

is now associated with the Kansas City

branch of the U. 8. Tire Co., where he will

do spccial work in the sales department.

\M. E. Mathews, “'ichita, Kan., is the new

sales manager of the Wichita Oakland Motor

Co.

J. F. V. Voorheee, recently discharged

from army service, has been appointed man

ager of the Pioneer Auto Laundry, 1709-11

McGee. Kansas City.

P. F. Mlnnock. formerly branch manager

at Des Moines. Iowa, and Columbus. Ohio,

has taken charge of the Ford Motor Co.

plant at Kansas City.

C. C. Wliiette, Davenport. 1a.. has been

appointed manager of the Wisconsin dis

trict for the White Co., Cleveland. with

headquarters at 428 Jeffcrson Street. Mil

waukee. He succeeds Matthew C. Moore.

who has resigned because of the press of

other affairs.

Frank M. White has Joined the Emerson

Brantingham Co. organization as director

of its Farm Power Bureau. This new de

partment has been organized to develop a

closer relationship between Emerson-Brant

ingham dealers, owners, and the home com

pany.

C. W. Whiteton, until recently sales man

ager oi' the Panhard Motor Truck Co.. of

Grand Haven, Mich., has been made dis

trict sales manager for the Nelson Motor

Truck Co., Saginaw. He will handle the

southwest territory with headquarters in Los

Angeles, Cal. J. F. Femlhough, formerly dis

trict representative for the Bethlehem Mo

tor Truck Co. in the Middle West. will be

in charge of the northwest territory sales

of the Nelson ‘Co. Chicago will be his

headquarters.

John A. Gisepy, who has been manager of

the Milwaukee branch of the Kelly-Sprint:

fleld Tire Co.. has resigned to become as

sistant general sales manager of the Inter

national India Rubber Corp., South Bend.

8. Bloom has been appointed director of

advertising for the Essenkay Products Co..

Chicago.

John Doherty, formerly president of the

Acason Sales Co., Philadelphia, has become

associated with the H. Kleinhans Co.,

Pittsburgh, and will have charge of the

Acason truck sales of this company's busi

ness.

M. W. Bartlett, for several years identified

with the Splitdorf Electrical Co.. has joined

the Wire Wheel Corp. of America. He has

been given charge of the corporation‘s East

ern District interests with headquarters in

New York, service direction and expert mat

ters coming under his immediate super

vision.

J. D. Moomy, recently discharged from

his military duties as captain with the

309th Ammunition Train. has gone with the

General Motors Corp., New York. He was

manager of the Hyatt Roller Bearing Co.'s

Industrial Division prior to Joining the army

in 1917.

Col. Willem Guy Wall has returned to

Indianapolis to assume his connection as

vice-president and chief engineer of the Na

tional Motor Car & Vehicle Corp. He has

been chief engineer of the National fac

tory for 15 years. He headed that section

of the ordnance department charged with

design, construction and maintenance of

armored cars. tanks, ammunition trucks and

artillery tractors.

Clark W. Upp has been appointed special

foreign representative of the Federal Motor

Truck Co. to cover the “last indies. South

and Central America and Mexico.

F. M. House, who has been with the Re

public Motor Truck Co. for many years, has

been appointi-(i manager of the Pacific Coast

sales division of that company.

William R. Blackburn, for 12 years con

nected with the Cadillac Motor Car Co.,

lately as factory manager, has become

manager of the Grey Motor Co. and will

have charge of the production of the Grey

four-cylinder Liberty engine.

W. G. Lenqdon, who has been with the

Willys-Overiand Co. for some time, has been

made assistant general purchasing agent of

that company. He was formerly connected

with the Michigan Stove Works and later

with the Hayes Mfg. Co.

Lee Barnhart, formerly with the National

Biscuit Co., has been made city salesman

of the Nash Sales Co., Grand Rapids. Mich.,

Nash distributer.

Albert Kroeze, formerly connected with

the Toledo Plate & Window Co., has been

made city salesman in Grand Rapids, Mich.,

for the B. I". Goodrich Rubber Co. branch

there.

W. L. Manon. who has‘ been with the Gen

eral Motors Truck Co.. Pontiac, for some

time, has been made manager of a new de

partment of the sales division of that com

pany. He will have charge of research and

statistics and preparing data on motor truck

operation for GMC owners.

Paul Welhener, who comes to the motor

truck field from the farm implement bui

ness. has joined the factory sales depart

ment of the General Motors Truck Co., Pon

tiac.

E. W. Sudduth has been appointed South

ern district representative of the Rainier

Motor Corp. and will make his headquarters

in filrmingham. He was formerly in the

same territory for the Bethlehem Motor

Truck Co.

V. N. Barton has been added to the sales

engineering department of the Duplex En

gine Governor Co.. Brooklyn, N. Y., and

will cover Pennsylvania and the southern

states. R. Weston Doherty has been ap‘

pointed to a similar position covering New

York, New Jersey and New England terri

tories.

C. K. Sincebauqh has severed his con

nection as sales engineer with the tractor

equipment division of the Remy Electric

Co. and is associated with the Rex Machine

Co.. Chicago. as general manager.

R. T. _Weet has been appointed sales mane

ager for the Hession Tiller & Tractor Corn.

manufacturer of the Wheat tractor.

Lleut. Herbert A. Arronet, Albany, N. Y..

after service as chief mechanic of a motor

truck group at Camp Dix, and formerly with

the I’Ackard Motor Co., has become asso

ciated with the Boulevard Garage Co.

Clarence A. Houck, Albany, N. Y., has

joined the sales force of Henry Arnink for

the sale of Cunningham cars at ’74 Hudson

Avenue.

ReorganiZe Highways Transport

Committees

WASHINGTON, April ll—The High

ways Transport Committee of the Coun

cil of National Defense has been reorgan»

ized so as to include direct representa

tion from the Office of Public Roads of

the Department of Agriculture; the Bu

reau of Markets of the Department of

Agriculture, the Post Office Department

and the Department of Commerce. The

committee as reorganized comprises:

John S. Cravens, of the Council of National

Defense, Chairman: James I. Blakslee.

Fourth Assistant Postmaster General; J. M.

Goodell, consulting engineer. Otiice of Public

Roads; James H. Collins, investigator in

Market Survey, Bureau of Markets: R S.

MaoEiwee. second assistant chief. Bureau

Foreign and Domestic Commerce; Charles

W. Reid, executive secretary; G. B. Clarkson.

The committee will be assisted by the High

ways Transport Committee Advisory Board.

comprising: William Phelps Eno of \Nash'

ington, D. C.; Prof. Arthur H. Blanchard of

New York; C. A. Musselman of Philadelphia;

Raymond Beck of Akron. Ohio: John T.

Stockton of Chicago.

Special co-operation and attention is.

going to be given to the short haul prob

lem as connected with the United States

Railroad Administration and rural motor

express as related to interurban electric

line and waterways traflic.

Moon Producing Victory Model

ST. LOUIS, April 14—The Moon Motor

Car Co. is now in production on its new

Victory model, which is to sell at $1,685.

and which was first exhibited at the St.

Louis show. It is a 5-passenger, 118-in.

wheelbase car, equipped with a 3% x 4

six-cylinder Continental engine.

New Plant for Columbia

DETROIT, April 12—The Columbia

Motors Co. will soon be housed in a new

factory. The present plant is not ade

quate to care for the expanding business

of this company.
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GOVERNMENT NOT TO

AUCTION ITS TRUCKS

N.A.D.A._Has Busy Time with

Rumors and Organizes Pro

test Against Auction

ST. LOUIS, April 14—The N. A. D. A.

has just passed through a very busy

week, chiefiy owing to the report that had

reached all sections of the country that

the Federal Government was going to

auction at once all motor trucks not re

quired for the use of government depart

ments. The report indicated that there

were a great number of these.

First the N. A. D. A. went to Washing

ton for definite information and learned,

through inquiry of its members there,

that such an auction had not been de

cided upon and probably would not be

decided upon for several weeks, if ever.

The chances were that no such auction

would be held.

But calls came to the N. A. D. A. from

every quarter and from motor truck sales

branches as well as from independent

dealers. In doing what he could to allay

any fear of immediate upset of the motor

truck market by such a sale Business

Manager Harry G. Moock began organ

izing a protest against such action. He

asked all of those showing enough in

terest to inquire to send their objections

to the proper authorities at Washington.

Also he got other N. A. D. A. channels

busy.

President F. W. A. Vesper of the N. A.

D. A. aided in this work of organizing a

protest and allaying nervousness, but he

gave the following statement as his be

lief of the situation: '

Vesper’s Statement

There can't be any such a thing as cheap

trucks because of those held by the War De

partment. Half of the trucks the army took

over were sent to France. They may never

be brought back. If they are, it will be

months hence. "Get the soldiers home first"

is the cry. Ship space that can carry men

back will not be used for motor trucks.

The biggest part of the trucks used on

this side'have been put under terrific strain.

Many of them have been broken down by

the inexperience of their drivars. the inten

sive treatment to which they were sub

jected and the other altogether unfavorable

conditions of the service. If trucks are of

fered for sale. they will be Junk. They will

be of value only to a rebuilder. The user of

a truck will devise no benefit from these of

ferings.

Another thing. more important still. than

the others:

Because of the scarcity of the ship

ping. trucks delivered by the manufacturers

to the War Department for shipping abroad

stood in open spaces and in commons by the

thousands throughout the winter. Some of

them became mired down to the hub. The

rain and the snow beat on them all winter.

Their deterioration was such that for the

most part they never will be available for

use except for junk.

The man who is going to buy a, truck

should learn right now that the army hasn‘t

any trucks at all for sale to the public.

When that idea gets through his head, con

ditions in the truck market are going to be

better for both the dealer and the buyer.

 

Few Government Owned Trucks to Be

Marketed

WASHINGTON, April 15—Figures so

far compiled by the War Department in

dicate that there will ’be a surplus above

the needs of the department of about

30,000 trucks and 5000 passenger cars,

the latter mostly Fords. This estimate

does not take into consideration what

other Government departments may re

quire.

After determining the surplus defi

nitely the War Department will request

requisitions from other Government

bureaus and ofl'er the remaining trucks

and cars to manufacturers at reasonable

figures, and if any remain they wifl be

sold to the public. As Government

bureau requisitions already total 25,000

trucks and several thousand passenger

cars, it is expected that there will be few

cars and trucks remaining to be offered to

manufacturers and practically none for

the public.  

Tractor Dealers Form Club

GREAT FALLS, MONT., April 12—

H. F. Merritt has been appointed tempo

rary chaiman of a tractor distributers'

and dealers' club which has been formed

here.

Is Busnvgs 0001)?

Total Cadillac Sales in One

Week 105 Cars—Valued

at $359,000

BOSTON, April 12—Returns being

compiled by Boston dealers following the

show are the best indication that the

men in the motor industry this year will

not have to play Davy Crockett to keep

the wolf from the door, but may have to

emulate him to keep out the horde of

hungry motor car seekers.

Take the Cadillac Automobile Company

of Boston as an example. A. L. Danforth,

president of the company, announced

before the show that every salesman ex

ceeding a certain quota would get a

bonus. And the men went to it with a

rush. As a result of show week the

Cadillac salesmen sold 70 cars at retail.

They were divided as follows: Nineteen

seven-passenger touring; 12 broughams,

11 victories, nine limousines, nine sub

urbans, six phaetons, three roadsters,

one town limousine. The figures indi

cate the trend to closed cars, for 48 of

the sales were of that type. The total

value of the sales was $298,000.

On top of that the company sold 35

used cars, valued at $61,000, making a

total for the week of 105 machines, worth

$359,000. There is a sales contest on be

tween the men of the Boston Cadillac

company and the agency in Philadelphia

as to the total sales for this season, and

the men have wagers up aggregating

$5,000. At present the Boston men claim

to be leading, and with the impetus of the

show they feel now that they can make

more bets and give odds.

 

IOWA DEALERS FORM

STATE ASSOCIATION

Leaders from Fifteen Cities

Meet in Des Moines and Lay

Plans for State Development

 

DES MOINES, April 12—More than

forty automotive dealers, representing

fifteen of the largest towns in Iowa, met

at the Chamber of Commerce last week

for the purpose of organizing'the Iowa

Motor Trades Bureau. There are ap

proximately 7470 automotive dealers in

the state, and over 325,000 automobiles.

Of the fifteen towns represented at the

meetings mentioned, thirteen of them

already have local organizations. These

towns are Cedar Rapids, Creston, Clin

ton, Dubuque, Davenport, Des Moines,

Ft. Dodge, Carroll, Marshalltown, Oska

loosa, Sioux City, Waterloo and Musca

tine. Each of these towns which has a

local organization and joins the state

bureau as such is entitled to a director

on the bureau hoard. Directors from all

the above towns are already named with

the exception of one.

The following officers were elected to

serve for the first year: President. John

Rude, Marshalltown; vice-president, John

Hanson, Waterloo; treasurer, R. J. Clem

ens, Des Moines. Don T. Chamberlain

was appointed temporary secretary until

a permanent salaried secretary could be

chosen.

The board of directors follows:

  

  

L. A. Walsh . . . . . . . . . . . . . . . . . . . . . . .Dubuque

C. E. Alford . . . . . . . . . . . . . . . . . . . .Davenport

James Brown

Geo Darling .

O O Repass

Perry C. Rude . . . . . . . . . . . . . . . .Cedar Rapids

W. B. Swaney . . . . . . . . . . . . . . . . . . . . . .Carroll

R. W. Royer . . . . . . . . . . . . . . . . . ..Sloux City

W. D. Tremaln . . . . . . . . . . . . . . . . . Dodge

It. G. Walton. . . . . . . . .Oskaloosa

C. 0. Hart . . . . . . . . . . . . . . . . . . . ..Des Moines

A. A. Daehier . . . . . . . . . . . . . . . . . . . . ..Clinton

Nelson Starts Tractor Production

SAGINAW, MICH., April ll—The

Nelson Motor Truck Co., Saginaw, is just

getting into production on a new 2-ton

tractor. The tractor has a 108-in. wheel

base. All specifications are the same as

the regular Jumbo truck. The tractor

will be marketed in connection with 3

to 5 and 5 to 7-ton semi-trailers as a six

wheel unit for heavy duty work. This

company also proposes to bring out a

new Ii‘é-ton truck in about 90 days. The

new truck will have a T-V Buda engine,

Clark axles, four-speed transmission.

unit power plant with drive torque rods

and a pressed steel frame. The manu

facture of the regular 2-t0n model will

be continued.

Maxwell Completes Last Tractor

DETROIT, April l2—The last military

tractor was completed by the Maxwell

Motor Co. Saturday, and the company is

getting back into full peace production

of automobiles. This company has al

ready run its passenger car production

up to 220 daily.
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Want Maker to Absorb Tax

BIRMINGHAM, April ‘12—The fol

lowing resolution was adopted by the

Southern Automotive Equipment Jobbers'

Association at a meeting on March 22:

Whereas, The tax on automobile acces

sories, tires, tubes and parts, which be

came effective Feb. 25, 1919, is paid to

the Government by the manufacturer, im

porter or producer, and,

Whereas, The jobber, distributer or

dealer is not in position to pass this tax

on economically as a tax, and,

Whereas, The apparent intention of the

Government is to collect this tax with

the least disturbance to the trade and

friction in the minds of the ultimate con

sumers, and,

Whereas, Considerable confusion is

being caused because of the various

methods used by manufacturers in pass

ing on this tax, and,

Whereas, The Southern Automotive

Equipment Jobbers’ Association believes

that a uniform method of applying this

tax is desirable,

Be it resolved, by the Southern Auto

motive Equipment Jobbers Association

in meeting assembled at the Tutwiler

Hotel in Birmingham, Ala., on_ March 22,

1919, that all manufacturers, importers

or producers of automobile accessories,

tires, tubes and parts absorb this Federal

Excise Tax, making returns direct to the

Government and, if necessary, provide

selling schedules to enable the jobbers

and dealers to resell goods without men

tioning the tax.

Montreal Association Appoints Secretary

MONTREAL, CANADA, April 12—The

directors of the Montreal Automobile

Trade Association have appointed Adel

stan Levisque active secretary and man

ager. His headquarters will be at Wind

sor Hotel. The association plans to ex

tend its scope and will shortly form two

additional sections to include dealers in

accessories and supplies and proprietors

of repairshops and garages.

 

Machinists to Vote on 44-Hour Week

COLUMBUS, April Ill—Delegates to

the convention of the Ohio Federation of

Machinists have before them for consid

eration resolutions indorsing a 44-hour

week and, if necessary, a 32-hour week.

to give employment to the 25,000 ma

chinists said to be out of work because

of the cancellation of government con

tracts.

 

A Star for Every Re-employed Soldier

TORONTO, April 12—The Ontario

Motor Car Co., 18 to 22 Bloor Street

East, Packard distributer for Ontario,

has established a distinct innovation, so

far as this district is concerned, in a

post-bellum service flag of large dimen

sions and in national colors hanging con

spicuously in one of its front windows.

On it appears the number 17, -which indi

cates that the firm has to date taken on

its staff 17 returned soldiers, thus doing

its bit in repatriation and reassimilation

in a business way for demobilized sol

diers.

COMING EVENTS

Passenger Car and Truck Shows

Waynesburg, Pa . . . . ..Apr. 16-19 . . . . . . ..Automobile Dealers' Assn. of Greene Co., Armory

Frank L. Hoover, Manager.

Bristol. Va.-Tenn. ....May 10-17 . . . . . . ..Cars, Trucks, Tractors, Airplanes and accessories

Bristol Chamber of Commerce. C. W. Roberts.

Manager.

Foreign Shows

Paris, France . . . . . . . ..Oct. 15 . . . . . . . . . ..Grand Palais—International Automobile Manufac

turers' Congress.

London. England.....November . . . . . . ..Olympia——International Automobile Manufacturers~

Congress.

Meetings

St. Louis, Mo . . . . . . . ..Apr. 28-May 1. . . . .Convention. Chamber oi’ Commerce of United Statel

\Vashington, D. C....May . . . . . . . . . . . . ..l’an-American Commercial Conference. Pan-Amer

ican Union Bldg.

Chicago. Ill . . . . . . . . . . ..June 2-3 . . . . . . . . . . .Convention, National Gas Engine Assn.

Hot Springs, Va......June 2-6 . . . . . . . . ..Convention. Automotive Equipment Aesn.. Horne

stead Hotel. ' .

Philadelphia. Pa . . . . ..Sept. 22-25 . . . . . . . ..Annual Convention. National Association of Pur

chasing Agents. Bellevue-Stratford.

Exhibits

Venezuela. S. A . . . . . .May 15-June i . . . . . National Exhibit of Venezuela.

Races

San Bernardino, Ca1..Apr. 24   
Rim of the World Hill Climb.

Uniontown, Pa . . . . . . .. May 17 Probably 112% miles.

Indianapolis, Ind. . . May 31 . . . SOO-Mile Sweepstakes, Indianapolis Speedway.

'Sheepshead Bay. N. YJune 14 . . . . . . . . . .Speedway.

Cincinnati. 0. . . . . . . .. July 5 . . . . . . . . . . . . Speedway.

ITniontown, Pa . . . . . ...Iuiy 19 . . . . . . . . . . . Mid-Summer Meet. Speedway.

Sheepshead Bay. N. Y. July 26 . . . . . . . . . . . Speedway.

'Middleiown, .\ i .. . .Aug. 15 . . . . . . . . . . ..Dirt track event.

Elgin, Ill . . . . . . . . . . . . . .Aug. 22-23 . . . . . . .. Road race.

Sheepshead Bay. N. Y. Aug. 28 . . . Speedway 
 

I‘niontown, Pa . . . . . . ..Sept. 1 ..

Sheepshead Bay, N. Y.Sept. 20

'Alientown. Pa. . . . . .Sept. 27.

Cincinnati, 0 . . . . . . . ...Oct. 1'Trenton. N. J . . . . . . ..Oct. 4....

'Danhury. Conn . . . . . ..

'Tentative dates.

Speedway.

. Speedway.

Dirt track event.

Oct. 11 . . . . . . . . . . . ..nm track event.

Tractor Demonstrations

Walla Walla, Wash...Apr. 23-25 . . . . . . . . ..Se(-tional Tractor Demonstrations.

Fresno, Cal . . . . . . . . . ..Apr. 29-May 1-4....Centrai California Tractor and Implement Assn.

Sacramento, Cal . . . . ..Ma.y 5 . . . . . . . . . . .. Selgtlogal Tractor Demonstrations, Demonstration

8 .

Denver, Col . . . . . . . . . . .Eariy June . . . . . .. Sectional Tractor Demonstrations.

Wichita. Kan . . . . . . . ..Early in Juiy..... Automotive Committee of National implement

SSH.

Aberdeen. S. D . . . . . .. Early August - - Sectional Tractor Demonstrations.

Aeronautical Exhibition

Atlantic City. N. J. ...May 1-June 1 .....Second Pan-American Aeronautic Convention and

Exhibition.

 

Club Rooms for Automobile Dealers

NEW YORK, April 7—The Automo

bile Dealers’ Association has leased two

floors at 1845 Broadway for offices, res

taurant, pool, billiard and meeting rooms.

Plans are on foot to decorate and equip

the rooms suitably.

Here's the Flivver Street Car

DETROIT, April 10—Henry Ford and

the engineers of his tractor organization

are working on plans for a street car

driven by an internal combustion engine.

A machine is under construction and will

be demonstrated on the streets of Detroit

this summer.

Trade Visitor from New Zealand

NEW YORK, April 10—E. S. Pees, pro

prietor of the Nonpareil Motor Co.,

Palmerston, New Zealand, is visiting this

country en route to England with a view

to increasing his already large trade re

lationship with American manufacturers

of motors and sundries. Pees’ address

while in America will be care of Messrs.

Kemsley, Millbourn & Co., 50 Pine.Street,

New York.

Ford Considers D. C. Site

WASHINGTON, April lO—Henry

Ford & Son will give “due consideration"

to Washington when they decide to build

another factory, according to a letter re

ceived here by the Chamber of Commerce

from E. G. Liebold, secretary to Henry

Ford. The letter was in response to a

request by the Washington Chamber of

Commerce urging Mr. Ford to locate his

next plant here.

Continental Engines Handled by

Beckley-Ralston

CHICAGO, April IO—Retail sales of

single engines and spare parts for Con

tinental engines for replacement in cars

and trucks will be handled in this terri

tory by the Beckley-Ralston Co. The

company expects to establish several re

pair depots in the city.
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Grow With Hudson

A Few More Opportunities Are Now Open

to Good Dealers

Demand for the Hudson Super-Six has long ex

ceeded production. lts sales are the largest among

all fine cars.

‘ Hudson dealers are prosperous. Their business in

January \exceeded that of any previous January.

Every year has added to Hudson Super-Six popu

larity. This year confronts us with a still greater

demand. There is a shortage of Hudsons right now

that stimulates the demand. So we are preparing to -

meet the situation by increased factory facilities.

New opportunities are available in a few sections for dealers

who meet Hudson standards. Hudson dealers are leaders every

where. They have the finest stores. They typify the highest

standards of automobile merchandising. Sharing in Hudson

prosperity has helped them.

There are already 60,000 owners who give the Super-Six their

enthusiastic support. What other fine car offers so much? Get

in touch with us now. There may be an opportunity for you to

prosper with Hudson.

Hudson Motor Car Company

Detroit, Michigan
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; Nation-Wide DemandReflects Nash Performance IE

THE heavy and nation-wide dc- l

mand for the Nash Six with Pcr- I

fected Valve-in-Head Motor and the _

 

  

powerful Nash trucks but indicates the

high quality of their performance in ‘2

owner use. ' 1

Dealers now holding these selling

franchises are enjoying the profits of a

volume business, which this Nash repu

tation for sound value has created. l

 

 

Nash Passenger Cars

Five-Passenger Touring Car, $14.90

Two-Passenger Roadster, 81490 Four-Passenger Sport Model, 81596

Seven-Passenger Car, 81640 Seven-Passenger Sedan. 82575

Fouthauenger Coupe, $2350

I. o. b. Kenosho

Nash Trucks

One-Ton Choul'l, 81650 Two-Ton Chassis, 82175

Nash Quad Chassis, 83250

The Nash Motors Co., Kenosha, Wis.

Manufacturers of Passenger Carl and Trucks

Including the Famous Nuthuud
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PRECISION

BflLL BEHRINGS
'(Pnrsnrso)

  

Conservation of resources, thrift in mat

ters of saving and spending, are still of

prime importance to the nation's welfare.

To save wherever possible, to spend only

where necessary and, above all, to spend

wisely—these are still obligations of good

citizenship. Be sure that what you spend

buys the utmost in service.

Cars, trucks, tractors, power boats, are

necessities—their purchase, when

wisely made, is not an extravagance.

And it is a fact which a little investiga

tion will emphasize that the automotive

units which today best exemplify the

ideal of thrift are those carrying

'w equipped magnetos and

lighting generators.

Be SURE—See That Your Electrical

Apparatus is “W Equipped

THE NORM (Wily OF AMER!“

. l7,9 BROSDWH9 NEW YO!“

Ball, Roller, Thrust and Combination Bearings
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Conclusive Evidence

of Superiority

The immense satisfaction expressed by the thousands of users of

_ KNOWS BRUNNER SERVICE SATISFIES

  

The sign of de

Brunner Garage Air Compressors confirms the principles of Pendable sel'ViCe

design built into each unit and leaves no opportunity for basic re

visions.

Among the thousands of Brunner compressors now in use there are

many of the first ones ever made in the Brunner plant. They are still

giving satisfactory service.

Having embodied the fundamental laws of mechanics, the scientific

principles of pneumatics, then carefully choosing materials and apply

ing rigid tests to all operations, there could be but one result—a

product as nearly perfect as humanly possible to make it.

The garageman who is careful to get IOU cents' worth of value for

every dollar he spends will always choose a Brunner Garage Air

Compressor.

Write for booklet. Give us the name of your jobber.

  

Brunner Manufacturing Company
Cincinnati Branch, Cincinnati, Ohio

Main Office and Plant, Utica, N. Y.
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“Life's battles don’t always go

‘To the stronger or faster man,

‘But soon or late the man who wins

Is the fellow who thinks he can.”

 

 

We are launched in the sea of summer merchandising.

Sails are set—the wind blows fair.

You arerat the wheel. Much depends on you—YOU

who are steering the ship.

Do you know the science of business navigation?

[)0 you know the course, and the currents that will

help or hinder?

If you do not feel that you are a master business mari—

ner you are handicapped at the start, and you must

overcome that handicap by study.

None of us is too old to study. None is so fortified

with wisdom that he should not study.

You cannot personally visit and- study the success

building methods of thousands of men in the trade

who are working along the same lines that you are.

But you can get the benefit that would accrue from

such research if you will study Motor World every

week, because Motor World is published to help you

——to help YOU toward success.

The more nearly you attain the goal of IOO per cent

success the more completely do you encourage us in

the performance of our big duty of rendering genu

inely constructive service to you.

MOTOR WORLD.
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artingLighting

Lamps

 

QUALITY is the most vital factor

in the performance of any starting

lighting system. Since the inception

of electrical equipment for motor cars,

the name “Gray & Davis” has been

synonymous with Quality in material,

workmanship and design.

GRAY & DAVIS, Inc.

Boston, Mass.
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Why Prices Can’t Drop
 
 

They Can’t Fall Very Far for a Long Time and This Story Tells

Why—The Story Is a Paper Read Before the Editorial Confer

ence of the New York Business Papers Association, at a Meeting

in New York April 11, by O. P. Austin, Statistician of the

National City Bank, New York. Austin Has Studied Money

and Economics for Years. He Is One of Our Best Authorities.

His Story Is of Itself an Education for All Those Who Have

Wondered Why Prices Are High and Whether They Can Fall

 
 

By 0. P. AUSTIN

Statistician of the National City Bank, New York .

advance in prices appear to

be, in the opinion of the

speaker, ( 1) the inflation of world

currency, coupled with (2) the

“scarcity demand” and the conse

quent (3) advance in labor costs.

The prospect of material reduc

tions in the near future would de

pend upon the possibility of the

removal or modification of the

chief causes of the advance.

Stated chronologically the

chief causes of the advance seem

to have been, first, the “scarcity

demand” for war materials, food,

clothing, manufactures, manu

facturing materials and the la

bor required for their prompt

production, but this was quickly

followed by an enormous world

inflation, in which paper money

with a face value of $36,000,000,

000 was emitted by the printing

presses of the countries at war,

and the legal tender circulating

medium of the world was thus

advanced from $15,000,000,000

in 1913 to over $45,000,000,000

in 1918, most of the gold for

merly in circulation passing into

the vaults of the governments

and their great banks as a par

tial basis for-this greatly en

larged paper currency.

The face value of the paper cur

rency issued in the four years of

the war was greater than the value

of all the gold and all the silver

THE chief causes of the world mined in all the world since the discov

ery of America.

Meantime, the national debts of the

world have advanced from $40,000,000;

000 in 1913 to $220,000,000,000 in 1919,

and the annual interest charge from

$1,750,000,000 to $10,500,000,000, and

this quintupling of “governmental prom

ises to pay” had also an important hear

ing upon the world finances, while the

fact that bank deposits in the fifteen

principal countries of the world grew

from about $25,000,000,000 in 1913 to

approximately $75,000,000,000 in 1919.

still further increased the currency sup

  

OSCAR P. AUSTIN

ply, especially in countries like the

United States, in which the cheek plays

so important a part in current business

transactions.

How the Boom Started

This enormous inflation thus brought

about, coupled with the continued “scar

city demand" for food, manufactures,

manufacturing material, and labor re

quired for their production, was accom

panied by great advances in prices,

FIRST IN THE MATERIALS FOR

THE WAR, THE ADVANCES GRAD

UALLY EXTENDING TO OTHER

ARTICLES WHICH THEIR RE

SPECTIVE PRODUCERS MUST

EXCHANGE FOR THOSE IN

WHICH THE ADVANCE HAD

ALREADY OCCURRED, AND

THIS MADE THE ADVANCE IN

PRICES WORLD-WIDE, AND

APPLYING TO ALL CLASSES

OF ARTICLES IRRESPECTIVE

OF THEIR IMMEDIATE RELA

TION TO THE REQUIREMENTS

OF THE WAR.

The chief question involved in a

consideration of the future of

prices is whether there is a pros

pect of an early removal of the

causes of the advance.

“Scarcity Demand“ Still

With Us.

The “scarcity demand" still com

tinues in everything except war

supplies and even in that line is

not entirely ended, since there are

about 15,000,000 men still under

arms. The demand for food is as
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insistent as ever, owing to the disordered

state of the population of Central

Europe and the impoverished condition

of the neglected soils of all that conti

nent, while the factories and empty

shelves of all the world are clamoring

for new supplies which ran low during

the war period.

As to a material reduction of the in

flated currency, the prospects for the

near future do not seem encouraging in

view of the fact that the 1919-20

“budgets” of the principal countries of

the world, now being made up, call for

fully four times as much money as those

of the year preceding the war,

and this cause has been designated the

“Scarcity Demand," but when we found

the advance extending to many articles

in which there was no scarcity and which

were not used by the armies or utilized

in the manufacture of their require

ments, we began to realize that a part of

the advance must be due to some cause

other than war or scarcity demands.

Edgar Crammond, the distinguished

British statistician and economist, in an

address before the London Institute of

Bankers on March 26, 1919, stated that

,the three facts which would‘tsend to make

the fall in prices a very gradual one are:

were in no sense a special requirement

of the war.

Pig tin, produced by Chinese labor in

the Malayan Peninsula and the Dutch

East Indies, and not to a very great

extent a war requirement, sold in the

country of production in 1914 at 30 cents

per pound and in the same markets at

75 cents in the closing weeks of the war.

Sisal grass, produced in Yucatan, ad

vanced from $100 per ton in 1914 at the

place of production to nearly $400 per

ton in 1918, and Egyptian cotton, a high

priced product and thus not used for war

purposes, jumped from 14 cents per

pound in Egypt in 1914 to 35
 

suggesting that the govern cents per pound in 1918. 

mental demands in the first

peace year after the war will be

about $60,000,000,000, as against

about $12,000,000,000 in 1913,

and that the governments which

must quadruple their demands

upon their taxpayers and pre

pare for a reduction of their

debts will hesitate about reduc

ing the amount of money in cir

culation.

WHILE THERE MAY BE A

SLIGHT DOWNWARD

TREND IN THE GENERAL

PRICE LEVEL AND DIS

TINCT REDUCTIONS IN

CERTAIN ARTICLES, THE

DIFFICULTY IN REMOVING

THE CHIEF CAUSES OF

THE ADVANCE SUGGESTS

THAT THE GENERAL RE

 

bonds and credit.

suit of clothes,

Why Prices Are High

The greatest reason, according to Austin, is

the money inflation. That means that there is

what might be called an overproduction of

money. There is more money, such as cash,

in the world than ever

before, and, just as a big supply of anything

makes things cheap, money is cheap.

“cheap money” is meant that it takes more

money to get merchandise.

about as many bushels of wheat to get a

but both are worth more

money. Their relative values are not changed.

Prices can’t fall materially while this condition

lasts, and it may last for years.

It takes just

Even the product of the dia

mond mines of South Africa ad

vanced from 60 to 100 per cent

in price per karat when com

pared with prices existing in

the opening months of the war.

The prices which I have quot

ed to you are in all cases those

in the markets of the country in

which the articles were pro

duced and in most cases at

points on the globe far distant

from that in which the war was

being waged. They are the

product of countries having a

plentiful supply of cheap labor

and upon which there has been

no demand for men for service

in the war. The advance in the

prices quoted is in no sense due

to the high cost of ocean trans

By

 
 

 
 

 

DUCTION IN PRICES IN

THE NEAR FUTURE MAY

NOT BE AS RAPID AS HAD BEEN

ANTICIPATED.

Food Higher Than Ever

The purpose of this address is an at

tempt to look into the future and deter

mine, if possible, the probability as to the

course of prices. That there have been

great and continuous advances during

the war period we are painfully con

scious, and in the five months since the

cessation of hostilities we have failed to

experience the reduction which some had

fondly hoped would come with the close

of the war. '

In a few instances there have been

slight reductions but in others there are

still advances, and the index figures on

foodstufis in New York to-day are actu

ally higher than those on November 5,

when the whole world so joyously wel

comed the apparent termination of the

great conflict which had raged for fifty

one months.

Causes of the Advance

To attempt to determine what is likely

to happen in the future we must try to

find the cause of the things which have

happened in the past, and also to see

Whether this cause is or is not likely to

continue in the near future.

When prices began to advance in the

opening of the war, we could readily see

that the upward movement was due to

the urgent demand for the food and raw

material required by the enormous

armies which had been put into the field,

1—THE VAST INCREASE IN THE

AMOUNT OF PAPER MONEY.

2—THE HUGE INCREASE IN THE

AMOUNTS OF PUBLIC DEBTS OF

THE BELLIGERENTS.

3—THE DETERMINATION OF

LABOR TO MAINTAIN WAGES AND

IMPROVE THE STANDARD OF LIV

ING.

Advances Were World-Wide

Raw silk, for example, for which the

war made no special demand and which

was produced on the side of the globe

opposite that in which the hostilities

were occurring advanced from $3 per

pound in the country of production in

1913 to $4.50 per pound in 1917, and over

$6 per pound in the closing months of

the war.

Manila hemp, also produced on the

opposite side of the globe, and not a war

requirement, advanced in the country of

production from $180 per ton in 1915 to

$437 per ton in 1918.

Mechanically ground wood pulp, not

a war requirement, advanced as our pub

lishers are aware, from $14 per ton in

the opening months of the war to $35

per ton in the opening months of 1916,

and the grade known as “chemical

bleached" advanced from $50 per ton at

the beginning of the war to $160 per ton

in January, 1919.

Goatskins, from China, India, Mexico

and South America, advanced from 25

cents per pound in 1914 to over 50 cents

per pound in 1918, and yet goatskins

nortation since they are those

demanded and obtained in the

markets of the country of production.

Why is it that the product of the labor

of women and children who care for silk

worms in China and Japan, of the Fili

pino laborer who produces the Manila

hemp, the Egyptian fellah who grows the

high grade cotton, the native workman

in the diamond mines of South Africa, the

Mexican peon in the sisal field of Yuca

tan, the Chinese coolies in the tin mines

of Malaya, or the goat herd on the

plains of China, India, Mexico or South

America has doubled in price during the

war period?

The articles enumerated were in no

case for use in the war and the prices are

those in the country of production, and

thus not due to the increase in ocean

freights or dangers of oversea transpor

tation. The advance has been general—

world-wide.

In a few articles in which an over—

production was occurring, in which the

demand fell below normal, the advance

was not so strongly marked, but there

is scarcely an article in the long list of

those entering world markets in which

there has not been an advance, no matter

how distant its place of production from

that in which the war was occurring or

how little the war’s demands for it or for

the labor by which it was produced.

Great Underlying Causes

Surely there must have been some gen

eral underlying causes for this world

advance, this simultaneous demand by

people of all classes and in all parts of



ID
April 23, 1919

MOTOR WORLD

the globe for higher prices for their

products irrespective of their relation to

war requirements.

While we may be willing to accept the

immediate demands of the war as a par

tial explanation of the advance in the

prices of foodstuffs and certain manu

facturing material and manufactures we

must look farther for the cause of the

similar advance in articles upon which

the demands of the war' could have had

no direct bearing.

It is true that a marked advance in the

price of one important class of

products does cause an advance

ber of people in the world who must be

fed and clothed and supplied with trans

portation facilities every day of the year

is 1,800,000,000, or forty-five times as

many as the highest number in the mili~

tary service at any time during the war.

Of course the soldiers were better fed

than are many of the people in certain

sections of the world, but even if their

per capita consumption was four times

as much as the average it would still

represent but a small percentage of the

world’s daily food consumption.

of this factor in attempting to discover

the real causes of the general worldwide

advance in prices. And it must also be

remembered that several million persons

who had not been engaged in the indus

trial and business world came to the

assistance of those engaged in these

duties during the war.

Where, then, shall we turn in the

search for the principal cause of the

general advance in prices of articles pro

duced the world over and their relation

to the demands of the war.

What other cause can we find,
 

after giving due consideration to 

in the prices demanded for other

articles which must be ex

changed for those in which the

advance has already occurred,

but it does not seem probable

that the advance due to scarcity

of a comparatively few of the

world products required for war

could have been the chief cause

of the doubling of prices in prac

tically every article_produced in

every part of the world, many

of which had not the most re

 
 

In Your Advertising

Take from This Story Certain Extracts and

Use Them from Time to Time in Your Ad

vertising. Don’t Make the Keynote of ALL

Your Advertising the Price Situation, but Slip

These Little Paragraphs in at an Upper or

Lower Corner Quite Often as a Side-light in

Your Ads. ~

the scarcity demand, the de

struction by war and the in

creased cost of labor?

The most prominent among

the possible or probable causes

is the theory advanced or ac

cepted by the historians, econo

mists, statisticians and finan

ciers of the world that INFLA

TION IN CURRENCY IS

USUALLY ACCOMPANIED

OR CLOSELY FOLLOWED

 
 

 

mote relation to war require BY AN ADVANCE IN 

ments.

Apparently the principal causes of the

advance in prices during the war were,

stated in their chronological order:

First—“Scarcity demand."

Second—The advance in wages, pre

sumably due to the increased cost of liv

ing and demand for labor.

Third—The large increase in world

circulating media, or, to put it in a single

word, “inflation.”

Professor A. C. Miller, member of the

Federal Reserve Board, an authority

whose views are entitled to high consid

eration, in a recent address before the

American Academy of Political and So

cial Science, named as the two chief

causes of the advance in prices, “scarcity

demand" and “inflation,” adding that

“there is so much evidence of an arti

ficial abundance of money in comparison

with the things that are purchasable by

it that the abundance of money must be

credited WITH AT LEAST an equal in_

fluence in explaining the high prices

which have prevailed."

The “Scarcity Demand”

What were the articles for which the

war created a scarcity demand? Food,

clothing, transportation facilities, and

material for the battlefield.

How much did it add to the world’s de

mand for these articles? Of course, the

percentage of increase in demand for

strictly war materials was very large,

but was there really as great an increase

in demand for other materials, food,

clothing and transportation facilities as

we are accustomed to imagine?

Let us assume that the number of peo

ple participating in the war was forty

million, which is probably more than

those in the field at any one time. Do we

realize how small a share those forty

million were of the world’s consuming

population? Less than 2% per cent.

We think of forty million as a large

number of people to feed, and so it is,

And it must be further remembered

that all these forty million people in the

armies had been consumers of food be

fore the beginning of the war, not to

quite as great an extent perhaps as after

entering the activities of the military

service, but it cannot be assumed that the

war added forty millions to the world’s

consumers of food and clothing. Nor can

it be properly assumed that the with

drawal of these millions from the indus

tries actually reduced to that extent the

world’s producing power, for four mil

lions of these were already in the mili

tary service and the places of the other

thirty-six million were to a considerable

degree filled by others who had not been

up to that time actively engaged as pro

ducers.

Much of the material used in prepar

ing the supplies for the battlefield was

“switched” from the usual lines of in

dustry, for there was an immediate ces

sation of railway construction, building

operation, and a thousand industries

which formerly required manufacturing

material, and as a result of this cessation

of activities the material formerly used

by them became available for war pur

poses.

It thus appears on close analysis that

the “scarcity demand” created by the war

was not as great in food, clothing or

manufacturing materials as has been pic

tured, while the fact that fifteen millions

are still under arms minimizes the re

duction in military demands which had

been expected.

Higthost of Labor

One factor often mentioned in the

attempt to determine the causes of high

prices is the advance in wages of labor,

but the fact that the increase in compen

sation of labor was in most cases given

because of the fact that the cost of liv

ing had already advanced at least some

but it must be remembered that the num-what minimizes the relative importance

PRICES; and, as already indi

cated, so high an authority as a member

of the present Federal Reserve Board,

Professor A. C. Miller, has recently de

clared that “The abundance of money

must be credited with at least an equal

influence in explaining the high prices

which have prevailed.”

I wonder if we do fully realize the

quantity of paper money which the re

sponsible governments of the world have

put afloat since the beginning of the

world war?

Thirty-six billion dollars.

The paper money in existence in the

fifteen principal countries of the world

at the beginning of the war was less

than eight billion dollars and at the end

of the war was over forty-four billions,

an increase of thirty-six billions in fifty

one months, and this does not include

any of the eighty billion dollars worth of

paper currency issued by the Bolsheviki

in the eighteen months of their control

in Russia.

Thirty-six billion dollars of new paper

money added to the circulation of the

world by fifteen responsible governments

in a little over four years of time.

We had been inclined to charge up the

advance in prices occurring prior to the

war to the fact that eight billion dollars’

worth of gold was turned out by the

mines of the world in the twenty years

following our famous gold and silver

campaign of 1896. But here are thirty

six billion dollars worth of paper prom

ises to pay turned out as legal tender

money by fifteen responsible governments

in a short four-year period.

Do we realize how vast a sum is this

thirty-six billion dollars worth of paper

currency which has thus been put into

circulation in such a brief time?

IT IS MORE, IN ITS FACE VALUE,

THAN ALL THE GOLD AND ALL

THE SILVER TURNED OUT BY ALL

THE MINES OF ALL THE WORLD

IN THE 427 YEARS SINCE THE DIS

COVERY OF AMERICA.

True, much of this paper money is now
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more or less depreciated in its value as

compared with gold, the world’s accepted

standard, but the fact that it has behind

it not only a certain amount of the yellow

metal but also the pledge of the govern

ments by whose authority it was issued

renders it at least an accepted medium

of exchange in the countries of its origin,

while the fact that nearly every neu

tral country of the world has meantime

increased its paper currency and national

indebtedness, permitting its gold to pass

from circulation into the vaults of its

banks as a security for the paper cir

culation, tends to widen the field

lars and their bank deposits by about

one billion.

Thus in a short four and one-half year

period world paper money has increased

thirty-six billion dollars, world evidences

of national indebtedness one hundred and

eighty billion dollars and world bank de

posits nearly fifty billion dollars.

Most of this enormous increase has

occurred in “uncovered” paper. The gold

mines of the world have turned out less

than two billion dollars worth of the

precious metal during the war period,

and most of the world’s gold, which

The “scarcity demand” came on the

very first day of the war, for most of

the countries entering that struggle

found that the demand upon them would

be far in excess of their supplies either

of foodstuffs or military requirements,

and as the weeks and months and years

progressed this fact was more strongly

impressed upon them.

During the closing year of the war the

ammunition factories of the various par

ticipating countries were able to meet to

a great extent the requirements of their

own armies, but in the matter of food

stuffs the “scarcity demand"

 

affected by this inflated currency.
still continues, with little pros 

Increase in Other Govern

mental Obligations

In addition to these vast sums

of legal tender currency turned

out by fifteen responsible gov

ernments of the world, these

same governments have at the

same time made an even more

spectacular advance in their

issue of another series of prom

ises to pay, which, while not

legal tender in the ordinary

sense of the term, do form a

more slowly moving mass of

currency.

By this I mean the one hun

dred and eighty billion dollars

worth of bonds or other forms

of national obligations issued by

the governments of the world in

 

Said Statistician Austin:

in the Government Treasury Department how

fast his expert counters could count silver

dollars, and then I figured that it would take

one of these counters a month of 31 days to

count a million dollars.

long it would take him to count a billion dol

lars, working eight hours a day, not counting

Sundays and holidays, and I found it would

take him ONE HUNDRED AND TWO

That’s the difference between a

million and a billion.‘ We have been talking

in billions, but I don’t think we have any idea

what we have been talking about.”

Read Austin’s Story on these pages and learn

about Price and Money Conditions.

YEARS.

What Is a Billion Dollars .3

“I asked a man

I then figured how

pect of abatement at least in

the near future.

The number of mouths to feed

in Europe has not decreased and

that continent, which has not

for many years been able to

produce its own requirements of

foodstufis, now finds~ itself with

neglected soils, a disordered

population and unable to return

to normal production in the im

mediate future.

In manufacturing materials,

for which Europe has also been

dependent upon other parts of

the world, she will require ab

normally large quantities at

least in proportion to her at

tempts to manufacture, for her

stocks of this class of merchan

dise are absolutely exhausted.

In all parts of the world

 

 

 

the past four years, for national

 

which have relied upon Europe 

debts of the world have ad

vanced from forty billion dollars at the

beginning of the war to two hundred

and twenty billions at its close. And

while these bonds or other governmental

promises to pay money at some future

date are not legal tender currency in the

ordinary sense of the term they do pass

current in the financial world and prove

a basis upon which money may be read

ily obtained by their holders, and to this

extent are an addition to the world's cir

culating medium.

Bank Deposits, Greatly

Increased

Still another increase in circulating

media is found in the enormous growth

in bank deposits, which of itself increases

simulation through the increased use of

checks, especially in countries such as the

United States where the check forms so

large a share of the daily business trans

actions of the country.

Bank deposits in fifteen principal coun

tries of the world have grown from

twenty-seven billion dollars in 1913 to

approximately seventy-five billions at

the present time, the ratio of increase

being about the same as that of cur

rency.

These increases in circulation, indebt

edness and bank deposits, while occur

ring chiefly in the countries participat

ing in the war, have also extended to

many other countries, especially in

Europe, where the six principal neutrals

have during the war period increased

their national debts one billion dollars,

their note circulation over a billion dol

formed fifty-five per cent of world cir

culation at the beginning of the war, has

passed in the vaults of the governments

of their great banks as a basis for their

paper currency, and now bears a rela

tion of but about 20 per cent to the flood

of paper money in circulation, and this

proportion of gold to paper varies widely

when the respective countries are com

pared.

Inflation and High Prices

If the world’s historians and financiers

and economists and statisticians are right

in their general belief that an advance

in prices usually accompanies or closely

follows inflation in currency, and espe

cially in paper currency, CAN WE BE

SURPRISED AT THE WORLD-WIDE

ADVANCE IN PRICES WHICH WE

HAVE WITNESSED DURING THE

PAST FOUR YEARS IN WHICH

WORLD CURRENCY AND BANK

DEPOSITS TREBLED AND NA

TIONAL DEBTS QUINTUPLED?

Prices of Tomorrow

We come now to the third and final

question, that of prices of to-morrow.

May we expect a material reduction in

general prices in the near future? And

in trying to determine this we must see

whether the causes which brought about

the advance during the war period are

likely to be removed.

The chief causes of the advance seem

to have been the “scarcity demand,” the

higher cost of labor, and the increase in

circulating media.

and the United States for manu

factures the shelves are empty and must

be filled and most of the manufacturing

sections of Europe will evidently be slow

in .resuming the production of manufac

tures for exportation, and will have lim

ited facilities for transporting or mar

keting them even if produced.

So it seems that, although the demand

for war material has terminated, the

other features of the “scarcity demand"

will continue at least in a somewhat mod

ified form in the immediate future, espe

cially as relates to world requirements

of food, manufacturing material and

manufactures, while developments thus

far do not point to an early reduction in'

labor costs.

Will the Over-Supply of Cur

rency Be Reduced?

IF WE ARE RIGHT IN ASSUMING

THAT A CONSIDERABLE PROPOR

TION OF THE WORLD ADVANCE IN

PRICES IS DUE TO THE ENOR

MOUS INCREASE IN WORLD CUR

RENCY, CAN WE EXPECT A

MARKED REDUCTION IN PRICES

UNTIL THE CAUSE, “INFLATION,”

IS REMOVED?

Or, to put it in another form, that

part of the advance caused by inflation

can only be cured by deflation, by a re

duction in the enormous stocks of cur

rency, which, as I have shown you, has

trebled during the war, while that other

form of slowly moving currency, gov

ernmental obligations, has quintupled.

(Continued on page 43)
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Southern Dealers Fighting Ruling

That Confiscates Cars

Federal Court Has Held That Car in Which Untared Moonshine Whis/coy Is

Carried May Be Confiscated, Regardless of Who Owns the Car—

Dealer Who Sold Car on Time Payments Hard Hit,

and Association Is Contesting Case

in United States Courts

 
 

The

courts have held that in case a car is used to

carry whiskey on which no tax has been paid

the car may be confiscated.

are making a hard fight.

THE South has a problem on its hands;

The organized dealers

They want all Southern

dealers to help them, and they warn dealers every

where to watch out for similar situations in case the

illicit distilling of whiskey becomes at all prevalent

with the coming of prohibition. Dealers should

maintain their organizations everywhere, make them

stronger and prepare to prevent any such rulings

as this. A similar situation has arisen in Kansas.

where the dealers seem to be up against a bad situa

tion. ‘

 
 

OHN E. SMITH, of the John M.

Smith Co., Atlanta, and chairman

of the Legislative Committee. of the

Atlanta Automobile Association, in

a letter to Motor World states:

“Heretofore, before this decision was

rendered, the local United States judge

has always held that a recorded lien on

-an automobile came first, even though

whiskey was found in the car, provided,

'of course, the holder of the lien was not

in collusion in the matter.

“Last fall the United States District

Attorney appealed one of the cases to

the District Court of Appeals at New

Orleans, and this court reversed the de

cision heretofore held good by the

United States Court in Atlanta, and

found that cars should be confiscated by

the United States Government in cases

where moonshine whiskey, or whiskey on

which revenue tax had not been paid had

been found in them, regardless of any

lien that might be held by any one.

“You can readin understand the im

portance of having this decision repealed,

if possible, as a great many cars are sold

on time by dealers throughout the coun

try, and contraband whiskey business is

bound to increase as prohibition laws are

tightened throughout the country. No

dealer can tell when a car sold on time

will be used for hauling whiskey,

although it might be loaned to a friend.

“You ask what has been the effect on

the trade and what the effect will be in

case we are unable to beat the case. The

present effect is that the dealers are go

ing right ahead selling cars as usual on

time, and, while there are a great num

ber of cars that have been caught, the

owners have given bond pending the de

cision on the appeal. In case the deci

sion is sustained, it will naturally in

crease the risk taken by dealers selling

cars on terms and it will naturally

curtail sales business to some extent,

but, in spite of any precautions that

might be used, dealers will no doubt suf

fer losses from time to time.

Claim It Is Unconstitutional

“Aside from the monetary losses in

volved in this case, our lawyers think

that the decision as it now stands is a

violation of the constitutional rights of

an American citizen, and are attacking

the decision on this ground as well as

upon other points of law involved.

“We would be very glad, indeed, to

see the Motor World take this matter

up, as we think it is, indeed, a very im

portant one not only to the Southern

section, but to the whole United States.

In case we fail to reverse this, it is our

purpose to carry the matter through the

United States Supreme Court.

I am enclosing a statement of the sit

uation written by one of our attorneys

in the case—JOHN E. SMITH, Chairman

Legislative Committee, Atlanta Automo—

bile Association.

The Legal Explanation

N December of last year the United

States Circuit Court of Appeals for

the Fifth Judicial Circuit handed down

a decision which will vitally affect the

business of every automobile dealer with

in the jurisdiction of that court, which

includes the States of Georgia, Florida,

Alabama, Mississippi, Louisiana and

Texas.

Stripped of its legal verbiage, the de~

cision of the court was that an automo

bile seized by the Federal authorities,

and which contained whiskey upon which

the tax had not been paid, would be for

feited to the Government, regardless of

whether the true owner of the machine

had anything to do with the deposit of

the whiskey or the removal or conceal

ment of the same.

In other words, under this ruling, if a

dealer sold a car on time payments to

the purchaser and retained title to the

car for the balance of the purchase

money, and the purchaser or his agent

or any one else used the car for the pur

pose of hauling~ whiskey, the dealer will

not be heard in the Federal Court to set

up his title to the property and his inno

cence of all wrongdoing in connection

with the transportation of contraband

whiskey.

This‘case was carried to the Circuit

Court of Appeals under peculiarly un

fortunate circumstances so far as an

innocent owner of such automobile is

concerned. The courts have heretofore

uniformly held that only the interest of

the actual wrongdoer could be forfeited,

and Federal Judge Newman made such

a ruling in the present case, and the

claimant won his case, it appearing that

he had loaned his automobile for an

entirely legal purpose and the man who

borrowed the car used it, without his

knowledge or consent, for hauling

liquor. As, stated, the jury found

for the claimant, and shortly after

ward the attorney for the claimant re

ceived his commission in the United

States Army and temporarily quit the

practice of law. The District Attorney
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appealed the case to the Circuit Court

of Appeals, and on the trial before that

court the claimant’s legal contentions

were not presented to that court. There

was no appearance in the cases except

by the District Attorney representing

the Government.

In spite of that situation, one of the

judges of the Circuit Court of Appeals

filed a strong dissenting opinion to the'

majority decision, and it is the belief of

attorneys that he followed the true con

struction of the statute. Judge Batts,

in the dissenting opinion, among other

things said:

“To hold that Section 3450, U. S. R. 8.,

subjects property designed for and used

in transportation generall to forfeiture

when used in carrying distilled spirits

upon which the tax has not been paid,

by one to whom it has been let for an

innocent and proper purpose, the owner

being without fault, is to ascribe to the

legislative department an indifference to

fundamental constitutional principles not

warranted so long as another construc

tion is possible."

Atlanta Association Fighting Law

As soon as the majority decision was

published some live wires of the Atlanta

Automobile Association held a conference

and determined that a test case should

be made of the question and the matter

should again go before the Circuit Court

of Appeals when the other side would be .

properly represented by counsel and an

effort would be made to have that court

review and reverse its decision, or, fail

ing in that, that the case should proceed

to the Supreme Court of the United

States for a final and, if possible, a

favorable ruling. To that end they em

ployed the law firms of C. T., L. C. and

J. L. Hopkins; Dorsey, Shelton &

Dorsey; and Bell, Ellis & Bell, and are

now actively engaged in raising a fund

to carry on this litigation, which has pro

ceeded to the extent that a case has been

tried before Judge Newman, the record

has been perfected and is now in the

Circuit Court of Appeals and will come

before that court for determination in

October of this year.

This is a typical case and one that will

bring out every point that the dealers

want definitely and finally decided. It is

technically known as the case of the

United States vs. one Ford automobile,

Wisdom & Strickland, claimants. In this

case Wisdom & Strickland, who are deal

ers, sold a machine, received a small cash

payment and took a retention title note

for the balance of the purchase price.

About a week after this transaction was

closed the car was seized by the revenue

officers because some one had placed ten

gallons of whiskey in the car.

Dealers’ Co-operation Looked For

It is hoped that all dealers will give

their active co-operation to the Atlanta

association and will contribute liberally

to the fund now being raised to provide

the expenses of the suit. It is hoped

that when the record of the proceedings

is printed as required by the rules of

the Circuit Court of Appeals, sufficient

copies can be mailed to all subscribers

to this fund.

Dealer Jones Gets His Copies
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If this decision stands, it means that

it will be most hazardous to sell cars on

credit to anybody, and especially is this

true in view of the sweeping national

prohibition legislation that becomes

effective July first of this year. There

are now pending some seventy-five to one

hundred cases of this character in the

Northern District of Georgia alone, and

other cases are being made daily.

This litigation is being handled by

Robt. H. Martin of the Southern Oakland

Co., president of the Atlanta Automobile

Association, in connection with the Legis

lative Committee of this association, com

posed of John E. Smith of the John M.

Smith Co., Atlanta, as chairman, and

J. W. Goldsmith, Jr., of the Goldsmith

Grant Co., and A. L. Belleisle. To be

entirely conservative, it may be said that

no piece of litigation has come before the

courts that so vitally affects the business

of our dealers as the present case.

Share Your Profits

_ GARAGEMAN in the city of

ABrooklyn has adopted what might

be termed a profit~sharing scheme

in which two of the employees of his

garage share.

Only a short time ago this garageman

employed two washers. They were re

quired to wash all the cars on service,

and also those not on service, that were

ordered washed by their owners. The

head washer was paid at the rate of $30

a week and the extra man at the rate of

$22.50 a week. These two men generally

used to start to work -at 8 o’clock at

night and work until they were through,

which meant about half-past four or five

in the morning.

The head washer suggested to the pro

prietor that he be permitted to do all

the work on a profit-sharing basis. He

suggested that he be paid 50 per cent of

the price charged for washing cars not

on service. In other words, he would

wash all the cars on service and was

then to be paid half of the garage's re

ceipts for cars washed, but not on regu

lar service.

For this work the garage charges

$1.50. The proprietor of the garage im

mediately inaugurated the plan, with a

slight modification, by which the washer

split the charge for washing a car 50-50

with the garage proprietor, and then the

garage proprietor split his share 50-50

again with the polisher.

The plan has worked out so well that

the extra man has been dispensed with,

and the washer not only finds it possible

to wash all the cars on service each

night, but last week earned $15.50 extra

washing cars not on service. In other

words, his pay for the week was $45.50.

The plan takes a lot of worry off the

garageman and insures that all cars on

service are washed each night, and also

insures that all cars not on service, which

are ordered washed, will be washed, be

cause the washer has an incentive to do

the work. In short, everybody is happy

and making more money.



14
April 23, 19"

MOTOR WORLD

About

Remembering Folks’ Names

Being a Few Words on the Much

Muddled Subject of Memory and

the Whys and Wherefores of the Thing BY RAY W. SHERMAN
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“ 0WDY, Mr.—ah—Fish!" hesi

Htated and beamed Young Roper,

as he walked into Reilly’s office,

where the boss was talking with one of

the firm’s prospects.

“Mr. Salmon,” corrected Reilly, where

at the prospect laughed heartily and

Young Roper hastily terminated his visit

and retired confusedly and with red face

to the salesroom.

“Fool—nut—mutt," were a few of the

names Young Roper applied to himself,

taking out his chagrin on the prospect

file, selecting the cards of a couple of

stickers and vowing he would have their

hides inside of twenty-four hours or

know why.

Would Give Million to Remember Names

When Prospect Salmon and Reilly

parted at the street door and Reilly

turned back toward his office he smiled

amusedly at Young Roper, whereat the

junior salesman smiled a bit himself and

looked as though he wanted to explain.

“Darned fool break, wasn’t it?" he

said.

“Tickled Salmon half to death!”

laughed Reilly. “He says people are al

ways calling him Fish, Trout, Tripe and

almost any other old thing in the pisca

torial classification.”

“But it makes me mad!” declared

Roper. “I've always been weak on

names. I can remember faces all right

and generally can place the man fairly

well, but when it comes to tacking a

name onto him I fall down flat. I’d give

a million dollars if I could remember

names.”

“That's a lot of money.”

“I know it is. Maybe I would not give

that much, but I would give a lot.

Why, I’m even taking a memory course

now, and that’s the darned thing that got

me in trouble. If it hadn’t been for that

course I might have forgotten it entirely,

but I wouldn’t have called the man Fish.”

Reilly laughed again.

“You see, in this memory course they

teach us to remember names by associa

tion. For instance, this man’s name is

Salmon. When I meet him I’m supposed

to associate his name with the word fish

and then remember what kind of fish

he is. The system worked all right ex

cept that I forgot to classify him. It

was funny, wasn’t it?" And this time

even Young Roper laughed himself.

“But I'm darned if I think I can make

it work,” lamented the young salesman.

“I can’t see how I'm going to have a lot

of men classed as fish, fowl and beast,

and remember What each man is. Why,”

and he laughed, “one of the boys met a

man named Beardsworth and said to

himself: ‘Beardsworth, whiskers full of

money,’ and the next time he met the

man he said ‘Howdy, Mr. Goldberg.’ "

Whereat Roper and Reilly both laughed.

“It’s a great gift, this remembering

names without fail," said Reilly, “but

many men who can do that can’t do any

thing else. About all some of them are

good for is clerking in a hotel, which

to my mind isn't such a wonderful job.

Remembering is simply the ability of one

mental faculty to function with dexterity

nearly 100 per cent of the time. It's

just like a juggler or a clog dancer. The

man is good in vaudeville—and that’s

about all. He is skilled in one thing.

You and I might become reasonably pro

ficient in either one and still retain our

normal abilities, and that's what we must

try to do in this memory thing.

“I am fairly good at remembering

names and faces, but, at that, a lot of

the ability I have has been acquired. I

used to have much more trouble than I

have now. I also took one of these mem

ory courses, but it didn’t help me as

much as I thought it would. The mem

ory man was a wizard, but I never got

to be as good as he was.”

A Mental Filing System

“The guy that’s teaching our class is

a wizard,” said Roper. “He can remem

ber anything. How he does it is a mys

tery to me."

“As near as I can get to the solution

of this thing," Reilly explained, “it is

mostly a question of having a good in

ventory system in your noodle. If you

file the thing right and the system is

kept up-to-date you can get the name

out again when you want it.

“I once heard a man who knew quite

a lot about this memory thing say that

the whole thing was founded on simple

principles. He said there were three

things: l—Proper recording of the

name. 2—Proper filing of it, and 3—

The ability to get it out when you want

it. He said if your first two steps were

well taken the third step would be com

paratively easy.

“It’s like this: When you meet Sal

mon you hesitate a few seconds, take a

good look at him, and repeat his name

to yourself, even spelling it out in your

own mind or doing any other mental

gymnastics that keep your mind concen

trated on him or his name for a short

time. If you go through this concentra

tion business it helps stick the name in

your mind.

Associate Name with Business

“Then you say to yourself that this

man Salmon is so-and-so in such-and

such a company and you file the name

away with all modern attachments for

getting it out the next time you want it.

“The principal part, in my experience,

is this stopping long enough to fix the

name in your mind. If I have the slight

est doubt as to what the name is I even

go so far as to spell at it, or ask the

man how he spells it—anything to have

a couple of seconds of conversation and

concentration on his name. This doesn’t

seem unusual to any man and it gives me

the concentration that I need to stick the

name in my mind.

“Then, while talking with him the first

time, I plan to call him by name several

times, pronouncing the name aloud so as

to help me stick it in my memory. This

has helped me greatly in remembering

names, and even at that I’m far from as

good as I’d like to be.

“The trouble with many of us," Reilly

continued, “is that we hear a name and

have practically no mental action in con

nection with it. The name is a mere in

cident in the introduction. We let it go

in one ear and out the other. If we would

only hesitate a second or two when hear

ing the name for the first time and firmly

file it in our name stockroom it would

help a lot.”

“Well, believe me!” added Young

Roper, “I've had some concentration on

this man Salmon. I bet I’ll never forget

his name again."
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THE FLAT RATE PLAN

for

SELLING SERVICE AND REPAIRS

, By Percy E. Chamberlain

Explanation

This is the second installment on “The Flat Rate Plan,"

by Percy E. Chamberlain. The first installment appeared

in last week's issue.

This story tells how a successful dealer took the trou

ble, grief and money loss out of his service and repairs.

He is able to-day to collect bills of $700 and $800 without

complaints or adjustments. The story is told here for

the benefit of other dealers. With this story is a supple

ment (printed with last week’s issue) showing the man

ner in which the forms and records are kept under this

plan. Preserve the supplement, and have it in front of

you as succeeding chapters of the story appear. It will

run through several issues. A study of this story may

mean thousands of dollars to you. MOTOR WORLD believes

this is the most comprehensive and intelligent solution of

the service and repairs problem that has ever been worked

out. The plan is ingoperation in the house of the Cadil

lac Motor Co. of Denver, and the story is told by the

manager, Percy E. Chamberlain, who worked it out.

PART I—CHAPTER II

grinding valves in an engine which

was full of carbon without also

taking out this carbon. You know the

valve grinding job will not give satis

faction otherwise, yet many just bills for

grinding valves have been criticized by

owners because THEY did not think

about this and no one told them about it

when the job was accepted.

The shop did the extra work very prop

erly but the SELLING of the job was

handled poorly and, therefore, the efiect

0/ good workmanship was lost.

It is not enough for the man who

makes up this sheet to THINK out the

various steps. He should WRITE them

down, taking whatever amount of space

he finds necessary.

‘lOU probably would not think of

Hours Required and Charges

Determination of the operations and

their descriptions will automatically fill

up the other columns. For instance: As

he thinks out just what has to be done

in order to remove the radiator (Opera

tion No. 2, Form 1), he sets down a lib

eral time limit for each step. There are

the lamps to be removed, the old hose

to come of, etc. Each takes so long, and

the aggregate should be set down in the

fourth column. At the same time he

thinks of the shop material needed, such

as cotter keys, waste, etc. When he has

finished with each operation he totals his

figures for that operation, which gives

him the total figure for the fourth col

umn (operation hours). To this he adds

the remainder of the group and gets the

amount for the sixth column (group

hours).

In order to price these operations and

groups the prevailing per-hour charge

for labor should be used as a basis.

Combinations of Operations

When these operations and groups

have been determined for each car you

repair the lists can be compared very

readily for the purpose of combining

these operations, which are practically

the same. For instance: Operation No.

2 will be the same in every car which

is water-cooled. Draining and refilling

the radiator are mostly matters of the

time required for the cocks to be opened

and the water to drain itself out. There

is practically no difference in time.

Therefore, the general shop would quick

ly determine its No. 2 operation as fol

lows:

  

PERCY E. CHAMBERLAIN

General Manager of the Cadillac Motor Co

of Denver and Originator of the Flat

Rate Plan

“No 2—RADIATOR—Drain and

refill. All makes of water-cooled

oars.”

Following this out, you will find many

identical operations, as stated above. It

is better not to try to collect these in

you-r mind as you go along. It is little

extra work to make separate lists. If

you try to figure out two cars at Once

you are apt to lose sight of something

one requires which the other does not.

Run through each and then compare the

lists later.

You will find but a slight difference in

many operations which do not absolutely

fit one another. A slight difference in

construction may make the time of per

forming the same operation on one make

of car greater than on another make.

If this difference is slight you can still

combine them later on when you make

up your FLAT RATE price list, but for

the present it is better to keep them sep

arate in order to establish your averages

both as to costs on the individual car as

well as to the relative number of jobs

you handle on each every month.

Operations Which Cannot Be Priced

There are a certain number of opera

tions upon every car which can never be

given a flat price Such jobs as straight~
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THREE PARTS

at the start.

for the repairshop

done.

RIGHT WAY.

 
 

This explanation is divided into three distinct parts

which the reader should firmly fix in his mind

PART ONE—Covers the preliminary. work necessary

prepare and work under an exact FLAT RATE

SCHEDULE OF PRICES. Since the Flat Rate

Price Schedule is based upon the costs of the

individual establishment, this preliminary work

is absolutely essential.

PART TWO—Covers the preparation of the Flat Rate

Price List after the preliminary work has been

It shows how the orders are handled un

der the system and how averages are kept to

prove out the charges.

PART THREE—Covers the method of selling repairs

under the Flat Rate Plan, the method of making

written estimates and of writing the orders. The

plan is new to the customers of the repairshop

which adopts it and it is vital to the success of

'the plan that it be constantly SOLD in the

TO THE STORY

to do'before it can actually

 
 

 
 

ening a fender, taking a dent out of the

body, straightening an axle, etc., will al

ways depend upon the extent of the

damage. One fender may take a few

moments to straighten, whereas another,

damaged in a bad wreck perhaps, will

take several hours to repair. Obviously,

you would never charge the owner need

ing a half hour's work with an average

of, say, two hours. While this same con

dition applies to all parts of the car, it is

not apparent except in a few instances.

The difference between this kind of

operation and those having to do with

engine, transmission, rear axle, etc.—

those which make up the big majority of

your list—is the reason why one comes

within the law of average and the other

does not.

All of the standard operations consist

of repairs made necessary because of

the wear upon the car itself. While one

job of the same kind may take longer

than another because of varying condi

tions under which the cars have been

handled by their owners, you will find

that, month in and month out, the aver

age time for each operation will be main

tained.

On the other hand, such repairs as are

necessary to fenders which have become

smashed, bodies that have become dented,

etc., are the result of outside forces.

They result from wrecks. They are not

due to friction of wear parts, lack of

lubrication or any of the other INTER

NAL causes which, experience teaches,

make general repairs necessary to any

car. Consequently no law of averages

covers them. If all automobile wrecks

happened in exactly the same way it

>

would be easy to include the damage

caused thereby in the averages.

This is one of the difficulties en

counteTed in establishing a FLAT RATE

price list. It is not, however, as great

as it might seem. The proportion of

jobs of this kind to the total is very

small.

Each job of this nature is given a

number the same as any other job. The

price is LEFT OFF. Before the number

a symbol is used—a star (*) for in

stance—which indicates that the price
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will be furnished for each individual job

as the work comes in. The man in your

shop who does this work—probably your

blacksmith—will soon become familiar

with pricing it. Many shops send this

work out, in which event the problem is

already solved, as you cannot usually

price outside work.

Prices Which May Be Varied

There will be a few operations upon

which it will be policy to vary the prices

according to the amount of work to be

done, or, more properly speaking, the na

ture of the trouble. These have to do

with work which is very apparent to the

owner.

I have carefully studied the law of

averages as applied to charges for work

on automobiles and, without going into

the matter in detail, do not hesitate to

state that the flat rate does not over

charge the customer in the long run. It

is give and take just as all flat prices

for repairing, regardless of the kind of

repairing, must always be.

A pair of shoes is half-soled for so

much money. No doubt one pair of shoes

requires less work than another pair.

'Yet the price is the same for both. On

the other hand, one would not.pay for

half-soling a pair of shoes if all they re

quire is a little sewing around the up

pers.

So it is with certain labor operations.

The averages kept may show that the

price on all the work of a certain kind

which comes in during a period of several

months is $1.50. Yet an owner may come

in with repairs to that particular part

requiring but fifteen minutes. You could

not, as a matter of policy if nothing else,

charge him $1.50 for fifteen minutes'

work.

As an illustration of this sort of opera

tion, let us take repairs to an air pres

sure hand pump. This sort of pump is'

used upon the dash of several cars. Very

little happens to it and it is not worth

dividing into several operations. There

fore, the one covering it would read:

140—AIR PRESSURE HAND PUMP

—Repa-ir.

If the repair means a new gasket only,

it can be done in fifteen minutes. If, on

the other hand, there is something se

riously wrong, the pump will have to

come out and the time will run into two

or three hours. Whatever your average

is, you cannot collect it from the man

who needs the gasket, since he will

usually wait for the car and knows it

was a small job.

Again, this is a minor difliculty. The

operations of this kind are few in num

ber and each occurs very infrequently.

As a guide, it is best to show the aver~'

age price, marking such operations with

another symbol which means that the

price may be varied when, in the judg~

ment of the “trouble-shooter," it is too

much. Your operation list would show

it thus:

No. 140—AIR PRESSURE HAND _

PUMP—Repair . . . . . . . . . . . . . . . .$1.50

Operations Which Include Material

It is best not to include material in

any of your operations. Price every

thing as the labor charge only. If you

make some things in your shop, such as

truss rods, hand-brake lever rods, floor

boards, etc., charge them separately as

material or at a flat price for the article

itself, the operation number covering

only the labor of removing the old part

and putting in the new.

In this way your averages will not be

confused and it will not be necessary to

make any exceptions to your rule that

prices include la-bor only. Owners,

through lack of technical knowledge, are

easily confused and have no way of
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knowing which of your operations in

clude material and which do not.

The Working Lists

Having determined upon your opera

tions and groups, you proceed to prepare

a working list of operations for use in

various branches of your business. This

list is shown as Form No. 2, covering the

same eight operations as shown on Form

No. 1.

A copy of this list should be used by

the man who takes in the work, by the

employee who does your billing, and sev

eral copies should be distributed in the

shop to familiarize your men with the

operation numbers and groups.

During the progress of establishing

your prices it is best not to include your

estimates in the working lists except

those used by your foreman and your

self. The prices represent the opinion

of one man in your organization—and

yourself—unless you are actively en

gaged in running your shop. If you do

not believe this, take some simple opera

tion such as, say, spreading and graphit

ing springs. Ask several of your em

ployees how long this should take. Prob

ably no two will agree on the time even

approximately.

Educate the Men

When you start with this plan your

workmen will immediately jump to the

conclusion that it is designed to speed

them up and they will resent it. It

WILL speed them up in spite of them

selves, if it is handled correctly, but you

will have to educate them to it, bearing

in mind its newness and that they do not

appreciate the angles from which you,

as proprietor, are working.

Since much of its success depends upon

the co'operation of the workmen—me

chanics, if you will—you should figure

their education along this line as one of

your tasks in connection with the object

you are to attain. ‘

Call a Meeting

Call a meeting in the evening, when

you can discuss this thing without inter

ruption. Show your workmen how much

money you have been losing through “ad

justments” of bills. Explain thoroughly

the necessity for the change and that

you are going to ask .their HELP in

carrying it out. Each month, as you

keep your averages as a check on the

original estimates, hold a meeting and

read them the averages—the work they

are actually doing. You will soon find

that they are really interested. There

will come a time when you can give them

the prices and they will strive hard to

keep within a certain time limit on each

operation, thereby reducing your aver

ages and your charges to the owners.

Organization Meetings a Big Help

But this cannot be attained imme

diately any more than you can establish

the standard price list until you know

your costs and the average time for each

operation. If you have been as liberal

as you should be in making up the group

estimates, you will find that your work

men will think you are getting rich at

their expense. A man getting 50 cents

per hour will consider nothing else

usually. If you charge $1.26 for that

hour, he overlooks the rent and taxes

and all of the other things which must be

added to his 50 cents. Thus, the more

you can show him your costs, the more

likely you are to develop a satisfied, ef

ficient work-man. where before you had

one who resented shop reforms and a

check upon his work.

How the Time Should Be Kept

Following out the plan in logical order,

the next step is your time keeping. Your

immediate object in doing all this work

is—what?

~ It is to keep exact records in detail of

every operation—not every job, remem
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her—performed in your shop in order

that you may, after a while, make up a

STANDARD FLAT RATE PRICE LIST

based upon costs.

Since accuracy of keeping time is the

groundwork upon which your averages

are to be based, it would be utter fool

ishness to attempt the plan without some

provision for time keeping which will be

ACCURATE to the nth degree-mot

fairly accurate, or approximately ac

curate, or “about right." -

Mechanics Should Not Keep Their

Own Time

Here is submitted a general system

which aims at one of the trade's oldest

customs—that of allowing the workmen

themselves to keep their own time. There

is not another large employer of labor

in the country who does this universally.

No system which contemplates the keep

ing of time on jobs by the men who work

on them can be accurate and a success

from all angles.

Form No. 3 gives a simple Time Sheet

which should be used with a TIME

KEEPER. This Time Sheet is filled out

to illustrate the method of handling time

here advocated. You may, in your indi

vidual business, consider a Timekeeper a

useless expense. In any establishment

employing more than one or two men a

Timekeeper will pay for his salary over

and over again. In the smaller estab

lishment there is usually someone who

can act as Timekeeper along with his

other duties. Perhaps he is the stock

room clerk.. Or, if you have had neither,

it may pay you to combine the two, get

ting for one salary a check on your shop

time as well as being sure of your stock

room charges.

Each individual must work out these

things for himself since it is impossible

for this explanation to contemplate each

individual's arrangements But one thing

is certain. You will not get accurate

time unless you put some check upon it

list.

besides the men who are spending it for

you.

You must separate your time in a way

you have never done before, since NON

PRODUCTIVE and IDLE time become

of as great importance as the time you

actually charge the customers—the PRO

DUCTIVE time.

You expect, finally, to base your flat

rates upon COSTS—NOT upon an ar

bitrary per-hour charge. This strikes at

another moss-grown custom. Where

would the average merchant “get off" it

years ago he had fixed prices on the

articles he sells to-day (all merchandise

consists of the things you are selling—

labor and material) and had kept those

prices ever since, regardless of increases

in his labor costs and overhead? Yet

that is, in effect, what automobile re

pairmen have done. Someone, some time

in the industry's past, said:

“We will charge 75 cents an hour for

labor." Some years later someone else

said: “We will raise that to $1 per

hour."

Recently a few of us have raised again.

But the point is that thousands of re

pairshops are operating on a per-hour

charge without knowing whether it is

too much or too little from the stand

point of their costs. This feature will

be covered more fully later on. The

above is submitted here in order to show

you that, unless you know your costs,

you cannot establish the proper kind of

a Flat Rate Price List.

Of course, you can establish a price

You can base it upon any per-hour

rate you like. But it is presumed that

you wish to make money in your busi

ness and if you do—arui you are entitled

to—you must reverse the order and base

your prices upon your COSTS. What

ever the charge they establish—50 cents

per hour or $2 per hour—you must get

this amount for your work or you will

lose money.

Here is the way you must divide your

time:

PRODUCTIVE—This is the time you

actually charge to customers. It

should consist of the time your work

men actually put in working on the

jobs to which they are assigned. Do

not call their time productive while

they are “getting ready" to go to

work. When they are actually on

the job with their tools, then and

not until then, their PRODUCTIVE

time starts.

NON-PRODUCTIVE—This is time con

sumed by men on your pay-roll in

getting cars into and out of stalls,

covering up seats, fenders and doors.

etc. This should be done by ch

labor and, if possible, none

should be done by mechanics.

ting parts, chasing around the

for tools, talking to customerr

should not be done byv mecham

IDLE—This is time during which

mechanics are actually idle.

nothing at all because there

work for them to do. This

“readiness to serve" propo

That is, you must have men tl

dle your usual volume and, if
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day comes, you cannot discharge

them.""

EXPENSE—This is time used by your

mechanics, in doing necessary work

about the 'shop in order to keep it

‘ ' “up. It consists of oiling machinery

and repairing same, fixing benches,

repairing drop lights, etc.

called in a carpenter to fix a bench,

you would pay his bill and charge

it to expense. It is just as much of

‘ a'n expense if you pay one of your

' own workmen to do it.

MANAGEMENT—This is the time of

your shop foreman, service manager

and his aSsistants, timekeeper, etc.

If your foreman actually works on

customers’ jobs, his time should be

handled the same as a workman’s

on the time sheet. Otherwise his

salary is merely a matter of ofiice

bookkeeping.

While all of this looks very formid

able, it is really very simple if you will

discard former methods which allowed

mechanics to punch a time card. If they

keep the time, you will not get these di

viSions—depend upon that. ‘ If you are

not willing to make this reform, you had

better worry along under the old methods

and let your up-to-date competitor adopt

the Flat Rate Plan.

_ The Time Sheet—Form No. 3—is pur

posely made simple. It involves no

equipment or expensive time clocks. The

smallest ,garage can use it. Of course,

the same idea can be used in the large

shop in connection with time clocks, if

they are considered an essential. In any

event, the Timekeeper should make the

records of time—NOT the mechanics.

Bear in mind this one fundamental:

A WORKMAN NEVER FINISHES

ANYTHING as far as the time sheet

is concerned. He always STARTS. If

he finishes a job and has no other actual

work in sight, he must still START, if

only to start to be idle. For this reason,

the' time sheet provides no place for

“Finish.” His pay does not “finish” until

closing time. Therefore, he must. ac

count for every part of his day. He

starts, then, on a job, the job number

being shown opposite the starting time

and under the workman’s number. Or

he may start, NON-Productive time, or

expense time, or idle time. In each case

the symbol shown on the time sheet is

used. Each sheet covers one day in your

shop, and if you have other separate and

distinct departments such as Servicev

Trimming, etc., a sheet is used each day

in each.

The Operation Time} Sheet

bought has probably occurred to

you have read, that you would

way of billing short jobs from

e sheet. Your shop may be on

floor and you have always sent

e workmen’s time tickets to the

short jobs so that the bill can

up.

are not on a cash-in-udvance

uu are not interested in quick

.nd the charges could be made

' time sheet the following day

ice. However, since a majority

shops ARE on a cash basis, this

If you ‘

explanation, in order to cover the matter

completely, must explain how bills can be

quickly made Out.

Then, too, even if you do not need' a

quick bill, you would find that your time

sheet does not give you a cornplete record

for your average keeping. For instance:

How would you prove out' material

charges on each operation? Your old

methods of keeping material charges,

whatever they are, would tell you how

much you had charged to the entire job.

But you have to know how much ma

terial you used on each part of that job

—on each operation.

This is handled by the Operation Time

Sheet—Form No. 4. This little sheet

serves several purposes. Upon it the

Timekeeper shows a record of the men

who worked on each operation, their start

and stop time as far as that operation

is concerned, and the material—shop sup

plies, not parts—charged to that opera

tion. There may be twenty or more of

these for one job number. They are kept

in a loose leaf book, indexed accordingv

to the job number under which they

come. This filing is important, since

there may be several Operation Time

Sheets for the same operation in the shop

at one time and if the job numbers be

come mixed, there would be endless con

fusion.

Whenthe Repair Order is completed

these Operation Time Sheets are sent to

the office or to whoever does the billing.

From them the bill for the customer is

made up. The following morning the

Time Sheet—Form N0. 3—is checked

against these Operation Sheets and the

total of the latter for each job must coin

cide exactly with the total time put on

that particular job as shown by the Time

Sheet. Errors will be caught in this way,

offering opportunities for quick refunds

to customers which, in itself, inspires

confidence.

Having served this purpose, the Oper

ation Time Sheets are the original rec

ords which are posted into the loose leaf
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RECORD OF OPERATIONS BOOK, of

which an explanation will come later.

Perhaps the customer “kicks” on his

labor charge. Immediately he can be

shown, from these Operation Sheets, an

analysis of the total time put on his job.

A labor charge of $50 looks big to him

as such. Divided into many parts, a half

hour on this, an hour on that. ten hours

on the other thing, etc., it knocks his

grounds for complaint from under his

feet. These little Operation Time Sheets

have been instrumental in saving hun

dreds of dollars for one firm using them.

Worth quite a little trouble to keep them.

would you not say?

How the Order Is Written

Time is turned in by the workmen at

the start and finish of each operation or

part of that operation. The division is

given to them on the work order. In no

 

case should such orders be verbal, no

matter how small the shop. > The best

way is to write the workman’s order as

a carbon copy of the repair order. As

originally written by the man who takes

the order from the customer, this will

have the number of the objective opera

tion only.

When the order gets to the shop either

the Timekeeper or the Foreman—-prefer

ably the former since he becomes more

familiar with the operation numbers and

groups than anyone else—puts the group

numbers on each part of the order. Re—

member that you now have several

Working Lists posted in the shop where

they may be quickly referred to by the

workmen. These give him in detail the

work to be performed under each opera

tion so that each work order need show

nothing but the objective operation and

the group numbers. It would not be

necessary to supply the group numbers

on each order, but it is much better be

cause the workmen otherwise would

spend considerable time looking up

groups. Under this plan they have noth

ing to familiarize themselves with except

the operation, and that is easily found

because they are in numerical order on

the Working List.

Thus his order may read:

3—Repair Radiator. Group 1-2-3.

He checks in on operation No. 1, Form

2 (Drain and refill). As soon as it is

drained he checks as starting on No. 2

(remove and put back radiator). As

soon as it is removed, he has gone as

far as he can on that job for the present.

When the radiator comes back after

being repaired, he checks as starting

again on No. 2. When he has replaced

the radiator, he checks in as starting

again on No. I. As soon as it is re

filled he has finished with the complete

job and the Timekeeper checks him as

finished on the Operation Time Sheet and

as starting something else on the main

Time Sheet.

Perhaps he is doubtful as to just howv

much work he is supposed to do on No. 2.

For instance: He may have to remove

the lamps on a particular make of car.

Is that a separate operation, or is it in

cluded in No. 2? A quick reference to

the Working List shows him just what

is contemplated.

The Timekeeper, if as good a man as

he should be, will soon become so fa

miliar with the entire procedure that he

will immediately check any discrepancies

in reporting time. If the workman for

gets and does not check ofl’ on No. 1, it

will be quickly noted when he checks off

on No. 2 and can be immediately ad

justed.

Added Operations

Written orders should follow the list

of operations as closely as possible since

certain work done in a certain way is

contemplated by each operation. In case

work is ordered which is not covered by

the list, having been overlooked when it

was made up, it should be given some

odd and easily distinguished number such

as 1000, 2000, etc. These odd operations

should not be immediately added to the
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standard list, as they may not occur

again for months. However, a careful

record should be kept of them in the

OPERATION RECORD BOOK, and if

they do occur frequently they should be

assigned regular numbers and added to

the list. '

This should not happen often during

the period of keeping averages, as Mis

cellaneous Numbers will cover every

thing not contemplated in detail. Thus,

after assigning a number to every opera

tion to be thought of, as usually per

formed on the generator, for instance,

include in the list a number for “Gen

erator—Miscellaneous Repairs." Under

this number may be grouped all of the

generator work not covered in detail by

other operation numbers. The final of

fice record will show how often the same

kind of work occurs under this Miscel

laneous number. Those which do‘ re

occur often can be added to the list when

the Flat Rates are established.

How to Bill the Work

During the time of keeping these rec

ords little change can be made in the

method of billing labor to customers, al

though under the Flat Rate Method the

change in method of billing labor brings

one of the greatest advantages of the

entire system. Since the work is still

being done on the per-hour basis, the

change has not become obvious to the

customer except perhaps, in the more

definite way in which his order is han

dled. So far the entire changes have

been internal—a matter of organization

methods and records.

Labor should be billed as a lump sum

and the order should not be repeated on

the bill. If the customer desires a copy

of the order, give him one as such. If

he sees the items in connection with the

charge for labor, he will question the

entire charge in case some of the Work

has not been done, even though he him

self changed his original order. It is

hard to convince him of the fact that,

on the per-hour basis, he could not have

been charged for work which was not

done.

This is one of- the trade's customs, the

importance of which is magnified. Few

customers care to have a copy of their

orders. If the trouble is corrected, that

is all they care about. Those who occa

sionally require it can easily be sup

plied as a special matter. To attempt

to give every customer a copy of the

original order is wrong in practice, if

right in theory. Too often they are

changed for one reason or another, per

haps over the telephone: and the same

detailed record cannot be placed in the

hands of the customer side by side with

the original upon which he may, later,

base his demand for an “adjustment” of

the charge.

The billing is improved from the fact

that the labor charge can now be an

alyzed, and this will be found a big help

in such adjustments.

The Repair Order

Very little need be said about the Re

pair Order. Like the billing, it comes in

for radical changes under the operation

of the Flat Rate Plan. Under the pre

liminary work it is changed but little.

It becomes definite, however, since it

must follow the operation list. No gen

eral orders, which mean nothing to the

workman, can be written. The shop can

not “overhaul” a car or “take out

rattles." The entire plan contemplates

definite trouble shooting before the order

can be written.

Most repairshops use an “Additional

Order Form." Those who do not should

adopt it, regardless of the Flat Rate

Plan. Under this plan it is absolutely

necessary. If an owner orders additional

work over the telephone an additional

order should be written in the same way

as the original. This additional order
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takes on added importance and sig

nificance under the Flat Rate plan

later on.

Keeping the Averages

A record of all work performed is kept

in detail in the Operation Record Book,

which is explained later. Some opera

tions will not give you averages which

can be used. These are the kind pre

viously discussed, such as repairing

fenders, taking dents out of bodies, etc.

There should, however, be a page in the

Record Book for each of these since it is

no more trouble to put them down daily

along with the other operations. You

will want to know the total amount of

work performed, the amount collected for

same and other information of this kind,

and for this reason every operation

should be included in the Record Book.

The Oflice Records

Having seen how we establish the

operations and groups, how they are en

tered upon time sheets and the method

of turning in time by the workmen, our

attention must now turn to the ofiice

where the books and records are kept.

It goes without saying that repairshops

of any size and consequence have some

sort of office. However, there are thou

sands of small shops which either keep

no books or keep them in such a fashion

that they will be unable to handle these

records with their present system or lack

of it.

Unfortunately, many men conducting

repairshops consider a bookkeeper a

needless expense.

However, certain records and a set of

books must be kept if the shop is to

finally arrive at a definite Flat'Rate

schedule of prices. '

The individual must, of course, work

out the details for himself. Perhaps, like

the keeping of time, this work can be

added to the duties of some one now in

the office. Usually it can be handled by

the billing clerk—the employee who

makes out the customers’ invoices, when

one is employed. Or, in the small shop,

the Timekeeper may be able to handle it.

Each morning the repairshop sends to

the office the Time Sheet—Form 3—for

the preceding day. The Operation Time

Sheets—Form 4—have already been sent

down the day before for the completed

jobs. These are held until the arrival

of the-Time Sheet. Then the aggregate

time for each completed job, as repre

sented by the total of the Operation Time

Sheets, is compared with the total time

charged on the invoice, a copy of which

in carbon is retained in the office.

If the customer has been overcharged.

a check should be sent him at once in case

you have collected cash from him. Or,

if you are doing a credit business, you

should issue a credit memo. and advise

him. If, on the other hand, the mistake

is in his favor, you should issue a cor

rected invoice and mail it to him with a

letter of explanation. To err is human.

All billing clerks make errors now and

then. It is no disgrace to acknowledge

mze.

The next thing to be done with the

Time Sheet is to take off the time for the

payroll and for the purpose of making

the charges to the customer for that

day's work on jobs as yet uncompleted.

For taking off the time another sheet

is used in loose leaf form. (Daily State

ment of Service Work. Form 5.) This

is necessary because several workmen

may have checked in time on the same

job. If you start with Workman No. 1

and enter his time on the jobs he worked

on, you may find that other workmen

figured in the same job and you may

have several entries instead of one for

that job on that day.

Starting with Workman No. 1 on the

Time Sheet you set down his first job at

reporting time in the morning in the

first column of the Daily Statement of

Service Work Sheet—Form 5—with the

hours and fractions and the rate charged

for his time, say $1 per hour. Whenever

the Time Sheet shows Non-Productive or

Idle or Expense time you take that off

in the same way, except that you use the

actual cost of the workman’s time in

stead of the rate charged to a customer.

When you reach the bottom of the first

column on the Time Sheet—Form 3—

you set down the total hours this man

has worked during the day, and this is

transferred to the payroll book from

which you figure his wages at the e'nd

of the week.
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What Prohibition May Mean

to You

The drastic decision referred to among

the news items on page 12 of this issue

would mean that a person lending a car,

a person selling a car on a conditional

sale agreement or a person holding a

title mortgage on a car would lose all

his interest in the car if the person to

whom he loaned it sold it or from whom

he took the mortgage was guilty of using

the car for concealing or removing dis

tilled liquor.

In this particular case a proceeding

was instituted by the United States to

forfeit a Ford automobile on the ground

that it had been used in the removal and

also for the deposit and concealment of

25 gal. of distilled spirits, contrary to

Section 3540 of the United States Re

vised Statutes.

This section provides that “whenever

any goods or commodities for or in re

spect whereof any tax is or shall be im

posed, or any material, utensils or ves‘

sels intended to be made use of, for or

in the making of such goods or commodi

ties, are removed or are deposited, or

concealed in any place, with the intent

to defraud the United States of such tax

—all such goods and commodities and all

such materials, utensils, etc., shall be

forfeited and every vessel, boat,

cart, carriage or other conveyance what

soever used in the removal of

or for the deposit or concealment thereof

shall be forfeited."

It appeared that the owner of a car

had interposed a claim to possession of

it on the ground that he had sent an em

ployee on an errand with the car and that

he had no knowledge that the latter

would use the automobile to defraud the»

Government.

The Circuit Court of Appeals, Fifth

Circuit, in U. S. vs. Mincey, 254 Federal

Rep. 287, in an opinion by Judge Walker,

reversing the District Court, said in con

struing the statute:

“Nothing in the terms of this statute

indicates an intention to make the right

to a forfeiture depend upon ownership

by the person guilty of a specified un

la'wful use of it or upon the fact that the

owner of the property shared in the guilt

of the unlawful user of it. . It is

not a novelty to subject property used

for an unlawful purpose to forfeiture

though the owner of it was not a partici

pant in the wrongful conduct and no

criminality is imputed to him. . . .

We understand it to be settled that,

THE LAW *'
By George F. Kaiser
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under statutes like the one in question,

property is subject to forfeiture, though

the owner did not share in the guilt of

the user of it to whom the owner had

entrusted possession and control.”

When Is a Ford?

Editor Motor World—Please answer

this through the Legal Department of

your paper:

In the month of May, 1918, A buys

from B, who is a dealer, a Ford car,

which B represents to A as a 1917 Ford,

which has been driven about 1000 miles.

In January, 1919, it became necessary to

have this car overhauled. A takes this

car to C, another garageman, and upon

examination, C finds it necessary to re

place the following parts: Triple gears;

high, low and reverse speed drums;

crankshaft bearings; commutator, and a

number of other small parts.

When C notifies A of the necessity of

new parts, A complains, as he is sup

posed to have bought a car that was

nearly new. Upon A’s complaint C shows

to A where he has purchased a car that

was made not later than July 1, 1915,

by certain marks and parts which were

used in the car’s construction. This car

evidently had been dressed up for de

ception as the cylinder block bears the

following numbers: (Date) 2-12-16.

Where the serial numbers which should

have been stamped on side of block be

longed the following numbers are

stamped: EJ 195.

Now, when A applies for his license,

he has his application returned five times,

owing to the fact that he was unable to

supply proper motor numbers. After his

application was returned the fifth time

A goes to B and tells him that he must

get him (A) a license. In a short time

B supplies the license, but up to the pres

ent time A has received no card from

the State showing the year or motor

number of the car for which the license

was issued. The question which now con

fronts A is: What is the chance of bring

ing suit against B for recovery of dam

ages?—Patterson Brothers, Jonesburg,

Mo.

Answer—It is always easy enough to

institute suit. It is more difficult, how

ever, to recover a judgment and still

more difficult to collect after judgment is

entered.

In a case of this kind you would be

foolish if you did not avail yourself of

your legal right to sue. You should not

delay, however, but place the matter in

 

 

 

' Perplexed ?

Does some point of

law perplex you?

Why don’t you ask

Motor World’s legal

editor to discuss the

question?

  

 i
the hands of your local counsel at once

if you have not already done so. Follow

his advice, and his advice alone, as he

knows the law of your State and knows

the facts and naturally wants to see you

wm.

_'

Ohio and South Carolina

Garageman’s Lien Laws

Editor Motor World: I would like

very much to have you give me the gist

of the garagemen’s lien law of this State.

Doing business as an individual, is it nec

essary to file a certificate of doing busi~

ness under a trade name?

Can a garageman be held liable for

cars stored in his place provided he has

notice that cars are stored at owner's

risk ?—Elliott’s Garage, Holland, Ohio.

Answer—In my last compilation of the

lien laws of the various States, which

was published last September, I did not

include Ohio because, after searching

through the general code, I cannot find

that it had any law which gave a lien

to garage or repair men. I have heard

of no new law having been passed in

Ohio since that compilation was pub

lished.

There is a provision in the Ohio law

that a certificate should be filed if you

intend to do business under a trade name.

Do not attempt to do this yourself, how

ever, but let your local attorney do it,

as the charge will be small and you will

then have the satisfaction of knowing

that it is properly done.

The posting of signs in a garage really

does not relieve a garagemen from any

liability, because he is not an insurer of

property left with him, but simply gives

notice to the customers that he is not

an insurer. Even though signs are

posted, a garageman may still be held

responsible for negligence causing de

struction of the property left in his care.

Editor Motor. World: Please send me

a copy of the Garageman’s Lien Law for

South Carolina. I am not certain that

we have a lien law in this State, but

please advisc the best you can.—A. L.

Reaves Garage, Bishopville, S. C.

Answer—In South Carolina mechanics

have a lien upon personal property for

the charges due them for labor or ma

terial bestowed in the improvement of

the same. This is really the Common

Law Lien and is lost when the property

is allowed to go out of their possession.

It is time they got together and secured

a real garageman’s lien law.
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Belting and Pulleys

Figuring the Size, Speed and Strength of Belting an Selecting

the Proper Size Pulleys to Produce Desired Results in the Shop

HOP belting may be either of rub

ber or leather, the rubber belts hav

ing from two to six plies of fabric,

each ply separated by a layer of rubber,

somewhat after the fashion of an auto

mobile tire casing. The load that the belt

will have to pull and the speed of the

belt determine the width and thickness.

l—The width of the belt should be

such that the pull for each inch of width

will be 10% lb. for each ply of fabric.

Single leather belt of average quality is

considered as equivalent to 4 ply and

double leather as 6 ply.

2—The thicker the belt, the greater

must be the diameter of the pulleys that

it runs over. There should be at least

3 in. diameter of pulley for each ply in

the belt. Thus a 3-ply belt must not

turn over a pulley smaller than 9 in. and

a 4-ply belt over a pulley not smaller than

12 in. The larger the diameter, within

reasonable limits, the longer the life of

the belt will be and the smaller the diam

eter the shorter the belt will last.

 

By J. HOWARD PILE

 

Load Capacity of Belts

The load that a belt will transmit is

found by getting the belt speed in ft.

per min., multiplying this by the total

pull the belt can stand and then divid

ing by 33,000. This can be worked out

by formula: ‘

P

w : 4000 X :7 for 3-ply belts

H
w r 3000 X T: for 4-ply or single

leather belts

HP

w: 2400 X I; for 5-ply belts

HP

w i 2000 X El— for 6-ply or double

leather belts

d—diameter of either pulley in inches.

 

16'

DIA

 
 

 

  

 

LINE 5HAFT

300 RPM.

. 4' DIA.

10 DIA. 1200 RPM

:50 RPM.

 

  

 

 

Fig. l—This is an illustration of the example solved in the column to the right.

The engine speed of 450 r.p.m. is changed to 1200 r.p.m. to drive the dynamo

ni—number of times that pulley re

volves in l min.

w—width of the belt in inches.

HP—horsepower to be transmitted.

Belt. Thicknesses for Pulleys

Plies of belt. .. . 2 3 .4 5 6

Smallest diameter

9 in. 12 in. 15 in. 18 in.pulley to use . .6 in.

Variations in Pulley Speed

l—If two pulleys of the same diameter

are belted together by means of a belt

that does not slip, the speeds of these

pulleys will be equal.

- 2—If the pulleys are of different diam~

eter, the speeds of the pulleys will be

such that the diameter in inches of one

pulley multiplied by the r.p.m. of the

same pulley will give the same answer

as the speed of the other pulley multi

plied by its diameter in inches. The

formula for this is:

dn : DN

An example of this would be where

an engine is to be belted to a line shaft

and a dynamo driven from another pulley

on this line shaft. See Fig. 1. Assume

that the engine is 6 hp., that the pulley

on'the engine is 10 in. in diameter and

that the engine runs at the speed of

450 r.p.m. It is required to drive the

dynamo at a speed of 1200 r.p.m. and

2 hp., is required to drive it.

As the speed of the line shaft is un

known, assume that it is 300 r.p.m.,

which is an average speed for line shaft,

ing. Using the formula dn=DN, in

which d is the diameter of the engine

pulley or 10 in., n is the speed of the

pulley or 450 r.p.m., D is the diameter

that it is required to find and N is the

speed of the line shaft or 300 r.p.m.

Then

10 X 450 : l) X 300, or

4500 : 3000 '

Dividing.4500 by-300 equals 15, or D,

therefore a 15-in. pulley would drive the

line shaft at 300 r.p.m. The same opera

tion is carried through in finding the

pulleys from the line shaft to the dyna

mo. The dynamo pulley is 4 in. and the

speed 1200. so that DN equals 1 X 1200,

or 4800. The line shaft spud is 300
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GOOD

CONTACT
Fig. 6—The switch is enclosed

in a glass front boa: to prevent

unauthorized tampering. These

homes can be located at any con;
I” I ventent' points

divided into 4800 equals 16, and there

fore the diameter of the line shaft pulley

 

 

Above—Fig..2—Figur1‘llg the length of a belt to go around two pulleys. Flg. 3—Shafts

should not be placed one over the other, but at an angle, as indicated by “right.” Fig

4—-thre pulleys are of widely different diameters, the belt should be as long as Is to be 16 1“

~ possible so as to get greatcr contact Making use Of the same example to

' I find the proper size belts for the different

~Below—Fig. 7—Appl1'cation o/ the safely switch to a plant using an electric motor_ units, a 4_p]y be“; would be used for the

Pulling any switch stops the motor. Fig. S—Whe're a gas engine is employed, small enginel

switches can be used and these are kept closed at all times, as opening any one will

out of? the ignition._ Fig. B—A high tension magneto has switches like the coils. but w z 3000 =6_§30_00: 4 in width

. these are kept opcn and closing any one will ground the magneto (in 10 X 450 '

of belt

The dynamo will require but a 3-ply

belt because of the small pulley.

Hi -- 2
dn ‘“ 4 X 1206

Use a 2-in. belt.

3—To find the length of belting re

® quired to go around any pair of pulleys,

take twice the distance between the

centers of the pulleys and add to this

enough to go half way around each of the

pulleys. See Fig. 2.

Belt Operation

MAIN l—New belts should always be cut a

little short so that they will be tight.

The shortness should run from 1/16 in.
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_to 3/16 in. for each foot of belting re

.quired. This can be done by running a

piece of wire around the pulleys in the

position the belt will occupy, stretching

it tight and measuring the length. If

the wire shows a. length of 30 ft., and we

allow a shortness of 175 in. to the ft.,

then the belt should be cut 29 ft. 81/1; in.

long. .

Keep the working surface of the belt

‘clean, smooth and soft. The pulleys

should' be cleaned off about once a week,

removing any hard lumps with a suitable

tool. A good belt dressing will preserve

the belt and make it more efficient.

3—Run belting as nearly horizontal as

possible. Avoid having one pulley di

rectly over the other and if such condi

tions are necessary, as in the case of

driving a lathe, try to get a little slant

to the belt. See Fig. 3.

4—If there is much difference in diam

eter between the two pulleys, try to ar

range things so that there will be a con

siderable distance between the pulleys so

that the belts will wrap around the pul

leys and have as much surface as possible

to cling to. Fig. 4 shows the right and

wrong way of doing this.

S—Leather belts are to have the

smooth or 'hair side next to the pulley

face.

6—Proper and regular lubrication of ~

the shaft hearings will insure continuous

service and cut down the power required

to drive the machinery.

Y—Perfect alignment will go far

toward raising the efficiency of the equip

ment. Shafting bearings out of line, bent

shafting and tight bearings will all add

to the load that the engine or motor have

to carry. Pulleys out of line will cause

the belts to come off when a load is

put on. _

S—Loose pulleys cause more trouble

than anything, as the tendency is to for

get lubrication, the pulley cuts onto the

shaft and trouble ensues. The bearing

is then cut out and the loose pulley is

wobbly on the shaft, and this causes more

trouble.

9—Appoint somebody to have charge

of the shafting and on one certain day

every week go over the following points

on every belt and shaft in the shop:

GIiTINC AND

|.I" . '

Lubricate shaft hanger bearings.

Lubricate loose pulleys on line shaft

and counter-shafts.

Clean off line shafts with appliance

shown in Fig. 5 and apply oil. |

Clean off pulleys.

Clean ofi‘ belts.

Apply belt dressing.

Inspect belt lacing and renew any that

are getting ready to pull out.

lO—An emergency safety switch, such

as is shown in Fig. 6, may save consider

able damage or may save a life some

time. If the power is from an electric

motor, the switches should be large

enough to carry the full current without

heating. If a gas or gasoline engine is

used, the switches are smaller, as they
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llemagnetizing the Magnets in

a Ford

Editor Motor World: Can you remag

netize Ford magnets when they become

weak? Please explain how this is done.

—C. B. Spradley, Camden, S. C.

Answer—There is no way to remag

netize the magnets in a Ford magneto

without taking the flywheel out of the

engine. The only way that the magnets

can be remagnetized is to get them in

some position so that they are easily

accessible and stroke them with electro

magnets, which are simply cores of iron

surrounded by a number of turns of in

sulated wire, through which a current of

electricity passes. This current going

through the coils strongly magnetizes the

iron cores and their magnetism can in

turn be given off to the magnets of the

Ford magneto.

The Ford Motor Company does not rec
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Wiring diagram of the Buick C37
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' SHOOTING TROUBLES
Save your back issues of Motor \Vorld because inquiries

are frequently answered by reference to a previous issue
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only carry the ignition current, but the

wire should be much larger than ordi

narily used so as not to cause ahy resist

ance to the current. This is assuming

that the ignition is by means of=batteries

and coils or low-tension magneto and

coils. If the ignition is by high-tension

magneto, it is only necessary for the

switch to ground the primary and the

wiring and switches may be much

smaller. Several of these switches are

distributed at convenient places around

the shop where they can be readily

reached in case of accident. If there is a

possibility of their being tampered with,

they may be enclosed in glass front

boxes so that the glass has to be broken

before the switch can be pulled. Wiring

diagrams are shown in Figs. 7, 8 and 9.

II
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ommend the use of this device for, the

reason that it is almost impossible to get

the magnets of an equal strength, be

cause every time a magnet is stroked a

little bit of magnetism is given to it.

Co'nsequently, unless all the magnets are

taken off the flywheel and separately

tested with weights, it would be pretty

hard to get them all alike and the current

would fluctuate. A magnet should lift a

weight of about 2 1b. when it is strong

enough to generate the current required

in the Ford magneto.

Another point in this connection is the

possibility of reversing the poles of the

magnets. Unless the poles of the electro

magnets are positively known, the fly

wheel magnets will be reversed and then

no current will be generated. Revers

ing the current in the coils would re

verse the poles of the electromagnets.

Inasmuch as the flywheel has to be

taken out to perform this operation any

way, it will make a very much more sat

isfactory job to install new magnets, be

cause the cost of this is quite small com

pared to the cost of the labor of taking

the engine apart to get at the flywheel.

It is impossible to remagnetize the mag

nets by sending a current of electricity

through the coils of the magneto.—

Editor. - '

Wiring Diagram of Buick C37

Editor Motor World: May I ask you

to print 'a wiring diagram of the 1915

Model C37 Buick?—-James Joseph Fox,

Chelmsford Center, Mass.

For Another Year

Editor Motor World: ' EncloSed find

check for renewal of our subscription for

another year.~ We find your paper the

best all around automobile paper on the

market—Grand Garage, Johnson, Neb.
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NO. 2098—GARAGE DOOR OPENER

This is a device for automatically

opening a sliding garage door when the

car approaches. The inside of the door

has a pin on it and a swinging latch

drops over the pin to hold the door shut.

The door is weighted so that as soon

as the latch is pulled up the door opens.

The opening of the latch is accomplished

by the car passing over a board hinged

at one end, the other end being attached

to the latch by means of flexible cable

and pulleys so that pressing down the

board raises the latch—Longest Bros.,

Louisville, Ky.

NO. 2099—VALVE-PLUG WRENCH

A wrench for removing or replacing

slotted valve plugs is made from a piece

of Shelby tubing about 8 in. long. One

end of this fits into the recess in the

valve plug and lugs engage the slots.

These lugs are made by drilling a 31/64

in. hole close to this end of the tubing

and. driving a piece of 1,é-in. cold rolled

steel through the hole. The ends are

then filed square to fit the slots. Three

holes are drilled in the upper end, these

being spaced around so that a %-in. bar

can be used to pull the tubing around

with.—E. J. Geise, Sterling Motor Truck

Co. of Illinois, Chicago.

N0. 2100—PRESSING THE CONE ON

THE FORD SPINDLE

The stationary cone is pressed on the

Ford front-wheel spindle by using a 4-in.

piece of ltd-in. pipe, a washer and the

spindle nut. The pipe is placed in front

of the cone, the washer over this and

the nut started on the spindle threads.

Setting up on the nut drives the cone in

place evenly, quickly and with no danger

of breakage—J. W. Begeard, Dexter,

N. Y.

NO. 2101—TUBE-BENDING MACHINE

A machine for bending copper tubing

to a uniform and even curve without

danger of flattening the bend is made

with two grooved rollers in a frame. The

rollers are of 2-in. cold rolled steel with

three grooves turned, these being made

for the sizes 0f.tubing most used. A

%-in. hole is drilled exactly through the

center of one of the rollers and the same

size hole is offset 1>4-in. from the center

in the other which will be the upper

roller. The handle is made of 1 x I75-in.

strap iron bent into a U-shape to fit the

offset roller and is fastened to it with

flat head screws. Another handle is

made to fit over the first handle and

hnles drilled for the roller axles so that

Repairshop Shortcuts

From Motor World Mechanics

 

 

Make a Dollar

OW often have you been com

polled to rack your brain to

overcome some difliculty." But

when you did find a solution—what

satisfaction it was! Well, here's a

chance for you to dig some of

those life-savers out of their. hid

ing places and put them to work

for your fellow-craftsmen. Send

them to Motor World. We will

pay you a dollar for every one ac

cepted for publication.

The only requirements are these:

1—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough,- our

artists will finish the job.

3—Write on. ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

 

Write plainly. I1' your name is

unusual, print it in capital letters.
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the space for the tubing will be the right

size when the two handles are parallel.

To bend the tubing, the lower roller is

clamped in a vise, the tubing inserted

and the upper roller brought down to

clamp the tubing. The top roller is

moved around the lower one with the

main handle—A. T. Aton. Ocean Park,

Cal.

NO. 2102—CONTINENTAL ENGINE

VALVE-KEY INSERTER

The small horseshoe keys that lock

the valve springs on Continental engines

are quickly and easily inserted with a

tool made from a pair of old scissors.

The pointed ends are ground off and small

curves are ground in the ends of the

blades to fit the keys. The old scissors

grip the key to enable it to be inserted

and the tool is withdrawn at will.—Frank

Thomas, San Francisco, Cal.

N0. 2103—SAFETY CHAINS FOR

ELEVATORS

To prevent accidents from descending

elevators a number of 3-ft. lengths of

chain are attached to the front edge of

the platform. If someone is leaning into

2g g 5 i i=g3igEi3.;s i 5siEEEgg E
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the shaft when the elevator comes down,

the chains will hit him first and give

him warning so that he can move before

the platform hits him—Charles C.

Spreen, Detroit.

NO. 2104—RUNNING-IN STAND FOR

ENGINES

A stand for running in engines after

they are assembled is made by mounting

the engine rigidly on either a wooden or

metal stand and placing two shafting

hangers with shafting, pulleys and coup

ling device in line with the engine shaft.

The shaft hangers are inverted and

bolted to the floor and sufficient distance

is allowed between them to take a tight

and loose pulley and a suitable belt-shift.

ing mechanism. Connection of the en

gine to the shaft is facilitated by equip

ping the end of the drive shaft with the

rear half of the clutch universal.—Pack

ard Motor Car Co. of Boston, Boston.

NO. 2105—UNIVERSAL BALL-CAP

GUIDE FOR FORDS

A guide made of galvanized iron to

protect the gasket on the Ford universal

ball-cap while the engine is being set in

place will prevent damage to the gasket

and so will prevent oil leaks later. The

24-gage sheet iron is cut to the size

of the inner circle of the ball cap gasket

and when the engine is lowered into

place, the guide is held between the gas

ket and the rear end of the pan. All the

sliding is on the pan and not on the gas

ket—H. Edward Mathewson, Scarsdale.

N. Y.

NO. 2106--KEEPING TRACK OF

TOOLS

Where the shop is not large enough to

have a separate tool room, a large board

painted white is used to hang the tools

on, there being nails sufficient to hang

each and every tool outside the kit that

the mechanic carries. The shape of each

tool is painted in red exactly where the

tool hangs, so that a glance will tell

where the tool belongs. A nail under

each tool allows the mechanic's check to

be hung up when that man has the tool

out—Frank J. Marwood, Pincher Sta

tion, Alberta, Canada.

Editor Motor World: Consider this an

order to continue the most valuable trade

paper we have ever read, until notified

otherwise (bill as for 2 years at a time).

-—Strongloc Rubber Co., Pleasantville,

N. Y.
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One Association Enough

tional association of motor truck dealers for the

purpose of doing for truck dealers exclusively what

the National Automobile Dealers’ Association is doing

for dealers generally.

It does not seem that this move would be advisable,

in that no end would be served that cannot be served

by the N. A. D. A., and an additional association

would not help the N. A. D. A., which is nicely under

way and should be built to a maximum of strength

before there is thought of additional organizations.

The N. A. D. A. is covering the dealer field in an

acceptable manner and has rendered wonderful serv

ice during the past year or two. It has plans for

future work that will make it a still greater necessity

to the dealers and which will make it every dealer’s

duty to support the association. Dealers who do not

now belong should get behind it.

One of the ideas of those who favor the organiza

tion of the truck dealers by themselves is that trucks

are going to be sold by other than passenger car deal

ers. This idea is hardly correct in all its essentials.

Trucks require a more intensive sales effort than cars

have required, and, regardless of who sells them, this

principle must be recognized. To secure recognition

for this idea is doubtless one of the thoughts back of

the proposed special organization. Trucks will not

be sold in the same department with cars. They will

be sold by a separately organized department in the

dealers’ organization; but most of the trucks that are

IT has been suggested that there be formed -a na sold to-day are sold by men who have also passenger

car merchandising organizations, and this is the logi

cal outlook for the commercial motor vehicle.

In some cities, of sufiicient size, trucks may be

sold by exclusively truck dealers, but the overhead

is too great for separate truck dealers in the countless

small towns where there is a big field for trucks.

Eut even if there are a comparatively small number

of dealers who sell trucks only, there is no real neces

sity for a separate truck dealers’ organization. Such

truck dealer problems as are of national scope are

to-day being handled by the N. A. D. A. and are of

prime interest to the comparatively large number of

dealers who sell both cars and trucks. If any separa

tion is necessary as the truck business develops it can

well be handled by a division in the N. A. D. A.

Organization for years has faltered along the path

of progress and only within the last year has real

progress been made. To inject complications into the

situation at this time would probably cause the fail

ure of the truck dealers’ association and would make

still harder the path of the only successful dealer

association that has ever come to life in this trade.

The N. A. D. A. asks and offers co-operation as re

gards those who have conceived this truck dealer

association, and it would seem that the best interests

of the entire automotive industry would be served

by the centralization of trade interests in the N. A.

D. A. with a concerted boost for the movement from

the whole industry.

Short Terms Are Best

N the newly vitalized tractor industry a few manufac

turers have adopted a policy of carrying the dealers

who handle their tractors, giving them a long period to

pay for the tractors they buy. This is not unlike the

consignment system, which is expensive to the manu

facturer and is not conducive to business good health

for the dealer.

In transactions of this kind short terms are the best,

despite the fact that the sight-draft~bill-of-lading sys

tem has sometimes worked a hardship on the dealer and

has caused him to be bitter against the merchandising

and business system of the motor car industry.

There are times, it is true, when short terms are hard

to meet, when they make it hard for the dealer to take

the cars that are sent to him; but it is also true that the

autocratic attitude of some undiplomatic factory man

ager has been the cause of the trouble rather than the

sight draft system. Managers have been known to ship

cars without notifying the dealer, with the result that

the dealer has known nothing of the shipment until

notified by the local bank.

The motor car industry has moved rapidly. Cars have

been built rapidly, shipped rapidly, sold rapidly, and

paid for rapidly by dealers and customers. It has been

necessary that the terms be short if the industry was

not to get its feet tangled in its rapid race. The only

sure way has been to work fast and pay cash.

If the tractor industry is to assume motor car propor

tions it cannot take a chance on any of the old long

term systems of the tractor trade. It must make good

tractors, build them in quantity, give the dealers real

merchandising co-operation, use short terms and teach

any dealers who haven't already learned the lesson that

success lies in cash or its equivalent.
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Truck Sales Letters

Editor Motor World: We have re

cently been appointed distributers for

the White Co. and desire a letter to pros

pective customers advising them of that

fact.

We also desire a letter to present

White owners in this territory informing

them of .our appointment and advising

them that we have a well equipped shop

and a competent shop superintendent to

look after their wants.

We have been a subscriber to your

magazine for the past two or three years

and have gradually eliminated all other

publications, as we have found that your

magazine was so thoroughly good that

it was unnecessary for us to take any

other magazine—City Hall Garage, Pat

erson, N. J.

Answer—Herewith are two letters, one

to go to prospective buyers of trucks and

the other to go to the owners of White

trucks in your territory.

You suggest listing the different mod

els of White trucks in your letter to go

to prospects, but we believe a much bet

:er idea is to write the letter and attach

iiterature describing whatever trucks you

want to bring before the prospect. To

put all the information in a letter, we

believe would make the letter so long

that the prospect might not read any of

it. whereas if the letter is short it doubt

less will be read and the literature will be

much more instructive and easily read

than it would be if otherwise presented.

One of the most effective documents

you have is a double-page spread show

ing the lists of customers who have

bought additional White trucks. This

includes the Standard Oil Co. and a num

ber of other large corporations which

are using large numbers of Whites. If

you haven’t that piece of literature, we

suggest that you get it, because we be

lieve it will be very effective in making

sales. '

Truck Sales Letter

Your interest in the motor truck as a

time and labor-saving machine for your

business has doubtless caused you to be

more or less familiar with the White.

You may therefore -be interested in

knowing that the City Hall Garage has

been appointed the distributer of the

White line of trucks in this section.

Fitting in well with this fine line of

trucks, we have one of the best shops in

New Jersey, with a superintendent

whose ability means much to users of

White trucks. All in all, we believe our

relations with White users will be pleas

ant to both parties.

Whatever your business, there is a

White truck that meets your needs and

that will prove a good investment to you.

Will you carefully look over the enclosed

literature?
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There are mileage facts about Whites

that would sound preposterous were we

to set them down here without the oppor

tunity of showing you the proofs at the

same time. May we not soon have the

opportunity of telling you what a small

amount per mile it costs to use a truck?

Truck Owner's Letter

As the owner of a White truck, you

will be interested in learning that this

line of motor vehicles is now represented

in this city by the City Hall Garage.

We also want to add that we have one

of the best shops in New Jersey, with a

superintendent whose ability will. we are

sure, mean a lot to you in the future.

We believe our equipment, coupled with

the White line, will cause our relations

with you to be very pleasant indeed and

highly satisfactory to you.

Drop in as soon as you can and get

acquainted with us and our superintend

ent, Mr. J. C. Jones.

That Tax

Editor Motor W'orld: Your article on

page 10 of the March 26 issue of the

Motor World is fine and very much

to the point. Next to the last paragraph

you say if a dealer buys a chassis in one

place and a body in another he is not a
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manufacturer. Will say we have already

paid quite a bit of tax under just these

conditions and we seem to recall a former

article of yours to the effect that the

dealers in Boston were having to pay

back tax on assembled jobs. If you have

any definite ruling on this proposition,

we certainly would be glad to have a

copy of it in order that we may know

exactly where we stand—The Wilming

ton Auto Co., Wilmington, Ohio, dealers

in Ford Cars.

Answer—Under the former tax law a

dealer who bought a body and put it on

a chassis was considered a manufacturer

and was required to pay a tax on the

completed vehicle, less any tax that had

been paid by the manufacturer on the

chassis. Under the new law the tax is

collected from the manufacturer of the

chassis and from the manufacturer of

the body, and the dealer is not required

to pay a tax. The taxes you mention as

having paid in your letter of April 1

doubtless were paid under the old law,

which law caught a great many dealers

and involved some of them in serious

penalty difficulties.

Not a Manufacturer

Editor Motor World: In Motor World

of March 26, on page 10, you state

that the dealer who buys a chassis

at one source and the body at another is

not a manufacturer and is not obliged

to report or pay tax to the government,

but only such taxes as are passed on to

him, which he in turn passes on to the

buyer.

We would thank you to advise us what

authority you are using as the foundation

for this statement, as we have a local

ruling which classes us as manufacturers

when we have bodies mounted on our

chassis which we sell at retail.

They state further here that the body

manufacturer reports and pays a tax to

the government only on such transactions

as are retail.

Thanking you in advance—The Com

mercial Motor Sales Co., Cincinnati.

Answer—Can it be possible that the

situation mentioned in your letter of

April 12 pertains to the war tax that

was in effect before the present taxes be

came effective the latter part of Feb

ruary?

Under the old ruling it was held that a

dealer became a manufacturer when he

added a body to a chassis, but under the

new law the tax is levied on the manu

facturer of the body and on the manu

facturer of the chassis, and the dealer is

not taxed, he being expected to pass

along only such taxes as are passed to

him by the manufacturer. This infor

mation is given to us by the Revenue De

partment, and they are very explicit on

that point.
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Got Newspaper Support

Editor Motor World: I am inclosing a

reprint from an editorial in the Houston

Post of March 29, with reference to the

Texas Automobile Dealers' Association,

which I wanted you to be sure to see.

Assuring you that the dealers in Texas

appreciate Motor World and what it

stands for in the automobile industry, I

am sincerely yours, Texas Automobile

Dealers’ Association, H. L. Robertson,

president. '

What the Newspaper Said

Typical of an industry that within two

decades has grown to be the third largest in

the country, the members of the Texas Auto

mobile Dealers' Association. who have Just

concluded their annual convention in Hous

ton, proved to be a body of as progressive.

optimistic and forward looking business men

as ever gathered in this city for any purpose.

The policy of the organization, as outlined ‘

in their discussions and ofliciai acts. was

constructive and aggressive in every detail.

and they evidenced a broad interest in the

general upbuilding of the commercial and

agricultural interests. recognizing that the

future of their business is bound up with the

future of industry and agriculture Generally

in this country.

Essentially a progressive industry, the life

of the country has already been profoundly

influenced by the automobile, and it is des

tined to be afiected even more deeply within

the next few years, for the automobile is

revolutionizing both business and social life

in town and country.

in the development of farm life and bring

ing of town and country closer together by

means of better transportation facilities. the

good roads movement stands out pre-eminent,

and as advocates of good roads the automo

bile interests have been in the front rank

from the beginning. Resolutions indorsing the

good roads movement as advanced by the

National Highways Association were adopted

at the Houston meeting. and every dealer will

exercise a helpful influence in his community

for bringing about the building and mainte

nance of good roads. .

In fostering the good roads movement the

automobile dealers are lending strength to a

movement that will bring incalculable bene

fits, financial, social and educational, to rural

communities—a movement which can only be

compared with the rise of the automobile

itself in its power to revolutionize and im

prove conditions of life in the country. Good

roads and automobiles go together. Each

loses much of its usefulness without the

other.

The automobile dealers of Texas are play

ing a big part in the building up of the State.

The influence of such a clean. progressive

organization is to be welcomed in the work of

making Texas an ideal State in which to live.

~Reprint from Houston Post Editorial.

March 29.

Ad for Car-Oiling Specialist

Editor Motor World: Have just pur

chased the equipment of the North Side

Garage and am installing trestles and

pits. I intend to call the place “North

Side Oiling Docks," making a specialty

of oiling chassis, etc. This is something

entirely new in this town, so it must be

well advertised at the start.

Would like you to arrange an ad that

can be used either as a letter or printed

on cards of about postcard size, that can

be mailed or distributed in cars. This

ad should be arranged so as to call the

motor car owner’s attention to the parts

he has neglected oiling, such as springs,

brake-rods, shackle bolts, etc. I will pay

particular attention to transmissions and

differentials.

Will also recommend filling oil base

with a good quality of new oil at this

particular time (the beginning of the

season), which I will have on sale. All

work will be personally instructed.

This ad should be so arranged that it

will be of interest to the reader, and care

fully read before being thrown away. My

slogan is “We take out the squeaks."—

Arthur P. Shultz, 813 Michigan Street,

Toledo, Ohio.

Answer—As copy for the advertise

ment or circular you want, we suggest

the following:

TAKE THE SQUEAKS OUT OF

YOUR CAR

Squeaks develop in your car be

cause it is difficult and dirty to

keep the cars oiled and greased.

Our specialty is taking out the

squeaks. We lubricate the springs,

brake-rods, shackle bolts and other

parts, with special attention to

transmission and differential. Let

us put your car in good condition

NOW so you can get

ENJOYMENT FROM SUMMER

DRIVING

We have special equipment that

enables us to do this work in the

shortest possible time. It is a good

investment. It prevents wear and

repairs.

NORTH SIDE OILING DOCKS.

We have not said anything in this

copy about recommending oil for the

base of the motor, because that is just

one more thing the customer will have

to pay for, and we believe you will get

best results if you first get his confidence

on the 'oiling proposition and then rec

ommend the oil personally after he has

come to you.

More Tax Data

Editor Motor World: Regarding your

answer to L. *C. Bell of the Bell Motor

Co.,~pertaining to war tax, I do not think

you quite caught the point to the ques

tion. I think he is asking about the rul

ing of the Internal Revenue Department

in such cases. We had a shipment arrive

at just about the same time as his, which

was prior to Feb. 25, and we did not take

up the bill of lading until March 4, on

account of the weather, and the Ford

Motor Co. wrote us that the Department

had ruled that we must pay the 5 per

cent rate in such cases. This seems like

a reasonable ruling, for I believe the title

does not pass until the sight draft is

paid, while with ordinary accessories the

title passes when delivered to the rail

road company, if shipped on open ac

count. Some jobbers are charging 4 per

cent war tax on everything shipped since

Feb. 25, while others advertise to ship

tax free during April.--F. B. Ivine,

Northwestern Motor Co., Linton, N. D.

Answer—Perhaps we did miss the

point in our answer to Mr. L. C. Bell.

As you state, the ruling passed onto you

by the Ford Motor Co. seems reasonable.

Our opinion is that most of the rulings

will be made as outlined in your letter

of April 9.

Automobile Dealers’ Clearing

House

Editor Motor World: Will you kindly

inform me if you know of any auto

mobile dealers’ clearing houses and de~

tails of same, and if successful?

Long Beach automobile dealers are

trying to solve the used-car problem,

and are just organizing. We want to

place the business on a higher plane. We

want to put our used cars in good con

dition, probably guaranteeing them for

30 days, and want to make money on

them. We are entitled to it.

Any information you can give me along

these lines will be greatly appreciated.—

Frank C. Lawler, dealer in Maxwell cars.

Long Beach, Cal.

Answer—Probably the best strictly

dealer association exchange such as you

have in mind is in operation in Grand

Rapids. If you will address a letter to

the Automobile Business Association of

Grand Rapids at the Hotel Pantlind, it

will give you all details about it.

Quite a long time ago we had a story

in Motor World about it. Briefly, they

operate as follows: The association

maintains an appraiser. When a car

owner wishes to trade his car, he is

directed to go to this association and

have an appraisal price put on it. The

appraiser checks the car over for me

chanical condition, determines how much

will have to be spent on it to put it in

salable condition, and also estimates what

the car will bring after it is put in shape.

From this possible resale price he de

ducts the estimated repair cost and the

dealer’s profit and gives the car owner

a card, which is a certificate as to the

valuation of the car, good for ten days.

Dealers require the car owners to show

these certificates before they will take

cars in trade.

The dealers depend upon their co

operation to hold one another to these

certificate prices, although it is generally

understood that a dealer in any particu

lar can afford to allow a little more for

one of his own cars than he can for an

other make, and invariably he can get

more for this same car when he resells it.

There is also a used-car exchange in

Troy, N. Y., which is a corporation in

which the dealers hold stock, and which

disposes of used cars in a central mar

ket. It is operating successfully. Most

dealers seem to prefer the Grand Rapids

idea, because in the last analysis it is

better for a dealer to keep his used-car

business within his own place of busi

ness, and this can be done under the

Grand Rapids idea. However, any plan

that solves this problem is good.



April 23. 191,

MOTOR WORLD

GARAGES

llnuIlllltlllllllllllll"lllllmmllmflllllmlllllll

These Plans Are Better

Editor Motor World: I am- enclosing

a sketch of our property located on South

Main Street in this city. This shows the

building as we propose to rebuild and

improve it, and its relation to the sur

rounding property.

The main part of our lot is 35 x 210 ft.

We realize that this is too narrow, but

we have occupied this same building for

about 16 years. so we hesitate to change

our location. Then, too, as our business

consists of car sales. accessories sales

and service work, and not of a general

garage business, we believe we can make

this building do.

You will note that the building is di

vided into four sections. There is

an old two-story brick, 35 x 60 ft. This

we propose to remodel by putting in a

new front and a driveway at the north

side. There is also a frame building 35 x

90 ft. This will be torn down and re

built for use as the garage. We have

not decided whether to build it one or

two stories high. By making it, two

floors we would have to put in a hand

elevator and use this for new car storage,

paint shop, etc. However, an opening

would be necessary for a skylight to pro

vide light to the stockroom and to the

office through the large window. A new

one-story shop, 35 x 60 ft., was built last

year and is now in use. The present

entrance to this is from the alley.

The east end is all glass. There are

eight windows on the north side and

a skylight over the part where we expect

to install our machinery. So you see we
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We shall be glad to draw a plan for you or give you any other aid in your building, free of charge. But be sure to

send full details, including a sketch of the plot, showing position of streets

mmfllflnllll"MlllllllllllllllllllllIlllllllllllllllllllllIllIIllllllllllllllllllllllllllllllllllllllllllllllIlllIllllllllllllllllllIIllIIIlllIllllllllllllllllllllllllllllllllllIll|llllllllllllllllllllllllllllllllllllIlllllilllilllllllllllmllIlllllllllllsllldlll‘lllllllllllflfllllllllllmfl .

 

  

Here is a good layout for an accessory showcase. It is conspicuous and at

the some time agreeable to the eye, and the articles for sale are inviting to

the customer

have plenty of light. We also own a

small piece of ground, on which we will

build an addition to our shop, 40 x 43 ft.

When completed we will have a show

room 23 x 45 ft., stockroom, garage,

washrack and repairshop.—C. A. White

& Son, Delaware, Ohio.

Answer—If you feel that you must

have a front entrance for cars, then we

are quite sure that your present design

cannot be improved on. At the same

time we are submitting a plan showing

how we should lay out this building. We

can see no particular disadvantages to

our design—even the narrowness of the

plot is not serious the way we have done

it, and we can see many advantages.

Our shop provides for just as many cars

as yours does; our garage space provides

for twice as many cars as yours; our

showroom is as arge as you require; we

have found room for an accessory store

and stockroom—very, very necessary

features.

The shop can be adequately lighted by

free use of skylights. Skylights are

every bit as good as, and in some re

spects better than, windows; but be sure

that you use plenty of them. This ad

vice also applies to the lighting of the

paint shop, office and other rooms in

which windows cannot be used.

You ask if you should build a second

story. If you use our plan you will have

as much capacity without it as you will

with it using yours. However, if you
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This plan calls for a lot 207 ft. long and 75 ft. wide at the rear, where the cars are stored. The front part is narrower
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prefer-your plan and feel that you must

have the extra space that the second

story will afford, then there is nothing

to do but to build it, even though by so

doing you cut off some of the lower rooms

from the skylight illumination which you

were planning.

If you adopt our plan, we suggest that

in storing cars in the garage space you

place the longest car opposite the short

est one, as indicated by the sloping lines.

This will give you a maximum of aisle

space. This space is not very much for

the storage of two rows of cars, but it

is sufficient, especially when the cars will

not be moved as frequently as in a public

garage.

It is realized that moving a car in or

out of the paintshop requires a rather

sharp turn, and it is intended that some

form of taming jack be used in the

maneuver. If you object to this, place

the shop toilet some place else and use

an entrance somewhat as you have indi

cated on your showroom plan.

You will appreciate that your plan and

our plan may be used in various combina

tions which might suit you better than

our plan as it stands. We strongly ad

vise you, however, to use our plan just

as it stands, as we believe it is quite the

best for the purpose.

 

An L-Shaped Building

Editor Motor World: I am enclosing

a ground plot for an L-shaped garage,

the repairshop of which is to be on the

second floor of the rear building.

We wish to include in the ground floor

storage, washrack, accessory room, ofiice,

private ofiice, toilet, etc. The second floor

will cover the rear building only, cover

ing a space 112 x 48 ft., in which space

we wish to have a repair and machine

shop, battery room, vulcanizing shop, etc.

We also wish to have locker space on

the first floor, as we have quite a large

transient trade, being the official garage

for the Hotel Penn.—Hotel Penn Garage,

York, Pa.

Answer—Herewith is a plan drawn ac

cording to your request. We could give

you a much more satisfactory layout for

this particular plot by placing the shop

on the first floor and using the whole of

the second floor for a garage, and we

shall be glad to do this if you so desire.

 
 

THAT wmnow DISPLAY

A window display is a necessity,

but it must be looked after as care

fully as a drygoods store window

downtown. Take a glance at mine.

It is changed every week. If you

are out to buy a loaf of bread and

come to a bakery where the window

in a mixture of bread, flies and

dirt, you pass on to one where the

window is clean. The same rule

is just as important in our line.—

J. W. Prather, parts manager,

Maxwell, Chalmers and Winton,

Kansas City.
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This is an attractive front, providing a car entrance at the side and an

entrance to the showroom at the center. This lends itself well to a good

display without interference from the service departmnt

 

 BENC H f

TOOLS ‘

& l

.7 4 DAD76

. I l

l , - ‘ EMEDY i
SHOD O

7 il'l' ' APPOQO

  

  

( OVER PEAR vwwmc)

DDILLO
  

VULCANIZING
BATTERY

- WORK i

 

 

  

 

  

~

  

An L-shaped building on a lot 55 ft. wide at the front.

STOCK  

W

M .

WCAHSE

STODE

 

   
112 FT -*

.__ -------_- __--_________.____...._________.e_______..__---~1

pm BU/[DLVG ;

112 x 45w. i
   

g]

MASH DA'cic
  

DEAD STORAGE LOCKEQ

DOOM

  

l--———QGr1-»-——-l

  

15 CABS

H.057" H00.0

 

 

 

 

  

 

  

i ..
lI l-l<

: f2

:

E

i B45EHEA’T
I a

' rumacr

COAL

AFarsi
 

- m: PENNcan!

' YUPI.If"

The shop is built

over the rear building



April 23, 1919

3iMOTOR WORLD

‘64;RETAILNst ‘

New Truck and Tractor Dealers

The Zeahringer 4.. Owen Co., Muscatine.

lowa. will open two Dort truck sales agen

\‘lQS, one in Muscatine and one in Daven

port.

The Aubry Motor Co., Perry,

distribute Bethlehem trucks.

The Stevens Corp., Sioux Falls, 8. Dak.,

has been organized by Walter E. Stevens

with a capital of $2,000,000 and will take

over the territory allotted to the W. E. Ste

irns Co. for the distribution of the Republic

truck.

The Parsons Motor Corp., Atlanta. Ga..

Southeastern distributor of the Stewart

truck, recently closed a deal whereby the

Southern States Electric Co.. Birmingham.

Ala. becomes the northern Alabama repre

sentative of the Stewart. The latter con

l-ern has also just recently acquired the

agency in this territory for the Cleveland

tractor.

The J. W. Goldsmith-Grant Co., Atlanta,

in., handling the Hudson and Republic

irucks, has opened a new place in Chatta

nooga, under the name of Marshall Automo

hiie Co.. which also will handle the Hudson

and the Essex. Reese Marshall, who for a

number of years was with the Goldsmith

vIrant company. has been placed in charge.

Charles Graves, Des Moines, representing

the Consigny Motor Truck Co., has opened

.1 truck sales agency at Estherville. Iowa.

Boulevard Auto Co., Grand Rapids, Miclr.

has secured the western Michigan distribu

non agency for Napoleon trucks, manufac

lured by the Napoleon Motor Co.. Traverse

City. Mich.

The ideal Motor Sales Co., St. Louis. is

introducing the Cleveland tractor with a

series or demonstrations in and near the

Iowa. will

city.

Arthur C. Brenckie, president Olympian

Car Co., 180 Fifth Street, Milwaukee. dis

Iributer oi' the Olympian in Wisconsin and

upper Michigan. has been appointed also dis‘

Among Dealers, Repairshops and Garagemen

NORTHWEST

D. H. Kuhlman, Fort. Dodge, Iowa, has

opened a sales agency there for Cole and

Chandler cars and will handle eighteen Iowa

counties.

George Her-nan, Sheldahl, Iowa, has sold

his interest in the Sheldahl Auto Co. to

Richard Hedlend.

Looker Bros. & Bateman, Sioux City,

lowa. have purchased the A. M. \Vall Garage

at Mason City, Iowa.

Fred Parcell, Des Moines, has bought the

Hilbert Garage. Gilbert, Iowa.

tributer of the Denby truck in the same

lerritory.

The Bethlehem Motor Sales Co. has been

organized to sell the Bethlehem trucks in

St. Louis. George A. Blistain and E. A.

llonggood are the organizers.

T. G. Voung Co., Seattle, formerly Mack

distributor, has taken the agency for the

Service motor trucks and Troy trailers and

the Duplex 4-wheel drive truck. Temporary

quarters have been established at 1512

Eighth Avenue.

Frank M. Foster, Detroit, has taken on

the loeal distribution agency for the Olds

mobile Economy truck.

The Auto Truck Service Co., Milwaukee.

has been appointed distributor for the Stand

ai'd motor truck in the Wisconsin territory.

Taylor's Motor Car 00., Portland. has

laken the agency for the D-E truck in

Oregon.

The Mitchell, Lewis &. Staver Co., Port

land, will distribute the All-American truck

for Oregon and Washington.

R. M. Purdy, O. V. Recal- and F. M. Bau

siuagh, Tulsa, Okla., have organized the

Purdy Motor Corp., an exclusive truck or

ganization, handling the Bethlehem truck.

New Affordable Motor Truck Dealers

Affordable Truck Sales Co., San Francisco;

i.. H. Sacket, Los Angeles; Affordable Truck

Sales Co. of Kansas City; Affordable Truck

Sales Co.. Chicago; Tractor Distributing

Co., Albany; H. R. Larcombe, Wiidwood.

N. J.; S. J. Davis, Dallas. Tex.; Saskatche

wan Sales Agency, Regina, Canada: Mel

Stringer, Forty-sixth Street Garage, Cleve

land; N. Brown. Atlantic, Iowa; F. B. Kline.

Norton, Ga.: C. B. Clark. North Loup, Ncb.;

Mission Mercantile Co., Mission, Tex.; Davis

burg Garage. Davisburg, Mich.; Mansfield

Mercantile Co., 'Winnebago. Neb.: Peters &

Olson, Wausa, Neb.

Orvia Lovrien, Humbolt. Iowa,

out to his partner, A. 1.. Conwell.

The Automobile Exchange, Waterloo, has

been incorporated with a capital stock of

$25,000. F. A. Holmes is secretary.

T. A. Rake, Rake. Iowa, has sold a halt

interest in his business to Oscar Quann.

Estes Bros. 4 Co., Cedar Rapids. Iowa.

have bought the John Barnett Garage build

ing and will move to 112 South First Street,

West.

c. A. Phillips, Carroll. Iowa, has bought

the Carroll Tire Co. from W. J. Roden and

changed the name to the Rite Way The Re

mir Co.

has sold

Walter A. Carter, Hampton, Iowa, has

purchased the interests of his partner, L. G.

Thomas. and will conduct the business in the

future.

E. J. and R. G. Sieh, Sioux City, Iowa,

have formed the Sieh Tires Sales Co. and

will distribute the General tire.

The RudlcilI-Sklnncr-Smlth Co., Boise.

Idaho, is the name of a new concern which

will distribute Allen cars and deal in tires.

Robert E. Grundemeyer, Spirit Lake, Iowa,

has bought an interest in the Harry '1‘.

Lyman motor car sales agency and the firm

will now be known as the Lyman-Grunde

meer Auto C0.

Hlnmon. a. Funk, Nashua, Iowa, have

opened the Loos Garage.

A. H. Watson, Rock Rapids. Iowa. has re

tired from the motor car business and will

he succeeded by the Buick Auto Co.

The Zeahringer Garage, Muscatine, Iowa,

has been purchased by H. J. Lewis. C. H.

Griffin and J'. H. Wickey.

Ed. and John Hoan, Marengo, Iowa, have

purchased the River to River Garage there.

The Overland Garage, Dyersvllle. Iowa, has

moved into new and larger quarters.

Jongeward, Sheldon, Iowa, has pur—

chased the C. E. Rowe Garage at Matlock,

lowa.

Cruc 6. Krlea,.'l‘erill, Iowa, have dissolved

partnership and the business will be con

tinued by Mr. Crue.

The Cllnton-Oakland Co., Clinton, Iowa.

has been formed by L. F. Schroeder and

George Rice and opened saiesrooms at 5l5

Second Street.

D. C. Nicholson, Boone, Iowa, has bought

:in interest in the Crary Motor Co.

G. Green, l'Iliott, Iowa, has sold his inter

cst in the Kirk-Green Auto Co. to J. M.

Hunston, Griswold, Iowa.

Oscar Ghere and Elmer Turner, Marshal

town, Iowa, have bought the Marsh Garage.

i5 Vi’est State Street. » >

Roy S. Gronnall, Gienwood. Iowa. has

bought the repair business of the Grennell &

Huiiey Garage.

L. E. Harrison, Nashua, Iowa, has sold

the Ford Garage to C. F. Patterson of Par

kersburg.

The Midwest Motor Co., Davenport, has

incorporated with a capital stock of $200,000.

Charles B. Kaufman is president and treas

urer and Paul Riessen of Stockton, Iowa.

secretary.

The Sixth Street Garage, Boone, Iowa. has

been sold to J. V. Carlson. .

Harold Travis, Cedar Rapids, Iowa, has

bought the Eighth Street Garage from

Fisher Brothers.

John Eishen, Kellogg, Minn., bought the

new garage of Phillips Bros.

E. J. Zenke and A. M. Speltz, Roilingatone.

Minn, bought the Kimmol & Meyers Garage.

Hiitner & Nentl, Melrose, Minn.. have suc

ceeded Wells & Hiltner, H. B. Wells selling

[0 John Ncnll his interest in the garage firm.

Charles Bramer, Harmony, Minn., leased

his garage to Cunningham & Rice, Cresco.

lowa.

Mellne Bros., Lindstrom, Minn.,

their garage. to Shafer. Minn.

Palm 6. Moberg, Murdock, Mlnn., dissolved

partnership in the garage business, Axel

l’alm continuing.

R. C. Ralnes, Mitchell, S. D., bought an.

interest in the Ilozum Motor Co. Garage and

will be manager. ‘

J. H. Bartle, Valley Springs. S. D., bought

the L. C. Christenson Garage.

The Graehi-Roberts Co., Butte. Mont... has

incorporated at $40,000 to carry on an auto

mobile business.

W. N. Jones, Haveiock. N. D., bought the

Havelook Garage and will move it to Main

Street;

J. W. Movlua, F. B. lnltad and G. W._

Movlus, Fullerton. N. D., as the Oakes Auto

& Machine Co.. have bought the J. B. Gron

hock business.

William Stlely, Rolla, N. D., bought a half

Interest in the Rolls. Garage.

Matt Johnson, Pierpont, S. D., bought the

L. J. Case interest in the Pierpont Garage.

Moran Broa., Emery, S. D., bought the H.

Cass-en Garage business.

J. W. Mendenhail and Patrick Bakke. Har

din. Mont. have leased the W. 0. Lee

Garage.

Samuel Grossman, Glasgow. Mont.. bonglll

the interest of Miss Belle Grosaman in the

Grossman Motor Co.

Stuart Brom, Helena, Mont., bought the

\Valker Garage, 11 North Davis Street.

John Jones, Ryder, N. D., bought a half

interest in the Jones Auto Co.

J. L. Ketten, Detroit. Minn., has bought

the interest of his partner, Oscar Hammer.

in the Detroit Motor Co.

The Awrey Garage, Hawley, Minn..

been sold to Asensee Bros, Oriska, N. D.

The Lotford Garage. Bemidjl. Minn, has

been sold to F. H. Goughnour, Detroit.

moved

has
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L. J. Alberto, Deerwaod. Minn., will move

his garage to lronwood.

J. E. Blom and C. A. Olson, lronton. Minn.,

bought the lronton Garage from P. D. Kreit

ter and will install repair machinery.

Hervey Bros., Chatfield, Minn.. sold their

garage and Buick agency to the Case Auto

Co.. Rochester, Minn.

Northern States Motors, Inc., 1609 Henne

pin Avenue, Minneapolis. will distribute the

Auburn car.

A. L. Fenton, Alden,

Dann Hall Garage.

E. C. Dudley. Pine City. Mlnn., has bought

Minn, bought the

all the inierests in the Dudley Battery

Service. -

R. M. McGlashan, Motley, Minn., bought

the C. W. Akin Garage.

Hughes 6. Gildemelster, Grand Rapids.

Minn., bought the Al Wellein Mutual Garage.

H. J. Bishner 6. Son, Wells. Minn.. have

taken over the Behrnes 8: Carney Garage.

Andrew Moe and Oled Brandt, Ruthton.

Minn., have bought the Ford Garage.

J. K. Johnson, Cogswell, N. D., has bought

the Bullls Garage.

Movius d. lnqstad. Oakes. N. D., have

leased the Weston Garage and will handle

the Overland car.

Thomas Williamson, Nortonville.

has bought the local garage.

- A. H. Johnson, La Moure, N. D.. has

bought the Herman Goehl interest in the

La Moure Garage.

Anton Berger and Lewis Schnacherer,

Richardton. N. D.. have sold their interest in

the Richardton Motor Co. to S. Hoffman.

member of the firm.

M. H. Johnson, Montpelier. N. D., has

bought the Gilbertson interest in the Mont

pelier Garage.

L. S. Handy, A. H.

Slettum, Underwood. N. D., dissolved part

nership in the Handy Garage.

Ostrelm &. Long, Vi‘imbledon. N. D.. dis

solved partnership and Joseph Ostreim will

continue the garage.

Spaulding 6. Harrison, Fargo, N. 1).. sold

the Fargo Motor Sales Co. to J. J. White,

Cogswell. N. D.. who has changed the name

to White Motor Sales Co. The company

sells Fords and maintains a garage.

Blmm a, Ronnlng, Sherman. S. D., bought

Motor Inn from Harold Hanson.

N. 1)..

SOUTH

The Charles W. Tway Co., Atlanta. Ga..

has become distributer for Atlanta and vicin—

ity of the Atlanta-built Hudson Six. This

car has had considerable sale in the South

and the institution backing it is owned and

operated by Southern business men.

C. H. Rice Motor Car Co., Wheeling. Vi'.

\'a., will open at the corner of Twentieth

and Market Streets. The company will deal

in repair cars, trucks and machinery.

The Fred G. Joyce Automobile Cole place

at Chattanooga was damaged to the extent

of $100,000 recently by fire. Joyce is one of

the pioneer dealers of the South and imme

diately opened up temporary quarters.

SOUTHWEST

The Gillette Tire Co. of Chicago has

opened a branch in St. Louis. A. L. Martin.

secretary-treasurer of the company. is in

charge.

The Franklin-Ross Motor Car Co. has

opened a saiesroom at 2818 Locust Street.

St. LouiS. to sell the Franklin car. A. G.

Ross. the organizer of the company. has

been with the Franklin distribution in Chi

cage for four years.

The Gebhardt-Frizzell Auto Repair Co.

has been opened at 3888 \Vindsor Place. St.

Louis. The company will specialize on

Knight motor and electrical work.

Slettum and M. Af

Holman Johnson, for years manager of a

salesroom service station, has opened the

Plymouth Garage at Plymouth and Hamil

ton Avenues. St. Louis.

The Exide Depots, Inc., has leaed 3408

Lindell Boulevard, St. Louis, for a service

station. The premises contain a 40-ft. front

building and a 40-ft. front vacant lot which

will be used for service.

PACIFIC COAST

Frank A. Rivers Co., 1928 Westlake Ave

nue. Seattle, has opened a new tire rebuild

ing establishment.

George W. Miller Co., Seattle, is making

alterations at its used-parts salcsroom at 715

East Pine Street that will give 10.000 addi

tional square feet of floor space.

A. F. Blangy has purchased the business

of W’. Copek, authorized Ford dealer. at 1'02

Broadway. Tacoma. \Vash. The name of

the firm will be Blangy Motor Co.

W. S. Folger, formerly of San Francisco.

has opened a tire shop on University Avenue,

Berkeley, Cal.

The Service Garage at Gait. CHL, has been

opened with equipment for repairs and vul

canlzing.

W. V. Fisk has opened a tire and acces

sory department at 647 Higuera Street. San

Luis Obispo, Cal.

Hunter 6. PidQeOn have opened the Mission

Repair Shop & Accessory Co. at 1207 Va

lencia Street. San Francisco.

E. J. Hagensen and Norman Reed, as co

partners. have purchased the Owl Garage at

1210 Valencia Street. San Francisco.

The Casler-Tremayne Tire Co.. manufac

turer of Casler Double Strength tires, has

opened retail salesrooms and a manufactur

ing plant at 1695 Market Street, San Fran

clsco.

A. J. Rose, proprietor of the Mission

Garage. Valencia and Twenty-sixth Streets.

San Francisco. has added a taxi department.

The Exposition Auto Supply Co., J. Rutis

huser, manager. has opened a store at

Twenty-first nnd Valencia Streets. San Fram

cisco, with a stock of tires and accessories.

The Hill-Smith Metal Goods Co.. Boston.

manufacturer of Minute Demountable wheels

for Fords, has opened a Pacific Coast branch

in the St. James Hotel Building. on Fulton

Street, near Van Ness Avenue. San Fran

cisco, with W. W. Bendell as manager.

The Johnson Tlre & Rubber Works, 1225

J Street. Sacramento. have installed a re

treading plant.

J. K. Barnett, proprietor of Barnett's

Garage at Modesto, Cal. has secured the

county agency for Mohawk tires and Zenith

carbureters.

The Floyer Sales Agency, Manila. Philip

pine Islands. has been appointed sales agents

for the Orient of the Lathun Auto Supply

Co. of San Francisco.

0. R. Austin has purchased the garage at

1522 Ninth Street. Modesto. Cal.

J. R. Holler. formerly manager of Parks

Garage at Oakdule. has opened a repairshop

in Modesto. Cal. specializing on Fords.

Ray Brown, formerly manager of the Sac

ramento branch of the Stretchless Inside

Tire Co., has opened a tire store and vul

canizine shop at 1213 J Street. Sacramento.

and will feature Firestone tires.

The Studebaker Garage at Modesto. Cal.,

has been purchased by G. W. “’nrren of

Stockton and renamed the Modesto Garage.

The Auto Tire Repair Co., Sacramento. has

moved into its new building at 1016 Four

teenth Street.

The Reed Tire 60., Sacramento and Stock

ton. has opened a. branch store at 535 Broad~

way, Chico. Cal.

The Walker Garage, Hoquaim. Wash, has

been purchased by O. F. Gloystein and

George Wise.

J. G. Mooney, Ritzvilie. Wash, has pur

chased the Peters Garage in that city.

The Baker G. Campbell Garage, Marsh

tield, Ore.. was recently destroyed by fire

with a loss of $15,000.

The Franklin-Wicks Co., Seattle. has

moved from Twelfth Avenue and East Union

Street to temporary quarters at Twelfth and

Pine streets. The company plans the con'

struction of a. new building during the

summer.

The Allison Burner Co., Seattle, recently

moved to new headquarters at 304 Pioneer

Building.

Peter Hennlng. Everett. will construct a

service station at Colby and California

Avenues. to cost about $3,000.

0. F. Gilbert, Hood River. Ore.. will con

struct a service station in that city.

The McNefl‘ Tractor 6 Auto 60.. Portland.

has taken the agency for the Holmes air

cooled six in Oregon.

Sunset Electric Co., Seattle, has opened

new quarters at 1509-11 Broadway.

S. E. Martin, of Klamath Falls. and E. L.

Hosley, of Merrill, Ore.. have purchased the

Ford garage and motor car business 0i

George Blehn. Klamath Falls. Ore.

Charles 1.... Harper, W'illard storage bat

tery dealer at Seattle. has taken the Wil

lard agency at Portland. He will continue

to handle the Seattle agency.

EAST

Rensselaer Vulcsnlzing Co., 450 Fulton

Street, Troy, N. Y., has changed its name

to Williams Tire & Rubber Co.

Victory Auto Shop, Latrobe, Pa.. has been

opened. with James N. McBride as manager.

at 1115 Ligonler Street.

H. H. Cable, Beaver. l’a., has bought the

garage building of the Snyder-Bonzo-Bakvr

Co.. East End Avenue.

Automotive Corp., Pittsburgh. Pa., will

handle Mitchell and Apperson cars. Sales—

rooms and service station have been opened

at 5864 Baum Boulevard.

Erie Pann Auto Co.. Warren. Pu., has

opened a salesroom at the corner of Penn

sylvania and Market Streets. It has the

agency for the Chandler car in that territory.

W. J. Wernahl. Pitcairn, Pa.. has pur~

chased the repair and storage business of

the Pitcairn Auto Co., at Wall Avenue and

Second Street.

Unlon Auto Supply 00., Pittsburgh, Pa.

has opened new salesrooms for its acces

sories at 212 Wood Street.'

Bialr-Fladford Motor Co., Meadvilie. Pa.

Crawford County representative for the

Dodge car, has opened its salesrooms at 952

Water Street.

MIDDLE WEST

L. C. Herman and W. H. Hill, Decatur.

ill.. have opened a garage and service sta

tion at the comer of Packard and “'ater _

Streets to be known as the North Street

Garage and Radiator Works. Later, the

firm will take the distribution of motor ve

hicles. Both have been engaged as me

chanics with the Mueller Mfg. Co., of Deca—

tur.

William L. Kern, Springfield. 111.. has

opened a. radiator shop at 204 West Wash

lngton Street. and will specialize in radiator

repair work.

Glenn and Clarence Trlestram, Spring

field. Ill., have opened a tire and accessory

store at 105 and 107 South Fourth Street.

They were formerly engaged in similar

business in Kalamazoo. Mich. They will

also do a vulcanizing business.
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virons and has opened salesrooms and head

quarters in the building adjoining the Grand

View Hotel, Kaukauna.

Walter Sanders and B. L. Brown,

Plymouth, Wis, have formed a partnership

under the name of Motor Service Co., and

have opened a garage and repairshop in the

former Oestreich machine shop at Mill and

Milwaukee streets. Mr. Sanders for a long

time was connected with the Deicher 8:

Arndt Garage, Plymouth.

The South Superior Motor Co., Superior,

\\'is., has been appointed Essex dealer. Ben

Gallium-r is manager.

The Sheridan Road Garage,

\\'is., is a new Oakland dealer.

C. C. Shepard, Madison. Wis, has opened

a tire store and repairsth at 122 East

Washington Avenue, and will act as dealer in

the Racine pneumatic and cord tires, which

he represented as a traveler in the north

section of \Visconsin for several years.

The Auto Body Co., Appleton, “’13., is

erecting a one-story addition, 301: 50, to

be used as a painting and finishing shop.

The Wyocene (Wis.) Motor Car Co. has

hcen acquired by H. J. Dunham & Son, Or

ville, of Pacific, \Vis. Bert Heinze, former

proprietor, and his brother, Oliver, have pur

chased the Rio Garage Co., Rio, Wis.

A. H. Dahi, Kenosha, \Vis., Ford dealer.

has purchased the Russell Bros. garage, Ex

change and \Visconsin streets, Kcnosha. It

is 100 x 150 and one of the largest public

garages in Wisconsin. Russell Bros. will

limit their business to the livery and taxicab

business and will open in a new location.

The Miami Storage Battery Co. is the

latest accessory firm to start in business in

Dayton. It will be made headquarters for

the Orest—O-Lite battery.

Sam Meissner, Detroit, who conducts three

large tire stores in that city, has just taken

over the distribution of the Gordon line of

automobile and truck tires.

The Philadelphia Battery Service Co. has

commenced business in Dayton, 9. service

station being installed. The company han

dles the Philadelphia battery.

A. Roebuck and L. Perl have taken over

the repairshop and accessory department of

the Boulevard Auto Co., Grand Raaplds.

Mich" and will conduct the business under

the name of Roebuck & Perl. The new firm

will also engage in the general repair busi

Kenosha,

11685.

Chas. J. Kcssler, New.chington, Ohio.

former postmaster, has taken on the Over

land agency and opened a salesroom oppo

site the courthouse.

CANADA

The Grace Motors, Ltd., Toronto, Ont., has

moved into its new sales and service plant.

This company is one of Canada’s largest

distributers of motor trucks and automobile

accessories.

NEW GARAGES

Bjork Bros. Auto Co . . . . . ..l’rinceton, Minn.

Smith & Handy . . . . . . . . . . ..Nashwauk, Minn.

Standard Oil Co. (station),

Thief River Falls, Minn.

Zi-iadson & Haakcnson....Manchester. Minn.

P. O. Nesvik . . . . . . ..St. Anthony Park, Minn.

“'m. Poppcnbcrger . . . . . . . . . . . . . . . . . .St. Paul

Dr. B. A. l’omcroy . . . . . . . . . . . . . . . . ..St. Paul

Standard Oil (‘0. (station),

Albert Lea, Minn.

& Nandel . . . . . . . . . . . . . . ..Menno, S.Orth

Moran

E. P. Osgood, Quincy. Ill., has opened a

tire and accessory shop at the corner of

Seventh and Main Streets. He will be dis

tributor of the Perfection tires in the Adams

County territory.

B. J. Gibson, Danvillc, lll., has been ap

pointed distributer for the Oakland car in

the Vermilion County territory and will have

an agency at 3 Jackson Street.

Frank J. S. Dalzcii, Peoria, 111., has opened

a tire and accessory store at the corner of

Main and University Streets.

H. W. Doenges and J. E. Dahmer,

Springfield, 111., have opened the Economy

Tire \Vorks at 869 East Monroe Street.

Double tread tires will be manufactured,

and a complete line of tires and other ac

cessories will be handled. They will also

operate a. vulcanizing plant.

The Garlock Sales Co., Lansing, .dis

tributer for Overland, Willy's-Knight auto

mobiles and Cleveland tractors. has opened

(or business. The company has chosen the

following officers: Presidcnt. M. D. Gar

lock; vice-president,. John Walsh; secretary

and treasurer, H. D. Bennett.

The Wolverine Sales Co., Lansing, Mich"

which handles the Studebaker line of auto

mobiles and trucks. is about to build a new

garage and sales building. The new struc

ture will have a 66 foot frontage on Capitol

Avenue and a depth of 110 it. It will be

two stories high and of brick construction.

The Pierce-Arrow Automobile Sales Co.,

Akron, has opened a. new service and sales

station. Besides carrying a complete line of

cars and trucks, it has increased its parts

department.

William Simon, Ohio.Portsmouth, has

opened an accessory shop at 905 Gallic

Street.

Curt Hamilton and 'Louis Stevens, [’om

eroy, Ohio. have opened a garage in the

Ebersbach Building.

Kelly Brothers, Toledo. Ohio. have opened

an accessory and used car salcsroom at 1116

Broadway.

City Garage, Defiance, Ohio, formerly con~

ducted by Harry Campbell, has been sold

to Zera Hammon and Leo Hummer. A

general garage business and repairshop will

be conducted.

L. F. Gfell, Norwalk, Ohio, has purchased

the tire business of \Villiam Gawnc on East

Main Street.

H. J. Adams, Fostoria. Ohio. has pur

chased the controlling interest in the United

States Garage Co. at TOchO, which is one

of the distributers of Reo cars.

Harvey M. and Cal Derr, Springfield, Ohio,

have opened a vulcanizing and tire repair

shop at 219 \Nest Main Street. They will

be local distributers of Swinehart tires and

tubes in Logan, Clark and Champaign

counties.

Palace Tire &. Rubber Co., Youngstown,

Ohio, of which E. H. Mayth is president.

has opened at East Commerce.

Columbus Tire &. Repair Co., Columbus.

Ohio, doing a general tire and tube repair

business, has been sold by S. L. Joncs to

C. R. Brown and J. C. Geren. who have

formed a partnership.

Edward R. Ormsby, formerly superintend

ent of repairshops for the \Voods Motor Ve

hicle Co., has opened an electric service sta

tion at 620 Court Street, Ottawa, Ill., giving

service to electric cars and trimming work

on both electric and gas cars.

The Ault-Apkin Co., Cincinnati, has been

organized to handle the Kissel Kar in that

city. The new company has taken over the

plant formerly occupied by the \Vestern

Motor Car Co.

The Towar-Ayers Motor Co., Detroit, dis

tributer for the Dcnby truck, has acquired

the distribution rights for the Olympian—

tour. made by the Olympian Motor Car (‘0..

Pontiac. - '

The Golden Motor Sales Co., Grand Rapids.

Mich., has added a new paint shop to its

garage.

The Swinehart Tire & Rubber Co.'a Cin

cinnati branch will shortly move from its

present quarters into a new building on

Race Street.

The Racine Rubber Co., Racine, “Us, is

about to open a branch sales ollice in Grand

ltnpids, Mich. Quarters have already been

leased. The oliicc will be in charge of Fred

1'}. anerstrom of Racine, Wis.

The Marathon Tire 8. Sales Co., Cleveland.

is now doing business in its new quarters.

8217 Euclid Avenue.

The Bloch Engineering and Storage Bat

tery Co., Cincinnati, has been appointed dis

tribuler for the Ever Ready Storage Bat

tery for Cincinnati and Hamilton County.

A. J.~ Doherty, Jr., Lansing, Mich., has

opened an automobile accessory and supply

store in that city and is running it under

the name of "Fred's Auto Shop."

The Becker Auto Co., Grand Rapids, Mich.,

has installed a paint shop and has secured

the services of Floyd Ames and Vern

Minion, formerly with the Cadillac Sales C0..

that city, to run it.

A. E. McGraw, Grand Rapids, Mich.,

formerly with the Chicago branch of the l3.

F. Goodrich Tire Co., has been engaged to

cover northern Michigan territory in the

interest of Goodyear products.

The Diamond Tire 6. Supply Co., Mil

unukcc, has opened headquarters and store

at llit) Oneida Street and will act as dealer

Ill Diamond tires, Silx'ertown cord and Good

rich truck tires. The members of the iirm

are W. H. Mason. who resigned March 15 as

nuthgcr of the Milwaukee branch of the

ii. 1". Goodrich Rubber Co., and James R.

l’ctlcy, head of the J. R. Petlcy Co., 445

Milwaukee Street, distributor of Diamond

mechanical rubber goods in \Visconsin.

The W. E. Riley Motor Co., 103 East Doty

Street, Madison, \\'is., has been appointed

Maxwell and Chalmers dealer in Madison

and Dane County by the Osmond-Kemler

Co., suite distributor.

The Service Auto Co., Clintonville, Wis,

Ford dealer, has acquired the garage and

equipment of the Clintonville Motor Co.,

owned by F. A. Spearbraker, Buick dealer,

who moves into the former Star Garage

building.

The Badger Tire Repair Co., 142 Oneida

Street, Milwaukee, \\'is.. has been appointed

Wisconsin distributor of the Century-Plain

iicld tires, made by the Century-Plainfield

Tire Co., Plainiicld, N. J.

The Goodyear Tire &. Rubber Co.’s Mil

waukee branch, covering the \Visconsln and

Upper Michigan territory, will move May 1

from 250 East \Vater Street to new and

larger quarters at 258 Milwaukee Street.

A. J. Scars is manager.

The Copeland Motor Sales Co., Milwaukee,

has been appointed distributor of the Grant

Six in Milwaukee County. workim,r under the

direction of the Bnchman Motor Co., Mil

waukee, distributor in Wisconsin and Upper

Michigan. A. E. Copeland, formerly man

ager of the Hotel “’isconsin, is head of the

new concern.

The Quality Tire &. Rubber Co., 468 Jet

ferson Sll‘cct, Milwaukee. has been desig

nated as Milwaukcellounty dealer in Fisk

solid tires. The company already is Gor

don tire distributer in a large southwestern

Wisconsin territory.

The Packard Tire Stores, Inc., Mil

waukee. has been incorporated with a capi

inl stock of $50,000 to establish retail tire

stores in Milwaukee County and other dis

tricts of \Visconsin. The incorporntors are

it. A. Packard, \V. L. Stutson and I". A.

Lange.

John Coppes, Kaukauna, Wis, has been

:ippointod Buick dealer in that city and en

Iiros'. . . . . . . . . . . . . . . . . ..Emery, S

J. A. Steincngcr . . . . . . . . . . . . . ..l’arker, S

i’uul l’cterson . . . . . . . . . . . . . . . . .Miller, S.

Nisscn-Jnmcs Auto Co . . . . . . . ..Doland, S.

S

S

S

S

Cliff Hales and W. l.aurinat..\Volsey,

Fred “'urfcl . . . . . . . . . . . . . . . . . ..Huron,

Edward Bushnell . . . . . . . . . . . . ..Newell,

C. w. Thompson . . . . . . . . ..Sioux Falls,

ppppppppp
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Dell Rapids Auto & Supply Co. (station),

Dell Rapids, S. D.

Edw. Anderson

Leonard Bradley (repairshop),

. . . . . . . . . .Jamestown. N. D.

Buffalo, Mont.

J. B. McGurk (tireshop)....Missoula, Mont.

George Hough . . . . . . . . . . . . . . . ..Baker, Mont.

George E. Mickel . . . . . . . . . . . . ..Wainut, Iowa

Frank Hart . . . . . . . . . . . . . . . ..Anamosa, Iowa

L. D. Stevens.... . . . . . . . . . . ..Hamburg, Iowa.

Henry County Battery & Electric Co.,

Mt. Pleasant. Iowa

Pennock Brothers (60 x 100),

West Branch. Iowa

Anderson & Mess . . . . . . . . ..Ida‘ Grove. Iowa

Hoover 8.: Foster . . . . . . ..Quasequoten, Iowa

Ben Colton . . . . . . . . . . . . . . . . . . . ..Osage, Iowa

James H. Palmer . . . . . . . . . .......Aibia, Iowa

George Feltes . . . . . . . . . . . . ....Believue. Iowa

Moore & Moore (40 x 90)....Maivern, Iowa

W. E. Deming . . . . . . . . ......Estherville, Iowa

Peterson & Hurto . . . . . . . . . . . . ..Vinton. Iowa

Gurcow Brothers (50 x 150)Sioux City, Iowa

Albert Wittman . . . . . . . . . . . . ..Humboit, Iowa

Standard Oil Co. . . . . . . . . . ..Davenport, Iowa

Oeiwein Auto Co . . . . . . . . . . . . . ..Oeiwein, Iowa

Henry Wagner (two-story concrete,

50 x 150) . . . . . . . . . . . . . . . . . . ..Portiand. Ore

B. M. Moser (one-story frame, 85 x 45,

$3.000) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Seattle

A. Tetsch (two-story brick, 100 x 100,

$12,000) . . . . . . . . . . . . . . . . . . . ..Portland, Ore.

George C. Banford (one-story brick,

50 X 100, $5,000) . . . . . . . . . . ..Portiand. Ore.

C. P. Barrette (brick. 49 x 100, $3.500),

Portland, Ore.

Gerber Auto Sheet Metal Wks (one-story

concrete. $12,000) . . . . . . . . . .Portland, Ore.

Beno & Ballls (one-story concrete, $7,000),

Portland,

Pennock Brothers . . . . ..West Branch,

Cline & “'arner . . . . . . . . . . ..Bloomfleld.

Drummond-Cromer Co . . . . . . . . . . .Aibia,

Norris & Kerr Co. . . . . ..Cedar Rapids,

Imler & Doolln . . . . . . . . . . . . . . ..Greene,

Collins Oil Co . . . . . . . . . . . . . . . . . . ..Albia.

Toledo Tire Co . . . . . . . . . . . . . . . . ..Toledo,

McVicker & Long . . . . . . .......Sheldon,

Ponsford Brothers & Langsford,

Waterloo,

Wastrom 8: Nissen . . . . . . . ..Iowa Falls,

Long 8: Mendenhall . . . . . . . . ..Sac City.

Honberger & Eerskin . . . . . . ..Hamburg,

Kamrar Garage ($25,000) .Webster City,

Auto Sales Co. . . . . . . . . . ..Marshailtown.

R. W. Joyce . . . . . . . . . . . ..Webster City.

Sioux City Storage Battery Co..

Rock Rapids,

Ore.

Iowa

Iowa

Iowa

Iowa

Iowa

Iowa

Ohio

Iowa

Iowa

Iowa

Iowa

Iowa

Iowa

Iowa

Iowa

Iowa

 
 

Stand Pat on Price

In selling used cars, trucks,

tractors, equipment or anything'

else to a farmer, stand pat on your

price. Make him pay right to the

mark or lose the sale. Once you“

cut, you always have to cut. Once

you stand pat, that man has the

greatest respect for you. Never

look for an opportunity to cut.

~Gene Brunk, former machinist,

now a farm trade salesman, Weber

Implement and Auto Co., St. Louis.

 
 

  

Shaefer 8: VVahe.. . . . . . . . . . . . . ..Adair, Iowa

O'Leary Auto Co . . . . . . . ....Iowa City, Iowa

L. Florine (50 x 100)... ..Cherokee, Iowa

C. E. McKeehan & C0. . . . . . . ..Atlantic, Iowa

International Mack Corp. ($25.000)..Spokane

G. M. Carter (35 x 120, $10,000).

Centralla, Wash.

Joe Konopka . . . . . . . . . ........Pe Eli. Wash.

A. E. Lindsay ($10,000) . . . . ....Nampa, Idaho

Motor Sales Corp. (one-story garage and

salesroom, 88 x 100, concrete and tile.

$15,000) . . . . . . . . . . . . . . ..Vancouver, Wash.

Leach & Christenson (60 x 80),

Hartford, Wis.

George Kamm (50 x 120)......Racine, Wis.

Milwaukee-Western Fuel Co. (30 x 133).

Milwaukee

Vi’iiliam Breitzman (40 x 130),

Janesviile. Wis.

John Coppes . . . . . . . . . . . . . . . .Kaukauna, Wis.

Roepke & Beversdori.’ (30 x 120),

Blrnamwood, Wis.

Sanders & Brown . . . . . . . . . . .Piymouth, Wis.

J. M. Ralston ($12,000) . . . . . . . .Albany, Ore.

Smith & Batten Motor Sales Co..

Defiance, Ohio

V. Guardino (90 x 100).....Brooklyn, N. Y.

Robert Mohr (38 x 120) . . . . ..Bethlehem, Pa.

W. M. Poole . . . . . . . . . . . . . . . . . . ..Atianta, Ga.

Jos. M. Curran (70 x 286)....Baltimore, Md.

' Durham Buggy Co. . . . . . . . . . ..Durham. N. C.

C. E. Barrett . . . . . . . . . . ..San Antonio, Texas

E. '1‘. Heyden (99 x 125) . . . . ..Omaha, Neb.

Yount & Galeener (80 x 150)..Sikeston, Mo.

Moss & Moss . . . . . . . . . . . . . . . .Kensington, Pa.

Mammoth Garage Co. . . . . ....Lexington, Ky.

H. Wagner _(50 x 150)... . . . . .Portland, Ore.

S. Calpaciaci (20 x 95).....Phlladeiphia, Pa.

Seattle Auto Co. (128 X 34) . . . . . . . . ..Seattle

John Haley (108 x 600, $10,000) . . . . ..Seattle

W. J. Mlllenbeck ($5,000) . . . . . . . . . . ..Seattle

International Mack Corp. ($25,000)...Seattle

Fulmer Bros. ($40,000) . . . . . . . . . . . .Yakima

H. H. Schott and William Halsey ($25,000).

Yakima

A. L. Cohen ($30,000. 120 x 108) . . . . ..Seattle

A. E. Lindsey ($15,000) . . . . ..Nampa, Idaho

B. O’Hara (100 x 100. $12.000).Portland. Ore.

S. Stritzinger (47 x 137, $7,500).

Portland, Ore.

(100 x 100. $10,000),

Portland. Ore.

W. E. Grlmshaw (120 1‘ 108. $16,000).

Seattle

Meerscheidt Bros. (110 x 65, $5,000)..Seattle

Roote Auto Top Co. (50 x 120. $10,000).

Vancouver, B. C.

The Willis C0.

Rose & Reid . . . . . . . . . . . . ......Ironton, Minn.

Nelson & Vi’yant . . . . . . . . . . . ..Wiilmar, Minn.

Frick & Barkley (battery service),

Pipestone, Minn.

Stanley Algren . . . . . . . . . . . . ..Kinbrae, Minn.

Yeadicke & Stalsky . . . . . . . . . . ..Aipha. Minn.

W. E. Hibbard . . . . . . . . . . . ..Northfield, Minn.

Underhiil & Velta . . . . . . . . . . . ..Canby. Minn.

Bergquist Bros. ..‘ . . . . . . ..Moose Lake. Minn.

Heppner & Dick . . . . . ..Mountain Iron, Minn.

Kretch Auto C0. . . . . . . . . ....New Ulm, Minn.

Kieter Auto Co. . . . . . . . . . . ..Moorhead, Minn.

Cari Meline . . . . . . . . . . . . . . . ..Shafer. Minn.

J. B. Chapel . . . . . . . . . . . . . . ..Marletta, Minn.

A. G. Jurgens . . . . . . . . . . . . ..Ortonviile. Minn.

Everet Vander Pol (sales). .Edgerton, Minn.

Harold Wood (addition),

Long Prairie, Minn.

Fred Collins (repairshop) . . . . . . . .Mlnneapolis

Boyd-Romasn Auto Co. . . . . . .Aberdeen, S. D.

J. H. Lemon . . . . . . . . . . . . . . . .Berestord, S. D.

Stoltz & Co. (Motor Inn). . . . . .Neweli, S. D.

E. Tedin . . . . . . . . . . . . . . . . . . . . . .Roshoit, S. D.

Emil Lorentzen . . . . . . . .Powers Lake. N. D.

Lindaas Bros. . . . . . . . . . . . . . .Mayviiie, N. D.

Edw. Anderson . . . . . . . . . .Jamestown. N. D.

J. J. Nedreiee . . . . . . . . ..........Minot, N. D.

Frank Armitage . . . . . . . . . . . . . . . .Burt, N. D.

George Noble . . . . . . . . . . . . . . . . . .Beach, N. D.

L. F. Smith . . . . . . . . . . . . . .. .. .Mandan, N. D.

J. D. Root . . . . . . . ..............Guelph, N. D.

Wm. Redmond . . . . . . . . . .Devils Lake, N. D.

James Roane . . . . . . . . . . . . .Hariowton, Mont

George Hough . . . . . . . . . . . . . . . .Baker, Mont

 

Acme Cylinder Grinder

HIS is a cylinder grinder for use in connection with a

lathe. The grinder proper consists of three parts, the base

plate which is bolted to the face plate, the cross slide to which

the spindle is fastened and the adjustable angle plate which

is mounted on the carriage of the lathe. The cylinder block

is clamped to the angle plate in such a position that the bore

of the cylinder to be ground is in line with the axis of the

headstock. The grinder head which is mounted on the face

plate is eccentric, the amount of eccentricity being controlled

by a micrometer screw which in turn controls the diameter

that the cylinder is being ground to. A countershaft sup

plies power to turn the grinder wheel and as the distance be

tween the two pulleys changes as the headstock turns around.

a weighted pulley takes up the slack. The grinding wheel

turns at a speed of 4000 r.p.m., while the headstock revolves

at a slow speed. The capacity of the machine is for cylinders

from 2% in. in diameter up and up to 12 in. in depth. The

equipment is complete with countershaft, diamond dresser,

dresser holder, six grinding wheels and the necessary

wrenches. Price $175.—Continental Grinder Co., Inc., 2840

2848 Fremont Avenue South, Minneapolis.
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SCHEBLER MODEL "A"

PLAIN TUBE CARBURETEH

This is a plain tube carburetor

built around the Pitot principle

utilizing the differential head

created by an upstream and

down stream tube to control the

iuel delivery. The low speed or

idling device delivers fuel and

air at the edge of the throttle

disk to its closed position.

There are two gasoline needle

adjustments, one for low speed

and the other for high. There

is also a starting shutter in

the air intake and a gasoline

strainer in the bottom of the

bowl. Adjustment is provided

for warming up the engine.

Made in 1, 1%, 1%, 1%, 2 and

21,1, in. sizes in the vertical type

and in a 1 and 1% in. in the

horizontal type. Prices $19.50

for 1 in., $21 for 1% in.—W'heel

er-Schebler Carbureter Co., in

dianapolis.

KNICKERBOCKER NO. 8

LUNCHEON SUIT CASE

This is r luncheon case which

when the articles are properly

flowed and the case folded up

r-is-embles a suit case. The cov

cring is in black enamel drill

with leather bound edges. The

lining is washable material and

tiere are removable food boxes.

pads for dishes, etc. The equip

ment consists of white enamel

plates and cups. plated knives,

forks and spoons. Glass butter

and sugar Jars, salt and pep

r-er shakers are also provided.

The equipment is sufficient for

four or six persons—Knicker

bocker Case Co., Knickerbocker

Building, Chicago.

CASCO TEST PET COCK

This is a test pet cock for

Fords or other cars in which the

height of the oil is determined

by means of a pet cock. Under

ordinary conditions a spring

keeps a steel ball on its seat

and prevents the oil from com

ing out. but when the plunger

is pulled out this compresses

the spring and allows the ball to

home away from its seat and

the oil drips out through the

hole. The plunger can be pulled

out either with a hook or with

a wire.—Casco Mfg. Co., Thom

asville. Ga.

  

Schebler Model A Carburetor

Knickerbocker Luncheon Case
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Automotive Equipment

  

Merchant‘s Chain Tlghtener

 

  

 

 

Piunkett Shock Absorber

Superior Anti - Rattler

  

ii“
iliililllliIllllllllllllllllllllillllliliil

other parts of the steering gear

from the axle when the bushing

is being replaced. Price 80

cents—Stevens & Co., 375

Broadway. New York City.

MERCHANT'S SKID-CHAIN

TIGHTENER

This is a spring device for

keeping the skid chains tight

and allowing them to creep

around the wheel at the same

time. The arrangement of steel

rods equalizes the work of one

spring and gives an equal ten

sion at all points of contact with

the chain, and at the same time

takes up the slack in the chain

as it wears or as the cross

chains break. Price $1.——M. H.

Merchant's Corp., 236 Emma

Street, Syracuse, N. Y.

PLUNKETT SHOCK ABSORB

ERS FOR FORDS

These are coil-spring shock

absorbers tor Fords. one being

placed over the center of the

front axle and two being placed

over the spring hanger of the

rear axle. Can be attached

without the use of any other

tools than a wrench.—Plunketi

Shock Absorber Co., Inc., 323

327 Washington Street. Brook

lyn, N. Y.

SUPERIOR ANTI-RATTLER

This is a coil-spring device

which is Inserted under tension

between steering arm and the

tie rod and keeps the bushing

01 the steering arm tight

against the pin in the yoke.

Made in tour sizes. No. 1 for

Chevrolet 490, No. 2 for Ford

and Dodge, No. 3 for small

Mitchell and No. 4 for large

Chandler. Price 75 cents per

pain—United States Automatic

Spring Co., Napoleon, Ohio.

WAYNE PORTABLE WHEEL

TANK

STEVENS NO. 2714 BUSH

DRIVER SET FOR FORDS

This is a bush driver set for

(he Ford steering arm bushing.

The set provides an anvil which

also acts as a concentric sleeve

to guide the punch which drives

out or inserts the bushing. The

anvil eliminates the step of re

moving the steering arm or

Stevens Bush

Driver

Wayne Wheel Tank

This is a portable wheel tank

for the storage and distribution

of gasoline and lubricating oi..

it consists of a 50 gal. gasoline

tank fitted with gallon pump and

10 gal. lubricating compartment

with pint pump. It is equipped

with large rubber tired wheel

'and is built to a. measure of

szifcty prescribed by the Na

tional Board of Fire Under

writers. A magnetic float gage

indicates the amount of gaso~

line in the tank and the fill pipe

extends from the tip of the tank

to within an inch of the bottom

and is 1% in. in diameter. The

size overall is 42 in. long, 32 in.

wide and 64 in. high Equipment

includes 7 ft. gasoiine hose, two

nozzles. lock. drip-pan, filling

flange, ate—Wayne Oil Tank &

Pump Co., Fort Wayne. ind.
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C183A77 BLUE

MOTOR WORLD

NUMBER.

TIMELY.

WAR TIME ENERGY.

MONEY ALL THE TIME.

 

be “Make money all the time."

for his expression.

THE AUTOMOBILE BUSINESS SHOULD BE.

PROTEST, HOWEVER, UPON THE FORMAL DRESS SUIT WORN BY

SHOULD BE BRAND NEW SUIT.

RUN BY REAL BUSINESS MEN WOULD NEVER WEAR SUCH OLD

THREADBARE CLOTHES.

BEST WAY TO MAKE START.

PRESIDENT VESPER COMMENDS MOTOR WORLD’S

SUMMER MERCHANDISING

He says that instead of “Make money in 1919, make more in 1920" the slogan should

He also doesn’t like the formal suit on the man in the

cartoon on page 73. The suits, of course, were drawn as they are for the sake of con

trast, and the representation is metaphorical. MOTOR WORLD thanks President Vesper

Let’s take his advice and all make money ALL the time

GR ST LOUIS MO ZOBP 21

231 WEST 59 ST NEWYORK NY

CONGRATULATE YOU ON YOUR SPLENDID SUMMER MERCHANDISING

IT EXEMPLIFIES MOST FORGIBLY THE N.A.D.A.

YOUR SUGGESTIONS ARE mosr

JOIN THE N.A.D.A. IS

F W A VESPER,

PRESIDENT,

NATIONAL AUTOMOBILE DEALERS ASSOCIATION

NUMBER

REAL BUSINESS

LETS MAKE THE SLOGAN READ MAKE

IDEA OF WHAT

 
 

 

 

 

 

CLEVELANDERS FORM

TRADE ASSOCIATION

New Organization of Automo

tive Interests Afliliates with

Commerce Chamber

_.~_

CLEVELAND, April 27—-J. L. Huston,

of the Jeavons Spring Lubricator Co., is

president of the newly organized Cleve

land Automotive Association, which is

afiiliated with the Cleveland Chamber of

Commerce.

W. A. Snyder, of the American Garage

Co., is first vice-president; P. M. Pontius,

manager of the Cleveland branch of the

Firestone Tire & Rubber Co., second

vice-p"esident; V. D. Atwood, of Durkee

Atwood Co., treasurer; Clifford Gilder

sleeve, assistant secretary of the Cham

ber of Commerce, is executive secretary

of the new association.

The organization of this body tOOk

place at a dinner in the Hotel Winton

last Thursday night. There were 50

guests at the dinner who applied for

membership, and the next session will

be held May 14 at the Chamber of Com

merce.

Victor Moon, manager of the Ohio

Automobile Trade Association, with

which the new organization also is affili

ated, says the chief objects of the new

body are teaching better business meth

ods, establishing better practices and

eliminating credit risks.

One big result of the new organization

may be the holding in Cleveland of the

annual convention of the Ohio association

in December, according to Moon. Execu

tives of the Cleveland Association, in ad

dition to carrying on their regular work,

will make a big drive for the state gath

ering.

Garage, supply and sales divisions of

the association here probably will benefit

most from the new association, but all

phases of the industry are to be included,

tractors and airplanes as well as trucks

and cars. Similar associations are being

formed throughout Ohio.

Divisions ready for the discussion of

trade and industrial topics include these:

Automotive equipment, garage men,

manufacturers, electrical and tire men.

Three men will be chosen from each of

the divisions to sit on the executive coun

cil of the association. Problems relating

solely to a single division will be dis

cussed and solved in that body, but when

it overlaps and takes in two or more

divisions the representatives on the ex

ecutive council of each necessary division

will meet, work out a solution and report

back to their sections. The garage divi_

sion will meet May 21 at 8 p.m., and the

electrical division on May 30 at 8 p.m.

New Activities in Birmingham

BIRMINGHAM, ALA., April 21—The

Didlake Motor Co. has been formed here

to handle the Moon. James D. Didlake

is president. The company has secured

a salesroom and service station on South

Twenty-first Street, the Motor Row.

The Drennen Motor Co. is erecting a

large building on South Twentieth Street,

which will be ready for occupancy in 30

days.
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S. A. E. SUMMER MEET

WEEK OF JUNE'23-27

To Combine Business and

Pleasure at Great Lakes

Hotel—Ladies Invited

 

NEW YORK, April 17—The summer

meeting of the Society of Automotive

Engineers will be held at Ottawa

Beach, an exclusive summer resort on

the east shore of Lake Michigan, six

miles from Holland. The society has

secured the exclusive use of the Ottawa

Beach Hotel and cottages for June 23,

24, 25, 26 and 27. Accommodation has

been provided for 1000 members and

guests. The standards meeting will be

held Monday, June 23. In the evening the

annual business meeting will take place,

and on Tuesday, Wednesday, Thursday

and Friday professional sessions will

occupy the program. Two half-days

will be given over to recreation and

sports.

The rule which barred women from

attending sessions the last two years

during the war has been waived and

members will have an opportunity of

taking their families and combining va

cation with the summer meeting.

The program has not been definitely

outlined as yet, but the general plan is

to devote 50 per cent of the time to dis

cussion and handle only a few important

subjects. This year the “future design

of the passenger car” will be the sub

ject for an entire session, and five or

six engineers will be asked to outline

their conceptions of the future car and

be prepared to advance reasons for their

opinions.

In a similar way the questions re

lating to production as concerned with

cars, trucks, tractors, motorcycles, etc.,

will be the subject of an entire session.

It is hoped to handle motor trucks, farm

tractors and aviation in a similar way.

There will be papers on motor boating,

electric lighting systems, etc.

The meetings committee, which has

the meetings of this year in charge, has

been appointed by President Manly and

consists of Chairman, David Beecroft;

W. A. Brush, C. F. Scott, B. G. Koether

and Dent Parrett.

Chicago-New York Reliability in Sight

CHICAGO, April 19—The long-prom

ised inter-city reliability run, in which

dealers and owners from Chicago, New

York and other cities were to compete,

seems probable of accomplishment this

year with teams from New York and

Chicago as contestants. According to

the plans announced by the Chicago end

of the contest, there will be two teams

from this city, one representing the Chi

cago Automobile Club and the other the

Chicago Athletic Association. There

probably will be ten contestants from

each club and the run will include the an

nual inter-club contest between the Chi

cago organizations as well as the fight

between the teams from the two cities.

The dates have not been set definitely,

but probably will be June 13 and 14, and

the route will be from New York City

into Massachusetts and return.

 

22 Indianapolis Entries So Far

NEW YORK, April 21—Although the

entry lists are open until May 1, the

Contest Board of the American Automo

bile Association has already received 22

official entries for the annual 500-mile

Liberty Sweepstakes to be run on the

Indianapolis Speedway May 31. The

drivers and the cars they will pilot are:

  

Driver Car

Clifford Durant . . . . . . . . . . . .Chevrolet special

lmrio Resta ... . . . . . . . . . . .Sunbeam

\V. \V. Brown. . . . . . .Richards ‘speclal

. . . . . . . . . . . . .btutz

. . . . . . . . . . . . . . .Duesenberg

Earl Cooper

Eddie O’Donnell

Kurt Hltke . . . . . . . . . . ..Roamer-Duesenberg

Ralph Del'alma . . . . . . . . . . ..l’ni'kard special

llenny Hickey . . . . . . . . . . . . . . .Stii-kel special

. . . .Thurman special

...Frontennc special

. . . . . ... . . .Sunbeiun

Arthur Thurman .

Ralph Mulford ...

Jean Clinssugue ..

  

 
Jules Goux . . . . . . . . . . . . . . . . . . . . . . . Peugeot

Louis Chevrolet . . . . . . . . . . . . . . . . . . ..

'- ommy Milton . . . . . . . . . . . . . . . . .Duesenberg

. . . . . . . . . . . . ..Durant special

. . iloumer special

. .Hudson special

. .Mesnba special

Eddie Heurne

Louis LeCorq . . . . ..

H. C. Simmons. . . ..

Elmer P. Shannon .

.I. M. Reynolds . . . . . . . . . . . ..Hudson special

“'ilbur D'Alene . . . . . . . ..Ducsenherg special

Ray Howard . . . . . . . . . . . . . ..l’eugeot special

Eddie Pullen . . . . . . . . . . . . . . .Hudson special

  

Los Angeles-Yoaemite Economy Run

LOS ANGELES, April 19—Plans are

now being laid for the third annual gaso

line economy run from this city to Yo

semite Valley. The dates proposed are

May 30 and 31. At that time the roads

will be in better condition than later,

when they have been cut up by heavy

traffic. The attractions of the valley will

be more beautiful, as there will be an

abundant supply of water for the streams

and falls. In the past these runs have

been very successful from the standpoint

of entries. They are operated on the

ton-mile basis, however, and this has

been the cause of frequent controversy.

In order to increase the weight, which

is a big factor in determining ton-miles,

dealers have entered enclosed models and

carried full capacity loads.

Columbia to Double Production

DETROIT, April 21—The Columbia

Motors Co., while working upon plans

for a new factory plant, will not build

this year, but will lease buildings provid

ing sufficient facilities to permit the com

pany to double its production. N0 defi

nite building has been selected but the

company has several in sight. The com

pany finds its expansion plans call for

the doubling of its floor space, 100,000

additional square feet being required.

This company has orders for 1300 cars

and contemplates producing 3000 passen

ger cars this year.

 

Durant Denies Getting Ford Control

NEW YORK, April 21—W. C. Durant,

president of the General Motors Corp.,

has denied that Henry Ford’s interests

in the Ford Motor Co. have passed to the

General Motors Co. It was reported last

week that such a transaction had been

completed.

LOS ANGELES TRADE

ACTIVE AT PRESENT

No New Dealers in 1918 and

None Failed—Changes of

the Past Few Weeks

LOS ANGELES, April iii—During

1918 the records show there were no

new entries into the motor car business

in Los Angeles. The reason was the

national conditions that existed. Those

distributers and dealers who had been in

business the year before anticipated a

lean year and made their plans accord

ingly. There was not a single failure.

Some dealers got pretty close to the

ragged edge and others admitted they

were not making money, but none quit.

Now they are glad they did not quit, as

a good selling season is anticipated.

But since the first of the year there

have been a number of agencies estab

lished, and it now looks as if there will

be a resumption of old-time activity

along this line. Probably the most im

portant change that has been made was

in the establishment of the Maxwell

Hof’fman Co., as representative of the

Studebaker line to succeed the factory

branch that has been maintained for

many years. The heads of this firm

have been identified with the Studebaker

interests for many years.

The B. F. Shields Co. has been organ

ized and has taken over the distribution

of the Lexington in Southern Califor

nia and Arizona. The firm members

came here from Seattle.

The Jones & Elsebush Auto C0. is a

newcomer and will distribute Metz cars

in California, Arizona and Nevada.

The Western Motor Car Co. of San

Francisco will soon open a branch here

to represent the Kissei.

An agency for the Daniels has been

established and a show room and garage

rented.

The Gates-Kelley Automotive Co. has

been appointed distributer for the All

American truck in California, Arizona

and Nevada.

A number of new accessory dealers

and service representatives also have

opened headquarters here.

A. E. Evans & Co., a new firm, dis_

tributes the Paige.
.4

\

Louisville Truck Dealers Organize

LOUISVILLE, April 19—The Louis

ville Motor Truck Dealers’ Association

was organized this week at the ofiice of

the Southern Motors Co. Walter Dix,

head of this concern’s truck department,

was elected president of the organiza

tion; Arthur C. Weber, of Jacob Weber’s

Sons, vice-president; Ed Andriot, of P.

M. Andriot & Sons, secretary, and Ches

ter P. Wilson, of the Chester P. Wilson

Co., treasurer. The directors are: H. A.

Collins, of the Kentucky-Indiana Truck

Co.; A. J. Gardner, of the White Motor

Sales Co., and Sid Schultze, of the Motor

Truck Garage. Fifteen dealers and dis

tributers were enrolled as members.
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N. A. D. A. FIELD MAN

APPOINTED IN EAST

Tooker Named to Help Organi

zation and Better Busi

ness in Five States

 

NEW YORK, April 18~—N. L. Tooker,

one of the newly appointed field secre

taries of the National Automobile Deal

ers’ Association, has begun operations

in the East, working in New York,

Pennsylvania, New Jersey, Delaware,

Maryland and the District of Columbia.

He will make his headquarters at the

oflices of the New York Automobile

Dealers’ Association, now in the Wood

ward Hotel, and later to be in new

rooms at 1845 Broadway.

Tooker was for a number of years

connected with the Bosch Magneto Co. in

connection with direct advertising and

sales promotion and is conversant with

the dealer situation throughout the

country. He was later a dealer himself.

After his release from the army, where

he entered as an enlisted man and came

out a commissioned officer, he became

interest in the work being done by the

N. A. D. A.

“It is my place,” states Tooker, “to

co-operate with local associations to the

fullest extent and to lend every effort in

the organization of associations in the

cities where there is no association at

the present time and in general assist

in the bringing about of better business

conditions."

Dealers who are interested in the or

ganization of an association in their

city are requested to communicate with

Tooker and he will arrange to call upon

them and endeavor to bring about a co

operative spirit which is so much needed

between the dealers in every locality.

 

Tooker Visits Wilkes-Barre

WILKES-BARRE, PA., April 18—N.

L. Tooker, field secretary of the National

Automobile Dealers' Association, par

ticipated in a meeting yesterday noon of

the Wilkes-Barre Automobile Dealers’

Association at the Reddington Hotel.

The association has under way plans for

an increased membership and plans a

more active participation in the afiairs

of the N. A. D. A.

Tooker's visit may result in the exten

sion to N. A. D. A. members generally

of the benefits of a collection bureau for

handling bad accounts. He will report

to General Manager Harry G. Moock, St.

Louis, a plan which Wilkes-Barre dealers

used with considerable success. Dealers

here believe the plan could be adopted

by the N. A. D. A., provided no inter

state complications arise.

This plan was sold to the dealers by a

collection agency in Philadelphia, which

supplied blanks of a series of four form

letters, bearing the name of the collec

tion bureau. These forms were mailed

out by the dealers to dead beats, and the

results were surprising. In case the let

ters failed the agency collected, or tried

to, on a 10 per cent basis.

The meeting was addressed by Tooker,

Peter G. Rimmer, president of the

Wilkes-Barre Automobile Club, and Pres~

ident Frank Matheson of the dealers' as

sociation.

The dealers discussed a used-car co

operative plan whereby every dealer

would be given an opportunity to handle

11 his own used cars, provided he and

t e trading dealer can agree on the price.

President Matheson reported that good

work has been done on good roads at the

state capital, and that Luzerne and Wyo

ming counties will have better highways

soon.

N. A. D. A. IS OUT FOR

UNIFORM LEGISLATION

Wants Same Rules on Licens

ing, Taxation, Mortgage

Recording, Liability

 

ST. LOUIS, April 21—The first quar‘

terly meeting of the executive committee

of the N. A. D. A. was held last week.

There were present: F. W. A. Vesper,

president; W. J. Brace of Kansas City,

P. E. Chamberlain of Denver and A. E.

Maltby of Philadelphia, directors, and

Harry G. Moock, business manager.

Four definite objects for the immediate

future were outlined as follows:

1—Classification of the automobile as

an essential and not a luxury and the

consequent elimination of the 5 per cent

luxury tax on automobiles.

2—Support of the Townsend Bill for a

National Highway Commission and

system.

3—Uniformity of State legislation.

4—Stabilization of the truck market.

The uniform State law will concern

licensing, taxation, mortgage recording,

mechanics' liens, liability, headlight

regulation, speed laws, protection for

sales of the conditional vendor and the

like. The N. A. D. A. has in preparation

a model law and will have it ready to

begin a campaign wherever State legis

latures are to meet. Much of the recent

efiort to pass such laws and the con

fusion resulting from the diiferent ideas

in almost every State are laid largely to

a lack of a guide. The N. A. D. A. hopes

to supply the guiding hand.

The stabilization of the truck market

refers to the War Department trucks.

The present efforts to stop auction sales

will continue. The Townsend Bill is self

explanatory and the N. A. D. A. suggests

that every automotive dealer should join

in that fight by importuning his own con

gressmen, both representatives and sena

tors.

 

Would Close Shops Sundays

COLUMBUS, April 21—An ordinance

has been introduced in the City Council

closing automobile salesrooms and re

pairshops on Sundays. The ordinance

provides as a punishment for violation

fines ranging from $5 to $50. The

measure was referred to the judicial com

mittee and it is extremely doubtful if it

will be passed.

NINE DEPARTMENTS IN

N. A. D. A. ORGANIZATION

Association Equipped to Ken

der Nearly Any Kind of

Dealer Help Asked For

ST. LOUIS, April 18—The N. A. D. A.

now has nine departments, all in good

working order, to aid the dealer in his

problems. The services of any or all are

‘open to each member and at least one

service will be given to any dealer who

finds himself in a jam and nowhere else

to go for advice. If the service extended

is worth anything to him, the dealer

aided will be expected to join. The de

partments are

l—Employment Bureau .

2—Legal Department.

3—War Tax Rulings Department.

4—Legislative Aid Department.

5—Speakers’ Bureau.

6—Advisory Advertising Department

7—Trade Information Department.

8—Highways Construction Depart

ment.

9—N. A. D. A. Bulletin.

The employment bureau is designed to

place salesmen, department heads and

other high-class employees where they

will fit. The Legal Department will

give information as to the laws of any

or all States and will advise how to

keep out of lawsuits. The War Tax

Rulings Department supplies any in

formation sought on this subject, espe

cially the practical application. The

Legislative Aid Department helps push

good legislation and oppose bad legis

lation. It can bring pressure to bear

on a city council or a State Assembly.

The Speakers' Bureau supplies speaks

ers for any automotive occasion, any

place. The Advisory Advertising De

partment will criticise and suggest local

advertising copy. The Trade Informa

tion Department is a survival of the tel<

egraph bulletin service during war

times by which dealers were warned of

new conservation tricks. It is at present

working on the truck situation.

The Highways Construction Depart

ment can explain how to build roads,

and it always has the latest Federal and

State requirements on hand. The N. A.

D. A. Bulletin goes to all members and

helps those who read it.

Last week the N. A. D. A. oflices re

ceived a call from a manufacturer who

wanted to have a dealers’ convention and

did not know exactly how to go about it.

In 30 minutes he had a plan all drafted,

speakers on topics to suit him assured

and a world of detail worked out for him.

He looked over the things the N. A. D.

A. is doing and decided that his dealers

should hear all about it, so he invited

the N. A. D. A. to take a place on the

program for itself.

 

Briscoe Production Nears Normal

JACKSON, MICH., April 17—The

Briscoe Motor Corp. production is now

nearing a pre-war basis. Fifty cars were

turned out daily during March. This
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The Kansas City Motor Car Dealers’ Association in the annual After-the-Show meeting. Ed Peaks is secretary

and manager of this association—and it has adopted many of his ideas. The slogan “Sold Service Satisfies”

was enthusiastically applauded, as were other suggestions

figure has been increased to 75 this

month. New contracts received during

the past few days are those from the

Brooks Motor Co., Baltimore, Md.; the

Kline Motor Co., Louisville, Ky., and the

Briscoe Syracuse Sales Co., Syracuse,

N. Y.

 

Brockrnan Heads St. Louis Dealers

ST. LOUIS, April 21—-The St. Louis

Automobile Manufacturers’ and Dealers’

Association has elected the following of

ficers: President, Phil H. Brockman, De

Luxe Automobile Co.; vice-president, H.

F. Fahrenkreg, Mardell Motor Car Co.;

treasurer, W. S. Roberts, J. 1. Case T. M.

Co. Directors: John Boe, St. Louis Mo

tor Car Co.; H. G. Hurd, Buick distrib

uter; C. E. Lightfoot, G. M. C. Truck Co.;

J. T. Salisbury, More Automobile Co.;

Joseph A. Schlecht, Mound City Automo

bile Co.; George Weber, Weber Imple

ment & Auto Co.

President Schlecht declined re-election,

after serving 2 years. The annual meet

ing was addressed by J. D. Parker of

the Federal Land Bank, who explained

that the U. S. Farm Loans were appro

priately applied when farmers got this

money for buying automotive equipment

needed for their farms. He explained in

detail how such loans are made. F. W.

A. Vesper, president of the N. A. D. A.,

and C. E. Lightfoot, who have been op

posing what is known in this State as

the “mud roads bill,” asked a continued

fight by the association This request

was complied with, but the bill, which

threatens to cut Missouri out of the Fed

eral appropriation for roads, was signed

by the Governor Friday.

 

Tax Primer Still Held Up

NEW YORK, April 21—Both the Mo

tor and Accessory Manufacturers’ Asso

ciation and the National Automobile

Chamber of Commerce which collaborated

on the preparation of a primer on the

new revenue bill, are at present strenu

ously endeavoring to have this document

relased by the Solicitor General at Wash

ington. It was submittd to him 3 weeks

ago and he has been holding it ever

since.

What’s W hat in Indian

apolzs

By John B. Orman

Business Manager of the Indianapolis Auto

mobile Trade Association

INDIANAPOLIS, April 18—The mo

tor car business still continues to go

good, all dealers reporting that the de

mand for cars shows no signs of easing

up. The question seems to be simply that

of getting cars to deliver.

Gard Gale, former sales manager of

the Commerce Truck Co. of Detroit, has

opened an office in the Terminal Building

here, and will distribute Commerce

trucks, and Paterson passenger cars

through Indiana territory.

The Indiana Motors Co., a late entry

into the field, has taken on the Colum

bia car for this vicinity.

Among the changes in the trade here

are noted the following:

Carl E. Wallerick, for several years

special representative of the Hupp Motor

Car Co., covering the territory of Indiana,

Ohio and Kentucky, has resigned, and

has become associated with the E. W.

Steinhart Co. in charge of Dodge sales.

E. J. Maxwell, road representative of

the R. V. Law Motor Co., Hudson, Essex

and Dort distributer, has been brought

into the house and made manager of

the sales department.

Robert J. Hosea, formerly sales man

ager of the Automotive Service Co., has

severed his connection with that firm and

returned to his first love, the Wm.

Small Co., manufacturer of the Mon

roe car, where he will be associated wth

the sales department.

The Lincoln Auto Tire Co. is the latest

concern to go into the tire business here.

It has opened up attractive salesrooms

and will distribute Para-Bell tires and

tubes. C. A. Henne is president and

W. L. Henne general manager. Both

men came here from Columbus, Ohio,

where they were in the tire business for

several years.

Plans have been completed for the

erection of three new automobile sales

rooms on Meridian Street, the new Mo

tor Row. Construction will begin as

soon as the site is cleared of houses. The

building will have a frontage of 110 ft.

and a depth of 195 ft., giving ample

space for sales and service.

President F. W. A. Vesper and Treas

urer Thomas J. Hay of the National Au

tomobile Dealers’ Association are ex

pected to arrive in town within the

next few days to meet with Vice-Presi

dent E. W. Steinhart and arrange for

entertainment of the national association

members who will attend the Speedway

races here May 31.

A new company organized for the

manufacture of tires will be incorporated

here within the next two or three days.

It will be known as the Majestic Tire &

Rubber Co. The officers are R. H. Syfers

president; E. Oscars, vice-president; and

D. M. Hoppe, secretary and treasurer.

The company has an option on a very

desirable factory plant here and expects

to begin building tires as soon as the

necessary machine‘y arrives.

The Indianapolis Automobile Trade

Association will hold its first big jubilee

meeting of the season Thursday evening,

May 1, at the Indianapolis Athletic and

Canoe Club. Vaudeville, pictures, feed

and oratorical efforts will be the features

of the evening. These stunts are held

three or four times a year by the local

association, and are very successful in

bringing and holding the dealers to

gether.

“Andy” Hutchison, Duncan Holli

day and Ralph K. Smith have organized

the Storage Battery Co. to handle the

State distribution of the Philadelphia

Diamond Grid storage attery. This com

pany will establish service stations in

thirty-six central counties of the State

and will supply each station from the

main stock in Indianapolis. Hutchison

and Holliday are both old-timers in the

automobile business here, Hutchison be

ing president of the Detroit Electric

Sales Co.

In all probability visitors to the

Speedway races here May 31 will have

an opportunity not only to see but to

hear Capt. Eddie Rickenbacker, if ar

rangements that are now being worked

upon terminate satisfactorily. The gal

lant captain will make his bow as a lec

turer before the Speedway crowds at the

Coliseum on the night of May 30.
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Demandfor Cars Ahead Of Supply

Dealers in All Sections Report Shortage, with Deliveries Held Up from

2 Weeks to 3 Months—Little Relief in Sight

NEW YORK, April 21~—New You;

dealers are suffering from a shortage 0

cars. There is hardly a dealer in the

city who can promise deliveries for

sooner than 2 or 3 weeks. The shortage

is particularly noticeable on six-cylinder

open cars and sedans of any and all

makes. The last few days of warm

weather have literally swamped the

dealers with orders, so much so in fact

that several of them are now refusing

contracts. Following are a few com—

ments from some of the dealers:

Harry Houpt (Hudson and Essex):

haven‘t any cars to sell, but we hope to have

some soon.

Glenn Tlsdale (Franklin): "The sum

total of our stock is three limousines, though

we had eight cars last week. \Ve can de

liver touring cars in 10 days to 2 weeks. but

cannot promise sedans until July."

C. T. Silver (Apperson and Kissel): "We

are refusing all orders and could sell 500

cars in a month if we could get them."

Buick Motor Co.: “We stopped taking or

ders 3 weeks ago and are at present a. full

month behind in deliveries. The demand for

closed cars is steadily increasing."

E. S. Partridge (Owen Magnetic and Lib

erty): "Our only complaint is that we

cannot get cars to deliver."

Colt-Stratton Co. (Dodge): “We are not

promising deliveries for 4 weeks on open

cars. On sedans we can't promise better

than 8 weeks to 3 months."

Cutting-Larson Co. (Oldsmobile): "At

present we require at least a month to make

deliveries of sixes. We can't promise de

liveries of eights for 2 w’eeks."

Harry DeBea‘ (Maxwell and Chalmers):

"We are Just beginning to fall behind now.

but by the end of next week we expect to

be considerably behind on Maxwells. We

have no Chalmers at all and cannot promise

deliveries for 2 weeks. The call seems to

be for sedans."

Milwaukee Feels Shortage

MILWAUKEE, April 19—Every dis

tributer and dealer in Milwaukee is com

plaining over the fact that the supply of

passenger cars is far below the demand.

Despite the fact that shipments from

factories are rapidly reaching the aver

age of pre-war days, orders are increas

ing at even a greater rate, and dealers

to-day are from 60 to 90 days behind on

their requirements.

The condition of business in Mil

waukee, from a retail standpoint, is re

ported excellent. While some say that

the demand is not equal to that of two

years ago at this time, others are of the

opinion that on the basis of equal condi

tions requirements of to-day are consid

erably in excess of the last half of April,

1917.. A feature of the situation is the

demand for closed cars, principally

sedans, coupes and limousines, in the

order named. In general, dealers believe

“We.

they will not be able to catch up with

orders this year., The call for the open

cars is broad and pressing. Sentiment

among dealers is that the demand will

keep on increasing at an even faster rate

than in the last month or two.

The Achen Motor Car Co. (Chandler) is

from 140 to 150 cars behind on its orders to—

day. Practically every closed car that will

be available from now until Sept. 1 has been

spoken for.

The Curtis Auto Co. (Rco) reports that ii

is 60 days behind on orders and requirements

are being placed at a rate that makes it ap

pear conditions are getting worse instead of

better in respect to supply and demand.

The Milwaukee branch of the Buick Motor

Co. finds the demand far above its ability

to supply cars. While deliveries to this

branch are increasing from week to week,

buyers are making reservations even faster

and there never have been so many unfilled

orders as are.on the files to-day. Even or

ders for used Buicks are from 50 to 75 per

cent is excess of the supply. The demand

for closed cars is the most remarkable in

the experience of the local branch.

The Osmond Motor Car Co. (Paige and

Winton) is about 75 to 80 cars behind on its

actual orders for Paige, and so far has not

been able to catch up with orders for the

Vt-‘inton. .

The Milwaukee branch- of the Packard

Motor Car Co. of Chicago is far behind on its

orders; in fact, it has not begun to fill or

ders accruing in the last 30 or 60 days, due

to the large number of requirements placed

between Dec. 1 and Feb. 1, before passenger

car production actually was resumed.

The Jesse A. Smith Auto Co. (Hudson and

Essex) accumulated a. fair stock of cars last

fall in anticipation of the cessation of pas

senger car production on Jan. 1, had the war

continued, but even with this reserve it has

not been able to cope with the demand.

The Milwaukee assembling plant of the

Ford Motor Co. resumed work March 1 after

being idle more than a year, and although

it has already come close to the daily pro

duction of pre-war days, it is able to fill not

more than one-half of current orders.

The March Motors C0. (Mitchell) despitl

its relatively favorable situation, 25 mlles

from the factory at Racine, is not in po

sition to fill its orders. although men are

dispatched to the factory immediately that

a car becomes available for this field.

 

Warm Weather Swamps Chicago

CHICAGO, April l8—Dealers who are

getting all the cars they can deliver are

the exception. Chicago has been suffer

ing from a period of rainy weather, and

this is the first sunny day for some little

time. It has brought the prospective car

owners out in swarms. And those who

have bought cars cannot get deliveries on

account of the lack of cars.

The Chandler distributer ls 175 cars short

to-day.

W. S. McI-Iaffey. vice-president of the Tri

angle Motor Sales Co., distributer of the

Stephens and Scripps-Booth, says they are

forty Stephens cars short and barely even

on Sorlpps-Booth, though they could use

more if they could get them.

Gregory of the James Levy Motors C0.

looks vfor a better supply by July, when he

expects to see the dilferent manufacturers

bringing out 1920 models. Just now. how

ever, he sees little hope for the small dealer.

This concern is Buick distributer and wants

150 more cars right now itself. If it had

seventy-five, says Gregory, it could deliver

them between now and to-morrow night.

The best Klssel can promise is delivery in

3 weeks. The Kissel Motor (‘ar Co. is un

loading about two carloads a week. The other

day it got five carloads. but that was an

exception.

C. H. Foster, Cadillac Automobile Co. of

Illinois. says he could sell twice as many

cars it he had them.

 

Louisville Way Behind

LOUISVILLE, April 21—Most dealers

and distributers here are booking orders

to be filled 30 days ahead and they do

not expect the supply to catch up with

the demand until fall, perhaps not then.

Letters and telegrams fail to bring a sat

isfactory number of new models and

much valuable time is spent by the

dealers on trains running between Louis

ville and factories in Michigan, Ohio and

Indiana. Personal pleading has little ef

fect on sales and production managers.

They declare they simply can’t turn out

cars fast enough to meet the demand.

Ford dealers are able to deliver Sedans

immediately, While purchasers of touring

cars have to wait about a week before the

cars are delivered. It takes three weeks to

get a. runabout or a coupelet. The Louisville

Ford assembly plant which was used by the

Government for some time starts making de

liveries to dealers next Monday.

The Southern Motors Co. has about fifty

unfilled orders on the books nad cannot

promise delivery on Packard and Hudson

cars until the latter part of May.

The Standard Auto Co. cannot make the

liveries on Cadillacs until June.

Reo buyers have to wait 30 days.

James Limbird, head of the Overland

Louisvllle Co., does not look for any relief

in the situation until next August. It re

quires 30 to 60 days to get a new Overland

in Louisville.

The Leyman Motor Co. cannot make de

livery on Buicks in less than a month.

 

Chicago Is 05'

CHICAGO, April 18—The Victory

Loan campaign organization of the Chi

cago trade is practically the same as for

the last drive. L. A. Peil, Mitchell dis

tributer and president of the Chicago

Automobile Trade Association, is chair

man; otherwise the personnel remains

about the sa-me. In the last Liberty loan

George H. Bird, of Bird-Sykes & Co., was

president of the trade association and

headed the campaign organization. He’s

still on the job as vice-chairman of the

branch house subdivision. As before,

the motor car and accessory trades com

mittee is organized with subdivisions,

namely, branch houses, passenger cars,

trucks, accessories, tires, wagon and body

builders, garages and repairshops, motor

cycles, taxicabs and service stations.

The drive opened formally April 23
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with a banquet to Capt. Eddie Ricken

backer at the Auditorium Hotel. The

Chicago Automobile Trade Association

and other motor organizations of the

city were the hosts.

 

Philadelphia Names Its Committee

PHILADELPHIA, April 19—Group

.\'o. 3 in the Victory Liberty Loan drive

here, which includes the automotive in

dustries, has the following committees

and chairmen, headquarters, as usual, be

ing the quarters of the Philadelphia Auto

mobile Trade Association: A—Automo

bile Manufacturers and Dealers, H. B.

Harper. B—Automobile Tires, W. R.

Walton. C—Automobile Accessories, Mo

torcycles, Repairs and Bicycles, T. Scott‘

Eavenson. D~Opticians, Optometrists,

Photographers, Photo Supplies, L. S.

Bowers. E—Wagon and Body Builders

and Wheelwrights, August Geissel. F—

Erpressmen, Storage Warehouses and

Carpet Cleaning, W. G. Herbert. G—

Garages, George G. Blind. H—Motion

Picture Companies, Exchanges and Sup

ply Manufacturers, Frank Buehler. I—

Undertakers, Thomas Wagner.

Brockman Heads St. Louis Committee

ST. LOUIS, April 21—P. H. Brock

man, just elected president of the dealers’

association, has been made chairman of

the Victory Loan Selling Committee for

the Seventeenth Ward, in which most of

the automobile establishments are lo

cated. Later, the Nineteenth Ward, in

which the automotive industry is strong,

was added to his territory, and he had

named C. E. Lightfoot, of the G. M. C.

Truck Co., as chairman of that division.

They will have about 150 automotive

salesmen on their staffs.

Owen Magnetic Changed to Partridge

NEW YORK, April 18—E. S. Part

ridge Co., Inc., is the new name of the

Owen Magnetic Motor Sales Corp.

which handles the Owen Magnetic and

Liberty in New York. The change in

name is coincident with the occupation

of a new sales and service building at

1826 Broadway. Partridge afiiliated

himself with R. M. Owen to develop the

Owen car about five years ago and be

came president of the Owen Magnetic

Motor Sales Corp. He is president of

the new company, which recently has

taken on the Lapeer trailer, formerly

marketed under the firm name of

Trailer Co. of New York, and subsidiary

of the Partridge organization. Fred

Titus remains sales manager and Julian

Halford treasurer.

 

Holt-Best Patent Litigation Settled

SAN LEANDRO, CAL., April 19—

Litigation between the Holt Mfg. Co. and

the C. L. Best Gas Traction Go. over cer

tain patents has been adjusted. The

Holt company has acquired the Lombard

patents Nos. 674,737 and 854,364 from the

Best company and has licensed that com

pany to manufacture under the Holt

patents. The number of the patent in

the suit instituted by the Holt company

is 874,008.

COAST DEALERS FACE

SERIOUS CAR SHORTAGE

Few Distributers Have Enough

and All Could Use More—

Sales Average 125 Daily

LOS ANGELES, April 18—80 rapidly

has the demand for motor vehicles in

creased in southern California that the

reports show an ayerage of 125 new cars

are being placed in the hands of owners

daily. During February there was a total

of 1754 cars sold. In March the total

of passenger cars was 2425. If the pres

ent rate continues throughout April this

month will approximate 3200. Com

mercial vehicles are also making tre

mendous gains, a total of 383 being reg

istered in March. Electric cars have be

come an almost negligible quantity, as

only 5 were registered in February and

March. 7

Los Angeles is the distributing center

for ten counties. This territory em

braces what is known as southern Cali

fornia. While vast in acreage, these ten

counties do not present the sales possi

bilities that ten counties would in almost

any state east of the Rockies. In some

sections selling is restricted to a remark

ably small population, comparatively

speaking, and the fact that there are so

many motor cars sold is due to the in

tensive work of the dealers. In southern

California life is not considered as worth

while if one does not own an automobile.

There has been a lot of finetooth

combing of the territory to dig up 100

car sales daily, but at the same time it

can be said truthfully that there has

been more cash buying in the 2 past

weeks than at any other period for more

than 2 years. This is a good indication,

but it is feared the Victory Loan may

have some bearing, as the Liberty loans

of the past always slowed up business.

During March the number of Buick,

Chevrolet and Dodge cars sold exceeds

200 each, and the new Fords registered

were 607. The Oakland, Overland and

Studebaker all passed the 100 mark dur

ing the month. Among the higher-priced

cars the Cadillac easily mn away from

its field with a registration of 68. Only

one Locomobile was registered and there

were 5 Pierce-Arrows, 8 Marmons and

7 Packards. In more nearly the average

price field, the Chandler and Hudson put

up a terrific battle, the records giving

Hudson 44 sales and Chandler one less.

The Nash has been coming to the front

rapidly in this territory, and 51 sales

were reported last month.

Selling cars is a mighty fine business,

the dealers say, but after having prac

tically no business for several months

now that indications are favorable an ac

tual car shortage is staring distributers

in the face. And when distributers can

not get cars from the factories the

dealers are hard hit. Some of the dealers

who hustled like blazes to get rid of their

stock in anticipation of changed models

and quantity production are now anx

iously holding the bag. They have or

ders on file but can't get cars to fill them,

and the competitor who can bring enough

influence to bear on his distributer to get

a car is a constant menace as customers

can’t be stood off indefinitely.

The situation is becoming serious. A

canvas among distributers to-day re

vealed it to be as follows:

Hawley. King & Co., Oakland—A trainload

shipment is en route, but we have orders on

hand for 26 carloads. This shipment will

leave us with only a 2 weeks‘ surplus, and

there is not another cnrload rolling. The

summer months look dark.

Earl V. Armstrong. Inc., Chandler—“‘e are

entirely sold out of everything but a few

touring cars. Have to borrow closed cars

from owners to demonstrate. Retail dealers

are clamoring for cars.

Greer-Robbins & Co., Hupmoh‘ile and Chal

mers—W's have more than a hundred Hup

mobile orders on our books and not a car to

deliver. We were better stocked on Chal

mers, but they are cleaned out now.

Ralph Hamlin, lnc., Franklin and Scripps

Booth—There seems to he no chance of our

getting enough Franklins to meet the de

mand. The factory cannot build cars fast

enough. We are in a little better shape on

Scripps-Booth, but the supply won't last

long.

J. W. Leavitt & Co., Oldsmobile——We

cannot fill orders on six-cylinder models.

The only deliveries we are making are on

cash business. The demand for eights will

rid us of stock soon. Shipments on the way

will help but slightly.

Howard Auto Co.. Buick—For more than 3

months we have not had enough cars to

catch up with the orders. Sub-dealers are

literally begging for cars and we can't do

anything for them.

Don Lee. Cadillac—Our advertising calls

attention to a shortage of cars being in

prospect and deliveries are being made in

rotation.

Albertson Motor Car Co., Dodge—Cutting

out free service entirely has not diminished

the demand. We are far behind in deliveries.

Maxwell & Hoffman, Studebaker—Our

business has been wonderful. “’12 are using

every means possible to get cars, but are

behind on deliveries.

Chevrolet Branch—We are almost keeping

pace with orders, but the Oakland factory is

working day and night to keep up.

Harold L. Arnold. Hudson—Two carioads

stand between us and nothing. The only

models we have been getting were enclosed

Jobs. The demand for Maxwells and Essex

is going to bring about a. shortage In these

lines.

Troy Motor Sales, Nash—We are not get

ting any stock. Sales have been growing

each month.

Apperson Motor Car Co., Apperson—The

stock of standard models has been exhausted.

A few anniversary models is all we have.

International Mack Corp., Mack Trucks—

Every time we get a shipment we have to

draw lots to see who gets the trucks. Best

business in history. The first three months

this year show an increase of 500 per cent

over the same period last year.

Some of the other distributers are en

tirely out of one or two of the most popu

lar models. One of the biggest distribu

ters has stopped his advertising because

of lack of cars. Factories send word that

there is no chance to increase allotments.

The tractor dealers also are complaining

of a shortage.
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Resignations and Promotions Place Workers

in New Places

 

\

Prominent Tradesmen Assume New Duties

 

Charles L. Davis, formerly manager of the

Milwaukee branch of the Winton Co., and

previously for many years sales supervisor

{or the Winton factory, has accepted the

position of sales manager of George W.

Browne, Automobiles, Inc., Milwaukee, Over

land and Willys-Knight distributer.

Alfred Reekc, head of the Alfred Reeke

Co., 455-465 Broadway, Milwaukee, dis

tributer and dealer in Nash passenger and

commercial cars, has been elected a director

of the Retail Division, Milwaukee Associa

tion of Commerce, for a two-year term.

H. L. Brubaker, manager of the Madison

branch of the International Harvester Co.,

has been transferred to the general offices

at Chicago. He is succeeded by B. 8. Rep

pert, who has been manager of the branch

at Dubuque, Iowa, for several years.

William Bedoro, Kenosha, has been ap

pointed manager of the service department

of the Nash Cincinnati Motors Co., Cincin

nati. He has been with the Nash interests

and predecessors for 6 years.

J. G. Wllmoth has been appointed manager

of the Philadelphia branch of the Buick

Motor Co. Earl B. Wilson, retiring branch

manager, has been promoted to an important

position with the Buick company at Flint,

Mich. Wilmoth comes from the Chicago

Buick branch.

W. L. Baumbach has sold his interests in

the Badger Tire Repair Co., South Bend, to

become manager _of the central district for

the International India Rubber Corp., South

Bend.

H. S. Lyons, who for 2 years prior to his

entry into the aviation service had charge

of the sales of can electric devices in the

territory covered by the Chicago office of the

Cutler-Hammer Mfg. Co., Milwaukee, has

received his discharge and returned to the

employ of the company, doing sales work

in the magnetic gear shift department.

Edwin Denby, president of the Denby

Motor Truck Co.. Detroit, late major of

R. A. Loftus has been made factory repre

sentative of the Hession Tiller 8: Tractor .

Corp., Buffalo. maker of the Wheat tractor.

He was previously assistant sales manager

of the Cleveland Tractor Co.

Marines, has resumed his duties as head.

of his company after 18 months’ army

service.

Arthur J. Peoblel, former Special Repre

sentative of the Goodyear Tire & Rubber

Co., has been made general sales manager

of the Armstrong Rubber Co., Garfield, N. .l.

Peebles has traveled widely in connection

with the rubber business and is also known

to the trade as the former secretary of the

Ohio Automobile Trade Association and an

active worker in the affairs of the old Na

tional Automobile Trade Association.

W. E. Marvel of the Service Motor Truck

Co. has been appointed district manager for

the company in Utah, Colorado, Wyoming

and parts of Mexico and Idaho.

W. R. Eaton, formerly district sales man

ager of the Moon Motor Car Co., St. Louis,

has resigned to become president of the

Aconite Tire 8: Rubber Co., St. Louis.

Matt R. Korshln, who for a number of

years was eastern district sales manager for

the Atterbury Car Co., Buffalo, has become

western sales manager for the Selden Truck

Sales Co., Rochester, with headquarters at

2334-2336 Michigan Avenue, Chicago. He

succeeds A. R. Kroh, who left to become as

sociated with the Goodyear Tire & Rubber

Co., Akron. As western sales manager, Mr.

Korshin will be in charge of the dealers'

organization in Illinois, Indiana, Wisconsin.

Minnesota, North and South Dakota.

'l. P. Schuyler, for the past five years

' [strict sales manager of the American Drer

Ready Works, has resigned to become man

ager of the accessories department of the

Northern Electric Co. of Minneapolis and

Duluth.

L. B. Cravath, formerly Western sales

manager of the Cleveland Tractor Co., has

resigned that position to become vice-presi

dent and general manager of the Hession

Tiller & Tractor Corp., Buffalo, makers of

the Wheat tractor.

H. H. Burger is now in charge of the Stew

art Products Co., Cleveland, as manager.

This company, which has been operated as

a Stewart-Warner factory branch, has been

changed to a service station.

E. A. Wales, formerly chief of production

motors division, Quartermaster's Corps,

Cleveland, has re-entered the employ of the

Raybestos Co. of Bridgeport, Conn., and will

resume his pre-war duties as manager of its

Detroit office.

K. W. Macra, for the past 5 years in

charge of the Canadian sales for the Saxon

Motor Car Corp., has tendered his resigna

tion to take effect at once.

Frank IR. Farnham has been elected vice

president of the Hex W. Wadman organiza

tion. He was formerly sales and advertising

counsel of Hollister-White & Co.

Dale Chessman has been made sales man

ager of the Oregon Motor Car Co., Portland.

F. M. Leostcn-Smlth has resumed his

duties as vice-president and general manager

of the Oregon Motor Car Co., Portland. fol

lowing his return from France, where he was

in the tank corps.

C. M. Menzies has been made secretary

general manager of the Manley Auto Co.,

Portland, and has acquired a half interest

in the firm. He recently resigned as general

manager of the Northwest Auto Co., Port

land, to become factory representative for

the Bethlehem Motors Corp., with headquar

ters in Denver.

0. F. Rouze, formerly sales manager for

the Knox-Martin Tractor Co., has been

placed in charge of the sales promotion de

partment of the General Motors Truck Co..

Pontiac.

Charles Kuehn, who has been with the

Packard advertising department for a num

ber of years, has been placed at the head of

advertising and sales promotion department

of the Packard Detroit branch.

R. L. Rlce, who has been on the force of

the Universal Car & Service Co., Grand

Rapids. has resigned to take over the west

ern Michigan distribution of the Jumbo

truck.

R. E. Flick has been made general superin

tendent of the garage and service depart

ment of the GOIden Motor Sales Co., Grand

Rapids.

Wllllam M. Hartford, Seattle, has been ap

pointed manager of the truck department for

Shields-Livengood Motor Co., Seattle. Hart

ford was formerly with the International

Harvester Co. of Chicago.

W. B. Doan, former distributer of Saxon

and Paige cars in Portland, has been ap

pointed sales manager of the W. S. Dul

mage Motor Co.. Chevrolet distributer.

Seattle. ‘

W. J. Peterson, formerly service manager

of the Philadelphia branch of the Goodyear

Tire & Rubber Co., is the new manager or

the Goodyear branch in Cincinnati.

W. E. Farr has been made manager in

Seattle of the International Mack Corp., dis—

tributing Mack trucks, succeeding T. G.

Young, who has resigned.

George Gunn, former distributer for the

Kelly-Springfield motor truck at Tacoma

under the firm name of Gunn Motor Co., has

recently accepted the position of general

manager of the Kelly-Springfield Sales Co..

Seattle.

William R. Blackburn, formerly factory

manager of the Cadillac Motor Car Co., De

troit, has assumed the position of manager

of the Gray Motor Co., Detroit. He was con

nected with the Cadillac company for twelve

Years.

W. F. McLaughlin has been appointed fac

tory superintendent of the Hyatt bearings

division of the General Motors Corp. at Han

rison, N. J.

George M. Howard, recently associated

with the L. S. Bowers Co., Philadelphia, has

been appointed salesmanager of the Key

stone Auto Sales Corp., distributer of Stude

baker cars for the territory.

8. Bloom_ has been appointed director of

the Essenkay Products Co., Chicago. For

the past year he has been in military service.

and previous to that was in the advertising

business both in America and Australia.

Thomas R. Hutchlnc, Quincy, Ill., who has

been president of the Quincy Auto Trade

Association, has resigned the position of

service supervisor for the Willys-Overland

Co., with headquarters in St. Louis. For

several years, he has been service manager

for the Overland Co. at Quincy. In his new

post he will be required to install with each

distributer in the St. Louis territory a new

system of accounting and service methods.

P. 8. Russell, formerly general sales man

ager for Hale & Kilbourne, Philadelphia, but

more recently with the army, has been ap

pointed manager of the new Packard Motor

Car Co.‘s branch at St. Louis, Mo.

Harry M. Gardiner, General Motors Corp.

has been appointed successor to H. J.

Spreat, works manager of the Olds Motor

Works, Lansing.

A. J. Wise, formerly with the F. B

Stearns Co.. Cleveland, and later with the

New York branch of the Paige-Detroit Motor

Car Co.. has been made manager of the New

York organization.

 

Bradley Is Back

NEW YORK, April 22—L. M. Bradley,

former manager of the Motor and Acces

sory Manufacturers Association, who was

obliged to leave his position about Jan. 1

and go to Daytona, F1a., because of a

breakdown following influenza, has re

turned to New York. He has regained

his old-time health and looks remarkably

well. He will make his future plans

public soon.
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TRACTORS MUST SUIT

THE FARMER’S NEEDS

North Dakota Passes Law Giv

ing Buyers “Reasonable

Time.” to Find This Out

FARGO, N. D., April 22—Hereafter

North Dakota farmers who purchase

tractors are to be given a “reasonable

time" in which to decide whether they

are satisfactory or not.

At the last session of the North Da

kota Legislature a bill was slipped

through giving them this privilege, and

the bill has been signed by Governor

Frazier. Under the terms of the meas

ure the purchaser is given “a reasonable

time after delivery for the inspection

and testing" of the machine, “and if it

does not prove to be reasonably fit for

the purpose for which it was purchased

the purchaser may rescind the sale.”

Following is the complete text of the bill:

Section 1. Reasonable time to discover

defects. Any person, firm or corporation

purchasing any gas or oil burning tractor,

gas or steam engine, harvesting or threshing

machinery for their own use shall have a

reasonable time after delivery (oh the in

spection and testing of the same, and if it

does not prove to be reasonably fit for the

purpose for which it was purchased the pur

chaser may rescind the sale by giving notice

within a reasonable time after the delivery

to parties from whom any such machinery

was purchased, or the agent negotiating the

sale or made delivery of such personal prop

erty or his successor. and placing the same

at the disposal of the seller.

Seetion 2. Provision. contrary to the pre

ceding section vold. Any provisions. any

written order or contract of sale or other

contract which is contrary to any of the

provisions of this act is hereby declared to

be against public policy and void.

Some little apprehension is felt over

the indefinite language of the bill. It is

thought that interpretations will be gen

erally in favor of farmers who may be

disgruntled 0r dissatisfied over some

little thing which might ordinarily be

fixed at very small expense.

Despite the possibility of remedying

such slight defects, however, the bill spe

cifically gives the farmer the right to

refuse the manufacturer the privilege of

making them. Tractor men feel that

they face a serious situation.

As a companion to this law another was

passed by the same Legislature and also

signed by the Governor which provides

that manufacturers selling tractors in

North Dakota must maintain at least

one supply depot within the state and

keep in it a full and complete stock of

repairs. Following is the text of the

measure:

Section 1. On and after the taking effect

of this act it shall be unlawful for the man

ufacturers of any gas or oil burning tractors,

steam or gas engines, harvesting and thresh

ing machinery, automobiles and auto trucks.

to sell or deliver within this state any such

gas or oil burning tractor. steam or gas

engine harvesting and threshing machinery,

automobile or auto trucks without having

first established at least one supply depot

within the state where shall be kept con

stantly on hand a full and complete supply

of repairs for the same.

Any manufacturer selling or delivering or

causing to be sold or delivered any such

machinery in violation of this act shall be

deemed guilty of a mldemeanor, and upon

conviction thereof shall be fined not less

than $25 and not to exceed $200 for each

offense.

0

 

Why Prices Can’t Drop

(Continued from page 11)

IS IT PROBABLE THAT THESE

TWO FORMS OF CURRENCY CAN

BE OR AT LEAST WILL BE RE

DUCED IN THE NEAR FUTURE?

The governments of the world, which

were paying less than two billion dollars

a year of interest on national debts at

the beginning of the war, are now pay

ing and must continue to pay a total of

over ten billion dollars a year in interest,

and at the same time all other expenses

of governments have advanced.

Official estimates of the “budgets” or

expense accounts of several of the prin

cipal countries for the coming fiscal

year have already been announced and

indicate that their necessary expenses in

the first full year of after-war peace

will be about four time as great as in

the year preceding the war.

Present indications are that the gov

ernments of the world will be compelled

to collect in taxes from their people

about fifty billion dollars a year, as

against about twelve and one-half billions

in 1913, or say a billion dollars a week, as

against a billion dollars a month before

the war, and this does not include any

thing for “sinking funds” or other pro

vision for reduction of outstanding

debts.

If this be true is it probable that the

governments in those countries which

have greatly increased their circulation

and must new demand such enormous in

creases in annual payment of taxes will

find it advisable or possible to mate

rially reduce the amounts of currency

available for such payments?

Small Hope for Reductions

If the governments which have

been the chief participants in the

world increase of currency should

fail to materially reduce that ex

cessive supply, and if the world's

demand for food, manufacturing ma

terial and manufactures is to con

tinue at the present rate, are we jus

- tified in expecting a general reduc

tion in prices in the near future?

The question I think answers it

self. There will, of course, be in

stances in Which there will be ma

terial reductions, but in general

terms the outlook for marked or

rapid decline, at least in the near

future, does not seem encouraging.

UNUSUAL ACTIVITY IN

USED CARS IN CANADA

Shortage of New Cars and High

Taxes Bring Great Demand

for Used Machines 'i

 

OTTAWA, April 19—Not for many

years has there been such activity in

the used car business as has been re

ported this spring, and perhaps never

before in the history of motoring have

there been conditions such as are faced

at present. Ever since the outbreak of

war the used car business has been leap

ing ahead, but this season it is more

energetic than ever.

There are many things which have

created this situation. In the first place,

owing to price advances, a new car, ex

cept in the cheaper grades, has been

put quite beyond the reach of hundreds

of citizens who a few years ago would

have been able to purchase. The car

which sold for $800 or $900 three or

four years ago now runs anywhere

from $1,200 to $1,400. That has ac

cordingly boosted the used car business.

Tax Discourages Purchasers

In the second place there are a great

many people who want to own cars but

who shrink from paying the 10 per cent

war excise tax charged by the Dominion

Government on the new car, and which

does not hit the used car purchase. Ten

per cent on a car is a serious matter.

The third reason for the unprecedented

turnover in the used car is the limited

production in the new article which has

prevailed all through the States, and

accordingly in Canada, for the past two

seasons. A great many people who

would ordinarily turn up their noses at

the used car have found themselves

practically forced into this market by

circumstances.

Used Cars Bring High Figures

The result of it all has been to create

an abnormally stiff price for used cars,

and just how long this condition is to

exist will depend on the speed with

which the manufacturers get back from

war contracts and step once more into

car production with full energy. It is

not at all uncommon these days to hear

a man say he has disposed of a car at a

higher figure than it would have com

manded a year ago, provided, of course,

it was not a new one then, while there

'have been cases reported where owners

sold cars, after a year and half's use,

at a higher price than they paid for

them when they were new. The latter,

of course, is unusual.

While there is plenty of activity re

ported in all grades of used cars, the

unusually high prices appear to prevail

to a greater extent with the higher

grade car. This is due to the fact that

it was the more expensive cars which

were refused admission to Canada for

several months and on which production

was curtailed to a greater extent than

on the cheaper grades.
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COMll\ G EVENTS

Passenger Car and Truck Shows

Bristol. Va.-Tenn.....May 10-17 . . . . . . ..Cars. Trucks, Tractors, Airplanes and accessories.

Bristol Chamber of Commerce. C. W. Roberts.

Manager.

Foreign Shows

Paris, France . . . . . . . .. Oct. 15 . . . . . . . . . .. Grand Paiais—internationai Automobile Manufac

turers' Congress.

London. England. . . . . November . . . . . . . . Olympia—international Automobile Manufacturers'

Congress. 0

Meetings

St. Louis, Mo . . . . . . . ..Apr. 28-May 1. . . . .Convention. Chamber of Commerce of United State!

Washington. D. C. . . . May . . . . . . . . . . . . ..Pan-American Commercial Conference, Pan-Amer

ican Union Bldg.

  

Chicago. ill . . . . . . . . . . ..June 2 . . . . . . . . . . . ..Nationai Gas Engine Assn, Hotel Sherman.

Hot Springs, Va . . . . ..June 2-6 ...Convention, Automothe Equipment Assn., Home

stead Hotel.

Ottawa Beach. Mich..June 23-27 . . . . . . . ..Summer Meeting, S. A. E.

Philadelphia. Pa . . . . ..Sept. 22-25 . . . . . . . ..Annual Convention. National Association of Pur

chasing Agents, Bellevue-Stratford.

Exhibits

Venezuela, S. A . . . . ..May 15-June 1.....National Exhibit of Venezuela.

Races

San Bernardino. Cal..Apr. 24

Uniontown, Pa . . . . . . ..May 17indianapolis, Ind.. ...May 31 .

'Sheepshead Bay, N. Y.June 14. . . .

  

  

  

  

.. Rim of the World Hill Climb.

.. Probably 112% miles.

.500-Mile Sweepstakes, Indianapolis Speedway.

..Speedway.

Cincinnati. 0 . . . . . . . ..July 5 . . . . . . . . . . . . Speedway.

Uniontown, Pa . . . . . ..July 19 . . . . . . . . . .. Mid-Summer Meet, Speedway.

Sheepshead Bay, N. Y.Juiy 26 . . . . . . . . . . . Speedway.

'Middletown, N. Y.. . .Aug. 15. . . . . . Dirt track event.

Elgin, Ill . . . . . . . . . . . . ..Aug. 22-23 Road race

Sheepshead Bay, N Y.Aug. 23 . Speedway

  

Uniontown. Pa.

  

Sheepshead Bay, ‘1 Sept 20 .Speedway.

'Allentown, Pa... .. .Sept. 27 . . . . . . . . . . . Dirt track event.

Cincinnati, 0 . . . . . . . . ..Oct. 1 . . . . . . . . . . . .. Speedway.

'Trenton. N. .l. . . . . . . .Oct. 4 . . . . . . . . . . . . . . Dirt track event.

'Danbury. Conn . . . . . . .Oct. 11. . . . .9 . . . . . . .Dirt track event.

'Tentative dates.

Tractor Demonstrations

Walla Vt'aila, Wash...Apr. 23-25 . . . . . . . . ..Sectional Tractor Demonstrations.

fiesno, Cal . . . . . . . . . ..Apr. 29-May 1-4. . . .Central California Tractor and Implement Assn.

Sacramento, Cal . . . . ..May 5 . . . . . . . . . . .. Segititfgai Tractor Demonstrations. Demonstration

e .

Denver, Col . . . . . . . . . ..Early June . . . . . .. Sectional Tractor Demonstrations.

Wichita, Kan . . . . . . . . ..July 14 . . . . . . . . . . . ..Aigomotive Committee of National implemenl

ssn.

Aberdeen. S. D . . - . - -- Early Autust .- Sectional Tractor Demonstrations.

Ottawa, Ont.. Canadachiober . . . . . . . . . ..Inter-Provincial Plowing Match and Tractor Dem

onstration.

Aeronautical Exhibition

Atlantic City. N. J....May'1-June 1 .. ...Second Pan-American Aeronautic Convention and

Exhibition.

 

Hit Bad Bills on Coast

SAN FRANCISCO, April 21—The

trade in this State has been very busy

during recent months combating unde

sirable legislation. Among the bills that

were killed was one which would have

prohibited the use of a paint-spraying

machine.

Another bill would have compelled the

recording of all lease contracts and car

sales agreements. It would have re

stricted the selling of cars considerably.

Another bill would have compelled the'

publication of all such matters—it also

was killed.

Another bill proposed the registration

of all automobile mechanics. This also

was stopped.

Still another bill would have required

that the seller of goods on a lease con

tract or installment payment plan re

turn to the buyer the initial payment on

making the sale before he could foreclose

or demand the return of property be

cause of delinquency in payment. This

would have meant that before a dealer

could foreclose on a partial payment car

he would have to give the buyer all his

money back. This bill was killed with

out a great deal of trouble.

 

To Market New De Dion Models in U. S.

NEW YORK, April 18—New models

of the De Dion Bouton will be placed on

sale in America by the end of June, un

der the direction of Emmanuel Lascaris.

J. H. Stelling will be sales manager.

The new De Dions have been consid

erably improved, though they are still

built about the familiar V-type eight

cylinder engine. Cylinders are 70 x 120

mm.; wheelbase, 134%, and tires, 34 x

41/2. The four-speed gearset is now a

unit with the engine, and the car has a

conventional rear axle system and is

equipped with a single unit electric

lighting and starting system. In Au

gust the De Dion Bouton company will

market a new eight-cylinder, 12-30-hp.

car which will follow the same general

design. And in December a Grand de

Luxe model with 16 cylinders will be

brought out.

Hill and McShane Join Hands

CHICAGO, April 19—Two former rac'

ing men have combined forces to enter

the motor car trade in Chicago. One is

Arthur J. Hill, formerly American rep

resentative for the Peugeot in New

York, who was responsible for bringing

Dario Resta to this country. He also

directed the fortunes of the Hudson rac

ing team in 1917. As a partner he has

Felix J. McShane, builder and manager

of the Omaha Speedway and Omaha dis

tributer for the Mercer and Hupmobile.

The McShane-Hill Co. will handle the

Liberty and Biddle.

 

Merge SKF and Hess-Bright

NEW YORK, April 17—The SKF Ad

ministrative Co., which was formed in

May, 1917, to consolidate the interests of

the SKF Ball Bearing Co. had the Hess.

Bright Mfg. Co., has been merged with

the Atlas Steel Ball Go. into a new com

pany to be known as SKF Industries,

Inc. The Atlas company had for some

time been controlled by the SKF com

pany.

The immediate purpose of the merger

which brings together the sales and ex

ecutive departments of the three com

panies is to facilitate the carrying on of

important research work. For this pur

pose ground is being broken this week

adjacent to the Hess-Bright plant in

Philadelphia. The merger will not affect

the financial status of any of the com

panies and is largely to simplify mer

chandising problems. Heretofore Hess

Bright and SKF bearings have been sold

separately and in competition. Hereafter

they will be sold by the same sales or

ganization, with the assistance of the re

search and engineering laboratory and

not in competition. Both names will be

perpetuated, Hess-Bright for the com

pany's deep-groove type of bearing and

SKF for its double-row self-aligning

type. The establishment of the labora;

tory permits the company to give scien

tific advice on anti-friction matters, en'

tirely divorced from the sale of any spe

cific type of bearings.

B. G. Prytz, who has been president of

all three companies, is president of the

new company. Associated with him are:

Vice-president W. L. Batt, formerly vice

president of the Hess-Bright company;

comptroller, J. P. Walsh; sales manager,

S. B. Taylor, formerly vice-president of

the SKF company. The company will

consolidate its sales and executive offices

at 165 Broadway, New York. The SKF,

Hess-Bright and Atlas plants, the former

in Hartford and the latter two in Phila

delphia, will be maintained without

change.

 

Roskam Enters Truck Business

NEW YORK, April 21—I. E. Roskam,

president of the Roskam-‘Scott Co., large

used car dealer, has entered the motor

truck business as well. With Frank M.

Foster he has formed the Foster-Roskam

Co.'and will distribute Winther and Com

merce trucks in and around New York.

He will continue his interest in the R05—

kam-Scott Co.
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MERCHANDISINGSPECIFICATIONS
HEtableswhichappearonthesepageshavebeenpre

paredwiththethoughtofassistingthesalesmaninthe merchandisingofpassengercarsandcommercialvehicles.
Thedatahavebeenlimitedtothosefactswhichtheaverage salesmanfindsnecessaryforcomparativepurposesandas

salesammunition.

Thetableswillbecorrectedandreviseddowntodate

everyweek.
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Theywillbesupplementedbyothersfromweektoweek,
intendedsolelyforthegaragemanandrepairmanwhohas themaintenanceofpassengercarsandcommercialvehicles

ashiswork.

 

 
 

  

 

   

  

 

 

a
8

E

9.9,"...—

 

 

Reduniau.B—Bml.PPM-Wheel

  

—-—:\5.’.9_iii’ifi6222?!DODaiflflih€€€m€2QQ€€€Q€O“€€€8

3016

36x3'3014'W

30:“36:7\\

34143415l

—Intn'nl|Gav.C—Ch-inl.D—Dnub'r



91'
616T‘83111‘“!

GTHO’MHOIOW 1

Passenger

   D®

Passenger

Cars

  

 

   

‘if?!swish“art5?

Mod!MotorlznitionLightingWBTiruRimsPass.Pass.Pass.Sedan

ALLEN

Series414—3116ConnA-Lle1123213‘a6110681006

AMERICAN

B0—3h5AKEDIWest12232l4SS61836176661806

AMERICANBEAUTY

HhSG&D(1&D1213314!SS

ANDER

400—A-E6-31!“ConnWith1203311SS1776

APPFRSON

8-205—3116RemyBljur13034144SS400040006000

ANNIVERSARY

AUBURN

6418-11-8H1144RemyRuny12033x4$115951606

BELL

4-31x44AKentDynclo1143114QD11461146

BIEDLE4P3}5]EmmaG4!D

Ian121621450'30004400

BRISCOEanm

RSI-1C2}?HfilflConnA-L-k1043083}C886886
11-6-44-47601144D0100Deon1183314SS14051406...2195 114549—600—3IX41Dc00Deon1243414§SS17852585

CADILLAC

678—31161DaooDeon{12536x5SS322013220322040%

1324340

CASE

U641:5}WlthlWsths12636:41SS121002100 CHALMERS SS

11732:416061605..2250

6'30“"41Rm”5'1"”112234:1}1615 CHANDLER

6-3416BoschWith!1233434SS"79617952406

CHEVROLET

4004-314eryA-Lih1023013107157351186

EB4-315}RemyA-Litc11033%SS111011351085 coliE8-3114RemyA-Lite1203414SB..1585 13708‘3414IDe1wDeleo1273386w25051260625053095

COLUMBIA

0-3114!Alien!Wlmrd1163214$7174610002446

C513115;DecoDynelo1253314as1086

CROW-ELKHART

(‘E-364—3116ConnDynolo11532x3§SS10951096111651446 (IE-460P3lx5ConnDynew11033X4SS1205120511365CUNNINGHAM

V-38—3115DrleoWsths1323585$14260'47604250

DANIELS

DB\ls8—31x5WsthsWsthl127341“QDR3750375037506600

A.

11.1kill“)DelcoDem1103414SS115051505

JI64111151DelooDem1248414}QDT20502050

DISPATCH

G#3115BoschUSL1203414SS1125011291)

DIXIEFLYER

1,4164—3115ConnDyneto1123213183109610061460

DODGEBROTHIIIR‘1

4—3lx44()InNE114323.31KS108610861750

DORRIS

0-4X6BoschWit-nu1323686so375037604015
ullR4-3416ConnWith!106130136QD10250261366

'CA

D17.4—3h6AKcnlDynslo1103213438117611761726 FLGIN631141Alien!Dyneto1103314137613761806

‘11Ha“WagnerWagner115amas111051060

HSEX

IDA,"4~3|36D0100Dell!!!10832141206

T4311'“Own10030x3Q'C6%626776

ABBREVIATIONS—"A.Kr‘nt"AlviniurKent."A-I.il.c"Auto-Lite,"Conn"Connecticut

Detach-Hf."C"Clincher."(JD11"QuickDetachableIllvvmihle.

   

fistarting

 

 

__Starting2-7-2-5—7‘

ModelMotorIgnitionLightingWBTiresRimsPass.Pm.Pm.SedanModeMotorIgnitionLightingWBTiresRimsPass.Pass.Pass.Sedan

FRANKLINOLDSMOBILE

QB6-3114A-KemDrum11533:41so:2100824508124508335015-118-2mDelooDeleo120amso....511100moo

GRANT37-A0—2}:4!RemyRemy1123214SS61129512951895

G0-3:4}RemyWagner11432134112011201645OLYMPIA);

OUN46441x41ConnA-Lite11232:3112401240

A-lH116}A.KentRun?1“30134..1005995OVERLAND

BA00HIXSConnA-Lite1063124C9851495

45H:5Remy11'"1273414$mas24853350OWEN.“NETIC

4-12-2116DelooL-N12734x4183#325032504000W43054151Bachon14135x5lgs55006500

HOLLIERPACKARD

lingH1144RySplitdori114321417853.35{13°{3150

6—262-1B!"r

8?HMEisemsnDyneio125an“m29005000PAIGE13'5D°°°"“m“‘50”48°)480°

..6-406-31161RemyGkD11733x4SS115551555

35‘];$11,?”M“M“"513““-mmmo3°°°0550-3115}Remy12735111as121052er2950

R4-311111Alien!Wsths11232:4133513352135PATERSON

JACKSON16-480-31!“DelmDem1203214C1159515951825

mafia0-0:31A-LiteA-Lite1183411mos140515101PEERLESS

2864h“Rem,with.‘25“‘4SSflaw2100PllgRCE8—3126Alien!AIJte1263414183f276027003530

JORDANARROW

[(1113080-5115}Demoan.“12132:11as.7141524153500":6;H1!“3°"W511"1““‘5QD64°°640°650°
F8-316AKentBijur12034:4255023502150645H615DelooDeloo1203214SS10001650123002350

K1$ELKARPREMIER

CusltglgBuili-HflfiiRunyRemy12432x41........0-C6—3lx51DelooDcloo12613214}SS.T258625853585

0-42-116—3114)ConnWsthl121331418661865118652590Hi!“RemyRemy1203414SS139513952176

LEXINGTONREVERE

R-lQH114)ConnWsthl12234x4N178517852760H110BoschWsths13132141833850T39503850

LIBERTYROAMER

IO-B0—3414}A.KentWagner1163214SS15701112016702640C4540—3)!“BoschBijur1283214$20761257627763450

LOCOMOBILESAXON

380—4116BerlingWstho1303586QD15700'55005500Y-Ia6—21141RemyWagner11232x3}SST11051195

48H1161BerlinlWithl1423515QB111700'66006600SAYERS

MADISONSIX420—3:41DclooDeloo11832141695

0-3h6RemyRemy1153384SS1650SCRIPPS-BOOT

MAIBOHM$1114390—2Hx4}RemyRemy1123214SS11295129511185

BH114}A.KentWagner11032:31SS12901890SINGER

MARMON190-4:51BoschWslhs13936:68850001500050007200

346411:“BoschBijur13632144QDT305031110395057501STANDARD _

MAXWELL1181-3115SphtdoriWsthl12734x4}..27501275027503800

254—3IX4QAKentSimml1093013}C8958951565STANLEY MCFARLANSteamer2-4:5............13036:415334504950 6—4116BoschWsths1363616Q1)43001450043005600STEARNS

MERCERSKIA4—3135IRemyRemy1263414!SS12250225024753760

Series44—31x61BerlingWsthr13222:44QD435014500'4500STEPHENS

MITCHELLSalientSix0—31!“DelooDeloo11832x4SS1750‘1850 E406—3:6RemyRemy1203424SS$12751275.2175STUDEBAKER4 E426-3:5RemyRemy1273414BS16758114-404—3215RemyWagner1123213}SS..12251785 MOLINE-KNIG'1‘1118-11-500—315RemyWagner1193214SS15851585115852385

L441115ConnA-Lite11834x48‘!1200021110E-G-O6-3lx5RemyWagner1263314}1985 GH:6ConnA-Lite12236146SS1251!)2600STUT'L

MONITORGH|16DelooRomy{1203214}SS275012850‘2850

H114)Dyneto......11733141476.T1475.130

MOON.1TEMPLAR

631:4}DelooDeloo11832x4SS....1685.......A445441x51RemyRemy11832141238521863285

041010541151Deloonew125weasmoo25005250vnun

MURRAY88H§l4¥RemyRemy114}32x4SS14651466H466

HilfiDixieWith128341442800280028m390—3126RemyRemy12433141881107618602026

NASHWEBTCO’I‘T

082{12734x44881M0S-18A6—31361DelooDelno12532x4480260025903190

681—6104416Dal!)D81001218324SS11400149011595(31—38(Hi14!DelooDelta1183314SS1776$24902790

34144SS2260WILLYS-KNIGH ‘

NATIONAL88-44-44144ConnA-Lib121341428817262760

Six0-8:DolooWith!13M14:QDR‘2460$460246011120i89Hit-'1}ConnA431“!12033x4SS1026....

Twain"—2lD110031qu1282414QDR06030603720WINTON __

D22H4164BoschBuur1888686QD4360436043606000

34-130-2514!RomyRemy11282:4881107610761060i

7'Lmer.f4-pm-11w-r.ill-luuw'mmr.

 

NIYI‘I'I—3012MmeansI

11.1-lhar

 

"GAD"Gray&Davin.“Eisman”Eiscnmnn,“II-N"[Moe-Neville."NE."NOP‘hFl'"“mum”w'l'iinkllmlnc“W.Lard."WardMenard"33"31r11i1111t3111"."()1)"QUE-k

MrKimare110:3}andtheIrnntmnuallnr.



 

 

 

  

  

V01umel 1.15; '
u‘WREE A1112” WEST 390131!!!

Numb mmL"38%19

  

erS

 

 

 

‘1-—'y-' --—--vm
   

-‘*.T.-‘_

mm.

fmé-I-“\ “QM‘ .

I

lnim! “icon Y]. laid»: in} Apt or M_3. um

41 || l!| ill. I I“ In";

q "mm In. 1. 1903! It Ill ma

’1’“
  

 

   

 
 

 
  

 

 
  

  
    

 

 

 
 

‘;‘5'51.
‘

1‘ .‘ ‘1

BEST IN THE

LONG RUN

  

- ‘_'mQ
s'. ~

*—" '‘QFHthn centsallure fi year

 

 



 
 

ody for Fords

In '2 Seconds from

Roadster to ké-Ton Truck

or Back Again .

Start the season right—with something that

sells. Be on the job with a necessity that every

man in your territory with a hauling roblem

needs and wants to buy. Sell Uti ity Dis

appearing Truck Bodies for Fords.

Get in on the Sales

Early and Big

$38.50 is all it costs to turn a passenger car

into a 175-th truck that pays for itself in

business and consequently runs itself free

for pleasure.

  

Lift thr Turtle Buck—

  

P [I out tlc Trutk. . . .p11”, ",2 TIM“, in _4,a,-,,_ Every Ford owner needs a Utility Disap

Dmp the TM”, Back pearmg Truck Body—every one can afford

one.
Simple as A, B, C. . .

The opportunity iS now open for the first

time to distributors and agents to get in on

the profits that come this way—profits that

are well worth while.

Use the Coupon NOW

Find Out All There Is to Know

HILL PUMP VALVE CO.

Manufacturers of UTILITY Products

ARCHER AVENUE AND CANAL STREET CHICAGO

HILL PI‘MP VALVE COMPANY

Archer Ave. and Canal 5L, ChlcnRO, III.

I uni interested In the UTILITY DISAPPEARING TRUCK

ROI“ for Fords. By flturu mnll tell me all there is to know

about the chum-es for snles and profits.  

City and State . . . . . . . . . . . . . . . . . . . . . . . . . . . . . i . . i . . . . . . . . 4 . . . ..

Distributors Cheek Here E]

Agents Check Here I]
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FORD AND FOROSON

CRANKSNAFT BEARINGS

REPLACED IN ‘5 MlNUTESg

“No, It Isn’t Necessary to Send It

to the Factory for Reboring—”

"\Ve can do the job right here in our own shop and the bearings

will be like new."

Think what it would mean to you in profits to be able to give

your customers this kind of service. Think how much more

often your customers would have bearings replaced.

Your repair foreman can earn big money for you with a Hempy

Cooper Reboring Machine and Rebabbitting Jig.

With this outfit he can equal the work of the factory in less

than 45 minutes.

Read our proposition—Act TODAY—NOW.

HEMPY - COOPER BORING MACHINE

3 i.

 

 

l. Power pulley for use with . Master gear for driving

power (power is not neces- feed corflrol through pinion

sary however. as machine gear No. 6.

runs easily by hand).

.Cam shaft centering pins.

insuring accurate placing

of machine. . Set screw holding cutting

. Master driVe gear. driving ‘0013'

boring bar through pinion

gear No. 5. 9. Boring bar.

HEMPY-COOPER BABBITTING MG

4

. Cutting tools in boring bar.

  

I. Babbitting shaft. inder bearings. preventing

3, Eccentric locks for clamp- leakage 0‘ babbiu~

ing babbitting shaft to cyl- 4. Handles for lifting jig.

OUR PROPOSITION—Kill-'i'édygu'l'i'iaim '35.}

rebore and recast any old Ford Cylinder Block or Fordson

Tractor Block as good as the factory in 45 minutes if you'll

agree to purchase if we make good—no obligation if we don't.

HEMPY-COOPER MFG. CO.

Firestone Bldg., Gateway Sts., Kansas City, Mo., U. S. A.
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Replacement CostsLessThan$65
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This Is the Kind of Construction Values That Go into Every Velie

Velie cars with their unequaled construction values have multiplied customers until all the re

sources of a mile of Velie factory are required to meet the demand. The bigger—better—more

powerful Velie of 1919 is not matched at anywhere near its price in the whole light six field.

This is why the Velie franchise means more than ever to dealers. If your territory is open, write

for details and the new Velie plan.

VELIE MOTORS CORPQRATION, 115 Velie Place, Moline, Illinois

Builders 0" Automobiles, Truclu and Tractor!

[!—Lll
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WORTH WHILE l

RESULTS FOLLOW WORTH - J

WHILE IDEALS

Good results in the operation of your business must grow from good

ideals. The same principle applies to our business—to the publishing

of MOTOR WORLD.

   

And that our subscribers may know exactly what standards of

practice govern our conduct in dealing with subscriber and with adver

tiser we present herewith the “ten commandments” which constitute the

“straight line” along which we have traveled during recent years—and

along which we propose to travel during the years to come.

 
 

I. To consider, first, the interests of the subscriber.

2. To subscribe to and work for truth and honesty in all depart

ments.

3. To eliminate, in so far as possible, his iersonal opinions from

his news columns, but to be a leader of thought in his editorial

columns and to make his criticisms constructive.

4. To refuse to publish “puffs,” free reading notices or paid

“write-ups”; to keep his reading columns independent of ad

vertising considerations, and to measure all news by this stand

ard: “Is it real news?”

 

  

 

To decline any advertisement which has a tendency to mislead

or which does not conform to business integrity.

 

in

6. To solicit subscriptions and advertising solely upon the merits

i of the publication.

I
7. To supply advertisers with full information regarding charac

' ter and extent of circulation, including detailed circulation

statements, subject to pro_ er and authentic verificatipn.

  

creative advertising work.

I 8. To co-operate with all organizations and individuals engaged in

y 9. To avoid unfair competition.

l 10. To determine what is the highest and largest function of the

field which he serves, and then to strive in every legitimate way

to promote that function.

MOTOR WORLD.
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Laboratory Plus Actual Service Tests

Assure the Quality of

Ahlberg Reground Bearings

()ur Nearest Branch Has the Bearings

You Need, Either New or Reground

Ahlberg Bearing Company

317-327 E. 29th St., Chicago ‘

BRANCHES:

Atlanta Boston (flevelantl Detroit Lon Angelou

"lnneapolln Se“' York Philadelphia Portland. Ore.

San Franolsoo St. Louis
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hy Your Banker Should Help You

Sell Cars, True/cs and Tractors

  

HAT one of

America’s lead

ing bankers

thinks of bank support

for the sale of motor

vehicles is printed here

with. It is an address

before the Seventh An

nual Convention of the

Association of Reserve

City Bankers in New

Orleans delivered by

Charles R. Talbot, vice

president of the National

Bank of Commerce, De

troit. His address, in

  

HE Time Will Come When Bankers Will

See the Car and All That Goes with It as a

Creator of Prosperity and They Will Want

Folks to Buy Cars So That the Bankers Them

selves May Be More Prosperous.

The Light Is Breaking Slightly Through the

Clouds of Bank-opposition and in This Story a

Banker of the NEW School Tells Why the

Banker in Your Town Should Help YOU Sell

Cars. Why Don’t You Drop a Line to Talbot

and Thank Him for What He Said?

small stockholders. The

cars are insured against

fire and theft. The dealer

must agree to take back the

car for the amount of the

outstanding notes, and, in

asmuch as our discount is

less than that of the large

companies, we have more

business than we can do.

“Another phase which at

this time should command

careful consideration from

the banking fraternity is

the financing of the dis

tributers and dealers for

their local requirements.

We are well aware of the

  

  

part, follows:

“‘1 hope you will assist in dis

couraging the use of the remark

that automobiles are liabilities and

not assets, which is only an at

tempt to be funny when one exam

ines a personal property state

ment,” said Talbot. “The man

probably uses the car in his busi

ness. Anyway, I am for him who

takes his recreation in his machine

with his family out in the country

where the air is fresh.

Local Bank Should Help

“This. leads me to the thought that

the banks are encouraging the organ

ization of discount companies to han

dle the sales notes of passenger car,

truck and tractor dealers, when the

local banks of each community should

be financing these operations.

“Each truck, tractor or passenger

car coming into your community

tends toward the increase of values

and the creation of wealth. Why

should not bankers encourage the pur

chasers and the dealers in getting

wider distribution?

“Some bankers say it is unethical to

assist in the installment payments. I

say that banker is not a help to his

community.

“About two years ago a tractor

dealer, who is also vice-president of

the local bank in an interior town,

came in to see me. The cashier of his

bank would not advance him one do]

lar on the notes of any farmer who

purchased a tractor on time. It was

economically wrong, he said.

Helped Tractor Sales

“I wrote the banker asking him if

it was patriotic to let his prejudice

keep the fields of his community un

productive, suggesting that, if his

bank could not‘measure up to the re

quirements of that agricultural vi

cinity, others might be interested in

seeing whether a little competition

might broaden his views. I under

stand since then he has loaned cash

on 21 tractors and has not lost a cent,

has increased his bank deposits, and

about 60 days ago addressed a small

organization of Michigan tractor

dealers on the subject of farmers'

tractor loans.

"In Detroit, many of the banks

handle successfully time sales and

chattel mortgaged secured notes on

new cars. These bear the dealers’ en

dorsement. They cover not more than

two-thirds and often not more than

one-half of the sale price. It is quite

profitable, for, in addition to interest,

one of your ofiicers becomes an insur

ance agent, turning into the bank his

premiums, for the bank does not make

the loan unless the car is insured un

der its direction. '

Helped Used (‘ar Sales

“Two of the officers in our bank and

myself organized a company last year

to handle time sales on used cars, the

bank not caring to engage in this.

“We restrict our operation to Fords,

and have made 50 per cent on the gen

eral capital invested and created a re

serve for losses of 10 per cent, our

actual loss being $25.

“Various local Ford dealers are

fact that at certain seasons

of the year these dealers must store

cars to supply properly the demand

which comes with the spring rush.

Why have we so little faith in the au

tomobile as a collateral commodity

and such a distorted and minimized

vision of the purchasing power of our

respective communities that we are un

willing to assist in the distribution of

automobiles which we know from our

year-to-year experience will be ab

sorbed? Why turn all of the profits

from these attractive loans to the

various discount companies organized

because the banks are not progres

sive?"

Big Future Ahead

ln speaking of the automobile fu'

.ture, Mr. Talbot said:

“From a war basis to a normal pro

duction we find ourselves with ap

proximately 450 automobile manufac»

turers scattered throughout 32 states,

with 12 of the 450 firms able to pro

duce 80 per cent of the country’s en

tire output. We follow a year when

production was only 920,000 cars as

against 1,740,000 in 1917. Granting

that five years is the average life of a

car, it would take more than the en

tire 1918 production to replace those

which go to the scrap heap.

“On the basis that we all patri»

otically drove our old cars last year,

we have two years of worn-outs to re'

place, or, in round numbers, 2,000,000

cars. Add to this the new eligible

prospects and the as yet unscratched

possibilities of exports, and it looks

like a strong demand for years to

come."
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d Bring In

T $100,000

1 Per Year

Bost [1 Cadillac Locales

Them Strategically and

Pulls in the Profits

HE Cadillac Automobile Co.

Tof Boston believes in pushing

accessory sales in its service

station; receipts for this branch of

the business are more than $100.

000 per year.

The service station, it should be

explained, is entirely separate from

the showroom and located nearly a

mile from it. It occupies the base

ment and second floor of a large

building.

Cars requiring attention are re

ceived and delivered in the base

ment, and customers for parts are

looked after on the second floor,

% where the parts department is 10

 

cated.

This is the display case in the parts department.

Clerks are paid a commission of 2 per cent on salesgirl.

Therefore there are two separate and

distinct streams of trade, one in and

out of the basement, where customers or

their chaufi'eurs come and go with their

cars, and the other to the parts room.

Hence in order to produce maximum re~

sults it was necessary to have an acces

sory stock at both places, and attractive

showcases are maintained at both loca

t‘ons, their positions being quite stra»

tegic in each case.

  

This show case is in the basement and faces the owner as he takes his car

of the elevator. His. natural stopping place is directly in front of the case

  

It is presided over by a

The sho'wcase upstairs is adjacent to

the window where the customer receives

his parts, and while he is ordering them

and waiting for their delivery it is only

natural, with his elbows resting on the

glass top of the showcase, that he be

attracted by some article in it.

The showcase downstairs is adjacent

to the order office, where all orders for

repair work are taken. It is right at

the point where a man naturally stops

his car when he drives off the elevator

and it is the logical place where he and

the clerk will discuss the details of the

service work he is ordering.

To stimulate accessory sales as much

as possible a commission of 2 per cent

is paid to clerks who sell accessories.

There are two girls in charge of the

order ofiice downstairs and the accessory

department there, and upstairs there are

usually one girl and two men.

 

(Tan You Do It?

F the Cadillac dealer in

Boston can sell automotive

equipment to HIS customers

can’t it be done in YOUR town

in YOUR place of business?

Send Motor World a pic

ture of your runway cabinet

and tell us how much money, it

makes for you.
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Departmentize Your Business
 
 

GEORGE WEBER SAYS:

We have a dealer in a town of 5,000 who does a trade of $200,000 a year because

he has departmentized his business.

WHAT IS REQUIRED TO DO THIS? LET MR. WEBER ANSWER:

Pick a man who knows the line and make him responsible under your direction.

Put a sample of the track, tractor, or car, or implement you want to sell on the

floor. The mail order house can beat you at the catalogue game. >

Keep hold of the overhead lines yourself, but don’t bother with the details. They

are up to the department manager. .

RESULT:

It puts a big town profit in a small town business, if you use big town methods.

 
 

motor cars, trucks, tractors and

implements successfully ‘Z The

question was put to George Weber, presi

dent of the Weber Implement & Auto

mobile Co.,- St. Louis.

“Yes,” answered Mr. Weber, “if he

will put his money into a sample ma

chine and display it. But he must have

the machine on his floor, where prospects

can see it, ‘feel of it, examine it and get

the touch. The small town dealer cannot

sell from catalogs. If he tries that the

big mail order houses who make their

catalogs with a different view than

manufacturers will take his trade. They

understand the mail order selling. No

man, for instance, must think because he

buys a Maxwell car from us and, perhaps,

uses for his own use, that he then has

the agency for the Maxwell truck and

other trucks and cars and tractors that

we sell. He cannot do business success

fully that way."

Before going any further, let’s intro

duce Mr. Weber. He has been in the

implement business for a good many

years, and he has a big and growing

business. He handles four lines of motor

cars, two trucks, a tractor, accessories,

implements, steam engines and lighting

plants. He has a big rebuilding shop

and does much painting and overhauling.

He has a used car department that does

business all the year round. He sells at

both retail and wholesale. He has

observed the dealer for a long time, and

has seen some exceedingly successful

ones develop and many others struggle

along and eke out a living, and others

that proved just failures. There is an

other class, too, those who have made a

comfortable living in one or more of

these lines and who decline to do more.

Mr. Weber speaks as though some of

these got on his nerves. But he has a

large knowledge of human nature and

does not betray impatience.

“Should such a dealer departmentize

his business ‘2” Mr. Weber answered:

“Most certainly. It is entirely differ

ent work, selling these lines. In selling

\

HCAN the small town dealer sell implements, you are selling labor. The

tractor belongs with the implements,

with some modification. Of course, to

our small town dealers we expect to

supply more or less of the expert knowl

edge. We have men traveling to do this.

But there is no reason why the small

town dealer should not learn to handle

his own proposition.

“In selling a motor car the machine on

exhibition is for sale. The prospect

knows what he wants and he is familiar

with the accomplishments of motor care.

He does not have to be educated. Asso

ciation has done that. All that is neces

sary is to convinbe him that the car

under examination is the car that he

wants. He knows how many are to ride

in it, how far he wants to travel, etc.

He has been sold on the motor car propo

sition. It only is necessary to sell him

this particular car.

Must Sell Transportation

“But in trucks, there is the question of

transportation to be sold. It also, in the

small town, where the farmer is the

likely purchaser, becomes in part a ques

tion of labor, closely connected with the

tractor question, for the same points are

involved.

“Now to successfully- handle these

different propositions, there should be a

man in charge of each. The motor car

selling is becoming less seasonal all of

the time and we hope to make it much

less so. The tractor selling is seasonal,

coming as it does just before plowing

time in the spring and fall. But there

is other work, maintenance in summer

and showing for the next season in

winter. No time need be lost by a man

in charge. He can be prospect hunting,

selling or keeping tractors sold at all

times of the year.

Men Who Have Departmentized

“We have some dealers who have de

partmentized very successfully. I have

in mind three in Illinois who have done

exceedingly well. Two of them are in

towns of 5000 people or less. Important

towns in farming communities. They run

their various stores almost like separate

institutions. One of these department

stores must have reached a $200,000 busi

ness last year. That is doing very well

for a small town, I think. There is no

reason why others cannot do it, if they

put their minds and energy to the task."

The third store Mr. Weber referred

to was in a city of 75,000.

But now comes the explanation of why

more dealers do not departmentize suc

cessfully, expressed informally by Mr.

Weber. He was asked how the four big

items, motor cars, trucks, tractors and

lighting plants were selling in the small

towns.

“The motor cars are going fine," he

said. “Of course, you know that every

body wants them.

“The tractors are beginning to sell well

with the dealers. They are getting the

idea and so are the farmers. Practically

every farmer now is sold on a tractor.

He may lack the money or he may not

have seen just the tractor he intends buy

ing, but he is a prospect.

“The trucks are not going well as yet

in the country. With better roads and

more appreciation of time, we expect a

much bigger business through the small

dealers.

“The lighting plants require a lot of

educational work. We are doing a nice

business through personal solicitation,

and the dealers will do well in time when

they become familiar with the product.

The entire proposition is new to them as

yet. ‘

“The time will come when he will get

familiar with this proposition, then he

will sell them and reap a harvest. He

will do a big business.”

And you can put it down as a fact that

Mr. Weber, after long experience and

observation, believes it will well repay

the small town dealer who has energy

enough to do it to departmentize his

business. Sell the whole line by organ

izing to sell it, is his view. That is

what he has done.
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Mr. Jobber’s Salesman.‘

Are You Shooting on Four?

The following article, “Shooting on

Four,” was written and read by Allen B.

Morris, head salesman of the Oakland

Branch of the Weinstock-Nichols C0. of

California, at a recent meeting of the

sales force, and the company was so

favorably impressed with it that it was

O-MORROW morning I am going to

Tma-rch up to the mirror, stick out

my chest, pat on it and tell myself

all of the good things I know about me.

I'm going to talk right out loud and re

count all the swell things I’ve done for

the house. I am going to let me know

what a swell fellow I am. I’m going to

look myself right in the eye and convince

myself that I am a regular guy. When

I get that all out of my system then—

I shall turn my back to the glass and

have a few choice words with myself.

First, I shall remind myself of one very

important fact, namely, that there is

only one fellow who really counts to this

organization. The sign could be changed

over the door, sweeping changes could be

made in the personnel of every depart

ment and the business continued unin

terrupted, providing one individual was

retained. When that one important per

son leaves this firm, the doors will close,

and in every window will be seen a “For

Rent" sign. This one particular indi

vidual holds the destiny of this business

in his handy—he is the CUSTOMER.

When he quits, we are all through.

Is He Doing His Bit?

Now, then, I want to know if I am

doing my part to create and maintain a

pleased clientele? Do my efforts please

customers and cause them to return to

this store, that I may wait on them

again? Do I employ straight business

principles to attain this end? Am I

doing my full part to please the customer

and help him to appreciate the painstak

ing care the management exerts to meet

the requirements of the buyers of this

particular line of merchandise? Am I

sold on the policies of the firm? Am I

sold on the plans of the chief? Am I

courteous? Do I see to it that each cus

tomer I meet or wait on has the best of

my endeavor? Do I know the goods I

am handling? Do I use my mouth too

much and my head too little? Do I try

w make up in number what I lack in

lightning?

By Allen B. Morris

Am I broad enough between the eyes

to help rather than hinder the other fel

low? Can I keep an even keel in a

storm? Do I know how to retain my

self-possession if the other fellow loses

his temper? Have I mastered the art of

being pleasant at all times? Can I smile

a genuine smile and back it up? Can

I be pleasant and agreeable without

wasting valuable time for the firm or

the customer?

Is It Himself or the Organization

Am I working only to make a good

showing for myself, or am I working for

the success of the organization? How

much real work do I do for the house

without requiring a lot of supervision?

How far can I go on my initiative?

Does it take me all day to do nothing,

or can I find something profitable to

be doing all the time? When I am asked

to do a thing, do I do it in the best way

and in the shortest time? Does every

task and every customer get the best

I have in the shop? Will I go the limit

to please or acqmmodate a customer?

Have I mastered the art of assisting

every customer to buy to the limit of his

ability without offending him or making

him feel that he is being overloaded?

Can I present the merits of the article

without talking the customer tired?

Can I keep a customer’s friendship?

Is He Square?

Do I realize that too much can be said

on the best of subjects? Do I talk

UNITED STATES in a pleasing and con

vincing manner? Am I too much of

a man to lie? Am I square with my

self?

Am I square with the customer? Am I

square with fellow workers? Am I

smart enough to know a better way than

to criticise or find fault?

Am I big enough rto assist the other

fellows and take pride in their good

showing? Am I business man enough

to know that it takes a lot of good show

ings to make a good business? Am I

Am I square with the house?_

passed along to all the salesmen in

the organization.

along to all the other readers of Motor

World. We say “other” because “every”

Weinstock-Nichols salesman “gets” and

“reads” Motor World every week and is

a better salesman because of his study.

It is herewith passed

clever enough to act on a suggestion, or

do I require a direct command?

Am I liberal enough to enter deeply

into every task and make it worth while

for the common good? Do I know how

to get in and help shove the work along?

Am I made out of the kind of stufl’ that is

good material for the organization? Am

I showing it?

Do I know the difference in value be

tween sharp practice and fair dealing?

Can I be relied upon to do my part in

a pinch? When I finish a task, is it com

plete? Can I wait on a customer with

out neglecting something? Can I difl‘er

from a man without arguing with him?

Can I clinch a point, can I convince a

customer without displeasing him?

Is He Cultivating Future Trade?

Am I making my friends who spend

their money here friends for the house?

Am I merchant enough to realize that

the sale I make to-day should be a step

ping stone for the larger sale that is

possible for to-morrow?

Are my sales netting the firm the

profits they have a right to expect? Am

I as loyal to the house as I should be?

Am I as loyal to the chief as he is to me?

Am I only an employee or am I really

working here?

Do I try to be eflicient? Am I? Am

I a storekeeper? Do I keep up my part

of the general work? How much un

necessary work do I cause my fellow

workers? Am I so small that I would

rather have my own way than be right?

Am I as generous with the other fellow

as he is with me? Am I wise enough to

know that a man is never bigger than his

business ideas?

Do I know the difference between a

show of authority and a display of judg

ment?

Are my clothes and manners clean

enough to impress a stranger that I be

long here, or do they suggest a country

livery stable?

Can I make the grade?

Am I shooting on four?
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R'. WILLIAhIS for years has been manager of the Used Car

Department of one of the largest automobile houses on the

Pacific Coast, the Frank \Vaterhouse Company of Seattle, Dis

CARS

tributer of Studebaker and Marmon cars.

was taken from a speech made at a dealers’ get-together meeting

and tells how not to sell used cars.

The following article

 
lIIlIIIlIIlIl llll

b How Moi to Sell Them

E don’t sell automobiles by ofl’er

ing a' man a year’s guarantee on

any second-hand car which he

may think of buying. We don’t sell

Marmons or Studebakers by offering

anything longer than a 60 days' guaran

tee. Neither do we sell Studebakers or

Marmons by offering any different guar

antee than the standard factory war

rant, which, as you know, states that the

car is guaranteed against mechanical de

fects, but states that no guarantee of

any description is given on the tires,

batteries, etc.

We don't sell cars by equipping them

with new tires all around; we feel that

cars are traded in to us with tires which

have seen a certain amount of service

and they are still good for quite a lot of

future service. We feel that it would

be a waste of money to take these tires

of? and junk them.

No Misleading Advertising

We don't sell cars by advertising cars

which are not in our possession. That

was one of the methods used in former

days by some dealers to whom reputation

is a secondary consideration; and al

though it may have brought a few

people into the salesroom, that kind of

advertising always had a tendency to

leave a bad taste in the customer’s

mouth. It certainly did not help to build

up the automobile business as a business.

Neither do we ever advertise a car for

a lower price than we will take for it.

This is what we consider dishonest ad

vertising. Some of you may not know

it, but the advertising of cars that you

do not have on your floor is not only

wrong ethically, from an advertising

standpoint, but it is also a misdemeanor

under the state law. Someone has said:

“The theory and practice of modern ad

vertising is founded on truth." It should

surely be so in the Used Car Depart~

ment.

We do not sell cars from the second

hand department by telling a customer

that some other make of car, possibly a

new car which he is thinking of buying,

is no good. There may have been in the

Iiy ('. H. l l "ii/1'0 m:2

past a certain amount of knocking in the

new-car business, but there has been

very little in the Used Car Department.

I know that there is very little around

our establishment, and we certainly con

sider it poor form to take a rap to-day

at some make of automobile which we

may have to sell to-morrow.

We don't sell cars by demonstrations

to West Seattle, Green Lake or some of

the other suburbs. It is entirely un

necessary. It puts the cost of business

up so high that we cannot keep prices

down, and- our demonstrations consist of

5- and 10-minute rides. Our experience

of the past two years has proved to us

that longer demonstrations, as far as the

Used Car Department goes, are entirely

unnecessary. .

We don’t sell cars by offering a man

16 months, 14 months, 12 months, 10

months, or 8 months in which to pay for

the car. When a man asks for terms and

wants to know what terms we can give,

we tell_him very frankly: “We want it

all”; that if he cannot pay it all, we

want all we can get and the balance as

soon as we can get it, and we have found

that that kind of an attitude is appre

ciated by the customer'.‘ He is much more

inclined to pay all that he can down

and make his payments as large as pos

sible when handled in this manner.

No Price Cutting

We don’t sell cars by cutting the price

on some particular car because the cus

tomer says that some of our competitors

have such a car at a lower price. We do

not know anything about our competi~

tors’ cars. We try to make the prices

right on our cars and let it go at that.

When a man tells us he can buy a car

cheaper some place else, we tell him to

buy it there. In other words, the old

days are past. Surely there is no second

hand problem to-day such as existed two

or three years ago; at least that is the

way we feel about it. We sold some

thing over 400 second-hand cars last

year and we expect to sell as many

this year. We have found that a more

independent attitude on the part of the

used-car salesmen brings respect in the

mind of the customer and tends to make

him think more of the second-hand car

business in general. It used to be so

that customers came into a used-car

salesroom walking backward, ready to

run out at the first suspicious noise.

Others came in with the apparent

thought that everyone who tried to sell

them a second-hand car was a burglar,

and that they had better place their

watch in their trousers pocket and watch

their step while trying to buy a used

car. It is this attitude on the part of

the public in general that we have been

trying to overcome. We have taken the

stand, at the Waterhouse Company.

that the second-hand business as far as

automobiles is concerned is absolutely

legitimate and that the prices are based

on values. We act on the theory that

our deportment, attitude and actions

when talking to a customer should be

'such as to make the customer know that

we ourselves feel that buying a second

hand automobile is no longer a gamble.

If all of the dealers would just get the

following facts firmly fixed in their

minds the second-hand car business

would not worry them so much.

Big Demand Coming

The demand for 'automobiles during

1919 is going to be greatly in excess of

the supply. The automobile factories

cannot possibly get into full production

before the middle of the year. This is

going to strengthen and stabilize the

second-hand car market and keep the

market for second-hand cars good. You

must remember that although we set the

prices the public always makes the

prices of used automobiles as well as

nearly any other article of merchandise.

It is just the same as on the race track.v

The public makes the prices. When-we

cut a price on one car we cut them all.

We don’t sell used cars by holding

so-called sales every thirty days or two

weeks or continuously. We believe that

dealers are led to hold sales, to plaster

their buildings with banners and their

windows with signs, through a pancky
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feeling when business happens to slow

up due to strikes or other temporary

conditions. The holding of these sales

does not move any great number of cars,

but it does demoralize sales conditions

and creates the idea in the minds of the

public that the dealers are loaded with

second-hand cars which they must sell.

It really stops customers from buying

cars and thereby forces prices down still

further. I believe that we should do

everything possible to stabilize used-car

conditions. We should do nothing to

create a feeling of distrust in the minds

of possible purchasers or the suspicion

that reductions are coming.

We don’t sell cars by keeping open

on Sundays or holidays. I do not be

lieve that the time will ever come again

when the automobile merchant or his

salesmen in Seattle will be compelled to

sacrifice the hours which should be spent

with his family and in healthful recrea

tion by opening his doors on Sunday in

order that he may get a few sales which

will be made anyway if we all stay closed

up. Not one single extra sale is made

in the course of a year by opening up

on Sunday; but of course if two-thirds

of the automobile establishments are

closed and one-third stay open, then the

third which do stay open have an edge

on the rest of the fellows which must be

taken into consideration.

Tell lts Real Age

We don't, and I personally never have

as long as I have had anything to do

with the automobile business, sold any

automobile by misrepresenting its age,

condition or value. Now this may seem

like a very strong statement for a used

car man to make, but whatever success

I have bad in selling second-hand cars

or new cars I attribute to the above-cited

policy. It seems to me that the public at

large has been prone to say something

distasteful about the automobile busi

ness.

This has been particularly true of

the second-hand end of the business;

in fact, automobile men themselves in

their anxiety to sell new cars will very

often tell a man who is in doubt as to

the advisability of buying a new car or

a second-hand car: “Oh, don't buy a sec

ond-hand car; you can’t tell anything

about them." (They forget that every

dealer during his career must some

times handle arused car.) They have

gone further than that and characterized

the men selling the second-hand cars as

a bunch of burglars, “gyps” and horse

traders, devoid of respect and unworthy

of the confidence of anyone. I have had

friends come and tell me what some

automobile salesman has said about me,

and I have heard during the past .ten

years that automobile salesmen have said

that I have committed almost every

crime on the calendar, including arson

and murder.

I never pay much attention to

this kind of talk, for it is one of

the penalties of success, no matter

whether that success is, as in my case,

rather a petty amount as things in gen

eral in this world are measured. Now
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as to the result of this kind of talk. If

you do not speak well of the business in

which you are engaged, you certainly

cannot expect the people with whom you

are dealing to speak well of it. The

automobile men should take a look into

the mirror; look your ownselves over

carefully before you criticise your com

petitor.

More Co-operation Needed

Now for a few words to the different

companies who are running second-hand

car departments. There should be more

co-operation between the new-car de

partment and the second-hand depart

ment. New-car salesmen, in their

anxiety to sell a new car, sometimes try

to achieve the impossible, thereby losing

for the establishment the sale of a sec

ond-hand car which is sometimes all that

the customer can legitimately afford to

buy.

Something besides desire must be

considered in the sale of an automobile.

The size of a man’s pocketbook has as

much to do with the kind of an automo

bile he can buy as any other one thing.

New-car salesmen seem to lose sight of

these facts, and I have seem them try

to sell a man an $1,800 car who really

could afford to buy a car priced at $900

and no more. They, do not seem to

realize that the sale of a $900 car pro

vides a place for them to trade in an

other car at this same figure. Second

hand cars must be sold in order that

more second-hand cars can be taken in,

and if the whole burden of selling is

placed on the second-hand department,

and in addition to this fact the second

hand department has to stagger along

under an added burden of' knocks from

the new-car salesmen, it simply means

that the second-hand department, which

sets the allowance figure of cars taken

  

in trade, is going to try to keep the al>

lowance figures down below what they

would be inclined, under other conditions,

to give.

Don’t try to tell your second

hand manager what second-hand cars

are worth; that is his business, and if

he makes too many mistakes he will find

himself out of a job. You must remem

ber he wants to get in stock, for if he

hasn’t any stock of cars he hasn’t any

job, and any second-hand manager, no

matter who he is, has to keepa tight rein

on himself at all times, for in his anxiety

to get in stock he is always inclined to

give too much for old cars.

The second-hand department is no

place for a pessimist. He must be an

optimist. I have found that the trouble

with most second-hand men is that they

are inclined to be too optimistic; in fact,

I often have to put lead in my shoes to

keep my feet on the ground. Don’t be

afraid that your used-car manager isn’t

giving enough for old cars; he is prob

ably giving too much most of the time.

REMEMBER THESE THINGS:

Sacrifice profit sometimes in order to

make a satisfied customer out of a

kicker.

A satisfied used-car customer is a big

asset.

You can make lots of customers happy

by fixing little things up after the sale

is made.

Extra equipment on a car, to some cus

tomers, is like the Sunday-school brick

full of candy to the youngsters at Christ

mas time. We put bumpers and spot

lights on every painted car.

Seat covers, paint, new tops and extra

tires sell cars—at a profit.

You must spend money to make money.

 

Read the Flat story on pages

20 to 24. It ends next week.
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THE TRACTOR [DEA

' I To User, Dealer and Ban/{er

Iowa Distributer Conducts Educational Campaign as Major Part of His Sales Plan

ERCHANDISING a prin

ciple, not a tractor, is the

theory behind what Hugh

Silcott, manager of the Iowa

Moline_Plow Co., Des Moines, Iowa,

is doing in selling the Moline-Uni

versaltractor to the farmers of

Iowa.

The principle is that the farmer

should work a tractor just as he

always has worked a horse, drive it

ahead of him and ride himself on

the implement behind. In other

words, Silcott tells the farmer to

unhitch his hay-eating and expen

sive horses and hitch up the non

eating tractor instead, using the

same seat for himself in both in

stances. This is a new and original

idea in tractor merchandising.

Personal Letter Sent to Farmer

In order to make the notion of the

substitution‘of the tractor for the

horse appear reasonable and worth

while, a circular letter, personally

addressed to the farmer, is sent to

him, giving oflicial reasons for the

assertion that a horse is a mighty

expensive power plant for the farm.

It is taken for granted that the

farmer already has discovered this

fact for himself and that he has been

thinking of_ substituting a tractor for

his horses. But the farmer may have

gone up against the difficulty that

the ordinary farm tractor cannot sub

stitute for the horse entirely on a

corn belt farm for the reason that

there is corn to be cultivated and

whatever else an ordinary tractor

may be able to do it cannot cultivate

corn, hence the horses must be kept

anyway.

What would be an obvious solution of

this dilemma would be a tractor which

would cultivate corn, a thing which the

Moline-Universal admittedly will do. The

conclusion is obvious.

This bit of farm reasoning is contained

in Form Letter No. l. Accompanying

this is an attractive piece of printed mat

ter which gives a carefully prepared

story of what the Moline-Universal trac

tor will do on the farm, and which closes

with an equally well prepared descrip

tion of the mechanical construction of

the machine, illustrated with clear, plain

pictures of the principal parts of the

tractor shown in understandable sec

tional drawings.

Lists of farmer prospects are secured

from all the Moline dealers in the terri

tory, and this letter and circular are

sent to every one on the lists.

Letter No. 1 is followed by Letter No.

2 in a few days. This second letter

hardly talks tractor at all, but empha

sizes the principle that the farmer should

sit on the seat of the implement he is

using just as he always has done in the

past and that the substitution of the

tractor for the horse makes no differ

ence in this respect. This is illustrated

in language the farmer can understand

and appreciate.

Two enclosures aceompany Form Let

ter N0. 2. One is a blank for the farmer

to fill out and return, giving certain

specific information about his farm, its

size, its soil characteristics, the char

acter of crops grown and the like. This

immediately gives the company the op

portunity to give the farmer his proper

grade in the list of tractor prospects.

The other enclosure is a circular which

emphasizes the facility with which the

Moline-Universal may be used in the cul

tivation of row crops, a fact of com

manding importance in the corn and cot,

ton growing territories.

Circular a Convincing Document

The inside spread of this circular is

a significant and convincing document.

It gives the result of a questionnaire

sent out to users of the Moline-Universal

asking about their experience with the

tractor in cultivating row crops and what

it accomplished as a substitute for

horses.

It shows that on a number of farms

with an average acreage of 247 acres

there was an average of 74.2 acres, or

30 per cent, in row crops. This average

the Moline-Universal cultivated success

fully and satisfactorily, and that, because

of this fact, these farmers, on the aver

age, have been enabled to dispose of 4

horses per farm. '

Furthermore, this particular table, or

exposition, whatever it may be called, is

being used as the substance of a 2-page

spread advertisement in the leading farm

papers which circulate in the Iowa terri

tory.

‘ In this connection the dealer himself

is urged to hitch himself up with the

advertising idea and use his local papers.

Carefully prepared advertisements, writ»

ten and designed by the advertising de—

partment of the Moline Plow Co., are of

fered in plated form to the dealer free

of charge, provided he will buy and use

space in his local papers.

Benefits of Dealer Advertising

The company shows him how this

dealer advertising hooks up with and

supplements the national and general ad

vertising being done by the company and

how it all redounds to the benefit of the

dealer.

The dealer is shown how what he does

himself in the way of advertising is just

as necessary and is essentially as much

a part of the whole publicity scheme as

that which the company is doing, yet.

that the dealer’s part is the least expen

sive of all. In other words, the dealer

is sold on the whole advertising proposi

tion, and as a result, generally speaks

ing, he is quite willing to assume his part

of the plan.

But there are other things to be done

as well. There is the equipment which

goes with the tractor, for instance. It

happens that M'oline equipment is es

pecially designed to be used with the

Moline-Universal tractor. For this rea

son the company believes it is desirable

that the dealers who sell the tractor

should sell the equipment also.

But some of the new automotive

dealers who have taken on the tractor,

not having had any previous experience

with equipment, are inclined to shy a

little at being put into the implement

business. Very well, let them shy, says

the company.

Obviously, however, if the business

comes to them unsolicited they certainly

will take care of it. So at the Des Moines

office will be found a list of every owner

of a Moline-Universal tractor in the 45

counties covered from that office. Pe

riodically every man on that list receives

printed matter, letters, circulars and the

like telling him about Moline equipment

(Continued on page 16)
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Form Letter No. 1

 

Did you ever stop and figure how much

your horses are costing you a year? If you

have, you know that your horses are eating

their heads oil’. It you have not figured this

out, there is no better time than now. The

Government's U. S. Farmers' Bulletin No.

645 states that a. horse requires yearly 3 .tons

of hay, 53 bushels oi oats, and 53 bushels of

corn. Using tor a basis quotations taken

from this morning's "Des Moines Register,"

we find:

53 bushels of corn @ $1.20 . . . . . . . . $63.60

53 bushels ot oats @ .50.. . . . . . . . . .. 26.50

3 tons of hay @ 20.00 . . . . . . . . 60.00

The cost of feed alone tor one horse

equals . . . . . . . . . . . . . . . .. ...........$150.10

Figuring also interest, depreciation, cost

of shoeing, harness depreciation, veterinary

charges and labor, and you will find that

each one of your horses is costing at least

$200 a. year.

Assuming that you are considering the

purchase of a tractor (all good farmers are

giving this serious thought), we desire to

ask you a. question. If, in purchasing a

tractor, you buy one which will not permit

of your disposing of the majority of your

horses, are you making the best possible eco

nomical investment? Because the horse

power needed for cultivating is equal, or

nearly so, to the horse power required for

plowing and discing, it follows that you

must buy a‘tractor that will CULTIVATE.

Then there is just one answer—in other

words. Just one tractor that will fill your

needs—the MOLINE UNIVERSAL TRAC

TOR. a descriptive circular of which we are

enclosing herewith. Not only will this trac

lor CULTIVATE. but it will do all (arm

work, and in each and every instance ONE

MAN operates both tractor and implements

from the seat of the implement attached.

Let us send you further information con

cerning this tractor, price. owners living in

your vicinity, and the name of the nearest

dealer with a tractor on his floor. A postal

will bring the desired information.

Yours very truly,

IOWA MOLINE PLOW C0..

By G. A. Snider.

ONEMANC‘ANPARM
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These circulars, explaining the kind of work that can be performed by the farm implements produced by the

Molina company, are sent to farmers with a. personal letter

Form Letter No. 2

The power of a principle is the most won

derful thing in the world. The manufacturer

who starts with a. correct basic principle

can accomplish anything. He can even pro

duce a tractor that will completely motorize

farming instead of only assisting the horses

with farm work.

Moline Universal principle declares that

THE FARMER SHOULD SIT ON THE

SEAT OF THE lMPIJEMENT USED.

That's where he has always sat and op

erated the implement from.

Other tractor builders adopt the principle

that the farmer should ride on their tractor

and drag the implement used blindly behind

him. trusting to luck that the implement

works properly. or placing an extra man on

the implement to see that it does so.

It is entirely a matter of principle.

Either Molina Universal principle is right

or farming has been done backward ever

ONE MAN CULTIVATES
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since tarm implements came into use, for.

it our competitors' principle is correct, the

farmer should have been riding one of his

horses and drawing the implement used be

hind him.

Moline Universal principle enables the

Iowa farmer, single-handed. to motorize his

farm. He can plow. disc. drag, plant, CUL

TIVATE, harvest and put in the silo, a. corn

crop. He can plow, disc. drag. seed, harvest

and thresh a small grain crop, utilizing up to

24-inch separator. These statements we

guarantee.

No other tractor has the principle permit

ting of the above guarantee.

Are you going to buy a tractor to assist

your horses, or are you going to buy a

Molina-Universal and motorize your farm?

May we not hear from you?

Yours very truly,

lOWA MOLINE PLOW C0..

Hugh Silcott, Manager.

 
 

Information Blank with N0. 2 Letter

on

MOLINE-UNIVERSAL. TRACTOR MODEL D

IOWA MOLINE PLOW CO.

Des Molnes, Iowa

Gentlemen: I am considering the purchase of a. Tractor and would like full information.

[own or rent . . . . . . . . . . . . . . . . ........a.cres.

I keep . . . . . . . . . . . . . . . . . . . . . . head of horses or mules.

My soil is . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. . . . . .(State nature of soil and it level or hilly)

contain about .

The crops I grow are

  

i'iiéiiia‘ ihéé' i6' 166%

My name is

Post Office . . . . . . . . . . . ..

Freight Office

State. . . . . . . . . . . . . . . . . . . . . . . . . . . .

acres each.

  

..........--..-.. - - - . . . . . .... . . - . . . - ......-.--.

County.'.'.I.II.'I.'II.'...........

(Use the Back of this Blank for Further Questions)
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! Keeping Close to the Truck Prospect '

# Keeping Your Proposition Ererlastt'ngly Before the Prospect Is Bound to Bring

‘ 4' I Results "in the End—You Have Heard That the Mightiest Stone Will Eventually

Be W'orn Away by Little Drops of Water if There Are Enough of Them—Apply

That Fact to the Business in Hand
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F you could talk to each owner and

Iprospect ten times a day, showing him

pictures of trucks you had fitted up

for other business men in your com

munity—

You’d likely get most of the truck and

body business those people had to give.

Well, that's about what the Wichita

Automobile Co. of Wichita, Kan., is get

ting. Here’s the way it accomplishes the

frequent interviews:

designed for use with his tractor, urging

him to use it if he is desirous of getting

the best results from his operations and

telling him that the place to buy it is

from the man from whom he bought his

tractor. The results, as respects the sale

of Moline equipment and the develop

ment of automotive dealers is obvious.

There still remains one other factor in

the situation which cannot be overlooked.

Here are four of the sheets 0]

by the Wichita Automobile Co.

to each

Your Drlwr Would

Appreciate 0

R50 SPEED WAGON

WITH A PULLMAN cu

  

WE 4m.

TRANSPORTATION v

I “EXPERTS ‘

“Within: lw-d

  

"Ultllton paper distributed

Four pads each 'containtnp

pr'Ospl'r‘t. The pflrla a"

8% la.

on- .

a way ‘>"\ —\
fl <g‘

lt distributes to owners and prospects

blocks of notation paper—of a good

quality, so that the business man can

write on it with pen and ink. Four pads

are given to each person visited. Each

pad has fifty sheets. These fifty sheets

contain a series of four different pic

tures, alternated, each with appropriate

reading matter. The pictures are of

trucks and truck bodies built for Wichita

business firms—vehicles the business

'Selling the Tractor Idea

(Continued from page 14)

This is the local banker. It is necessary

to sell the banker on the power farming

idea primarily, and secondarily, or; the

fact that the Moline-Universal tractor is

the means whereby power farming ad

vantages may be brought onto the farm.

The Des Moines house lists the cashier

of every bank inside its territory, and is

conducting an intensive campaign of

education directed at the banker to con

man probably sees every day, or owned

by firms with which he is acquainted.

The notation pads of January bore

pictures of four Wichita trucks. In

February, the pads will bear another

series—each month different trucks will

be shown. In the -course of the year,

therefore, the owners and prospects of

the Wichita Automobile Co. will have

been looking at the pictures and stories

of forty-eight different trucks.

The cuts used are 1 x 1% in., the pads

being 4 x 6% in. The cuts can be used

later for a variety of advertising pur

poses.

Owners who see the pictures of their

trucks thus displayed are usually highly

pleased with the compliment.

Salesmen Supplied with Pads

Every salesman carries a pocketful of

the pads; the company keeps a record of

the firms with whom pads are left, and

watch is maintained that the owners and

prospects are. kept supplied. The list of

firms having pads provides an additional

check on the calls of salesmen, and at~

tention to customers and prospects. It

has been found that diligence in visiting

present owners is well repaid, for they

frequently want additional trucks or

service of one kind or another with refer

ence to bodies or equipment.

> At the top of each slip of paper is the

cut of a truck, the series of four in

January, 1919, showing four different

styles; beside each cut is a "sales talk,"

and at the bottom of each slip is a

pointed remark, the four in the January

series being:

When you phone call for M. H. Schol

lcnberger or E. C. Gavitt.

Get our dope on “Truck Costs“—Wich

ita Automobile Co.

Wichita

People.”

Wichita Automobile Cor-Transporta

tion Experts.

Automobile Co.—“Tha Reo

vince him of the importance of the power

farming idea and to enlist his interest

in it to the extent that he will finance

the farmer in equipping himself for that

kind of farming. This propaganda is

resulting in good too, for, as Silcott says:

“There’s nothing like a shot in the arm

to make the banker sit up and take no

tice and he’s getting some mighty hot

shots from us, take it from me."
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A Series of Five Car-Sales Stories

  
 

 

 

  

 

 

“Buy! No! I’m waiting for a drop of $200" Still waiting to save $200 on a car

WHAT TO SAY WHEN THE PROSPECT SAYS:

“I’ll Wait for Lower Prices”

sales manager in the house of

C. J. Reilly, Inc., “what do you

think of bringing up some of our prin

cipal sales problems at our morning

meetings?"

“Fine!” replied the Sennett

‘ ‘REILLY,” said Tommy Trumbull: By Ray W. Sherman

“Lower prices! Huh!" snorted Reilly.

“Might as well expect to get by a hat

check boy in a Broadway restaurant.

It’s not being done.”

Spending the $200 that he sewed

there is absolutely nothing-to it but

labor.”

(‘But ”

“But nothing!" Reilly asserted.

“There’s absolutely nothing in an auto

mobile but labor. And it is this labor

factor that you’ve got to take

into consideration all the way
 

 
dealer, who always said

“Fine!” whenever Tommy

broached an idea. He might

can' it afterward, but he

always started off by saying,

“Fine!”

"1 mean, let’s make one

meeting a week, or oftener,

a bit longer than the usual

fifteen or twenty minutes, if

necessary, and iron out some

of the troubles the boys are

having with unruly prospects

 

T \Vhat to Say When the Prospect Says:

I 1—“I’ll Wait for Lower Prices" (This Week)

2—“I’m Not Ready to Buy Yet" (Next Week)

3—“My Old Car Is Worth. More” (May 14)

4—“Y0ur Price Is Too High” . . . . . . . (May 21)

5—“Your Competitor Cuts Prices". . (May 28)

through. Take the steel.

Where do you get it? You

find it in the ground and you

pay a man to dig it out. It’s

all labor. Then you pay an

other man to handle it in its

first step. It’s all labor. The

coal that is used in treating

the steel is found in the

ground and they pay a man

to dig it out. It’s all labor.

They pay a man to make the

coal burn. It’s all labor.

 
 

 

 

 
this spring. Some of these

prospects have funny notions."

“Fine!” Reilly repeated. Whereat

there was nothing for Tommy to do but

keep right on explaining his scheme.

“You see," he continued, “we have

conditions now that are a bit different

than they used to be. Prices are higher,

the situation is a bit unsettled, some

prospects have the old ideas about this

business, most of which we discarded

during the war, and the boys hit some

new ones right along."

“For instance?”

“Well,” Tommy began, “probably the

prime favorite among bargain hunters

these days is: ‘I’ll wait for lower prices.’

It_" ‘

“Fine chance they've got!"

“Sure!” agreed Tommy. “But they

don't know it. They don’t believe it.

We've got to figure out a good argument

for the boys to beat these price-waiters.

If we can get our collective information

together on such points as these it will

help the whole gang of us. Believe me,

we’re going to put some Sennetts into

Callawassa this year if we have to plant

some strong-arm men at the factory to

sneak the cars out for us."

“We know it, and the prospect ought

to know it, but he doesn’t use his noodle,"

Tommy explained. “We’ve got to unsell

him on the idea.”

“Why, look here!" asserted Reilly,

drawing a scratch pad to him for demon

strating purposes. "How can they fall?

To begin with, our prices never went

abnormally high, and there was a bit of

a cut shortly after the armistice. The

car used to be thirteen twenty-five. Now

it’s eighteen ninety-five. That’s—let’s

see—an increase of only about 40 per

cent since prices started to soar. At the

same time the cost of living has gone

sky-high and the price of labor and ma

terials is away up to 40 per cent and then

some.

Wages Have Gone Up

“At the factory the average wage used

to be four dollars a day. Now it’s five

and a half, and maybe six by now. The

same ratio of wage increase—or greater

—preva'ls in the plants of the factories

that make our motors, axles and other

parts. By the time you get back to the

raw material in a car you’ll find that

“Then the motor maker

buys steel to make motors, but all he

pays for is something that somebody

found in the ground—plus labor. The

motor maker puts the steel through his

plant and increases its value—by labor.

He has to carry an overhead of invest

ment in his factory. But what is his fac

tory? Nothing but iron, and stone, and

brick. and steel, and wood, which some

body found in the ground or on the

mountains or somewhere else—plus labor.

“Take the leather. It comes from a

cow. The sustenance of the cow comes

from the earth. The grain she eats is

created by labor—and nature—and na

ture works without pay. Trace back

everything in the car and you’ll find that

somebody found it somewhere at no cost

and that the entire product is nothing

but labor. It’s labor, labor, labor, all the

way through.

“And now take labor. It’s worth 50

to 100 per cent more than it was four

years ago. AND IT’S NOT COMING

DOWN.

“Furthermore, the labor that has in

creased is not alone the labor of the man

(Continued on page 40)
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California Trade Well Organized

Every Branch of the Automotive Industry Represented

in the California Automobile Association, Which

Makes for Keen Co-operation

leveloped to the nth degree and big

things are being accomplished as the

result of the associated automotive trades

industry realizing the advantages of

centralized effort toward accomplishing

purposes.

Great, big jobbing houses doing mil

lions of dollars of business each year and

the tire repairmen whose shop at one

time was a barn have learned they have

interests in common, hence each is rep

resented in the California Automobile

Trade Association.

The C. A. T. A. has almost 3000 mem

bers at this time and is growing. Execu

tive offices are maintained and every

thing is conducted right up to snuff, al

though the association has been in exist

ence less than 2 years.

Motor car dealers, garagemen, vul

canizers, tire dealers, body builders, ac

cessory dealers, painters and anybody

else whose business is in any way iden

tified with the automobile trade may be

come a member of his local branch. The

growth of the organization has been so

pronounced and the ideas for the future

are so advanced that already the Stan

islaus County branch has proposed a

change in name to replace “Automobile”

by “Automotive” and admit tractor and

airplane dealers or mechanics to mem

bership.

OUT on the Pacific Coast it has been

Two Outstanding Features

There are two features of the Cali

fornia Automobile Trade Association

that are very impressive. One is the ex

tent of the organization and the other is

the frequency of meetings and conven

tions.

Starting at the top there is the state

association, which is subdivided into

northern, central and southern branches

for convenience. Each of these branches

is subdivided into county associations,

and these in turn are split up into craft

bodies. By craft is meant the various

lines of industry the membership is iden

tified with, such as tires, batteries, ac

cessories, cars, etc.

Some branch or department of the gen

eral association is meeting almost all the

time. These men apparently believe

they can accomplish more through asso

ciation than letter writing.

The tire men get together and discuss

their troubles and probable remedies. It

is the same with all the other crafts.

The reason for this division is that

battery men seldom are interested in

tires and vice versa, so that it would be

wasted effort for all to meet on craft

business, but each is deeply concerned

along his particular line and all can

benefit through‘the interchange of ideas.

County and divisional meetings are held

at least once a month and the state meet

ing is annual.

The writer, representing Motor World,

was invited to attend the recent district
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The big poster, 18 :c 36, was used at

the state convention in Los Angeles,

Jan. 24 and 25. The circular insignia

at the bottom is that of the state

association

convention in Los Angeles. Accustomed

as he was to attending business meetings

he was surprised by the total absence

of secret conferences and the general

prelude to many discussions that “This

is not intended for publication."

The members of the California Auto

mobile Trade Association talk right out

in meeting. They call a spade a spade

and apparently are so confident of the

correctness of their attitude that they

offer apologies for nothing.

When telling facts of vital concern to

the members, the secretary removed his

coat, rolled up his sleeves, came down

from the rostrum and talked with arm

extended in the approved manner of the

best argumentative lawyers.

Protect Interests of Public

Although in business primarily for

their own interests, these tradesmen are

broad-gaged enough to know that the

public is entitled to and must receive con

sideration. That is why they are seek

ing to protect the interest of the public I

when it deals with C. A. T. A. members.

They know, too, that if they can drive

this point home there will come the time

when the public will not patronize any

but C. A. T. A. members because of the

certainty of honesty in methods.

As an example: Recently a car owner

in Oakland bought a battery from a

member of the association. It was not

satisfactory and he made a complaint.

All he got was a promise, but no actual

service. He paid cash for the battery

and it was guaranteed. He appealed to

another member of the association.

The organization took up the matter,

installed another battery in the com

plainant’s car and obtained reimburse~

ment for the expense from the offending

' member.

Price cutters are looked upon by the

association as enemies to good business.

The organization does not hesitate to

apply the screws against offenders, and

in every case to date has got results.

An instance was cited wherein a fac

tory branch of one of the largest automo~

bile manufacturing concerns in the coun

try advertised a sale of tires at 20 per

cent discount. A letter was written by

the association secretary to the coast

manager of the automobile factory and

his attention called to the matter. He

was reminded that his company always

had upheld prices on its cars and asked

why it should sell tires at discount. The
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result was the sale was stopped and the

branch manager reprimanded.

In another city two tire companies

were offering discounts to employees of

a large manufacturing concern doing

government work. In the yards of the

company bulletins were posted saying

employees could buy tires at a discount

upon presentation of their passes.

Upon complaint of the C. A. T. A. the

bulletins were removed and the practice

discontinued.

One of the county branches complained

that a certain oil company, which is priv

ileged to sell tires to employees at a dis

count, was not restricting the plan to

employees only but permitting them to

buy for friends .and relatives.

Upon protesting to both the tire and

oil company heads a promise was ob

tained that hereafter employees buying

tires at discount could do so only upon

properly certified requisitions.

The state officers are anxious that

their members give value received and at

the same time make a reasonable profit

for themselves. 'At a craft meeting in

one city recently painters were asked to

estimate on painting an imaginary car.

The highest price any was charging for

the best job was $100. Blanks were

passed among them and all were asked to

estimate the cost of a $100 job. The re

sult was an average of $129.50, and then

it developed that in order to get out for

$100 on a job that cost $129.50 the prac

tice had been to skimp the job.

Now, as the result of that one meet

ing and discussion, 'paint jobs are classi

fied according to specifications, and the

charge is made correspondingly, and it is

agreed that each job shall be designated

on the under side of the hood as 1A, A,

18 or B.

By this system whenever an owner

says he paid $150 for the paint job every

body knows he got a 1A job and the

specifications that were met in turning it

out. This $150 job is the one that cor

responds to the $100 job upon which

money was lost formerly.

Machinists have been called into meet

ings of their craft, an automobile part

broken up and estimates secured upon

the cost of making it for replacement.

One man would do it this way for a cer

tain sum; another a different way for a

difierent sum, but when it came time for

the meeting to adjourn all knew the best

way to make the part and the lowest

cost, which enabled them to fix their

charge and profit accordingly.

This co-operative spirit has advanced

to such a point in one city that when

sickness cuts down a force during a rush

period and there is another shop that

does not need all hands for the time

being the latter are privileged to help

out at the other shop during the emer

gency and then return to their place of

regular employment.

What the Co-opel'ative System

Accomplishes

At the Los Angeles convention the as

sociation went into battle array for the

biggest combat it has undertaken. Re

cently the Automobile Club of Southern

California established a free tow car

service for its members in Los Angeles

County. The C. A. T. A. construes this

as an encroachment upon the business of

its members.

It is not so much because of the tow

car affair in itself that the association

takes umbrage but at the possibilities

that may be behind it. What, the C. A.

T. A. asks, will be the result if the Auto

Officers of the

California Automobile

Trade Association

Left—R. D. Angelica, president, Los Angelcs

Automobile Trade AsSOc'iation, manager of

Ahlberg Bearing Co.

clair, president,

Trade Association, Ford distributer in San

Diego.

tarp, California Automobile Trade Associa

Center—B. W. Sin

California Automobile

Right—Robert W. Martland, secre

tion

mobile Club goes into the repair busi

ness for members, and what if the club

begins selling supplies to all members at

a discount?

When it is remembered that the club

membership is almost 18,000 the possi

bilities can be realized. To show its dis

approval, after having made formal re

quest of the club to treat with it upon

the subject and having been notified by

the board of directors of the determina

tion to stand pat, the C. A. T. A. mem

bers adopted a resolution providing for

cancellation of all relations with the

club. Official garage signs and all in

signia of association members are being

returned to the club. Advertising in the

club’s organ is to be canceled. Insur

ance in the club’s bureau is to be can

celed and there is to be no connection

of any kind. The interest of the gen

eral public has been aroused.

One of the most recent acts of the

association has been to request state leg

islation to demand that: all grades of dis

tillate be colored artificially so that when

ordering gasoline consumers may not be

imposed upon by being sold distillate un

known to them.

 

They Are Showing Cars in Open Air Down in South America
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THE above picture, showing an exhibit at a fair grounds in the country

town of Palermo in the vicinity of Bucnos Aires, forms a strange contrast

to the display shown in the United States.

South America are the reverse of ours.

The display pictured here is that of Dodge Brotherssummer down there.

Seasons in the southern part of

This picture was taken during the
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THE FLAT RATE PLAN

for

SELLING .SERVICE AND REPAIRS

By Percy E. Chamberlain

Explanation

This is the third installment on “The Flat Rate

Plan," by Percy E. Chamberlain. The first install

ment appeared in the issue of April 16.

This story tells how a successful dealer took the

trouble, grief and money loss out of his service and

repairs. He is able to-day to collect bills of $700

and $800 without complaints or adjustments. The

story is told here for the benefit of other dealers.

With this story is a supplement (printed with the

April 16 issue) showing the manner in which the

forms and records are kept under this plan. Pre

serve the supplement, and have it in front of you

when reading this interesting story. The last in

stallment will appear May 7. A study of this story

may mean thousands of dollars to you. MOTOR

WORLD believes this is the most comprehensive and

intelligent solution of the service and repairs prob

lem that has ever been worked out. The plan is in

operation in the house of the Cadillac Motor Co. of

Denver, and the story is told by the Manager,

THREE PARTS TO THE STORY

This explanation is divided into three distinct parts

which the reader should firmly fix in his mind

at the start.

PART ONE—Covers the preliminary work necessary

for the repairshop to do before it can actually

prepare and work under an exact FLAT RATE

SCHEDULE OF PRICES. Since the Flat Rate

Price Schedule is based afon the costs of the

individual establishment, t is preliminary work

is absolutely essential.

PART TWO—Covers the preparation of the Flat

Rate Price List after the preliminary work has

been done. It shows how t e orders are handled

under the system and how averages are kept to

prove out the charges.

PART THREE—Covers the method of selling repairs

under the Flat Rate Plan, the method of mak

ing written estimates and of writing the orders.

The plan is new to the customers of the repair

shop which adopts it and it is vital to the suc

cess of the plan that it be constantly SOLD in

the RIGHT WAY.Percy E. Chamberlain, who worked it out.

 
 

In order to link up this install

ment with what has preceded,

we suggest that the reader get

out his last week’s copy of MO—

TOR WORLD and read the last two

or three paragraphs.

 
 

AS you work through the Time Sheet

in this way you put down all of the

time under the proper job number, as

well as the other kinds of time. When you

have finished you are ready to make the

entries on your invoices and to'post the

Operation Time Sheets into the perma

nent Record Book.

The right-hand tabulation on the Daily

Statement of Service Worksheet—~Form

5—is intended both to prove the “take

off" from the Time Sheet as well as to

give the owner of the business or its

manager a running account each day of

how his shop is going. Not only can he

check the gross profits, but, from the

. Guarantee, Free Service, Idle and Non

Productive time is able to take steps to

reduce unprofitable expenditures along

this line without waiting for the end of

the month to bring him a statement. On

this stub the total of all kinds of time

must be the same as the total hours paid

PART I—CHAPTER III

for. as will be easily apparent. This

stub is detached each day and placed

upon the manager’s desk.

The Invoice

While the invoice used is not a part

of the flat rate averages, it is so closely

allied with your repair methods- that a

few words about it will not be amiss

here. A sample invoice is shown as

Form 6. Its most important feature is

the distribution sheet at the bottom.

The invoice is started whenever the

Time Sheet shows a new job order num

ber. If the job is finished the same day

the invoice is, of course, finished that

day also. Many jobs, however run over

several days, some of them two weeks

or more. In that case it is obviously the

best plan to keep the invoice up to date,

entering each day’s charges as they

occur.

Many repairshops—and some of them

'the largest ones in the country—hold all

of the charge tickets until the job is

finished. It then requires a considerable

time to make up the customer’s bill.

Often the customer is waiting for his

car and he will not wait while the bill

is being figured out.

By this method the invoice follows the

job so that when the work is completed

it is necessary to add only that day's

charges and the bill is ready. It takes

no longer to furnish a bill for a big job

than for a small one.

Upon the invoice proper are entered

each day the parts and material and

other charges of this nature. As each

amount is set down the charge is placed

in the proper column on the distribution

stub at the bottom. This stub is torn off

before the bill is presented to the cus

tomer. If cash is paid, it goes into the

cash drawer to account for the money.

If the bill is to be charged, it is given to

the bookkeeper.

By simply totaling each column on the

distribution stub the bookkeeper checks

the total of the bill. This again catches

clerical errors. All of the corresponding

columns on all of the distribution stubs

for each day give the bookkeeper a dis

tribution as between departments. When

ever a deposit is made up, the distribu

tion stubs in the cash drawer are han

dled in the same way. They are printed

in a size to fit a standard loose-leaf

file and become a permanent record of

original entries in case the books are

checked by an auditor.

Incidentally all invoices should be

typewritten. The extra expense, if any,

will be more than justified in the added

neatncss and the business-like appear

ance. In most organizations the big

things take care of themselves. It is on

your ability to handle the small details—
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the finer points—that you are judged

favorably or adversely. A clean-cut, at

tractive invoice is always of value.

The Bookkeeper Information

The distribution stubs, however, handle

only the time charged to the customer.

There still remains the “overhead” time

which we have called “non-productive,”

“idle,” “expense,” etc. This is charged

through journal entries on your books,

the information coming to the bookkeeper

through a blank called “Bookkeeper’s In

formation.” This is soon shortened to

“B. I."—B for bookkeeper, I for informa~

tion—and is shown as Form 7. All in

ter-department charges and inter-account

charges are entered on the B. I.—Form

T—by the billing clerk when the 'time

sheet is checked. In this Way your shop

sales account may be credited with cer

tain labor and your shop expense ac

count charged with the same labor. This

B. I. may also be used throughout your

organization for any sort of transaction

of which the bookkeeper must be in

formed. It does away with verbal in

structions and, filed in order, provides

a permanent original record for the audi

tor as well as a quickly-referred to,

signed authority for book entries which

may need to be looked up later.

In this way each day's time gets on

your books in the proper account. When

these accounts are totaled at the end of

the month they provide amounts which

give you your costs in a manner to be

shown later on.

The Operation Record Book

The Operation Records are kept in a

loose leaf binding. The sheets are ar

ranged as per Form No. 8. These sheets

can be purchased at any stationery store.

It is not necessary to have them printed,

unless you so desire, as the columns can

be headed with pen and ink. This Rec

ord Book can be kept by your billing

clerk or any other office employee. In

one case it is done by the telephone oper

ator, since all of the information for it

is taken from the Operation Time Sheets

—Fig. 4—together with the Parts Tickets

or entries of parts used on the jobs,

whatever form you use for that purpose.

As soon as the billing clerk finishes

making the entries on the invoices and

on the B. I. for the day, all of these data

—including the workman’s original order

—are placed in an envelope. This envelope

and its contents is the permanent office

file and contains the following:

I—Office copy of original order.

2—Operation time sheets covering

the job.

3~Carbon copy of parts tickets.

(In some cases the parts used are

entered on the back of the work

man's order.)

4—Workman's order.

These, with the Time Sheet, which is

filed in a loose leaf binding, form a com

plete record of the entire job and can

be quickly referred to one day or one

year later. On the back of the envelope

—which may be purchased at any sta

tionery store—the following rubber

stamp is used:

 

Job. No . . . . . . . . . . . . . .

Estimated Cost . . . . . . . . . . .3 . . . . . . . . . .

Labor 8 . . . . . . . . . . . .

Material S . . . . . . . . . . . .

Parts 8 . . . . . . . . . . . .

Actual Cost . . . . . . . . . . ..$ . . . . . . . . . . ..

Over 3 . . . . . . . . . .. Under 8 . . . . . . . . . . .

 

 

These envelopes are then turned over

to the person who keeps the Operation

Record Book. The sheets upon which

they are entered are shown as Form 9,

and little comment is necessary since the

sheets show for themselves the nature

of the record.

You will readily appreciate, if you have

read this far, that each repair job

usually means a record of several oper

ations. In the illustration previously

used “Operation No. 3, Repair Radiator,"
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would provide records on three opera

tions, Nos. 1, 2 and 3. In this way com

plete statistics are quickly secured.

This record also gives you an accurate

check on the efficiency of your workmen.

You can see at a glance which of them

are coming within the estimates you have

made and which are exceeding them.

At the end of every month these sheets

should be ruled off with red ink and to

taled. These totals should then be divided

by the number of operations for the

month in order to get the average. This

average means much. It includes good

work and poor work; jobs that have pro

gressed smoothly and jobs that have pre

sented difiiculties; the time required by

experienced efiicient workmen and that

required by the newer, less skilled men.

You should have your stenographer—

or do it yourself—make a list of these

averages and have this ready for discus

sion at your monthly meeting. You will

raise some warm discussions over them

on the part of‘your workmen and when

they begin to discuss them with heat you

may know that you have their interest

and that they will try to lower them the

following month.

As each month’s averages are type

written in this way you can readily see

whether your original estimate was cor

rect and what the difference is from

month to month. The column giving ma

terial and parts need not be averaged.

This record is kept to assist you with

data when you begin to use the Flat Rate

Plan later on.

When you reach this point the entire

process becomes automatic and is not de

pendent upon any one of your employees.

It is now proving itself and, while you

originally needed the services of a tech

nical man to start it, you will find that

it has become a matter of religiously

keeping track of the system and not

allowing it to lapse. The details can be

handled by almost any one, whether he

or she be technical or not.

The Ledger Accounts

Every shop, no matter how small,

should have at least three general ledger

accounts as follows:

SALES ACCOUNT——

Debits—Charge this account with the

wages paid your workmen. Manage

ment and non-productive wages and

salaries will also go into this ac

count. If the management and non

productive time is paid as flat sal

aries, it is easily figured at the end

of each month. If part of the time

of such employees, including shop

foreman, is productive, each kind

will be segregated through the time

sheet as previously explained.

Credits—On the credit side enter all

of money collected from customers

for repair work produced by the men

whose salaries are charged on the

debit side of the Sales Account.

MERCHANDISE ACCOUNT—

Debits—Charge this account with all

purchases of material which is sold

in connection with repair work.

Credits—Credit this account with all

sales of material at retail prices.

EXPENSE ACCOUNT— \

Debits—Charge this account with

small items of shop expense such as

small tools, shop upkeep, soap,

towels, laundry, etc.

It is not my purpose to outline a book

keeping system, as it must be presumed

that one is in vogue in every repairshop.

In order to arrive at your costs accu

rately, however, it is necessary to make

certain segregations which may not occur

to one who arranged your ledger ac

counts purely from an accounting stand

point.

If your business consists of several de

partments you should divide the overhead

of your entire establishment so that your

repair department stands its just share

of everything. Such overhead includes

administrative salaries and expenses,

taxes, light, heat, power, janitor, adver

tising, rent, office, insurance, etc. Each

month this proportion should be charged

to the EXPENSE account of your shop

and, in this way, will figure in your

costs.

The credits to both the Sales and Mer

chandise accounts come through the Cash

Book or the Accounts Payable Ledger in

case they are direct credits from sales to

customers. “Inter-Account” credits come

through the Bookkeeper Information—

Form 7—as previously explained. The

illustration of the “B. I." shows how the

Sales Account is credited and the Ex

pense Account charged.

Guarantee Account

In a repairshop of any size there

should also be a “Guarantee” Account.

Into this account is charged all work

done for which the shop must pay, either

because it did not do the work right the

first time or because of a matter of policy

or for any other reason. This can be
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absorbed in the Sales Account, of course,

by doing the work on “shop time,” but

it is much better to segregate it in order

that the manager may KNOW HOW

MUCH of this sort of work is being

done. Charged to “shop” on the time

sheet, it shows up as NON-Productive

and gives a false impression when seen

upon the statement at the end of the

month. Non-Productive and idle time IS

absorbed as a matter of course, the seg

regation of such time being for the pur

pose of figuring percentages.

Stick to the System

We have now laid the foundation

through service désk, shop and office for

the Flat Rate Price List. There remains

but the ability to stick to the system for

a period of time sufiiciently long to se

cure enough averages. This time will

vary according to the volume of business

done by the shop. The makes of cars you

handle most will pile up averages faster

than those which are brought in less

often.

Hardly a day will pass but some prob

lem will present itself to you in connec

tion with this work. However, such prob

lems are incidental and, if you have a

clear conception of the entire plan, you

will not let them confuse you. Insist

upon accuracy in every department. A

few cents will make but little difference,

but a few cents’ difference upon several

hundred orders will, in the aggregate,

throw your averages off considerably.

And so, like the stage play, we now

drop the curtain upon the preliminary

story which has been told in order that

the main issue may be arrived at. When

it is raised again several weeks or

months, as the case may be, are supposed

to have elapsed. Your RECORD BOOK

has hundreds of operations. You have,

month by month, taken off your aver

ages. You know about what it costs to

do every kind of work on the cars you

handle from the labor standpoint and

you are ready to apply what you have

learned. We proceed, therefore, to a

detailed explanation of the method to be

used in this application—in short, to the

FLAT RATE PRICE LIST proper.

Part Two—Chapter IV

THE FLAT RATE PRICE LIST

S explained earlier in this story, the

Flat Rate Price List is made up on a

different basis from the List of Opera

tions necessary for the purpose of keep

ing averages. The former keeps track of

every detail of each operation necessary

in order to perform the work ordered

by the customer. In the Flat Rate Price

List it is necessary to retain only those

operations which are customarily ordered

by the customer—the complete job.

There are several points to be taken

into consideration in fixing your flat

charges, as follows:

Get These Points

FIRST—The manner in which work is

ordered on the particular make of

car. Your record book will show

you that many operations that you

considered necessary are not ordered

twice a year. Each different make

of car has certain arts which need

repairing more 0 ten than others

because of the nature of the con

struction.

SECOND—A proper consideration of

the psychological effect of certain

charges upon the customer. The

averages you have kept will show

you that small jobs, such as filling

battery, draining radiator, etc., take

much longer than you ever thought

they did. The customer still

THINKS they do not require this

much time and will never consent to

pay for it in full. You will lose him

over an extra ten cents on this sort

of operation where he would gladly

pay, without complaint, $10 extra

on a job with which he is not fa

miliar.

THIRD—A technical knowledge of the

car which will allow you to make

separate operations covering ex

actly the same work when necessary

to figure this work both from an

assembled car and from a point at

which the work has partly been done.

For instance, you might charge $1.00

for installing a new hose connection.

This would be worth, let us say, but

50 cents if you did not discover the

necessity of installing it until you

had removed the old one in connec

tion with some other work, such as

repairing the radiator. Your price

for re airing the radiator having in

cluded) removing and putting back

the hose connections, it would not be

fair to charge for installing a new

hose connection at the regular rate.

FOURTH—A shop foreman or service

manager who is thoroughly SOLD

on the entire plan and who has

worked right through it from the

beginning. It will always be neces

sary for some such man to use a

certain amount of judgment in con

nection with the price list.

YOUR FLAT RATE PRICE LIST

WILL BE COMPOSED OF THREE

CLASSES OF OPERATIONS:

l—Standard operations which have

FIXED rices. These must not be

changed y anyone from job to job.

Lose the work first. Your averages

have shown that the prices are cor

rect in s ite of what the workman

may thin about it. As you keep

averages to prove them, you may

raise or lower them from time to

time, as they are affected by the

cost of labor, the efficiency of your

shop, etc. In the meantime each

customer will be charged the same

‘ price for the same work.

2—Standard operations which may be

changed. These will be marked with

a star (*). The reasons for varying

the prices have been fully explained.

3—Standard operations which can never

be priced in advance. These are

marked with a cross (X) and con

sist of fender work, etc., as pre

viously explained.

How to Make Up the List

The best method of printing your Flat

Rate Price List is to run the operations

both numerically and alphabetically. If

this is done any operation can be quickly

found either from the name or the num

ber. Proceed in this manner:

Take any sort of card file with an in

dex running from A to Z. The size does

not matter but, for convenience, either a

3 x 5 or a 4 x 6 card should be used.

Since this file is used but temporarily,

the backs of some old cards are just as

good as new ones.

Start with Operation No. 1 in your

loose leaf Operation Record Book—Form

No. 8. Take the first blank card and

head it:

Op. No.

RADIATOR—Drain and Refill.

Do not put down an operation number

of the price just yet. That comes later.

Consult your Working Sheet—Form

No. 2—to see whether Operation No. 1

has any group numbers. If not, the only

thing necessary is to arrive at the num

ber of hours or fractions of hours neces

sary to perform the operation itself.

This is done by adding the averages for

each month’s operations and dividing by

the number of months. Let us say, for

the above operation, the average is 15

minutes or ‘4 hour. Use decimals, since

it is much easier to multiply them quickly

and they make for greater accuracy.

In order to fix the price, then for

draining and refilling the radiator it is

necessary only to multiply the average

hours by the rate per hour necessary

to make you a profit.

Digressing, for a moment let us look

at this rate per hour. What fixes the

charge to a customer for anything?

How does the shoe manufacturer know

what to charge for the shoes he makes?

Elements Which Fix Prices

Manufactured articles contain exactly

the same elements which go to make up

the repairs sold by the automobile re

pairshop. These elements are material

and labor. In putting labor and material

into shoes it is necessary to have a build

ing in which to work. This building

must be heated and lighted. Certain

small findings must be used. There are

taxes to pay, advertising to be done and

office and general expense to be figured.

The owner of the business must draw a

certain stated salary therefrom as must

the general manager and the other ad

ministrative employees. The shoes man

ufactured by the company for sale must

pay for all of these things and also pay

a legitimate profit, else the business

MUST, of necessity, lose money. This

is an obvious fact which hardly needs

stating.

These same things enter into YOUR

business. YOU are selling labor and

material. In order to sell them you must

have a building and must have heat and

light. You must have certain oflice and

administrative expense and must pay

Description Price
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taxes and invest in tools and machinery

and findings.

Now let us suppose that,’ several years

ago, this shoe manufacturer said that he

would sell his shoes for $4.00 per pair.

This price, you understand, was made

simply because other shoe manufactur

ers were selling shoes for that price

when he started in business.

Year after year he sold shoes for $4.00

per pair. In the meantime the cost of

leather increased. The cost of labor in

creased. Everything which went into his

shoes increased in price. Gradually his

costs approached his selling price of

$4.00 per pair. After a time it cost more

to make a pair of shoes than he received

from the sale. In the meantime he had

lost a lot of money and received no

thanks for it from any source. Would

this not be the height of folly?

AND YET, IS THAT NOT WHAT

THE AUTOMOBILE REPAIR BUSI

NESS HAS BEEN DOING, UNIVER

SALLY, THE COUNTRY OVER?

Some time in the past some one fixed

the charge per hour for automobile re

pair labor at 75c. For years automobiles

were repaired at this price by all

shops, large and small, regardless of the

cost of labor or materials—regardless of

whether rent and taxes were high or low.

Perhaps later the rate was raised to

$1.00 by some shops. During the war

the charge went to $1.25 and in some

localities $1.50. Upon what were these

charges based? Were they arbitrary or

did these shops KNOW that the charge

would pay all of the costs of production

and still return a fair profit. We all

know that, generally speaking, the former

was the case.

The shoe manufacturer knows his

costs. He adds to his costs a fair return

on his investment—a legitimate profit-—

and thereby fixes the price of the shoes

he manufactures. This price may be

$2.50 or it may be $6.00, depending upon

his policies as to quantity and quality

of production.

In the same manner should the price

of automobile repairs be determined.

Each individual repairshop must KNOW

ITS COSTS, and these costs—figuring

everything—plus a fair profit MUST de

termine the charge to the customer if the

repairshop is to succeed upon a business

basis.

Some repairshops, due' to good man

agement and local conditions affecting

their individual expenses and overhead,

may make money without actually know

ing their per-hour costs. But this is at

best, a hit-and-miss proposition. If local

conditions change, or labor goes up or

they are forced to move into a more ex

pensive location or any one of a dozen

other easily imagined conditions hap—

pens, it is obvious that they cannot make

the same amount of money upon the same

basis of charging for repairs.

But, IF the charges are determined

from the other way around, as they

should be, each month’s statements will

show costs. While they may fluctuate a

little each month without affecting the

general result, on the other hand they

would immediately reflect an unusual

condition, such as the war has recently

brought about, with the result that they

would automatically increase charges in

order to maintain the same average profit

based upon average volume.

Policies Must Be Right

It is not my purpose to make the cus

tomer pay the penalty of conditions for

which the individual repairshop is to

blame purely and simply. The Flat Rate

Plan offers the only opportunity I know

of to collect repair bills without friction,

but it cannot be used by the individual

to cover up policies which are, funda

mentally, opposed to good business prac

tice.

The public is quick to detect poor work,

lack of courteous treatment, inefficiency

of handling work and failure to make

good upon mistakes. If any repairman

who reads this thinks that the plan here

advocated will allow him to do these

things he is sadly mistaken.

The fundamentals must exist in the

individual establishment FIRST before

any plan can be successful. The Flat

Rate Plan will serve those _who are other

wise good business men. It will NOT

serve as a clock to hide wrong doing

along other lines. If you lost business,
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therefore, because you are not doing

business in the right way—because you

lack courtesy, good workmen and proper

arrangements otherwise—you cannot ex

pect to raise your prices to offset the loss

of volume due to these causes.

But if you are doing business efil

ciently and along the line of good busi

ness practice, the Flat Rate Plan will

allow you to meet losses due to condi

tions over which you haVe no control,

such as the scarcity of labor and mate

rials and increased costs. You will make

money under it while your competitor

loses money. Your customers will absorb

these increased costs just as do those of

the shoe merchant. Your competitor, be

ing bound to a stated per-hour charge.

will have to absorb them himself.

If I have justified my position to you,

then you will fix your prices from a

standpoint of your costs and not upon an

arbitrary per-hour rate.

How to Segregate Costs

If you have kept your time sheets and

ledger accounts accurately as explained

previously, you will have before you a

table each month as follow:

Total number of man hours paid for dur

ing month

Average cost of all kinds of labor . . . . ..

Average per-hour cost of management..

Average per-hour cost of overhead (dis

tribution of general accounts) . . . . .

Average per-hour cost ofdirect expense. .

 

Average per-hour cost of investment

interest . . . . . . . . . . . . . . . . . . . . . . . . . .

Total per-hour cost for the month . . . . ..

Average amount collected per man hour. .

Less cost of each man hour paid for as

above . . . . . . . . . . . . . . . . . . . . . . . . : . .

Leaving a profit for each hour of . . . . . .

Bear in mind that. you will have to

charge the repair department each month

with its full share of all of the overhead.

If it is conducted as a separate business

it will have to stand everything of course.

Many items of overhead are usually over

looked, such as taxes, insurance, etc.

These are usually paid once a year and,

if not looked out for in advance, will

make the one month in which they are

paid show a big loss and the other months

a false profit. This is especially true

of unusual taxes such as have been paid

during the war.

Each of these should be handled with

a “reserve account.” Estimate them for

the year as accurately as possible and

charge this account each month with

one-twelfth of the yearly total. The

opposite entry would be a credit to “Tax

Reserve Account” or “Insurance Reserve

Account,” as the case may be on your

general ledger. If this is faithfully car

ried out, your cost table each month will

leave nothing to guesswork. If, you are

not clear as to how to handle such mat

ters, call in expert advice. Any ac

countant can change your book accounts

to give you what you require if you will

explain the proposition to him. There is

nothing complicated about it. It is a

matter of totaling columns each month,

that is all.

Let us say then, that you have the

above table as a basis and you find that

every man hour is costing you actually

$1.00 per hour. You will find that your

rate of $1.25 or $1.50 as the case may

be, is reduced considerably, based upon

the man hours you have to pay for. This

is due to the fact that many of your men

are non-productive. Some of your pro

ductive men are not busy all of the time

due to the fluctuation in volume at dif

ferent'seasons. There will always be a

certain amount of idle time no matter

how busy you are, due to “readiness to

serve,” the aCcumulated loss of time be

tween jobs, etc.

Now go a little further and take ac

count of the NON-productive and IDLE

time as shown by your time sheets. Let

us say that the non-productive time

amounts to 20% of the total time you

pay for and that the actual idle time of

productive men runs 5%. These figures

are conservative, especially in the repair

department of the automobile dealer who

has a certain amount of “free service.”

You now have the elements of your

charge to customer:

1—The cost. per hour of performing

the work.

2-—~The non-productive and idle time.

3—The average volume of monthly

business.

Let us say that your former rate of



24
April 30. 1919

MOTOR WORLD

charge was $1.25 .per hour and that you

find your charge, based upon costs, will

have to be $1.50 per hour. Keep both

charges in your Record Book as time goes

on in order to give you a comparison.

Going back. to the first card you have

started, it looks something like this as a

memorandum:

0p No. Description. Price

RADIATOR—Drain and Refill.

.25 hrs. >< $1.60 = $3.75

Thus, multiplying the average time

for draining and refilling the radiator

by the per hour charge of $1.50, which

you know you have to get on the average

in order to pay costs and make a profit,

you find that your charge will be 37%c.

Always favor yourself with the fraction.

This makes the price 40c. ' It is a raise of

5c because of your increase in the per

hour rate.

However, draining and refilling the

radiator is an operation which the cus

tomer knows abOut in detail and usually

watches. He has been used to paying

$1.00 per hour which amounts to 250.

Often he drives in simply to have this

done, and one of your service men runs

the car on the wash rack and flushes the

radiator with a hose. The price, there

fore, is ‘one of those comerning which

you must consider “policy” and the

psychological effect upon the customer.

You should keep your old price of 250

on this particular job.

This would apear, upon first thought,

unfair to the customer since the average

must be maintained by pricing some oper

ations lower and others correspondingly

higher. However, second thought will

convince you that all repairing which is

priced at fiat rates in advance must con

sider the law of averages and, based upon

this law, is not unfair to the customer.

Referring again to the illustration

previously used, the concern repairing

shoes has fiat charges for its standard

work. Yet, without doubt, some shoes

cost more to half sole than others. The

man who takes his shoes in while they

are still easily and quickly half soled

pays a higher per-hour rate than does

the man who has worn his soles down to

the uppers.

On the other hand, the shoe repair

man cannot price certain kinds of jobs

in advance. He must look at the indi

vidual job and, from his knowledge of

such things, price it according to the per

hour rate he must maintain and the time

he knows it will take. If he has a knowl

edge of costs the few jobs he is com

pelled to price in this way will maintain

the average even though the prices are

given in more or less of an offhand man

ner.

The above illustration covers a simple

operation with no groups. When it is

priced and completed with the exception

of the operation number which it is to

have it is placed back of the letter “R”

in the card file. The next operation is

then turned to and figured in the same

way. When they are all priced, it will

be seen that they are placed in the file

in alphabetical order without any opera

tion numbers.

The file should then be gone through

and the cards under each letter arranged

alphabetically as to the second letter.
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“ALCOHOL” should come before

“AXLE,” etc. Having done this, the

operation numbers are put on each card

in order from the first one under the

letter “A” to the last one in the file

under “Z.”

As progress is made through the

Operation Record Book, many compli

cated operations will be found. How

ever, these become very simple when the

group numbers are set (lOWn on the card.

The aggregate hours of the group mul

tiplied by the per-hour rate establishes

the price regardless of the number of

operations in the group. Form 9 is a

sample card showing how it would be

prepared to cover a. complicated opera

tion. The operation figured out is that

of changing cylinder blocks on a Cadillac

Type 57. The time shown for each op

eration composing the group is approxi

mated.

It will be seen that the price put upon

this job is somewhat higher than it ac

tually figures. This is carrying out the

idea, already stated that some jobs must

absorb the loss on others. Following out

so many operations on a job which is

done comparatively seldom, some leeway

must be taken. However, as time goes

on and you work under the Flat Rate

Plan, you will prove out all of these

charges in a way that will leave nothing

to guesswork. This method of proving

out is covered in detail hereinafter.

Group Numbers Discarded

You will note that the group numbers

are not retained in the Flat Rate Price

List. It is unnecessary any longer to

keep time on each individual part of the

work. This system has served the pur

pose of establishing your prices as well

as showing you how the work comes in.

Many operations in the Record Book, you

will find, have not been performed a

single time during the average keeping

period. They will be discarded.

However, the description of the group

operations should be carried in the price

list in order to explain to the man who

sells the work just what has to be gone

through with in order to perform the ob

jective operation ordered by the cus

tomer. Many prices, quoted offhand, will

seem high to the customer.

man selling the work is familiar with

the approximate time required for each

operation—and he will be if he has been

properly educated during the time you

have been keeping the averages—and if

he is a SALESMAN, he will sell the job

nine times out of ten.

It is well to retain a “Miscellaneous”

operation under each heading for a time

at least although ultimately these should

But if the -

be eliminated as rapidly as possible in

order to make the entire list DEFINITE

and open to few chances of misinterpre

tation by the various employees who have

to work with it.

On every “miscellaneous” operation be

sure that your Record Book shows in de

tail the exact nature of the work per

formed. At the end of each month note

how often the same work reoccurs. If

you find that a certain work is being

ordered often enough, it is easy to give

it a separate operation number and price.

In this way, in the course of time, the

“miscellaneous” operations will be prac

tically eliminated. Inserted operations

should not disturb the numerical order.

Use 22a, 40a, etc., until the entire list

is newly written, say, once a year.

In the Flat Rate Price List you should

continue to use unclassified numbers.

These are easily distinguished if they

run in even hundreds, starting high

enough to miss your last regular opera

tion number. Thus, if your last opera

tion is numbered 240, you would begin

your classified numbers, say, with 500.

By using 500, 600, 700, 800, 900, etc.,

you provide a means of handling the un

usual work caused by wrecks or “over

hauling” jobs. These should be kept

track of in the same way as the regu

lar operations and, if there is constant

reoccurrence of any certain work, new

numbers may be added to the regular

"list in the same way as stated above for

miscellaneous operations.

In no case should work not contem

plated by any operation be done under

that operation number. This is an easy

mistake to make especially if several per

sons take orders from the customers.

In the small shop the orders may be

checked over by the foreman before the

work is started and corrections made as

may be found necessary. In the large

shop a definite method of checking is im

portant, as mistakes of this kind will

affect averages to an extent which will

destroy confidence in the entire system.

One method of handling this order

writing has for its basic principle the

making of the order in triplicate, the

first copy being the customer's invoice,

the duplicatea copy for the service office

files and the triplicate on light card

board for the shop working order. In

asmuch as the customer’s invoice should

be typewritten, the “trouble shooters"

simply make a note of the work the cus~

tomer wants done on a form called

“Memorandum of Service Required”—

Form No. 10. These memos can be put

into leather covers to keep them clean.

This form is turned into the service

office where the operation numbers are

supplied and the actual order written.

At the same writing a tag for the car

is made for identification purposes. This

triplicate order form_ and tag is shown

in Forms '11, 12 and 13.

Each department foreman initials the

Information Tag—Form 13—as the

work in his department is finished, and

this O.K. is accepted by the final tester

for everything but mechanical work.

(The concluding installment of this series

will appear May 7)
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HE LAW
By George F. Kaiser

Wants Real Distributor Contract

Editor Motor World: I wish to take

advantage of your legal department by

sending you a copy of a dealer contract

which we are using, and would ask that

you look this over and send any changes

you would suggest to make this an abso

lute contract binding on one side as well

as the other.

It is the general impression among

dealers that they can enter into a con

tract of this kind by putting up a de

posit and agreeing to take a specified

number of cars in a specified length of

time. They tie up the territory in which

they are doing business and compel the

distributer to pay a commission on all

cars sold in that territory, even though

they take no part in putting over the dif

ferent cars. This, you will readily see,

will allow a dealer, for instance, if he

is selling Buick cars to contract with

the other principal makers of cars in

this particular territory in which the

distributer agrees to forward all ' in

quiries. If the dealer wants he can use

these to sell Buick cars to. _At the end

of his contract, if he has money up in a

form of a deposit, he can force the dis

tributer to return it.

Generally Favor Dealer

What we want is a contract that will

stand the law and protect the distributer,

allowing him to hold any money put up

as a deposit for this specified territory.

lf this cannot be done we would like

some suggestions as to a change in con

tract that would protect the distributer

by giving the dealer protection only on

care he actually sells himself, thereby

receiving no benefit from our advertising

on cars purchaser should come to our

office and buy. If you are familiar with

the dealer contracts you know that at

the present time it seems to be entirely

one-sided—all in favor of the dealer;

and it works a hardship to the distribu

ter, who is spending thousands of dol

lars a year in advertising the car, as,

you see, the dealer can tie up his terri

tory by contracting and then lie down.

Any information you can give along this

line will be appreciated—C. J. DUTTON

AUTOMOTIVE CO., C. J. Dutton, Presi

dent.

Answer—The decision in numerous

cases between dealers and distributers

or dealers and manufacturers has been

in favor of the dealer. The reason for

this has usually been that in these cases

the distributer or manufacturer was very

anxious to take advantage of any pos

sible default on the part of the dealer,

but wanted things so arranged that it

would be optional with it to furnish cars

or not, and was also unwilling to be

definitely bound to deliver them at any

stated time or times or in any definite

amc unt. The courts therefore refused to

enforce these one-sided contracts and de

clared them void.

There is no good reason why you can- ,

not draw up a contract providing that a

dealer shall not have exclusive'territory,

shall receive no commission on cars other

than those he personally sells, and that

he shall not get back his deposit if he

defaults. The only trouble with a con

tract of this kind is that it is doubtful

whether you will be able to get any dealer

to sign it, as it will come very close to

being a bill of sale instead of an agency

agreement.

We cannot undertake to draft special

forms of contract for subscribers. The

form you enclose is much more advan

tageous to you than the forms generally

used. I note you have reserved the right

to change prices and to be absolved from

liability for failure to deliver. With

these clauses you cannot hold the dealer

if he fails to take the required number

of cars. “You can’t eat your cake and

have it,” as the old saying goes.

 

Uncalled For Repairs

Editor Motor World: Will you kindly

advise us as to the law on repair jobs

which are not called for in a reasonable

time. We have a good many jobs which

we have been holding from two months

to a year and are unable to get in touch

with the owners.

We would like to know if we have the

right to dispose of these jobs under the

above circumstances. Any information

you can give us along this line will be

appreciated. —- RELIANCE ELECTRIC

CO., 711 Granby Street, Norfolk, Va.

Answer—What you can do with prop

erty left in your charge on which you

have expended labor and for which you

have furnished materials depends upon

the nature of the property and the law

of the State in which you are located.

In Virginia you have a common law lien

on property for labor expended and ma

terials furnished. Under the common

law you can hold the property under your

5 
  

Perplexed ?

Does some point of

law perplex you?

Why don’t you ask

Motor World’s legal

editor to discuss the

question?
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claim of lien until you are paid. Selling

property under a lien is a highly tech

nical procedure. I would not advise you

to do it yourself. Let your local attor

ney take the responsibility.

_.___.

Be Sure of Contract

The importance of inserting a clause

in contracts for the sale of automobiles

to the effect that all of the conditions of

the contract are contained therein is

shown by a decision in a late Maryland

case.

Suit was instituted for damages for

breach of contract alleged on the sale

of a Ford car. It appeared that the con

tract was in writing and provided that

the purchase price was to be $360 cash.

The buyer contended that there was an -

agreement that the seller was to take a

used car in payment of a part of the

purchase price.

The Maryland Court of Appeals de

cided that where a contract for the sale

of an automobile contains a clause, as

this one did, to the effect that the con

tract “comprises the entire contract and

no other agreement of any other kind,

verbal understanding, or promise whatso

ever, will be recognized,” the buyer can

not successfully claim that there is an

independent agreement that the seller is

to take a used car in exchange as part

payment of the purchase price set out in

the contract. '

Hold the Car

Editor Motor World: We would like

to know if there is a lien law in Iowa

against cars for labor and other bills.

If so, what steps must a garageman take

or can he.simply shut the doors and re

fuse to let car go out?—BERHOW &

OLSON, Huxley, Iowa.

Answer—So far as I know the Iowa

lien law has not been amended recently.

Under the lien law, then, your lien de

pends upon your possession, and if you

lose possession of the car or .give it up

you lose your lien. The thing to do is to

keep possession of it and not give it up.

 

Pullet in Production

MINNEAPOLIS, April 28—The Pullet

Tractor Co. has reached the production

stage and the tractor will make its ap

pearance in the Northwest trade this

year. The Pullet is a 4-plow machine of

original design and was shown for the

first time at the Industrial Exposition

this year at Minneapolis.
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Consider the Farmer

would do well this year and next to consider the

farmer as a source of sales. In other words,

prepare to develop your farm market to the maxi

mum.

If you are selling motor cars, plan an intensive

campaign for combing every last prospect out of the

farm field and then plan a big sales effort for placing

new and used cars in the hands of farmers.

If you are selling trucks, do likewise. There are

thousands of farmers, in those sections where roads

are at all suitable, who never have realized the ex

tent to which they can use trucks on their farms and

between their farms and other points.

If you are selling tractors, little needs to be said.

Go after the farmer in a big way and get set in this

coming business.

If you are selling automotive equipment there is an

enormous field for your effort.

The reason is this: As compared with the rest of

the country the farms are the most prosperous to-day

and will be so in the immediate future. A third of

the workers in the United States are on the farms.

Also, farm prices are high and the price of wheat is

guaranteed. This means that a third of the workers

in the United States are to-day engaged in an enter

prise which has an assured prosperity.

On the other hand, some of our other industries

and activities are not as active as farming. Of course,

industries are moving well, but they cannot compare

That Building

EVERY year when show time comes around the

EVERY man engaged in the automotive business

entire trade begins to bewail the fact that there

isn’t a building in town big enough to hold a

show such as the trade merits. And every year the

dealers all declare that “their town” should erect a

building for exposition and convention purposes in

order that the city may hold its own in civic com

petition, bring to itself conventions and expositions

and be a leader.

Generally the dealers, in the midst of their lament

ing, get whatever building they can find, hold the

show, and forget about the matter until another sea

son creates the same dilemma. Then they lament

again, hold the show, and forget it again.

This agitation for a convention hall and exposition

with farming in an assured prosperity of magnitude.

Practically the other third of our workers are

engaged in manufacturing and mechanical pursuits,

in which fields the prices are not guaranteed and the

activity is not on the increase. Don’t, however, get

from this the idea that general business is not good—

because it IS. But, while business is GOOD, farming

is a darned sight BETTER.

For years dealers in automotive lines have been

selling goods to city people and to farmers, with the

majority of the car and truck sales in most sections

to city people because it has been easier to do sales

work in dense populations. Operating in cities where

the population is thickest probably will always be

the easiest way, but for the big future that lies ahead

dealers should comb ALL markets thoroughly and

this means MORE attention to the farmer.

He needs all kinds of automotive things and has

more money than ever before. If he is a small farmer

with a small income he probably has cash enough in

the bank for a used car if not for a new car. And

every sale made in the country means that an adver

tising point has been established, for farmers talk

things over as city men do not. If Farmer Jones

buys a good used car from you and likes it you have a

good chance to sell one to his neighbor.

The farm field is the big field this year. Get after

it. Develop it. Get established in it and have a well

rounded out sales field which will give you a greater

stability in business and an enlarged volume and

profit.

for Your Show

building should be continued NOW. The shows are

over. The hubbub of show week has subsided and

the dealers have more time to think of such things.

Begin working NOW for such a building and maybe

you can get it by 1921.

To start with, hold a meeting of the leading deal

ers, or the whole association, 'and sell every one the

idea of ‘_‘your city” having a building to which it can

invite conventions and expositions.

Having sold yourselves, approach a selected list of

influential people and sound them out on the idea.

Get a good list of substantial people to support your

idea, keep agitating, talking, boosting, getting news

paper publicity. Continued agitation for a good idea.

wins out some day. Start NOW and keep at it.
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Will Hold an Opening

Editor Motor World: I am a sub

scriber to your magazine and appreciate

it very much. I enjoy the letters to the

dealers and answers to their queries and

so am sending my first query. I am

owner of the Junction Garage, and also

operate the battery business in Moun

tain View. I am to combine the two

businesses in a new building about June

1, and am asking you for plans and

specifications and advice about an open

mg.

Should I send invitations—have each

caller sign a visitor’s register—serve re

freshments, lunch and wafers at the ac

cessory counter—have an orchestra—

other forms of speeches—music, etc.?

How long should the program be, how

long should opening be; all day or only

in evening? I have agency for the Dodge

and Chandler motor cars and a truck,

and could arrange a nice display as a

show—C. C. Skinner, Battery, Ignition

& Starter Co., Mountain View, Cal.

More Plate Glass Needed

Answer—The first point you bring up

is that of plans. Generally speaking, the

plan of your interior is very good. On

inspecting the architect’s drawing, how

ever, we would suggest that you get a

little more plate glass in front. Bring

your salesroom window down a little

lower and a little closer together and get

more room for display.

The same also applies to your acces

sory store. Plate glass is one of the

cheapest things you can put in your

huilding, providing you use the display

facilities after you have them installed.

At the right hand side of the door

leading into the side of the building,

against the end of the battery room, we

t\elieve it would be a good idea also to

install a runway cabinet, which you will

find illustrated in the Summer Merchan

dising number of Motor World, April 16.

In this you put a display of automotive

equipment, illuminated in fine style, so

that it brings this merchandise to the

attention of everyone who drives into the

building.

As to your opening, we should send

:nvitations, and it would be a good idea

to have the visitors sign a register. We

oclieve it will add to the interest of the

rccasion if you serve refreshments and

have an orchestra, and it probably also

would make it interesting if you follow

out the program of music and speeches,

as you have suggested in your letter. We

believe you might well begin the pro

gram at 2:30 in the afternoon and start

zi'nother one about 8 o’clock at night.

lour own ideas on this subject seem to

be so good that there is very little we

 
 

WHAT ABOUT IT?

VER since we have had day

light saving we have had

conversation about it.

Some say one thing and some an

other.

What do you think of it, now that

we have tried it for one year and

are about to go through the sec

ond year?

How has it helped you?

How has it helped others of whom

you know?

Or isn’t it a good thing?

Is it a benefit to this trade or not?

What do you think of it, what do

your employees think of it, how

does it affect business and shop

operation, and what about it all

anyway?

  

 

  

 

can add. We are sure you will have a

very successful affair if you go through

with it along the lines you have outlined.

Your ideas on displaying your cars

and trucks and other things are very

good indeed, and we are sure you will

have a really high-class performance if

you go ahead with the ideas you seem to

have in mind.

 

Tractor Service

Editor Motor World: In your issue of

Jan. 22, on pages 18 and 19, we notice

soine illustrations headed “A Few Ideas

on Tractor Service." These pictures

show a Fordson t‘ractor being loaded on

a Ford truck for transportation purposes.

We will be glad to have all the additional

information you are able to furnish con

cerning just how this tractor is loaded on

the truck. We have recently taken on

the Fordson tractor and all the pointers

you can give us will be appreciated.—

McGlamery-Sutton Auto Co., Greensboro,

N. C.

Answer—The pictures which we

showed illustrate two distinct methods of

loading a tractor on to a truck. The first

is a hand method by which the tractor

is pulled up the planks by means of a

winch, which is fastened to the forward

part of the body of the truck, this winch

being turned with a crank. This method

is shown in the three pictures on page

19. The successive steps from top to

bottom of the page are the placing of

the planks in position with supports

under the center to place the weight of

the tractor so that the planks will not

break. These planks, you will notice,

have a groove in the center to take the

rim of the front wheels, as otherwise this

rim would be liable to split the plank.

The forward ends of the planks have

books which hook into the bar forming

the pin of the tailboard hinge. The cable

which pulls the tractor up is steel rope.

and the winch is such a one as can be

purchased at any large hardware store

or place handling builders' supplies. A

hook is spliced into the end of the cable,

and this hook is arranged to go around

some part of the front axle of the trac

tor, then by turning the crank the trac

tor is pulled right up onto the truck.

After the truck is in position, the boards

or planks are placed in the truck along

side.

Truck Must Be Braced

You will notice there are props placed

under the rear of the body of the truck,

so that when the tractor is in the posi

tion shown in the middle picture of the

page, with the weight all on this part

of the body, there will be no tendency to

lift the front part of the truck ofi’ the

ground. The portable work-bench which

is shown in the pictures is stowed in a

little place between the body and the

chassis, and this is for use in repairs

where the truck has to go out to perform

minor operations on a tractor which is at

work in the field. '

The power method of pulling the trac

tor on to the truck is shown in the two

photographs on page 18. A drum is rig

idly attached to one of the rear wheels,

and by suitable arrangement of pulleys

the cable is wound up by means of the

power of the engine, this wheel being

jacked clear of the ground while the

other wheel rests on the ground. This

can be controlled by the clutch pedal in

the driver’s seat, and is of course a faster

method but necessitates a little more

trouble in jacking up the wheel, getting

the cable around the drum and that sort

of thing—Editor.

__

Worth Many Times the Cost

Editor Motor World: Copies of your

magazine received a few days ago. They

are great and worth many times their

cost to any man or firm.—William P.

Bishop, Valdosa, Ga.

 

From Cover to Cover

Editor Motor World: I am enclosing

a draft for my subscription to the Motor

World to extend it for 2 years. My sub

scription doesn’t run out until next Janu

ary, but I cannot do without it. I get a

whole lot when I get the Motor World.

I can rarely wait until I get my copies

to see what some of the rest are doing
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and to get a hold of your short cuts.

That is one of the best ideas there is to

get the short cuts. One may think that

his is the shortest way, but there is al

ways a shorter way of doing things. For

instance, your No. 2088 in the last issue.

1 will give you a better one and a few

more on a separate sheet. Also like your

Better Mechanics. I read it through,

cover to cover, every week, and I sure

don’t miss any of it.—E. B. J. Roufs,

Winsted Garage, Winsted, Minn.

 
 

SOME TAX QUESTIONS

Answered for Dealers

 
 

N. A. D. A. Diary Fight Tax

Editor Motor World: In your issue

of March 26 you have an article in re

gard to war tax. We have been visited

by several representatives of the Gov

ernment during the past year, and they

have insisted that when we bought a

Ford 1-ton truck chassis from the Ford

Motor Co. and a body from one of the

body builders we must pay an additional

tax figured on the difference between 3

per cent of the total selling price of the

truck plus the body and the war tax al

ready paid by the Ford Motor Go. To

be concrete, if we sell a $550 Ford chas

sis and put a body on it which sells for

$150 we have had to pay the difference

between 3 per cent of the total, which

would be $21, and the 3 per cent already

paid by the Ford Motor Co. on the whole

sale price of the chassis, which was

$13.61.

We didn’t know anything about this

until some months after the original law

went into effect, and consequently had

to pay back war tax amounting to $100

or so. Since this, we have passed this

additional tax on to each customer, and

have remitted to the Government month

ly. If we interpret your article cor

rectly, this is no longer necessary. We

would appreciate advice from you on this

point.--Henderson & Lathrop, Auburn,

N. Y.

Answer—Your situation as stated in

your letter of April 17 is correct. Under

the old law you were a manufacturer if

you added a body to a chassis. Under

the new law, you are not a manufacturer

and do not have to pay a tax. The maker

of the body and the maker of the chassis

pay the tax and pass it on to you. We

understand the National Automobile

Dealers’ Association is considering fight

ing this ruling.

New Tax Different

Editor Motor World: Will you be kind

enough to advise us who the individual

is at Washington or the proper party in

the revenue department to get in touch

with to have them give us the ruling

direct? There is considerable difficulty

here displayed by the fact that the rul

ing handed out does not give us any ef

fect prior to February this year.—Com

mercial Motor Sales Co., Cincinnati.

Answer—Address your inquiry regard

ing the tax to the Department of Inter

nal Revenue, Washington, D. C., and it

will be answered by any one of a number

of persons having charge of the collec

tion of the tax.

In your letter you state that there is

considerable difficulty displayed by the

fact that the ruling handed out does not

give any effect prior to February this

year. This is the case: Under the old

law, the dealer who added a body to a

chassis was a manufacturer; under the

new law, he is not a manufacturer, inas- _

much as the maker of the chassis and the

maker of the body have to pay the taxes

on those articles.

The Tax War

Editor Motor World: Please let us

know if we have to pay a tax on parts

that we manufacture in our automobile

repairshop, which we use on repairs and

also sell to users of our chassis. If a

tax is due, when and how is it payable?

Any other information on this subiect

will be appreciated—Renault Selling

Branch, Inc., 719 Fifth Avenue, New

York City.

Answer—Our understanding of the law

is that if you manufacture a part, you

have to pay a tax on it to the collector of

internal revenue in the city of New York.

Get in touch with that office for the

method of payment. If, however, it is a

repair part, and‘not a manufactured

part, our understanding is that you have

to pay no tax at all.

We presume that you are referring to

parts for Renault cars, which you haye

to make because you cannot get them

from France, and in that case our im

pression is that you have to pay a tax.

—Editor.

Dealer Not Taxed

Editor Motor World: Your article in

the issue of March 26 with reference to

the war tax is very explicit and very

helpful, as it dispels all those doubts that

have been worrying the majority of

dealers. However, craving your indul

gence, we wish to take advantage of your

offer to answer any questions connected

with the tax.

We are an authorized Ford dealer, and

as such sell a considerable number of

commercial jobs, chassis, of course, being

purchased from the Ford Motor Co. and

the bodies from a commercial body fac

tory.

Last January a representative of the

Internal Revenue Department required

us to report all sales of this nature back

to Oct. 3, 1917, and return the amount of

the 3 per cent tax on our retail sale price

of the complete job, including war tax

already paid by the Ford Motor Co., but

allowing us to deduct from the tax as

figured in this manner, the tax already

paid.

We complied with the requirements, of

course, and have filed our return, with a

protest, however.

Of course, the contention of the Reve

nue Collector was that we, by completing

the automobile by the installation of a

body, have constituted ourselves a manu

facturer of automobiles in the eyes of

the Government, and are therefore liable

to the payment of a 3 per cent tax of our

sale price of the complete job.

We feel that this is a misunderstand

ing as to the real intention of the law,

as we cannot conceive how we can be

construed to be a manufacturer in such

a case, any more than in the cases where

we install accessories on Ford automo

biles of all models.

We have a regularly established acces

sory department, in which we sell any

accessories connected with the Ford car,

and we are of the opinion that if we sell

these articles in connection with the sale

of a car, we are no more a manufacturer

than if we sold them separately from the

car transaction. If you will kindly re

lieve our minds on this subject we shall

greatly appreciate the favor.—Meldrum

Motor Corp., Buffalo, N. Y., A. S. Mel

drum, Manager.

Answer—Under the rulings made on

the old tax, you were a manufacturer if

you added a body to a car, but under the

new tax the revenue is collected from

the manufacturer of the chassis and from

the manufacturer of the body, and from

the manufacturer of the accessory, and

the dealer is in no case construed as a

manufacturer when he merely put-s to

gether goods as you are putting them to

gether. This, however, was not true

under the old tax, and, according to the

old rulings, you would be construed as a

manufacturer.

>—

Try This One

This Is a Form Letter Being Sent Now

to Car Owners by a New York

Repairman

Dear Sir: Anticipating that you will

be having repairs made to your car in

the near future, I am again taking the

liberty of asking you for a continuance

of your valued patronage.

Having had the pleasure of doing re

pair work for you in the past, I feel that

you have enjoyed perfect satisfaction in

all our dealings.

My organization, perfected after years

of careful study, enables me to give per

sonal attention to every detail of the

work.

Thanking you for the valued pat

ronage you have given me in the past,

and assuring you that I will make a

special effort to give you satisfaction in

every way with all orders entrusted to

me in the future, I remain,

Very truly yours,

R. B. LAFFAY,

' Former Master Mechanic,

Packard Motor Car Co.
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A Department of

BETTER MECHANICS

N0. 102

When making inquiries on this subject, state whether you save the back

issues of MOTOR WORLD, as these inquiries can frequently be answered by refer

ence to a previous issue.
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Care and Repair of the

F. A. Starting and Lighting System

' Installed on Ford Sedans and Coupes

  

Fig. l—Top view of the Ford power plant, showing the generator mounted at

the right front of the engine and the starting motor engaging the teeth of the

flywheel through the transmission cover

system now being installed on Ford

sedans and coupés is of the two

unit type and consists of:

l—Starting motor.

2—Generator.

fi—Storage battery.

4—Charging indicator.

5—Lights.

S—Necessary wiring and connections.

The starting motor is mounted on the

left side of the engine and is bolted to

the transmission cover. When in opera

tion the pinion of the Bendix drive shaft

engages with the teeth of the engine

flywheel.

Instructions for Starting the Engine

l—Place the spark and throttle levers

THE F. A. starting and lighting in the same position on the quadrant as

when starting by hand—the spark

lever in the third or fourth notch and

the throttle lever in the fifth or sixth

notch.

2—Turn on the ignition switch. The

engine may be started either on battery

or magneto, but the use of the magneto

is strongly recommended, as just as hot

a spark will be produced and the battery

will have less drain put upon it. How

ever, in very cold weather, when the

starter will not turn the engine over very

fast, owing to thickened oil, the battery

will give quicker results in starting. As

soon as the engine starts, switch to the

magneto.

The, spark must not be advanced too

far or the engine will backfire, and this

may bend or break the shaft of the

starter.

3—Press down on the starter push

button, which is located on the floor of

the car at the driver's feet. This button

connects the circuit and makes the cur

rent flow from the battery through the

starting motor, causing it to turn and

causing the Bendix drive shaft to engage

with the flywheel teeth, turning the

engine over.

4—If the engine is cold, it is primed

by pulling out the carbureter priming

rod, which is located on the instrument

board. This should be held out for

only a few seconds at a time to prevent

flooding the carbureter.

Causes of Failure to Start

l—If the starting motor turns the

engine over and the engine refuses to

start, the trouble is not in the starting

system, but is in the engine or some of

its accessories or equipment. In such a

case release the button and look for

trouble with ignition, carburetion, or

other trouble with the engine. Continu

ing to press the button will only dis

charge the battery and will not remedy

the trouble.

2—If the starting motor does not act

when the button is pushed, then the

trouble is in the starting system, and

faults may be looked for as follows:

3—See that the connection to the ter

minal of-the starting motor is tight.

4—See that the connections to the two

battery terminals are tight.

5—See that the connections to the two

terminals on the starting switch are

tight.
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The color system of identifying the difl'erent wires

is used both on the ignition system and on the start
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Fig. 2—Wiring diagram of the F. A. Starting and Lighting system as now installed

on Ford Sedans and Coupes. The regular ignition system on the Ford is retained

without change, but it is possible to use the current from the battery for ignition

6—See whether any of the wires are

broken or have the insulation damaged

so that a short circuit exists between the

wire and the frame of the car or some

other metal part.

7—Examine the condition of the bat

tery. It may be run down. Test it with

a hydrometer. If it is less than 1.225

there will not be enough current to turn

the engine over. There may not be

enough electrolyte in the cells to cover

the tops of the plates and this may be

caused either by evaporation or by a

leaky battery jar.

The Generator

1—The generator is mounted on the

right side of the engine and is bolted to

the cylinder front end cover. The pinion

of the armature shaft engages with the

large timing gear, and the charging rate

of the generator is set to cut in at engine

speeds corresponding to car speeds of 10

m.p.h. It reaches its maximum rate at

20 m.p.h.

2—To remove the generator take out

the three cap screWs holding it to the

front end cover.

TERMINAL  

ARHATURE

\
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in addition to the magneto current.

3—Place the point of a screwdriver

between the generator and the front end

cover, prying it off. Start at the top and

force it backward and downward at the

same time.

4—lf necessary to run the car with

out the generator, plates can be obtained

from Ford branches to put over the tim

ing gear.

5—If the engine is to be run with the

generator disconnected from the battery,

be sure that the generator is grounded

to the engine frame by running a wire

from the terminal of the generator to one

of the valve-cover stud nuts. A piece of

wire at least 1/16 in. in diameter should

be used and both connections must be

made tight. Failure to ground the gen

erator when the engine is running with

the generator disconnected will seriously

injure the generator.

6—Ford dealers are instructed by the

factory not to take the generator or

starter apart, but to return the units

to the Ford branch for repair or replace

ment.

7—The generator is lubricated by

also an oil cup at the front end of the

generator housing, and this should have

a few drops of light oil each week.

The Cut-Out

The operation of cutting in and cut~

ting out at suitable speeds is accom

plished by the cut-out, which is mounted

on the dash. This is set correctly at the

factory and should need no other adjust

ment during its entire life.

The Charging Indicator

The charging indicator is on the in

strument board. It registers “charge”

when the generator is charging the bat

tery and “discharge” when the lights are

burning and the engine is not running at

a greater speed than that corresponding

to a car speed of 10 m.p.h. At a speed

of over 15 m.p.h. the indicator should

show a reading of 10 to 12 amperes with

the lights burning. If the indicator does

not show “charge” under such condi

tions,

l—Inspect the terminal posts of the
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2—Disconnect the wire from the ter

minal on the generator.

B—With the generator running at a

moderate rate of speed, take a pair of

pliers or a screwdriver and short cir

cuit the terminal stud on the generator

to the generator housing.

4—~If the generator is generating cur

rent, a good hot spark will be observed.

5—Inspect the wiring from the gen

erator through the charging indicator

to the battery.

Removing the Starting Motor

l—Remove the left engine pan.

2—Remove the four small screws

which hold the shaft cover to the trans

mission cover. These can be taken off

with a screwdriver.

3—Take off the gasket.

4—Turn the Bendix drive shaft around

so that the set screw on the end of the

shaft is in an upright position or on top.

5—There is a lock washer immediately

under the set screw and it has lips or

extensions on it opposite each other on

the outside diameter. One of these is

turned against the collar and the other

against the side of the set screw.

6—Bend back the lip which has been

forced against the screw and remove the

set screw.

T—The lock washer will be broken or

weakened and should be junked and re

placed with a new one.

B—Pull the assembly out of the hous

ing. Do not lose the small key.

9—Remove the four screws that hold

the starter housing to the transmission

cover.

IO—Pull out the starter, taking it

down through the chassis where the left

engine pan was taken out.

11—In replacing the starter, reverse

these operations and be sure that the

terminal connection is at the top.

l2—If the engine is to be operated

without the starter, plates can be ob

tained from Ford branches to put over

the holes to keep the oil from flying out.

The Lights

The lighting system consists of two

2~bulb headlights operated by a combi

nation lighting and ignition switch on

the instrument board. The large bulbs

are 6-8 volt, 17 c.p., and the small bulbs

are 6-8 volt, 2 c.p. A small bulb, 6-8 volt,

2c.p., is used in the tail lamp. All

lamps are connected in parallel and the

burning out of one lamp will not affect

the others.

Caution—D0 not connect the lights to

the magneto, as this will burn them out

and may discharge the magneto magnets.

The wiring and connections to the dif

ferent lamps is shown in Fig. 2.

Battery Care and Maintenance

The battery is a 6-volt, 13-plate Exide

type 3-XC-13-1. The following points

are to be observed in testing, adjusting

and taking care of the battery:

l—Under no circumstances must the

current from the battery be allowed to

pass through the coils of the magneto.

Current flowing through these coils even

for an instant would discharge the mag

nets and require the taking down of the

entine and the installation of new mag

  

Auniione SHAFT
  

GENERATOR DQ/VING‘

mums

Fig. 4-—The generator is driven

from the large timing gear. It will

be noted that the gears are spiral

TERMINAL

nets, not to speak of possible damage

that might be done to the coils them

selves. To guard against this, discon

nect the positive wire from the battery

before doing any testing or working

around the wires and wrap this terminal

with tape so that it cannot make contact

with anything. As the negative termi

nal is grounded to the frame, this will

prevent the current from going anywhere

until the positive terminal is connected

again.

l—Add nothing but distilled water to

the battery. This filling should be done

at least once a week on cars that get

ordinary use, and oftener on cars that

are used constantly. Water will evapo

rate more quickly in summer than in

winter and replacement will therefore

be necessary at more frequent intervals

in warm weather.

2—Test the density of the electrolyte

at frequent intervals to make sure that

the- generator is keeping the battery

charged. This is done by removing the

filler cap of each cell in turn, sucking up

some of the liquid with a hydrometer

syringe and noting the number on the

scale of the hydrometer that comes even

with the top of the liquid.

A fully charged battery should read

from 1.275 to 1.300.

A battery half charged will show a

reading of 1.225 to 1.250.

A battery completely discharged will

show a reading of less than 1.200.

3—Return the electrolyte to the cell

from which it was taken and then pro

ceed to the next one. The electrolyte of

one cell must not be put in another cell.

4—Hydrometer tests must be taken

after the battery has been charging. If

the test is taken after adding water, the

water will not have had a chance to mix

thoroughly and the test will not show

the true condition of the battery.

5—Continued operation of the car

with the battery in a discharged condi

tion will injure the battery. The cause

of the run-down condition should be as

certained and fixed and the battery then

charged from some outside source to

bring it up to a fully charged condition.

6—Keep the filler caps in place and

screwed down tight.

7—Keep the battery connections clean

and tight. They should be coated with

heavy grease or vaseline to protect the

metal from the acid.

8—The battery must be secured firmly

in place, and if the holddowns are loose,

tighten them, as a loose battery will

shift and jump around breaking the con

nections or damaging the insulation.

9—A voltmeter test of the cells should

show 2.2 volts for each cell, or 6.6 volts

for the three cells if the battery is fully

charged. If the battery is discharged

this voltage will drop to 1.75 volts per

cell, or 5.25 volts for the three cells. The

voltmeter reading is not as reliable or

as accurate as the hydrometer for test

ing the condition of the battery, but it

can be used as a check.

Never connect an ammeter in circuit

directly with the battery, as this will

burn out the instrument or heat it so

badly that it will be useless. It also

impose; a severe drain on the battery.

 

MELTING POINTS OF TWENTY OF THE MORE COMMONLY KNOWN

METALS

Melting Points in Deg. Fahr.

Antimony

Silver

Gold

Zinc . . . . . . . . ..

Magnesium. ‘Aluminum . . .

  

Copperilill... u. . . . . . . . . . . . .1981

. . . . . . . . . .. 786 Manganese .............2237

. . . . . . . . . ..1166 Nickel. . . . . . . . . ..1204 Cobalt

. . . . . . . . . ..1°16 lrfln

I‘latlnu'm

Tungsten

  

 

Engine Speed at 15 M.P.H.

Editor Motor World: We would like

to have the following information: What

is the engine speed of the Rec speed

wagon when driving at a speed of 15

m.p.h ?—Harter Implement & Motor Co.,

Winfield, Kan.

Answer—The engine speed at the ve

hicle speed of 15 m.p.h. would be 604

r.p.m. This is figured out in this way:

The tire size is 34 in.

Therefore the circumference of the tire

is 112.8 in.

There are 63,360 in. in a mile and in

15 miles there are 950.400 in.

Dividing the circumference of the

wheel into the number of inches in 15

miles we find that the wheel would make

8424 turns in this distance.

As this distance is covered in 1 hr.,

then the rear wheels make 8424 revolu

tions in 1 hr. -

As the gear ratio is 4 3:1, the engine

turns over 4.3 times as fast as the rear

wheels, therefore the engine makes 36,223

revolutions in 1 hr., or 604 r.p.m.—

Editor.
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No. 2107—NON-STEALABLE TIRE

GAGE

To prevent the shop tire gage from

being carried off, a light chain is sol~

dered to the center of the gage and the

other end of the chain is fastened to a

croquet ball with a staple. The chain

is about 12 in. long and a loop is at

tached about the center so that the

whole outfit can be hung on a nail or

hook—Ralph M. Parsons, Amagansett,

L. I., N. Y.

No. 2108—MARKER FOR STOCK BINS

A marker for stock bins and tool racks

is made by bending a piece of tin in a

suitable shape to hold paper or paste

board cards. The corners ofthe tin are

cut out with tinners' shears and the sides

and bottom turned up. A hole is punched

in the upper part and a tack holds the

metal piece in place.~Claude H. Lytle,

Lytle Bros. Garage, Neosho Rapids,

Kan.

No. 2109—ENGINE STAND FOR

FORDS

A light and serviceable engine stand

to hold the Ford engine is made from

pipe and pipe fittings. The rear legs are

made of two lengths of 1-in. pipe about

36 in. long and the front leg is a piece

of pipe the same diameter but made only

30 in. long. Two tits and a fork are

made as shown in the illustration and

these are riveted into the three legs.

The legs are then placed under the

crankcase and three pieces of zifs-in. pipe

are cut the proper length to form dis

tance rods for the legs. Vees should be

sawed or ground in the ends to facilitate

welding. Floor flanges are screwed onto

the bottom of the pipes to form feet, and

if desired these can be screwed to the

fioor.-—Ralph M. Parsons, Amagansett,

L. I., N. Y.

No. 2110—REMOVING OAKLAND

VALVE SPRINGS

The valve springs on the Oakland

engine are removed or replaced by set

ting cylinder head on the bench with the

valve stems sticking up. A hook is

made of 14 -in. rod and a Y-shaped lifter

of flat iron. Pulling up on the lifter

after it has been inserted in the ring of

the hook will push down on the valve

washers and the U-washers can then be

taken out—S. J. Meneely, John Schoo

maker & Son, Newburgh, N. Y.

No. 2111—REMOVING THE STUDE

BAKER CLUTCH SPRING

The clutch spring of the later model

Studebaker cars is removed by taking up
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From Motor World Mechanics
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biakc a Dollar

0W often have you been

compelled to rack your

brain to overcome some‘difli

culty? But when you did find

a solution—what satisfaction

it was! Well, here’s a chance

for you to dig some of those

life-savers out of their hiding

places and put them to work

for your fellow-craftsmen.

Send them to Motor World.

We will pay you a dollar for

every one accepted for pub

lication.

The only requirements are

‘ these:

1—Describe the shortcut

briefly but clearly, in few

werds. ‘

2—Send a sketch, in pencil

or pen, no matter how rough;

our artists will finish the job.

3—Write on ONE side of

the paper only. -

4—Sign your name and

initials, the name of the com

pany you are with, and the

town.

Write plainly. If your

name is unusual, print it in

capital letters.

  

 

the floor boards, removing the grease

plug which is in the hub of the clutch

and then depressing the clutch pedal all

the way. This will bring the spring just

beyond the plug hole and if a nail punch

is inserted in the hole it will hold the

spring in this position when the clutch

pedal is released.—D. S. Morrison Motor

Inn, Emmetsburg, Iowa.

N0. 2112—LIFTING THE FRONT END

OF THE M-90 OVERLAND

The front end of the Overland model

M-90 is lifted with a two-piece bar which

goes outside of the spring horns. The

front apron prevents the use of a straight

bar under the frame. The hooks are

IIIIIllIIlllllllllllllllmllmmllnllll"III"?

made of %-in. bar, 8 in. long. The spacer

is a piece of flat stock 1% x 1,6 in. Three

quarter in. holes are drilled in this spacer

the right distance apart to prevent the

hooks from slipping off the frame. The

bar that goes through the eyes of the

hooks is made from an old propeller

shaft bent up at each end.-—B. H. An

drews, foreman Willys-Overland Repair

Shop, Albany, N. Y.

No. 2113—MAGNETO COLLECTOR

RING CLEANER

A tool for cleaning the collector ring

on the magneto is made of a short piece

of %—in. brass or fibre tubing stufl’ed'with

round cotton wick. The carbon brush is

unscrewed and the tool is inserted in the

hole, prsting against the collector ring.

Revolving the magneto with the wicking

pressing against the ring will clean it oh

and the cotton will collect most of the

dust.--John McGuckin, Brooklyn, N. Y.

No. 2114—VALVE GRINDER FOR

FORDS

A valve grinder for grinding the valves

in the fourth cylinder of the Ford is

made of a piece of %-in. rod bent into

the shape shown in the illustration. Two

holes are drilled immediately beneath

the “handle” and wire nails am driven

into these, the nails being spaced cor~

rectly to fit the holes in the valves. This

construction can be made low enough to

give good clearance under the dash.—

J. Max Montgomery, Montgomery’s

Garage, Scottsburg, Ind.

N0. 2115—WORK REST

A rest for the other end of work being

held in a vise is made by riveting a piece

of ’36,— or 1-in. pipe to an ordinary car

penter’s 'C-clamp. The upper part of the

pipe is slit with a hack saw and the

parts bent in the form of a Y. The

lower part is also split and shaped so that

it will go over both sides of the upper

part of the clamp. Holes are then

drilled through both the pipe and the

clamp and rivets or bolts hold the pipe

to the clamp.—C. H. S. Massey, Foss

Hughes Co., Philadelphia.

 

Texas Registers 230,970 in First Quarter

AUSTIN, TEXAS, April 28—Accord'

ing to reports made to the State High

way Commission, there were registered

230,970 motor vehicles in Texas during

the first 3 months of 1919. These include

automobiles and motor trucks. The total

number of motorcycles registered was

2146. During the 3 months’ period 10,518

chauffeurs’ licenses were issued.
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GOODRICH ENGINE-TEST

ING VALVE

This is an engine-testing valve

to be inserted in the exhaust

pipe between the engine and the

mufl‘ler. It produces a. loud.

clear note and the bell-mouth

opening allows for ample ex

pansion of the gases. When

the valve is open. none of the

’ exhaust goes through the

muffler. Price. complete with

pedal, cable and pulley, $1.50

for Fords. and all 1% in. pipe.

$3.50 for 1% to 2%, $4 for 21/2

to 2%, $5.50 for 3 in., $10 for

3% in.—Goodrich-Lenhart Mfgv

Co.. Hamburg, Pa.

CASCO F-AN BELT GUIDE

FOR'FORDS

This is a guide to prevent the

fan belt on the Ford car from

running of! the lower pull'ey.

it is made of sheet metal in

such form that it encircles the

crank ratchet and is just in

front of the lower fan pulley

on the crank shaft. The two

ends of the device are held by

stove bolts to the engine. Can

be applied in few minutes with

out the use of any other tools

than a screw driver and a pair

of pliers. — Casco Mfg. Co..

Thomasville. Ga.

PRESS-SURE TERMINAL

TONG

This is a tong for removing

the terminals 'of the storage

battery. The method of operat

ing is to back the nut out about

two threads and apply the

tong and press the handles t0

gether. Price $1.65.—Thompson

Mfg. Co.. Meadviile. Pa.

SEPCO VULCANIZERS

This is a vulcanizer for tubes

and trends. The heat is ob

tained by steam which is gen

erated by means of an electric

current taken from any electric

light socket that is convenient.

The pressure of steam auto

matically opens or closes an

electric switch so that the tem

perature and consequently the

pressure maintained in the vul

canizer is constant. 60 lb. of

steam can be obtained inside of

12 min. after the current is

turned on and after the desired

temperature is obtained the

current flows only half the time.

Built in two sizes; one with

four pressure arms and a plate

8 x 20 in., and one with six

pressure arms and a plate 8 x

30 in. The heavier of the twn

machines weighs 125 lb. com

\

Goodrich Engine-Testing

V

Presa- Sure Tong

  
  

  

  
  

Sepco Vulcanizer
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plete and occupies a floor space

of one square yard—Dennade

Co.. Cleveland.

HOWE WINDSHIELD

SEARCHLIGHTS

This is a. searchilght for at—

taching to the windshield. it

is fitted with a spring-con

trolled brackct and the choice

of seven windshield clamps.

The protection of the hollow

bracket gives the wire protec

tion against wear. short cir

cuits, etc. The reflector is true

parabolic and is heavily silver

plated. The switch is water

proof and the focusing device

is controlled from the outside.

Prices, $4.50 to $8.—Howe Lamp

& Mfg. Co., 115-123 East On

tario Street. Chicago.

FOUR SEES CARBON CLEAN

ING COMPOUND

This is a liquid carbon-clean

ing compound intended to be

introduced into the cylinders

through the spark plug holes or

priming cups. Price $1.50 per

can—Carbon Cleaning Oom

pound Co., 901 North Euclid

Avenue. St. Louis, Mo.

TWIN-FIRE SILENT SALES

MEN

This is a counter demon

strator consisting of a vibrator

coil in a mahogany-finished

box. complete with all wiring

and fixtures. The two metal

clamps on top of the box each

hold a spark plug and connec'

tion is made from the terminal

of the spark plug to the coil

by means of wire. Pressing the

button connects the circuit and

causes the high tension current

to go through the plug. it the

plug is in perfect shape the

spark can be easily seen at the

gap. Price $3.70.—Twin Fin.>

Spark Plug Co.. Detroit.

ALLIANCE GAS CON

TROLLER

This is a controller which au~

tomatically regulates the amount

of gas flowing to the steam

generator of a vulcanizer or any

vother device using steam. As

the pressure of the steam in

creases. the flow of gas is cut

down and if the pressure of

the steam decreases, more gas

is allowed to flow to the burner

so that the pressure of the

steam is kept constant. The

steam connection is made dl‘

rect to the steam line at or near

the steam gage. The gas inlet

is connected to the-main gas

line. Price $7.50. — Alliance

i‘ontroller 00.. Alliance. Ohio.

L “fliq—i
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HEMPY-COOPER MAIN

BEARING BORING MACHINE

FOR FORDS AND FORDSONS

This is a. machine for boring

the main crankshaft bearings

of Ford or Fordson cylinder

blocks. The cutting bar is pro

vided with three adjustable

tools which do the cutting. thi

bar being revolved throuin

gearing by means of a handle

The feed is automatic. A cam»

shaft centering pin accurateli

locates the boring machine to

the cylinder block so that the

gear distance will be exact

The entire device is held to th

cylinder block by means of cap

screws and nuts which go

through the crank case. A gage

for correctly setting the tools

is furnished with each outfit

Price $125 for Ford Mode] 'l‘

8150 for Fordson tractors.—

iiempy-Cooper Mfg. Co., Fire

stone Building. Kansas Pity.

Mo.

UNIVERSAL REPAIR STAND

This is a stand for overhaul

ing. testing and running in

bearings on automobile, truck.

tractor and airplane engines

The stand is mounted on cast

ers and may easily be moved

about and the engine is hung in

the frame in such a way that

the frame can be turned in an)v

position. so that the engine

may be right side up or upside

down. The capacity of the

stand is such that it will take

any engine weighing up to 1400

lb. A quick-acting clamp locks

the engine in any position and

the equipment includes a Ford

and three-point suspension

bracket, a. 14 in. wood pulley.

=hait. coupling and anchor

screw eyes for making the

stand stationary while running

in bearings. By removing the

lop part. the stand can be used

as a rear axle truCk or front

axle truck. Price $40.—-Ame~

lung Mfgv C0.. Snnhnrn. lowa

GASOLINE GAGE FOR FORDS

This is a gasoline gage for

Fords. It is intended to be

Placed directly in front of the

heelboard of the driver’s seat

and is connected into the gaso>

line line between the sediment

bulb and the drain cock. The

level of the gasoline rises to the

same height in the gage as it

is in the tank and to enable

the height of the liquid to

easily be seen there is a cork

ball which floats on top of the

gasoline. Price $3.—Bacr 8:

Glauber. 2041 East Ninety-third

Street, Cleveland.

E. (t S. TIRE DISPLAY

STAND

This is a stand for displaying

tire casings. It is adjustable

for any size tire and holds- the

tire up straight. Finished in

black or gray, the price is $1.75.

$2.25 in nickel. —_Ellis Smith

5‘18. C0.. Inc.. Buffalo.

Hempy-Cooper Bearlnq

Machine

Universal Repair Stand

E a. 3 Tire Stand

  

Red Star Timer

  

Stayclean Timer

  

TAPER TERMINAL REAMERS

FOR STORAGE BATTERIES

This is a seb of four reamers

for keeping taper terminals on

storage batteries clean and gas

tight. Each reamer is hard

ened and ground and will not

remove any more metal than is

necessary to insure a perfect

connection. The four reamers

will fit practically every taper

connection used on automo

biles. Nos. 2 and 3 are made

end cutting which enables them

to out ahead of themselves

where the taper hole is re-set.

No. 4 reamer is special for the

positive and negative connec

tion used on the Dodge car.

The set is furnished in a wooden

box, together with a wrench for

operating. Price $5.20.—Thomp

son Mfg. (70.. Meadville. Pa.

RED STAR TIMER FOR

FORDS

This is a timer for Fords in

which the race is best quality

fiber machined to a hard pol

ished surface. The contact

shoes are dove-tailed into the

fiber with the terminals

thoroughly insulated. The roller

consists of a sleeve of case

hardened steel drawn to exact

size and made fast to the rivet

pin. The roller is made of case

hardened steel and fits the '

sleeve exactly. This is virtually

a. roller bearing. Price $1.75.—

Auto Components, 1110., 5-6

East Randolph Street, Chicago

FORE ALTERNATING - CUR

‘RENT RECTIFIER

This is a vibrating-type recti~

fler made in a variety of dif

ferent sizes to charge different

numbers of batteries at once. it

is intended to rectify and trans

form 110-volt alternating current

to direct current of a proper

voltage to charge the batteries.

Type 1A. which is the smallest

unit, will charge one 6-voit bat

tery at a G-ampere charging

rate. Price $20. Sizes range

from this up to the Type 5-D.

with a capacity of 36 volts.

which will charge six 6-volt bat

teries at a 6-ampere charging

rate. Price $901—F0re Electrical

Mfg. C0.. 5811 Eastnn Avenue.

St. Louis. Mo.

STAYCLEAN TIMER FOR

FORDS

This is a timer elevator for

Fords, consisting of a housing

and a shaft with a bevel gear

on the lower end. The timer is

removed from its ordinary posi

tion, and a bevel gear placed

on the end of the camshaft. this

bevel gear driving the shaft in

the elevator. The timer is

thereby placed in a vertical

position instead of a. horizontal

position, and it is elevated sev

eral inches. The installation of

the device requires about a ,half

hour. and no machine work is

necessary. Price $5.—Milwau

kee Air Power Pump C0.. 886

Third Street. Milwaukee.
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A $20,000 Garage

Details Wanted—Two-story building to

cost from $15,000 to $20,000, ramp

from first to second floor, storage on

both floors.

Name—William Crysler Motor Co., Ca

ruthersville, Mo.

Answer—It. is difiicult to lay. out a

building as large as the one you have in

mind without more details than you have

given. However, we are enclosing a plan

which we believe will suit you.

Inasmuch as the storage space on the

second floor is a little cramped we should

advise storing the smaller cars upstairs

as far as possible and place the larger

ones downstairs.

A Small Lot with a Back Street

Character of Business—Storage and

washing.

Details Wanted—Two stories on lot 62

ft. wide by 70 ft. deep to a narrow

back street.

Name—C. Yarnall Abbott, Philadelphia.

Answer—The dimensions of your plot

are such that it permits of only one

This ar

and

method of car arrangement.

rangement is most economical

Lil

is
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GARAGES

 

SHOWROOMS

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge.

send full details, including a sketch of the plot, showing position of streets

'52
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SCIENTIFIC CONSTRUCTION
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The front design shown. here provides one entrance for customers and cars.

It is for a one-story building but may be adapted to two stories by building

the upper floor in the rear only or by altering the design

quite satisfactory if properly handled,

but if you object to it we should strongly

advise you to select a different plot.

If you will look at the attached plan

you will note that instead of having one

row of cars each side of an aisle, the

usual arrangement, we have placed two

rows of cars on one side. This is a very

economical utilization of the space but

you will naturally wonder how a man

with a car in the back row is going to

get out until the car right in front of

him is out of the way. The solution is

this: Cars in the back row (either floor)

should be machines which come in late

~ "arr — ——7‘     
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This layout, for William Crysler, gives a capacity of over fifty cars, and a

ramp is used to get the cars from the first to the second floor

Plan M c. Yarmzll Abbott, show

ing two floors o'n-a. small plot '
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and leave early, and cars in the front

row should be those which leave late and

come in early, while those in the row by

itself are those which cannot be so classi

fied. Every time a new customer comes

in. inquiry by the floor man will show

whether he can be assigned to one of the

three rows permanently or whether his

plans for the next day must be ascer

tained each night, and the position of

his car regulated accordingly. This is

not theory but is what a great .many

garagemen are actually doing in various

parts .of the country as it is the most

economical use of the space. At the

same time if you prefer the more stand

ard arrangement of one row each side

of a central aisle, then you must elimi

nate one row on each floor, and this

will prove a rather uneconomical use

of the space inasmuch as the building

is too wide for such an arrangement—

50 ft. would be plenty.

As a matter of convenience and also

for the sake of space economy the rows

of cars on the second floor are placed

at right angles to those on the first.

The arrangement on the first floor (with

a building width of 62 ft.) is just a little

bit cramped for large cars and there

fore it is advised that small and medium

sized cars be stored here, as the second

floor (with the same dimension, 70 ft.)

offers plenty of room for the storage of

large cars.
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This is a Ian for a one-story gar

age on a fit 50 a: 150 ft. It has a

capacity of 13 cars in storage be-'

sides the car on the wash rack and

the care in the shop. Separate

rooms are provided for battery and

tire work, and the show room and

accessory store are out in front

MO'TOR'WORLD

TU‘O Star '08 on a Forner 1.0!

Character of Business—Truck, tractor,

trailer and accessory sales, storage of

trucks, tractors and trailers, service

station, etc.

Details Wanted—Two-story building on

a corner lot 1251-125 ft, either ele

.‘,_.._s__._. a

37

vator or ramp, second floor for storage

exclusively, first floor for sales, service

and part for storage.

Name—Houston Motor Truck Co., Hous

ton, Tex.

Answer—Herewith is plan drawn ac

cording to our understanding of your

letter.
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Detroit Survey Emphasizes CarShortage

‘Dealers Everywhere Need Cars and Factories Can’t Meet Demand—

Used Cars Need

DETROIT, April Zia—There is a short

age of automobiles in all sections of the

country. While the big plants are now

making nearly as many machines per day

as in former years and their production

will be normal within 30 days, the un

usual demand of the motoring public

has swamped them with orders.

The Ford Motor Co. is perhaps the best

criterion of conditions. For the last 4

years this company has had approxi

mately 100,000 unfilled orders on hand at

all times. The company is now getting

into big production again, and on April

24 it had 69,994 unfilled orders for imme

diate shipment. These orders are in

creasing daily in spite of the fact that

the company is now running 2600 cars

and will be producing 3000 cars daily

within the course of the next 10 days.

The condition is similar with the Cad

illac Motoerar Co., which has approxi

mately 4500 unfilled orders on hand. The

company is boosting production as fast as

possible, but officials state that it will be

several months before they will be able

to, catch up. The Detroit district is 100

orders behind on Cadillacs.

The Paige-Detroit Motor Car Co., now

running approximately 70 cars a day, is

unable to begin to supply the demand.

If this company could double production

to-morrow it would still take months to

catch up with its orders.

The Hudson Motor Car Co. has 20

dealers who have sold their entire allot

ment for the year. These dealers, if

they desire to continue in the automo

bile business, are up against the propo

sition of getting an increased allotment

from the company, which, in the face of

present conditions, is going to be very

difficult, or take on some extra line to

keep them busy. The Hudson company

is rushing work on its new Essex plant,

and it is probable that both Hudson and

Essex production will be materially in

creased if present conditions continue.

The Used Car Problem

An unusual situation is developing,

and that is the used car problem. Few

people purchased any cars during the

war. Fifty per cent of the car pur

chasers turn in their used cars as part

payment for new ones. This fact is

flooding the used car market. The de

mand for cars is so great, however, that

the buyers are snapping up every de

sirable machine, whether new or used.

While this situation is taking care of it

very nicely at present. it is already ap

parent that before the end of the year

the average dealer is going to have a

large stock of used cars on hand, and it

is going »to be necessary for him to spe

cialize in the merchandising of used cars

more than ever.

The factories are already coaching

their distributers in used car merchan

Close Attention

dising methods, advocating new paint

ing, some remodeling, and in many cases,

custom-made bodies as a means of pro

moting sales. With present conditions

existing, even cars of obsolete models

are being quickly snapped up after be

ing attractively fixed up by the dealers.

The Willys-Overland Co. of Toledo

has many distributers who have sold

their entire allotment. The company is

arranging now to get into production

upon its new model, a light four, and it

is planned to do this without curtailing

in any way the production of its other

lines. The company is now running ap

proximately 600 cars a day, while its

orders for machines are several thousand

cars ahead of production.

While the Packard Motor Car Co. is

just getting into production, it dealers

in every section are pressing it for cars,

and hundreds of orders are piling up in

its sales department. Work at the plant

to get into production is being pushed to

the limit, but owing to the fact that the

company has lost several months of the

year, due to the necessity of practically

remodeling the entire plant to handle

peace work again, its production is 'bound

to fall far below the car demand.

18,000 for Hupmobile

The Hupp Motor Car Co.’s production

schedule calls for 18,000 cars this year.

The demand to date is practically 50

per cent greater than production. Sales

ofiicials say 30,000 Hupmobiles could be

sold within the next 8 months if the fac

tory was able to produce them. This

year’s production is 50 per cent greater

than that of any previous year. Every

Hupmobile dealer is oversold, and is con

stantly brgi'ng greater car shipments.

The company has had 2500 unfilled or

ders on its books to-day.

The production system used by Dodge

Brothers is rather unusual, in that it

fixes no set production for the year, aim

ing to produce just as many cars as is

possible each day. The company is now

running between 500 and 550 cars daily,

yet it is hopelessly behind in orders.

Within the last 10 days many letters

and telegrams have been received from

dealers in every section urging imme

diate shipment. Some dealers are 100

per cent oversold, the great majority

being unable to promise delivery within

from 3 to 6 months.

'The Rec Motor Car Co., Lansihg,

Mich., has orders ahead for 4000 cars.

Owing to the immense amount of work

necessary to make this shift from war

to peace basis, this company is not yet

in full production. In certain depart

ments a great deal of Government ma

chinery is stored, and it will be some

time before the entire facilities of the

big establishment will be available. The

car shortage is very pronounced in every

section, sales officials declare. The com

pany is now running approximately 60

cars a day, but owing to its inability to

reach capacity production at present no

annual production schedule has been

made. The company has 1800 distribu

ters, 90 per cent of which have sold their

quota for months to come.

Browne Gets First Airplane

MILWAUKEE, WIS., April 26—His

tory was made to-day when the first

commercial airplane to enter the confines

of Wisconsin arrived in Milwaukee in the

charge of 9. Milwaukee pilot for delivery

to George W. Browne, Inc., the first dis

tributer of flying craft on a commercial

basis. The Browne company, which is

distributer of the Overland line, on

Jan. 1 became representative of the

Curtiss Aeroplane & Motor Corporation,

New York, and at the annual Milwaukee

show exhibited a model in the Audi

torium.

The Curtiss was flown from Ashburn

Field, near Chicago, to Lake Park, Mil

waukee, by Lieut. Gilles E. Meisen

heimer, son of a wealthy Milwaukee busi

ness man, who recently received his dis

charge from the Canadian Royal Flying

Corps, in which he served as instructor

at Camp Borden, Ont., for more than a

year. Lieut. Meisenheimer is now a

member of the George W. Browne stafi,

in charge of demonstration and instruc

tion in the aircraft department. The

Curtiss which he brought from Chicago

is the first demonstrator to be used by

the Browne company.

The machine is a Curtiss tractor,

model JN4-D2, with a maximum speed of

80 m.p.h., powered with an 8-cylinder

V-type Curtiss OX motor of 90 hp. at

1400 r.p.m.

A stock of aircraft parts, the first to

be installed by a motor car salesroom in

the Middle West, has been received by

the Browne company. One or two addi

tional demonstrating machines will be

delivered during May. Several machines

have been sold to Milwaukee young men

and six more in Minnesota. Deliveries

probably will be made by mid-summer.

The Curtiss demonstrator will make

daily flights in Milwaukee and through

Eastern Wisconsin during the Victory

Liberty Loan drive. A tour of several

days’ duration through the Fox River

valley and down the shore of Lake Michi

gan will be undertaken during the com

ing week. The Milwaukee Journal, a

leading afternoon newspaper, has char

tered the machine and crew for this pur

pose. The co-operation of this publica

tion with the Browne company is re

garded as promotion work of exceptional

value.

 

Steel Spring Piston Co. Formed

NEW YORK, April 28—The Steel

Spring Piston Ring Co. has been formed

by A. J. H. Kuhsiek, formerly factory

superintendent of Edward V. Hartford.

Inc., and A. Mayer, formerly production

manager of the same concern. It will

make the Bull Dog ring, a three-piece

ring having several novel sales points
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Miller-Van Horn Co., Columbus, Ohio. has

Just opened one of the largest service sta

tions in this city. It is devoted exclusively

to Ford sales and-service. it has a Main

Street frontage of 90 ft. and a depth of

187% ft.

Republic Motor Sales Co., Inc., Grand

Rapids, has been organized under the man;

agement of W. B. Rayburn, for the distribu

tion of the Republic in Western Michigan.

Glenn Bennett and L. P. Williamson have

formed a partnership and opened sales and

service station in Detroit. They have been

appointed distributors for Transport and the

Four-Wheel-Drive trucks.

Central Garage Co. is to be incorporated

in Akron with a capitalization of $500,000.

and a building to house the sales and service

departments of the company will be erected

at once. The building contract calls for an

expenditure of $450,000. The structure will

be 400 x 150, four stories high. The officers

are: President, James P. LoomiS'I vice-presi

dent, George \V. Billow; secretary and treas

urer, John A. Brittain.

The Heller Sales Co., Wapwellepen, Pa,

has opened a service station in Wilkebarre.

Pa., for the distribution of Commerce trucks

in that territory.

& Clark, while Gibson is president of the

Detroit Shade Tree Co. The firm will also

operate a battery storage station and take

care of other makes of storage batteries.

Robinson &. Kreamer, Aurora, 111., dealers

k1 motor vehicle supplies, have opened a

branch store in Joliet of three stories and

with 30,000 sq. ft. of floor space. The Juliet

branch is the first of a chain of stores to be

opened in the principal cities of Illinois.

The headquarters will be retained in Aurora

Steal-no Sales Agency, Milwaukee, Wis.

has been formed out of the Edgar F. Sanger

Co.. Stearns distributer and dealer, to con

tinue the business at the present location.

156 Farwell Avenue. Edgar F. Sanger, head

of the company, died several months ago.

Capt. Robert N. Winslow, late of the U. S.

Army, and formerly connected with the

Sanger company, is general manager of the

reorganized concern.

Freedom Automobile Co., Freedom, Wis..

has been organized to act as local dealer of

the Brad-Ford Co.. Appleton, W'is., district

distributer.ot' the Ford and Fordson. A

garage and service station are being pro

vided. \

Vliet Street, Milwaukee. has Just completed

another story in its salesroom and garage.

Licking Motor Sales Co., Newark, Ohio,

has just opened a salesroom at Masonic

Building, where it will act as distributer

for the Mitchell and Dort. The personnel of

the company is Ed. Hatfield, C. B. Shaefter,

J. H. Tavenner.

COAST

Toledo Rebuilt Tire Co., Toledo, has been

organized by Joseph Conley and Otto Gut

nacht and specialize in retreading tires.

Conley is in active charge of the business.

Both men were formerly with the Electric

Auto‘Light Co.

W. C. Wampler of the Wampler Auto Co.,

Dayton, will shortly begin the erection of a

four-story reinforced concrete, brick-faced

building costing $75,000. The building will

be used as a garage and salesroom for the

Wampler Co., distributer of Grant cars and

Kelley trucks in that territory. It will have a

capacity for 500 cars.

Brlscoe Sales Co., has been organized in

Grand Rapids, Mich., by L. C. Preston and

W. J. Cole of Lansing. Both men were

Briscoe dealers in Lansing for the last 3

years.

Battery Service Co. is the name of a new

flrm organized in Grand Rapids, Mich. The

company has taken temporary quarters in

the Berton Spring Garage. A full line of

tires and other accessories will also be

handled. ’

Fred H. Pfelfle, formerly with the service

branch of the Cadillac Motor Car Co., has

opened up a general repairing and over

hauling business in Detroit under the style

“Auto Shop."

Butte Motor Sales Co., Springfield, 111., has

been organized and a sales agency, garage

and service station opened at 723 East

Adams Street. Passenger cars, trucks and

tractors will be distributed in the Szingamon

county territory.

6. A. Robinson, Dwight. 111., has opened a

garage and sales agency on East Main

Street. He will handle passenger cars,

trucks and tractors and do a general repair

and storage business.

The Everready Battery Service, Inc., has

been organized in Detroit to distribute that

battery in Detroit and “'ayne County. The

incorporators are Arthur'J. B. Mann, Alfred

T. Gibson and D. E. Meyer. Mann, for 13

years. was connocted with Farrnnd. W'iiliams

Auto Electric Co., Milwaukee. has been

incorporated with a capital stock of $10,000

to manufacture, deal in and install automo

tive starting, lighting, ignition and signal

ling devices. The incorporators are John

Storm, Alfred Beyer and A. J. Bernard.

De Grand Garage Co., Escanaba, Mich.

has been organized by A. and J. De Grand.

to conduct a. garage and service station.

William O‘Connors, Chicago, will manage

the business. The location is 112-114 North

Norris Street, Escanaba.

Harvey and Roy Sims, Waukesha, Wis.,

are establishing a. sales and service business

at North Lake, “'15., near Waukesha.

Weiton Motor Co., Madison, \Vis.. has been

appointed Wisconsin distributor of the Miami

trailer. C. R. \Velton is manager.

McGowan Co., Madison, Wis., has been

established at 112 South i’inckney Street by

M. S. McGowan to act as Wisconsin selling

agent of the Oil-Kipp chassis lubricator.

made by the Madison-Kipp Lubricator Co.,

Madison, \\'is.

Badger Sheet Metal Works, Milwaukee.

has been established at 1323 State Street and

will manufacture and repair fenders. radi

ators, lamps, etc.

Conrad Mllhaupt & Son, Appleton, “’15..

are building a one-story building, 50 x 70.

which will be devoted to automotive repairs

and replacements.

Faust Auto Co., Oshkosh, iVis., has taken

over the garage and repairshop formerly

owned and operated by Thomas Neville.

A. C. Webb Motor Car Co. has been. or

ganized in Indianapolis to handle Moon. cars.

The company has contracted for 400.

Superior Tlre G. Automobile Co., Superior,

\\'is., is completing and remodeling a large

garage and has taken the agency for Pater

son cars.

D. R. Jones, Columbus, “Us, has rented a

building on Main Street and has taken the

agency for Dodge and Paterson cars.

The Richland Center Motor Car Co., Rich

land Center, Wis., is contempltaing larger

quarters and has taken the agency for the

Paterson.

Paterson Motor Car Sales Co., 2805-2812

H &. 8 Motor Co., Yakima, Wash, will

build a garage and salesroom to cost $10,000.

A. H. Meagley, Portland. one-story brick

garage, 95 x 100. -

E. B. MacNaughton, Portland. one—story

brick, 50 x 100.

Don L. Ehle, Seattle, brick and concrete

garage, two-story, 100 x 72, to cost $40,000.

Frank A. Rivers Co., Seattle, has opened

a. tire rebuilding establishment at 1928 West

lake Avenue.

Truck Tire Co., Seattle, comprising A. A.

Gray and F. W. Landquist, Firestone truck

tire dealer. has opened quarters at Yesier

Way and Western Avenue, where they have

:i repairshop. l

Regner 4'. Fields, Portland, Chevrolet deal

er, will move June 1 from present location

at Grand Avenue and East Ankeny Street

to a new building under construction at

Fourteenth and Alder. The new quarters

will be 50 x 150, two stories, costing $40,000.

Cook a. Gill, Portland, Paige distributer,

will construct a four-story reinforced con

crete salesroom, garage and machine shop,

75 x 112, to cost $60,000.

August Junge, Portland, Diamond T truck

dealer of Oregon, Inc., will construct a one

story, 50 x 94, brick and concrete salesroom

and service station at Ninth and Flanders

Streets.

Ackley 6i. Miller, Tlllamook, Ora, will con

struct a one-story concrete garage, 105 x

143, to cost $20,000.

Manley Auto Co., Portland, distributer of

the Hupmobile, Grant and National and

Kelly-Springfield trucks, has been reorgan

ized and its capital stock doubled. C. M.

Menzies has been elected secretary and gen

eral manager. A. B. Manley continues as

president.

Charles S. Harper, Inc., Willard storage

battery station, Portland, will construct a

new brick and concrete building, one‘story,

50 x 100, at' Ninth and Everett Streets.

Charles C. Fagan Co., Inc., Portland.

Pierce-Arrow dealer, will build a two-story

brick and concrete salesroom and service

station. costing $75,000. at Ninth and Burn

side Streets.

Brunn Motor Car Co., Portland, Lexington

distributer, will occupy a new building about

May 15 at Broadway and Couch 'Street.

Structure will be 50 x 95 ft., brick and con

crete.

McKinley Auto Co., Waitsburg, Wash..

will build concrete garage, 80 x 105 ft., to

cost $11,000.

S. P. Lockwood, Portland. will construct

one-story.concrete garage. 50 x 175 ft., to

cost $13.000. '

Labbe Bros., Portland, will build one

story garage at Ninth and Davis Streets, to

cost $10,000.

W. W. Wheat, 2019 Twenty-fourth Ave

nue. Seattle, will construct one-story garage.

93 x 60 ft., to cost $13,250.

W. L. Eaton Motor Car 00., Seattle, Dodge

distributer, will build a two-story garage

and salesroom, 121 x 58 ft., to cost $45,000,

at Twelfth Avenue and Pike Street. An'

accessory department will be included.

S. D. Burnsteln, Portland, will construct a

one-story garage and salesroom. to be 57 x

110 ft., costing $15,000.
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Centralla Auto Co., Centralia, \-\‘ash., will

construct a concrete garage and salesroom.

75 x 100 ft., to cost about 510.000.

Stanley Griffiths, 502 Burke Building, Se

attle. will construct a two-story, 108 x 120

ft., brick garage, to cost $20,000.

Universal Tire Filler Co., Seattle. has

taken over The Modern Garage, 26 VVest

lake Avenue North, which will be used in

expanding its plant.

Thomas M. Hart Co., Seattle, has recently

moved into a newly decorated and refinished

building at East Pike and Belmont Avenue.

The company distributes bearings.

The Distributors Corp., with main office at

San Francisco, has opened a Seattle branch

for distribution of Hassler shouk absorbers

for Ford cars and trucks. Office and sales

rooms are at 601 East Pike Street, under

management of Emanuel Secord.

Automotive Service Agency of California

has Just entered the Pacific Coast field with

headquarters at San Francisco. It is headed

by Ernest Ingold and is being incorporated

with a capital of $100,000 and has a large

building at 1452 Bush Street. its carburetor

department will be housed in a modern plant

of its own at 1143 Post Street after May 1.

The new company becomes central dis

tributer for Northern California 'for USL

batteries and starters. It has established

to date fourteen new stations. it also rep

resents the'following lines: Atwater Kent

ignition, AutosLite starters, Berling mag

netos. Bljur electric starters, Eisemann mag»

netoe, Leece‘Neviile electric starters, Pasco

wire wheels, Stromberg carburetors, .Van

Siolilen specdometers, Waltham. speedom

eter-s" Ward Leonard regulators and motors

andflijestinghouse electric starters,_

“Lind-i. Coppel, formerly San Franciseo

manager for the Lichtenberg-Ferguson Co..

distributer of Norwalk tires, has’rormed a

partnership with George C. Salch, who has

been in the importing business for the past

25 years in San Francisco. The new firm

has adopted the firm name of Salch-Coppel

Co. and has secured a distributing agency

for the complete Dayton tire line for Cali

fornia, Arizona, Nevada and the Hawaiian

Islands. I Saiesrooms and service station have

been established at 1426 Market Strect. San

Francisco.

W. A. Leet, operating as the Affordable

Sales Agency, has opened saiesrooms at 516

Van Ness Avenue, San Francisco, to dis

tribute the A-Ford-Able truck unit in

Northern California.

Skinner A Pearson, owners of the June

tion Garage at Mountain View, Cal., have

erected a new building 75 x 125 at the corner

of California and Castro Streets in that city.

which will be used as a general garage and

salesrooms for Dodge and Chandler cars.

The building was erected at a cost of $9,000.

R. E. Barney, for 12 years in charge of

the service department of the F. 0. Ben

strom Company, has purchased the interest

of A. Nelson in the tire business and vul

canizing shop of Anderson & Nelson at

679 Golden Gate Avenue, San Francisco. The

firm name of Anderson & Barney has been

adopted.

W. J. Close, Jr., and A. J. Close have pur

chased the Garden City Rubber Works at

361 “'est Santa Clara Street, San Jose, Cll.

E. M. Saunders, operating the Madera

Service Station at Madera, Cal., is erecting

a 40 x 80 building, part of which will be

occupied by Skaggs & Daniel as a Gould

Battery s'crvice station.

Hilton 0. Bllllngsley have opened a truck

and tractor repairshop' at 1234 Mission

Stu-ct, San Francisco.

S. W. Zentner, handling Chevrolet and

Scripps-Booth cars and G M C trucks is

erecting a new 50 x 100 building on Seven

teenth Street, Merced, Cal.

5. W. Johnson, formerly service manager

of the Goodyear Company in Canada, has

established a vulcanizing plant and tire

salesrooms at 429 Seventeenth Street. Mer

ced, Cal.

Brunn Motor Car Co., Lexington dis

tributer, Portland, Ore., on May 1 'will oc

cupy new quarters on Broadway Street. near

Couch. The building is concrete. 50 x 95.

Charles C. Faqan Co., Inc., Pierce-Arrow

distributer, Portland, Ore., is building a 2

story :‘alcsroom and service station at Ninth

and Burnside Streets. The building will be

100 x 100, of brick and concrete. and with

equipment will cost $75,000.

Cook 6. Gill, Paige distributor, Portland.

Ore., have leased a site 75 x 112 at Eleventh

and Burnside Streets for a 4-story garage,

machine shop and salesroom. The building

will be concrete, and will cost 860.000.

SOUTH

Auto Equipment Co. has opened for busi

ness at \Vinston-Snlem. N. C. it is an ac

cessory dealer.

SOUTHWEST

Diamond Tire Service has opened for busi

ness in Houston. Tex.

equipped vulcanizing shop.

MOUNTAIN

Union Motor Co., Denver, has taken the

distributing agency for the Templar for Colo

rado, Wyoming and New Mexico, and will

build a new showroom, garage and shop. H.

F. Arnold, Jr., is president of the company.

E. McLeran, Haxtum, Col., has been ap

pointed distributer for Parker trucks in the

States of Colorado, Wyoming. Montana.

Nebraska. and the Dakotas.

EAST

Kirk 8|. Ochs, Harrisburg, will open a ga

rage st Sixteenth and Walnut Streets. Cole

and' Liberty cars, for which the firm is local

distributor, also will be carried.

Charles Mahsn, Philadelphia, will build a

garage at 7246-7260 Ogontz Avenue, to cost

$4,800. »

C. Webber, Philadelphia, will build a gn

rage at 729 Raymond Street.

Robert Beatty, Philadelphia, has let a con

tract for the erection of a garage at 1028

East Tioga Street; I -

Harry S. Swope, Philadelphia, will build a

$3,000 garage addition at 4352 Griscom Street.

H. De Greet, Philadelphia, plans to build a

garage at 5418 Westford Road.

Jacob Gaertner, Philadelphia, plans to build

- a garage at 1305 North Sixty-fifth Street.

Philadelphia Trailmoblle Co., capitalized at

25,000, has been organized to distribute

Trailmobiles in the territory comprising half,

each, of Pennsylvania, New Jersey and Del

aware. Salesrooms have been opened at

2220 Chestnut Street, Philadelphia. Lieuten

ant F. C. Holmgren, of the Ordnance De

partment, United States Army, recently re

turned from France, has been appointed

manager. The officers of the company are:

President, W. E. Shipley; Secretary, Morris

Shipley; Vice-President and General Man

ager, F. C. Holmgren.

Fair Tire and Rubber Co., under the man

agement of Norman Gerstman, of Buffalo.

N. Y., has opened salesrooms at 317 Chestnut

Street, Harrisburg.

Liberty Garage, which will be operated by

the management of the Harrisburg Auto Tire

Repair Co., Kirk & Ochs, at Sixteenth and

Walnut Streets, Harrisburg, will be ready for

occupancy May 1. Liberty and Cole cars will

be handled.

The Larson Oldsmobile Co. has leased the

modern seven-story building at Broad and

it has a completely

Brown Streets, Philadelphia. The service

department will be greatly enlarged and

moved into the structure, where a full line

of parts will be carried; the company will

retain its present salesrooms at 231 North

Broad Street.

The Lance Motor Car Co., Reading, has

opened a distributing house in Philadelphia

and will handle Commerce trucks. The firm

name is changed to the Lance Motor Truck

Co. The Reading address is Eighth and

Franklin streets.

8. F. Hoffman has been appointed agent

for the Fordson tractor for the Pennsylvania

district, including Philadelphia, Montgomery

and Bucks counties and the State of Del

aware.

Charles R. Barnes, formerly manager for

Westcott Burlingame, Albany, Cadillac deal

er, has opened a service station for Rev

cars and trucks at 208 Elk Street. Jesse

Schoolcraft, formerly with the W'illys-Over~

land, is associated as salesman and Gustav

Hufla'nd as service manager.

Warren Tire Stores Co. of New York, Ban

gor, Me. has been formed to take over the

business of the “'arren Auto Supply Co

it is capitalized at $750,000 and will distrib~

ute Lee tires in the State of Maine, Officers

are: President and treasurer, Edgar J. War

ren. Harold 8. Russ, and Charles A. Green

acre.

New England Velle Co. has been formed in

Tllton, N. H., to handle Velle cars. it Is

building a garage 78 x 100 to cost about

$25,000.

National Motor Products Co., with tempo

rary quarters at' 48 West Twenty-first Street.

New York, has been formed by E. A. Fife, R.

A. Van Allen, both of whom were formerly

connected with the Otter Mfg. Co. The com

pany will manufacture and job ignition and

starting and lighting equipment parts. ll

plans to cover the United States and will

send out four traveling men.

" ['11 Wait for Lower Prices”

(Continued from page 17)

in the automobile or motor factory.

Labor has increased all over the world.

Didn’t you read that story in Motor

World last week on ‘Why Prices Can’t

Drop’? There areenough statistics in

that story to get any prospect so bailed

up he’ll buy a car because of mere con

fusion of mind.

“Read that story again. It tells how

the price of labor has increased in coun~

tries far removed from and unaffected by

the war. The Mexican peon, the native

of South America, the be-shirted gink in

Egypt, the coppery looking Hindoo in

India—they have all had their wages

stepped up. And why? Because of in

flation.

“And what is inflation? It is nothing

except a lot of money. Without going

into details, inflation always brings high

prices. This means that until there is

less currency there cannot lie lOWer

prices. This means that until the excess

paper money is withdrawn, until credit

is contracted, until the bond issues are

redeemed, there isn’t a piker's chance of

a reduction in general prices. And what

is this inflation? A mere trifle. Only

about two hundred and sixty-*six billion

dollars, and the interest that must be

paid is ten billions a year where it used

to be two. Your grandchildren may see

lower prices—but you? It’s a dream."
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Silhouette 'and Playboy Are

Jordan’s New Models

A Touring Car' and Roadster with Solid

Aluminum Bodies Are Striking Innova

tions—Many Changes Made in the Chassis

Design—Closed BodiesRound Out the Line

WO new body models, the Silhouette

and the Playboy, the former a tour

ing car and the latter a roadster, have

now been added by the Jordan Motor Car

Co., Cleveland. The bodies are of alum

inum, with a new type of broad, wide

opening door with outside hinges which

allow the doors to describe a full half

circle.

The Silhouette has a French angle at

the dash, a seat cowl and a perfectly

straight top edge without even the

slightest bevel. In the tonneau there is

a Cordovan leather boot and saddle bag

and the lamps are mounted on the inside

of the front fenders. The colors are

Egyptian bronze and Burgundy old wine.

The Playboy is a 2-passenger roadster

with a cockpit seat behind, and the wind

shield is tilted and built in flush with the

dash cowl. The body sides are deep but

not high, while the cushions are on Mar

shall springs and rest almost on the floor.

The tilt is much in excess of the usual

angle and the upholstery is hand-buffed

leather with the narrow type of French

pleats. The instrument board is metal

and is cushioned to prevent squeaking.

The equipment on the board is full nickel.

Chassis Changes

Changes have been made in the design

of the chassis, most of these being in

the nature of details to give added

strength and balance. The new spring

device to eliminate rattles consists of

two coiled springs, one on each side of

the main spring, with ground steel

washers inserted between the chassis

spring and the coil spring to provide

good wearing surface. A self-adjusting

grease cover encloses the coil springs and

the whole device is packed in graphite

grease.

The tire equipment is Goodyear cord,

32 x 4% in. Artillery wheels are stand

ard equipment, but either wire or disk

wheels can be had. The Playboy is fin

ished in scarlet and Burgundy old wine.

A brougham and town sedan are the

enclosed models, and these are finished in

Liberty blue or Brewster green.

 

Henshaw’s Original Idea

BOSTON, April 25—C. S. Henshaw,

head of the Henshaw Motor Co., Dodge

Bros.’ distributer in Eastern Massachu

setts, has an original idea working among

his sales force. The salesmen there now

have the privilege of bidding for the day

fioor rights. Each man in turn has his

regular day to be in charge of the floor.

And any other may bid for the privilege

of getting the floor any day if the man

who is entitled to it desires to sell his

rights. The generally established price

for a release is $25, but this sum does

not tempt some of the men, for it is not

the profit per car which acts as an in

centive, but rather the knowledge that

the men with the best records are

always in line for promotion, as the

Henshaw Motor Co. is known as one

that makes very few changes in its or

ganization, thereby encouraging the

salesmen to their best efforts.

$150,000 Show Building for Denver

DENVER, April 26—As a result of the

Denver Automotive Show, the Denver

Automobile Trades Association is plan

ning to build before next spring a $150,

000 building for shows and association

headquarters. Present plans call for a

structure containing 80,000 to 100,000

sq. ft. for exhibit purposes, and the cost

may go considerably beyond the $150,

000 which has been set as a minimum

figure. A dozen members of the trades

body have tentatively subscribed about

$65,000 toward the association and show

building enterprise.

  

Shaw Taxis Driven by Soldiers

CHICAGO, April 26—Returned soldiers

and sailors who can drive cars are be

ing given jobs by the Shaw Taxicab Co.

Not only have the positions of the 400

employees who went into service been

held open, but the company has found

positions for 173 other discharged army

and navy men. The company finds that

returned soldiers make good drivers.

 

Dozen More Trucks for Pennsylvania

Mail

WEST CHESTER, PA., April 26—0ne

dozen army trucks have been sent to

Postmaster Rettew for use on the mail

routes passing through here. There are

now six such routes in full operation and

more are being planned. The Govern

ment will build a large garage in the

rear of the Post Ofl‘ice Building for the

storage of the trucks, which now are be

ing kept in private garages. Delivery

lines now connect West Chester with

Philadelphia, Lancaster, Oxford, Wil

mington, Baltimore and New York and

intermediate points.

  

Above is the new Silhouette Jordan model and below it the Playboy, which

is a two-passenger roadster
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OMAHA MAN STARTS A

MOTOR TRUCK BUREAU

Plans to Centralize Informa

tion as to Routes and Fleets

and Establish Short-Haul

OMAHA, April 28—The Firestone

Ship-by-Truck Bureau, 2566 Farnam

street, is the address of an enterprise

which has gone into development of

motor truck service in this teritory with

both hands and feet. Already it has

stirred up a lot of talk, and concrete

results are expected mighty shortly.

W. B. Alexander is manager of the

Omaha branch of the Firestone corpora

tion. His territory covers Nebraska,

South Dakota, western Iowa, Wyoming

and Colorado. He calls his venture

“the establishment of a clearing house

for all information regarding truck

routes, shippers and schedules.” He

cheerfully assumes a labor which the

Omaha Chamber of Commerce aban

doned after trying out a return local ex

change in South Omaha because it did not

prove profitable to the agent. Alexander

is sure the thing can be done. Anyway,

he proposes to find out.

“ What we want first,” he says to

truck owners, “is information regarding

routes. Send in the description of your

route, your drivers, what towns you make

and what your schedules are. Get your

shippers to write us of their needs, and

tell them we want to know all their

troubles. Get on the job right now.

Two weeks hence we propose to issue

an advertisement showing routes, rates

and schedules, and we want to run this

ad every month hereafter, revised with

each issue to be up-to-date."

Alexander frankly admits he probably

won’t make any money out of the

proposition, at least within a few years.

But he predicts that within five years

the railroads will have no 50-mile hauls

left, as these will be handled by trucks.

The plan is to have'the truck lines

work both ways through the guidance

of the ship-by-truck bureau. A local

freight house is among the developments

expected, with prepay arrangements

through the truck drivers.

 

Hold a Truck Demonstration

PHILADELPHIA, April 26-—Two hun

dred motor trucks, representing manu

facturers and business houses, made a

special “ship by motor truck” parade

through the central part of the city as

a demonstration in the campaign to that

end. The cars ranged from fast delivery

vehicles of half-ton capacity to seven-ton

army motor trucks. The procession was

headed by the Navy Yard band. Each of

the cars was decorated with Victory

Toan posters, slogans, American flags

and hunting in the national colors.

United States army, navy and marine

corps transportation services were rep

resented in the parade, which was in

divisions, each manufacturer having a

separate section. Two large trucks of

the Firestone Tire & Rubber Co. of

Akron, 0., just got in from Washington,

participated.

 

William Hyslop

TORONTO, April 28—Special Tele

gram—William Hyslop, president of

Hyslop Bros., Ltd., died suddenly Sat

urday afternoon of acute influenza.

Funeral services will be held to-mor

row afternoon, from his late residence.

Hyslop was one of the founders of

one of Canada’s oldest automotive

trade houses. Bicycles were and are

one of the principal departments. The

company has also for years distributed

the Cadillac over a large area, and is

one of the Dominion’s largest jobbers

of automotive equipment.

 

BIGGER ASSOCIATION

IS NEW YORK’S PLAN

Will Take in Allied Tradesmen,

Have Restaurant and Club

Rooms and Enlarged

Activities

NEW YORK, April 28—The New York

Automobile Dealers’ Association, which

was not very active or financially strong

until it held the last New York show,

now plans to extend its membership and

do a lot of things it has longed to do for

years. ‘

It is considering altering the constitu_

tion and by-laws to admit other than

dealers. The dealers will be first grade

members, but,-in addition, there will be

several kinds of associate members, thus

bringing the various elements of the

whole trade into one organization.

A new home for the association has

been secured at 1845 Broadv'vay, above

the Colt-Stratton Co.’s salesroom. Here

two floors will be occupied with offices,

club rooms and a \restaurant. The trade

has long felt the need for a gathering

place of this kind.

Manager Charles A. Stewart, who has

handled the organization’s affairs for

.eight years, has resigned to engage in

other activities. His successor has not

yet been chosen.

__.

They Still Smoke

PHILADELPHIA, April 26—The Phil

adelphia Automobile Accessories Busi

ness Association last night held an en

joyable smoker and vaudeville entertain

ment in the rooms of the Philadelphia

Automobile Trade Association, North

Broad and Callowhill Streets.

 

Correction

In the advertisement of the Kellogg

Mfg. Co., Rochester, N. Y., in the March

12 issue of Motor World the price of the

Kellogg grease and oil gun was quoted

as $2.50. The price is $3.

HOLD A TRUCK WEEK,

SAYS MANAGER MOOCK

St. Louis Will Run Trucks

Through Missouri for Five

Days—Other Cities Too

ST. LOUIS, April 28—St. Louis truck

dealers are planning a truck week begin

ning June 2. On that day they hope to

start a train of more than 100 trucks

on a five day trip through Missouri.

These trucks will be loaded with speakers

(good road, truck, business and other

brands) and alfalfa, wheat, drygoods,

calves, pigs, cattle, milk cans and other

things usually hauled on trucks or which

the truck men think should be hauled

on trucks but are not.

The suggestion for this move came to

the Truck Dealers’ Bureau of the St

Louis Automobile Manufacturers' and

Dealers’ Association through Harry G.

Moock, business manager of the N. A.

D. A. Moock’s idea is national, but he

proposed it to the St. Louisans to see

how they would take to it. They jumped

at the idea and after an enthusiastic

meeting named a committee of which

Frank Martin of the Martin Truck Co.

is chairman. He is now canvassing the

trade to see how many trucks will join.

The advance prospect is excellent.

Saturday E. P. Peak of Kansas City, and

H. M. Gonung, secretary of the H. A.

Dougherty Motor Co. and of the Kan

sas City Truck Body Mfg. Co., of Kansas

City, visited the N. A. D. A. offices. The

project was placed before them. They

are going home to “ whoop it up.”

Here is the N. A. D. A. view and why

this was suggested. Moock and his as

sociates have been putting a lot of time

on the truck situation since the report

of the War Department sales came up.

They have excellent reasons to believe

that this report is to-day the greatest evil

in the truck world and is responsible for

much hesitancy in business, so they

looked about for a cure. The idea is for

a “ National Truck Day," but because

there is so much difference in vital dates,

etc., and because the season already is

late, the “National Truck Day " will

necessarily be celebrated on different

days. June 2 will probably be the day

in St. Louis, because this is about the

last date on which to get to the farmers

before harvest and about the earliest date

for which the enterprise can be got under

way.

This week Moock and Van of the N. A.

D. A. will take this matter up with

truck manufacturers and see if it is not

possible for them to take the “ National

Truck Day " up in their national adver

tising.

The speakers carried by the St. Louis

train, it is planned, will talk chiefly

business and good roads. A part of the

business talks will be on the price situa

tion and they will carry everywhere the

latest information on War Department

trucks.
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What’s What in Indianapolis

By John B. Orman

Business Manager of the Indianapolis Auto

mobile Trade Association

INDIANAPOLIS, April 26—We are

rather busy now on civic affairs, as we

have the Victory Loan going, in which

we are, of course, taking our part.

Then, we have our home coming. cele

bration when Indiana soldiers return

from over seas. This, we expect to be

the biggest celebration ever held in In

diana. Our association has taken upon

itself, in behalf of the Public Comforts

Committee, to supply drinking water

from stations established along the

streets.

On May 2 we have our annual

“ Romp,” which will be quite the biggest

thing we have ever pulled off.

On May 29, we have Eddie Ricken

backer here to deliver a lecture before

the Boy Scouts, which we are also boost

ing. .

May 31, the Speedway races, and

from June 9 to 15, we have the Shriners

National Conclave. The writer is now

serving on five committees, and a large

number of our dealers are also serving

on different committees.

There is not much to report in the

way of changes in the trade here. First,

the settlement recently made by the

Secretary of State with the Auditor of

State shows an enormous increase in the

use of automobiles in Indiana this year

as compared with the first three months

of 1918. Automobile license fees col

lected for the first three months of this

year total $1,175,447, against $839,621

last year, or an increase of $335,953. All

the state automobile license fees, this

year, will be apportioned among the coun

ties. The late legislature, however,

provided that these fees hereafter will

go into the State Highway Fund, begin

ning Jan. 1, 1920.

Two new distributing firms have

opened up here since last week. They'

are:

The Greer-Nauenhahn Motor Car Co.,

which will handle the Holmes car, for

the central part of Indiana.

The H. N. Dunbar Motor Co. is a new

concern recently formed for the distribu

tion of the Liberty. H. N. Dunbar, the

head of the company, has been associated

with the automobile business for the

past eighteen years. For the last five

years he has served in the capacity of

branch manager of the Ford Motor Co.

at Pittsburgh, Pa.

H. N. Eason, who has been associated

with the Goodyear Tire & Rubber Co. at

various periods with the company’s

branches, at Kansas City and St. Louis,

has been named manager of the Good

year Tire & Rubber Co. branch in this

city, succeeding Eddie Oscars, who left

the company to go into the tire manu-_

facturing business here.

W. E. Steinhart, president of the

Steinhart Motor Truck Co., announces

the appointment of C. H. Tyler, formerly

assistant to the president of the Chicago

branch of the Overland company, as

manager of the Steinhart Motor Truck

(‘0. He will assume charge this week.

J. C. Ray, one of the best known truck

salesmen in Indiana, who for several

years has been connected with the truck

department of the Fisher Auto Co., has

become associated with the Martin

Truck Co., distributers of the Stewart,

and will look after Stewart sales in and

aroundIndianapolis. The acquisition of

Ray by the Martin company completes

one of the best truck distributing organ

izations in the state.

Frank Wheeler, head of the Wheeler

Schebler Carburetor Co., has just an

nounced plans for the building of a new

hotel here, to be known as the “ Wheeler.”

the construction to involve an expendi

ture of $1,200,000. Work will begin at

once, and the hotel will be completed by

March 1, 1920.

Master Trucks of Indiana, distributer

of Master trucks in Indiana, and of the

Monroe passenger car in Central Indiana,

has named W. H. Stanley as vice-presi

dent and manager of the company. Stan

ley comes to Indianapolis from the

northern part of the state.

The automobile accessory jobbers of

Indianapolis have hit' on a very com

mendable plan of getting closer together

in both a business and a social way, to

talk trade matters over in a way that is

sure to prove beneficial. They meet on

the last Friday of every month at a

luncheon. The luncheon is paid for in

turn by one of the firms represented.

There is no initiation, no dues, nothing

but talk, food, and good fellowship and

an argument as to which company is to

be allowed the privilege of paying for

the next lunch. The firms represented

at the first lunch, were:

Gibson Co.

Van Camp Hdwe.‘& Iron Co.

Universal Accessories Co.

Central Rubber & Supply Co.

I. J. Cooper Rubber Co.

H. T. Hearsey Co.

The W. R. Wheeler Co.

W. J. Holliday Co.

Roads for Philadelphia

HARRISBURG, Pa., April 26—Gover

nor Sproul has signed the bill enabling

the state to issue the $50,000,000 in

bonds for the improvement of Pennsyl-

vania's highways. authorized at the elec

tion last fall. The Governor is author

ized to borrow the money as needed, the

bonds to bear 4% per cent interest and

not to run more than thirty years.

They are to be sold to the highest bidder,

the proceeds to go into ,the state bond

road fund.

 

Twentieth Used Car Market Report Out

CHICAGO, April 29—The twentieth

edition of the National Used Car Market

Report has just been issued by the Chi

cago Automobile Trade Association. It

shows “as is" sales.fr0m November 21,

1918, to March 21. 1919, and gives ap

praisal prices for the spring period. The

following cars are no longer listed: Berg

doll, Garford, Luverne, Lyons-Knight,

Pan-American. Pope-Hartford, Rambler,

Stoddard-Dayton and Hupp-Yeats.

DETROIT TO PREPARE

OWN USED‘ CAR DATA

Will Compile Semi - monthly

Report and Distribute It to

Members of Association

DETROIT, April 26—The Detroit

Automobile Dealers Association will take

a constructive step this week when an

effort will be made to stabilize selling

conditions in the local trade by issuance

of a used car market report to be fur

nished to the association’s members

semi-monthly by which dealers will be

able to appraise the true value of all

used cars tendered them in exchange for

re-sale. ‘

A second reform also to be introduced

is the compilation of list prices on all

standard makes of new cars. To carry

out these objects H. H. Shuart, who has

acted as manager for the association’s

shows, has been made assistant secretary

and treasurer of the association with a

down-town office.

In the past Detroit dealers have been

dependant upon the National Used Car

Market Report as their means of judging

used car values, but do not consider it

as of sufficient local value.

Each dealer will keep a record of his

used car transactions which will be

gathered at the association office, aver

aged up and the figure sent out so that

dealers with the average price as a

guide can eliminate much of the present

guess-work in their used-car depart

ments.

Racing Cars Arrive from Europe

-PARIS, April 28 (Special Cable)—

Ofiicial entry for the Indianapolis 500

mile sweepstakes on May 31 has been

made for four 8-cylinder racing cars

manufactured by the Bablot Co., Paris.

The four drivers named are René

Thomas, Albert Guyot, Louis Wagner

and Bablot. The cars, having vertical

cylinders, were built especially for In

dianapolis conditions in 103 days, de

signed by Henry, designer of Peugeot

cars. Drivers and cars sailed for New

York on the Savoy on April 26.

 

NEW YORK, April 28——Louis Coat

alen, managing director and chief en

gineer of the Sunbeam Co., England,

arrived here this morning bringing

with him the two racing Sunbeams

which are to make their appearance

at the Indianapolis track on May

31, driven by Dario Resta and Jean

Chassagne. Coatalen expects to return

to England as soon as possible after the

race.

Chevrolet Producing 700 a Day

DETROIT, April 26—The Chevrolet

Motor Car Co. is manufacturing on a set

schedule of 700 cars daily. Sales officials

declare demand is far in excess of pro

duction.
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MASSACHUSETTS HAS

USUAL MOTORPHOBIA

Would Pass Bills That Would

Raise Fees, Slow Used Car

Sales and Prevent Driving

BOSTON, April 26—Massachusetts

dealers and motorists are up in arms

over three bills that are now being

threshed out by the legislature; One bill

calls for tripling the fees on motor ve

hicles, put in by Mayor Peters of Boston,

and which brought out a lot of opposition

before the committee. Yet it is stated

that the committee is going to report the

bill, or something carrying increased

fees, for both cars and trucks. If so the

committee is very apt to get a setback

from the legislature because of the 0p

position developed already.

A second ‘bill would require every

motorist to be bonded before being al

lowed on the roads. A similar measure

was killed last year and the year before.

Under the bill the careful motorist who

was bumped by a reckless driver might

have his bond attached in a suit by the

man at fault, and he would have to get

another bond, in which case if that were

impossible he would not be allowed on

the road. It would mean pyramid bond

ing by the insurance company. Also, if a

bonding or insurance company refused

a man because of age, or women because

they were afraid of the risks, it would

put a lot of people off the highways.

In other words the insurance and bond

ing companies, not the Highway Com

mission, would say who should drive the

cars. '

A third bill seeks to have dealers

make a record every day of the cars they

, take in trade and send the report to the

State House, to the Highway Commission

and also to the local police. The used

car dealers would have to hold their

1 cars four days; the new car dealers could

sell theirs by getting a permit from the

police. But private owners could not

sell their cars for four days, nor until

they got a waiver from the police. This

is supposed to check stealing, but it

would not do anything of the kind.

Motorists are fighting all three bills

now.

The truck fee bill has not reached

the compromise stage yet since the dead

lock which developed as a result of the

hearing.

Cleveland Club to Handle Insurance

CLEVELAND, April 28—A depart

ment for handling the automobile insur

ance of its members is the latest feature

to be added by the Cleveland Automobile

Club. Arrangements have been con

cluded with a group of companies for

writing fire and theft and collision in

surance at from 10 to 30 per cent less

than the rates charged by the insurance

conference companies. Within a short

time it is expected similar arrangements

will be completed for writing liability

and property damage. The Cleveland

dealers are active in club affairs and

Fred H. Caley is secretary for both club

and trade.

The Cleveland club made a thorough

study of the insurance feature as han

dled by clubs in other cities, including

the inter-insurance exchange and the

mutual plan. It was decided by the

Cleveland officers that the best proposi

tion which could be offered the members

was straight-out insurance at cost in

well-established companies.

An insurance department has been es

tablished in'the Hollenden Hotel head

quarters of the club, where the applica

tions of club members will be accepted

and the policy immediately delivered. No

commissions of any kind are paid to the

club, the entire saving effected going to

the member. Under this provision, if it

is found that even greater reductions in

rates can be effected, still lower pre

miums will be fixed.

According to ofiicials of the Cleveland

club, it was more than just a desire to

provide insiirance for members at the

best possible rate, which led to the club’s

establishment of an insurance depart

ment. There was an increasing demand

for the club’s taking up claims of mem

bers and adjusting cases growing out of

traffic accidents. To afford full protec

tion to members, instead of offering a

certain degree of legal advice and assist

ance, it was decided that legitimate in

surance with full coverage was the only

completely satisfactory answer.

The Cleveland club now has a member

ship of more than 7000, and it is believed

that the insurance department will be a

big factor in doubling this by the end

of the year.

_h

Victory Loan Going Big

BOSTON, April 26—In one week the

men handling the Victory Loan for the

automobile, tire and accessory trade in

the Boston district have secured pledges

approximately of $500,000, which is 25

per cent of their quota, and somewhat

ahead of some of the other lines working

for its success. They want to go over

the top with at least $2,000,000.

J.‘W. Maguire, of Pierce Arrow, is

chairman of the committee. He has

picked out for team workers the follow

ing: Zone 1, W. H. Hickey, of Goodrich

tire, and Walter Billings, a financial

man. Zone 2, F. A. Hinchcliffe, Jordan,

and B. E. Ames, Buick. Zone 3, George

B. Kimball, Hudson. Zone 4, L. B. San

ders Oakland, and E. H. Kidder, U. S.

Tire. Zone 5, C. P. Rockwell, Nash.

Zone 6, J. J. Harrington, Ford. Zone 7,

J. T. Pace, Packard, and B. K. Hart,

Dodge. Zone 8, W. L. Russell, Haynes,

and George B. MacBride, Phenix. Zone

9, Frank Coe, accessory dealer. Maguire

is giving much time to the work, and he

has put several members of his executive

staff at work on the loan under the dir

ection of his secretary, W. S. Davis.

NEBRASKA DROPS TWO

HOT ONES ON DEALER

Can’t Sell Tractors in Nebraska

After July 18 Unless the State

Says Machines Are O.K.

OMAHA, April 28—Two bills passed

by the session of the Nebraska legisla

ture just closed have an important bear

ing on the sale of motor passenger cars.

trucks and tractors in this state. It is

believed that the general effect will be

a tendency to centralize the business in

the larger cities of the state. -

House Roll No. 85 provides that no

tractor shall be sold in Nebraska until

a sample machine has been tested by

‘three competent engineers of the state

university at Lincoln, who shall report

to the state railway commission. The

commission will compare this report with

the specifications and claims of the manu

facturer or agent as set forth in adver

tisements or sales arguments, and shall

deny permit for sale if these specifica

tions or claims shall be found to be

false in any way.

The ruling of the railway commission

shall apply only to the particular make

of machine under consideration, and not

to the whole br other product of a com

pany which manufactures other machines

which do meet specifications and claims.

The commission is also given power

to deny sales permit for any tractor on

complaint of any two bona fide cus

tomers, properly substantiated, that an

adequate service station, with full supply

of parts, is not maintained within the

state. The law becomes effective July

15.

The second bill, Senate File No. 86,

declares the sale, trade or disposal of

'any automobile or tractor void unless the

necessary supplies and repairs are car

ried at some point within the state,

this measure being very similar to the

first. It differs in voiding the sale after

consummation, as against forbidding sale

beforehand. This law is effective July 18.

 

Philadelphia "After" Loan

PHILADELPHIA, April 26—Indus

trial Group No. 3, comprising the motor

car and allied lines, to date have raised

$529,500 in the Victory Loan drive. The

group has announced its intention of

exceeding its quota of $4,000,000 by $1,

000,000 in the two weeks of the cam

paign. '

Among the 'larger subscriptions from

the motor car trade are the following:

Ford Motor Co., $80,000; Thornton-Ful

ler Co., $20,000; Overland-Harper Co.,

$20,000; White Co. and employes, $20,

750; Biglow-Willey Co., $15,000; Her

bert Bros, $11,000; Locomobile Co., $10,

000; G. M.-C. Truck Co., $10,000; Max

well-Chalmers Co., $10,000; B. V. Hofi

man, $10,000; W. B. McCullough, $10,

000; A. I. Swinson, $10,000; Thomas

Martindale, $10,000.
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Car Shortage Lowers

K. C. Sales Figures

___.

10.000 Fewer Cars Bought 50 Far

This Year—Dealers Un

able to Deliver

KANSAS CITY, April 26—Kansas

has bought about 10,000 fewer motor

cars so far in 1919 than in the same

period of 1918.

Only a part of this shortage in sales

is due to dearth of cars, or the inability

of a particular dealer to supply the car

his customer wanted. There has been

shortage of supply among dealers in cer

tain cars; some distributers are report

ing that in the past few weeks their

sales have got ahead of their receipts

of cars.

There is every prospect that during

the next month Kansas will start to

make up for that deficiency in motor car

purchases.

For one thing, the roads will get bet

ter. This has been an exceptionally un

favorable winter and spring for motor

car driving on Kansas roads. Roads

have not been passable for long enough

periods for dealers and salesmen to get

out, or for the customers to feel justified

in buying cars for immediate use.

Farmers have had to spend every minute

of good weather in their fields the past

few weeks.

Dealers generally hope that the popu

lar excuse for not buying a car—that

maybe prices will go down July l—will

have been overcome by the middle or last

of May; that the public will see clearly

that prices can’t go down soon.

By the middle of May the country will

know whether the wheat crop is really

going to turn out as wellas it now prom

ises. There should be a wonderful crop

—at a guaranteed price. Despite the

conservative advice of bankers, and the

tendency of farmers to lay up a fund for

next year, when wheat may not bring

so much money to them, there is no doubt

that Kansas farmers will have a great

surplus to spend for transportation

facilities. I

Other farming factors will be pretty

well established by the first of June—the

prospects for corn may be gaged fairly

well. The effects of the Liberty Loan

drive will be eradicated, it is hoped.

People generally will know better

whether they want to go ahead or hold

themselves down.

Even the approaching period of large

production does not seem to be alarm

ing to Kansas dealers. Evidently there

are many districts where sales of motor

cars have not been pushed for 2 or 3

years.

Distributers are not taking the posi

tion, however, that the big business in

Kansas is going to drop into the hands

of the dealers. The Hudson-Brace Mo

tor Co., for instance, has had its sales

men on the road—even though it can

not get enough cars to meet demand—

urging dealers to keep their organiza

tions in tiptop shape, to be ready for

the period when there will be a large

supply of motor cars on the market.

 

New Dixie Flyer at $1,365

LOUISVILLE, KY., April 26—The

Kentucky Wagon Mfg. Co. has brought

out a refined model of its Dixie Flyer,

which is to sell for $1,365 with either

touring or roadster bodies. Among the

improvements are the use of a slightly

larger engine with force feed lubrica

tion and a hot-spot manifold; fan driven

from the generator shaft; larger uni

versals, improved brake and clutch

pedals; Bower roller bearings in all

wheels, oil cups instead of grease cups.

The external appearance of the car has

been considerably improved through the

use of a straight-line body with a

square tube radiator.

The engine is a four-cylinder Herschel]

Spillman, driving through a Borg & Beck

clutch to a Grant-Lees three-speed gear

set, and floating axle. The engine is

equipped with a Dyneto two-unit electric

lighting and starting system, with a

Bendix gear. The ignition system is

Connecticut. The wheelbase is 112 in.

and tires are 32 x 4. Equipment includes

an 8-day clock, Moto-Meter and the usual

tools.

 

New Goodyear Cleveland Office

CLEVELAND, April 26—The Good

year Tire & Rubber Co. has moved its

Cleveland branch from the Buick build

ing on Nineteenth Street to the H. F.

Neighbors building on Chester Avenue.

CANADIAN TRADE SEES

BRIGHT FUTURE AHEAD

Montreal Show, Just Closed,

Presages Good Season—

Trucks in Demand

MONTREAL, April 26—The motor

show which closed its doors April 12

was the only show in the entire Domin

ion of Canada this year. ~This was un

der the direction and management of T.

C. Kirby, who has managed the past five

shows. The entire proceeds of‘the show

go to the funds of the Children’s Me

morial Hospital, and it is the intention

of the committee to purchase an auto

mobile for the emergency cases from the

proceeds. Vocal and instrumental con~

certs were given twice daily, with local

vaudeville stunts.

Indications are that the motor indus

try in Canada will be one of the first to

show advantage in the wave of reac

tionary progress following the restricted

war conditions. This was shown by the

presence at the show of several men

representing both Canadian and Amer

ican capital, who have projects for the

establishment of Canadian factories for

the manufacture of new lines. One of

these projects has to do with the ac

quisition of a large local munition plant

to be turned into a factory for the manu

facture of purely made-in-Canada cars

and motors.

The men in charge of the various ex~

hibits reported excellent results, par

ticularly as regards trucks. One of the

largest exhibits in the show was that

occupied by the Cleveland Tractor Co.,

which stated considerable interest had

been manifested in its product. Alarge

delegation of the automobile and accese

sory dealers’ section of Ontario came

down in a special car under the direction

of Secretary W. C. Miller. The show

may be said to have been more of a

truck show than otherwise, commercial

vehicles dominating in numbers. On

the whole the management and dealers

are well satisfied with the show. The

number of automobiles in the Province

of Quebec is growing rapidly, according

to statistics recently presented to the

Quebec Legislature.

  

The new Dixie Flyer touring and roadster models, which sell for $1.365
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Clark Tructracfor used as a tractor for industrial purposes

Combined Industrial TruckJTractor

CHICAGO, April 26—A new type of

combined industrial truck and tractor is

being marketed by the Clark Tructrac

tor Co. It is a three-wheel, gasoline

driven vehicle for industrial purposes in

and around factories and other large or

ganizations. It is equipped with a

4-cylinder, 3% x 4% engine, dry-disk

clutch, three-speed selective gearset, in

ternal-gear drive, and may be fitted with

either cargo or dump body or platform.

The machine weighs 2050 lb. and has a

capacity of 1% tons. The wheelbase is

72 in.; tread, 35% in., and the overall

length, 112 in. It will operate at from

'A to 15 m.p.h. The selling price is

$1,135.

Culto-Tractor Starts May 1

DETROIT, April 26—The Detroit

Culto-Tractor -Co., a new company incor

porated at $1,500,000 for the manufacture

of a farm tractor to sell at $755, has

leased the Indian Village garage on Jef

ferson Avenue and is converting the

place into a manufacturing plant. The

company plans to be in production by

May 1, turning out 25 machines daily.

The company has orders for 3700 ma

chines. The company will not go into

the manufacturing end of the business

heavily at first, but will confine its efforts

to assembly, some machining and finish

ing work. The officers of the company

are: President, J. J. Rowe; vice-presi

dent, H. M. Jerome; second vice-presi

dent, H. B. Kramer; secretary and treas

urer, P. H. Kramer. S. M. Duffield is

sales manager and S. R. Du Brie chief

engineer.

Braddon Motors Company Gets Factory

CHICAGO, April 26—The Braddon Mo

tors Co., a new concern involving Chi

cago capital, has been organized to build

a small four-cylinder car and has secured

a factory building at Downer's Grove,

Ill. The moving spirit in the organiza

tion is George J. Fogle, vice-president

and general sales manager, formerly

with the Locomobile C0. and more re

cently with the Maibohm Motors Co., Mil

waukee. Other officers are F. J. Clark,

president, and John Voiral, secretary

treasurer. The company is capitalized

at $50,000 and is completely financed.

Production at the rate of four cars per

day will begin within the month. The

car will be assembled from standard

units, but painting and trimming will be

done at the factory. The factory build

ing is a two-story brick structure

50 x 100.

 

Supplies Trained Accountants

PEORIA, April 26—The Kelly Auto

Supply Go. here has decided to add a

new department,that of supplying trained

office help for garages. The company has

opened a training school in the account

ing and stockrooms, and both young

men and women are being given in

struction in the latest approved meth

ods of garage accounting. There is a

waiting list of firms desiring such help

and the students are given positions as

rapidly as they can be developed. The

Kelly concern has found the unique de

partment a profitable one.

 

Schwartz Buys Emil Grossman Business

NEW YORK, April 26'—L. M.

Schwartz, formerly vice-president and

sales manager of the Emil Grossman

Mfg. Corp., has purchased the right, title

and good will in that company and with

it has acquired the trademark “Ever

Good” identified with the Grossman lines

of bumpers, mirrors, fan belts, wiring

sets, etc., and also the trademark “Red

Rib," designating lines of ignition cable

and lamp cord. Schwartz's activities

commence immediately under the former

trade name (The Emil Grossman Mfg.

Corp.), and at the same address, Bush

Terminal, Brooklyn, N. Y.

 

Bloomington Show May 1, 2, 3

BLOOMINGTON, April 26—The an

nual automobile, truck and tractor show

of the dealers of the Bloomington Auto

mobile & Tractor Association will be

given around the courthouse square on

Thursday, Friday and Saturday, May 1,

2 and 3. It has been found impossible

to secure a building large enough to hold

all of the exhibits and the dealers were

forced to the outdoor proposition. En

tries for 120 vehicles have been received,

the capacity of the available space. The

trucks and tractors will be kept to

gether on the west side of the square,

while the automobiles will be on the

three other sides. Merchants engaged in

business in the blocks adjacent to the

show have subscribed liberally toward

the expense of decorations. This will be

the first show held in 2 years, last year's

being called off on 'account of the war.

 

National Tractor Becomes GO

CEDAR RAPIDS, April 26—The Na

tional Tractor Co. has changed the name

of its product from.National to G0 and

is bringing out a new machine similar to

its older model, but equipped with a

Waukesha 4% x 5% engine.

 

Saginaw Dealer Drives Away His Car!

DETROIT, April 26—Leo Demmer of

Demmer Bros. Co., Saginaw, Chalmers

Maxwell distributers in that territory,

Sunday last drove away 26 new cars.

The cars represented a part of the April

allotment which the company has already

sold. The distance from Detroit to Sagi

naw is 110 miles and in places the roads

are none too good. They made the trip

in 5 hours.

Graham Adds Four-Wheel Trailer

-,__ ,qq-[gp—fun‘g
_-.-- q"!- é-‘rer'ii'i

  

EVANSVILLE, IND., April 26-—Gra

ham Brothers have placed on the market

a 2-ton four-wheel trailer to sell at $400.

It is equipped with Hess axles, with the

wheels mounted on Bock roller bearings.

Springs are semi-elliptic and wheels

carry 32 x 3% pressed-on solid tires. The

loading space is 118 x 59 in.; side racks

are 22 in. high. The three side and end

sections are removable.

. '__l
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Canada Adopts Regulations

Governing Used Car Sales

TORONTO, April 26—The provincial

government has passed the Ontario

Motor League’s amendment to the Motor

Vehicles Act increasing the speed limit

of the province in cities, towns and vil

lages from a rate of 15 to 20 m.p.h. and

in the country from a rate of 20 to 25

m.p.h. The amendment was only forced

through committee in the dying hours of

the session and in the face of hot rural

hostility by dint of the indefatigable

efl'orts of the league officials backed up

by a deluge of telegrams from the 75

clubs in the league. *

Other amendments follow:

All persons who buy, sell or wreck or

otherwise deal in used motor vehicles

shall keep a correct record of all motor

vehicles bought, sold or wrecked and of

such information as will enable such mo

tor vehicles readily to be identified, and

such record shall be produced for inspec

tion whenever so required by authority

of the Minister of Public Works and

Highways.

No person shall buy, sell, wreck or

otherwise deal with any motor vehicle

whereof the serial number or similar

identifying mark has been obliterated or

defaced or is not readily recognizable.

Los Angeles Wants Endurance Run

LOS ANGELES, April 26—Having

successfully disposed of the show and

the Santa Monica road race as subjects

on the program of events for stimulating

motor car interest, the Los Angeles Mo

tor Car Dealers' Association is new con

templating an endurance run. But a true

endurance run always means a terrific

grind and severe strain on both cars and

drivers. This the association does not

desire, so may alter the plans in such a

Way that the test becomes one of driv

ing rather than of car stability. If a

fair plan can be devised it is probable

that from thirty-five to fifty cars will be

entered.

It has been suggested by the committee

having the project in charge that old

time methods be revived. In the earlier

days any sort of a contest awakened

public interest and the people flocked in

thousands to see the cars go by. It even

has been proposed locally to undertake

the revival of the Glidden tour, but inas

much as that was a factory proposition

there is little probability of the dealers

undertaking it. They can have an event

on a smaller scale, however, and that

they intend to do.

Crawford Heads K. C. Tractor Club

KANSAS CITY, April 26—At the an

nual meeting of the Kansas City Tractor

Club these ofl'icers were elected for 1919:

President, R. F. Crawford, manager of

the Emerson-Brantingham Co.; vice

president, M. R. Voorhees, manager of

the Advance-Rumely; secretary-treas

urer and manager, Guy H. Hall; direc

tors, J. A. Keating, manager of the J. P.

  

Robert L. Magner of Seattle, who

has been named one 0] the National

Automobile Dealers’ Associations'

traveling field secretaries. He was

formerly a dealer in Seattle and presi

dent of the Seattle Automobile Dealers'

Association. His territory will be the

Pacific northwest, with headquarters at

415 Railway Exchangr Building.

Downes Motor Co.; R. W. Johnston, man

ager of the International Harvester Co.,

and L. T. Yount, manager of the Oliver

Chilled Plow Co. The secretary’s report

showed that $112,000 had been spent on

the tractor show this winter.

Allen Gets Columbus Plant

COLUMBUS, April 26—T‘he Allen Mo

tor Co. of Fostoria and Bucyrus, Ohio,

will move to Columbus. The conclusion

of negotiations last week mark the cul

mination of proceedings started several

months ago between the Chamber of

Commerce and the Allen Co. The com

pany hopes to boost its production to 20,

000 cars after it is located in its new

Columbus plants. The factories formerly

occupied by the Columbus Buggy Co. will

be occupied by the Allen company. The

Scioto Rubber Co. is to be absorbed in

the deal.

Bloomington Tractor Men

Stage Big Demonstration

BLOOMINGTON, ILL., April 26—Un

like, perhaps, any other tractor demon

stration yet arranged in Illinois wa that

on April 5 upon a 120-acre farm four

miles northwest of Bloomington. It was

arranged by the Bloomington Automobile

and Tractor Association and was open

only to members of that organization.

Twelve firms entered, each exhibiting

from two to six tractors.

The field was divided into twelve sec

tions of ten acres each and the various

dealers drew for space. At the end of

each tract a sign of uniform shape was

displayed, showing the name of the firm

and the tractor, and a small tent fort-each

served as an ofiice where sales could be

closed.

The day preceding the demonstration

each firm was required to make one run

with a disc and plow one furrow in order

that the supervisor could see that every

plow was set for a uniform depth of 6 in.,

and thus give the owner of the tract a

satisfactory and uniform seed bed. Start

ing at 8 a.m., the 120-acre tract was all

plowed by 5 p.m., and made ready for

seeding. The demonstration went through

without a hitch. So great was the suc

cess that it is desired to arrange another

upon a more extensive scale later in the

season, plowing a 500-acre tract in a

day. This will probably be made a state

affair, and an effort made to secure the

entrance of every known make of tractor.

A definite decision will be reached at the

next meeting of the Bloomington asso

ciation. By utilizing joint advertising,

the expense of the demonstration was

small, ranging around $50 to each firm '

entering.

 

English Austin Lists at $2,475

BIRMINGHAM, ENGLAND, April 9

-—The prices of the Austin 20, one of

England’s post-war models which has

been anticipated as one of the production

jobs of the country, have been deter

mined. The chassis lists at $1,975, the

touring car at $2,475, the coupe at $2,975

and landaulet at $3,125.

  

Three'quarl" from View of the new Selden special 1%-ton worm-driven truck
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Bristol. Ya -Tenn. ..

  

  

COMING EVENTS

Passenger Car and Truck Shows

.May 10-17 . . . . . . . ._ Cars. Trucks. Tractors. Airplanes and acressol'icr‘

Bristol Chnmlwr of Commerce. C. “'. Roberts

Manager.

Foreign Shows

  

Paris. France . . . . . . . . ..Oct. 15 . . . . . . . . . ..Grand Paials~lnternational Automobile Manufac

turers' Congress.

London. England . . . . ..Nm'ember . . . . . ...Olympia—Internalinnal Automobile Manufacturer?

Congress.

Meetings

St. Louis, Mo . . . . . . . .. Apr. 28-.\lu_\' 1.... Convention. Chamber of (fummeruc 0! United States

Washington. D. May . . . . . . . . . . . ...l'an-American Commercial Conference. Pan-Amer

ican Union Bldg.

Chicago, Ill . . . . . . . . . . .. June 2 . . . . . . . . . . .. National Gas Engine Assn.. Ijlotel Sherman.

Hot Springs. Va . . . . .. June 2-6 . . . . . . . . .. Convention, Automotive Equipment Assns.. Home

stead Hotel.

Ottawa Beach, Mich.. June 23-27 . . . . . . .. Summer Meeting. S. A. E.

Phlltidelphia. Pa . . . . .. Sept. 22-25 . . . . . . .. Annual Convention. National Association of Pur

chasing Agents. Rollevue-Stratfnrd.

‘ I .

Exhibits

Venezuela. S A . . . . . .. May 15-Junc 1.... National idxhibit of Venezuela

Races

Unlontown, Pa... . . . . .. May 17 . . . . . . . . . .. rnbably 1121/, miles.

Indianapolis. May 31 . . . . . . . . . . ..500-Mile Sweepstakes, lndlanapoiis Speedway.

'Sheepshead Bay N. Y. June 14 . . . . . . . . . .. Speedway.

Cincinnati, July 5 . . . . . . . . . . .. speedway.

Unlontown. P uly i9 . . . . . . . . . . ..\iid-'<ummer Meet. Speedway

Sheepshead Bay. N. Y. JUIY 26 . . . . . . . . . .. Speedway.

‘Middietown. N. Y.. . 15 . . . . . . . . . .. Dirt track event.

Elgin. Iii . . . . . . . . .. . . 22-23 . . . . . .. . Road race.

Sheepshead Bay. N. Y. Aug. 23 . . . . . . . . . . Speedway.

Unlontown. Pa... . . 1. .. Speedway.

Sheepshead Bay. N Y . 20. -peedway.

'Allentown. Pa... el - T ."lrt track event

Cincinnati. 0 . . . . .. . 1.. . Speedway.

’Trenton. N. J.... .. Oct. 4.... “‘rt track event

‘Danhury. Conn.......Oct. ll . . . . . . . . . . .. Dirt track event.

'TetitfltiVP dates.

Tractor Demonstrations

Fresno. Cal . . . . . . . . . .. Apr. 29-May 1-4. . t‘cutral t'alil'ornia Tractor and Implement Assn.

Sacramento. Cal . . . . . . May 6-12. . . . . . . . . . Selctiogal Tractor Demonstrations. Demonstration

‘ e .

Denver, Col . . . . . . . . . .. June 8-14. . . . . . . . . Sectional Tractor Demonstrations.

Wichita. Kan . . . . . . . ...July 14..... . . . . .. Automotive Committee of National Implement

Assn.

Aberdeen. S. D . . . . . ..August 18-22..... Sectional Tractor Demonstration.

Ottawa. Ont., Canada. October Inter-Provincial Plowing Match and Tractor Dem

Atluntic City. N. J...

onstration.

Aeronautical Exhibition

. May l-June 1.....Second Pan-American Aeronautic Convention and

Exhibition.

 

Trade Printed Matter

Pyramid Brush Booster. Nos. 1, 2, 3

and 4—These are leaflets, explaining in

detail the design, manufacture and use'

of Pyramid brushes. and the third one

  

0.1“._..-I

l
WIOMKRcflv. Pit}! .

contains a chart giving a synopsis of all

the trouble that might be looked for in

the electrical systems. These leaflets are

distributed free to dealers handling these

brushes.—National

Cleveland, Ohio.

Carbon Company.

lml-m ‘11—

MPANY
l. \kyrt m 00 .

“()MIM ‘ U... um- ‘ w... M
w tum - “we “4 (midyear i~

  

Autism-bun A

A Talc of Two Letter/wads

Detroit Pressed Steel

Sioux Falls Has Brisk Week

SIOUX FALLS, S. D., April 26—The

automobile and supply business is look

ing up here after a period of comparative

slackness during the war. Increased

building is an evidence. R. J. Huston

will build a garage, 100 x 158, at Main

avenue and Twelfth street, two stories

and fireproof.

The Big Sioux Motor Co. has been in

corporated to wholesale the Graham truck

_buildcr and to handle the entire output 0!

Luverne farm trucks. The factory has been

enlarged for increased production. T. E

Sheehan. Minneapolis. has opened the Sioux

Falls Guaranteed Tire Co. for retreading and

repairing tires.

The Dakota Monarch Tractor Co. is a new

organization of which A. C. Michel. is pro

prietor. Mr. Michel has been for nine years

in the traction engine business. The com

pany will distribute the Monarch and the

Never-slip tractor.

R S. Warnes, formerly Northwestern Tele

phone Exchange Co., has become partner in

the Marvin Auto Co. The firm will be styled

Marvin-\Varnes Auto Co. and will handle the

Dixie and the Empire. The John P. Bleep

Co.. which distributes the Hudson in South

Dakota and parts of Minnesota. Iowa and

Nebraska, has taken the Pierce-Arrow (oi

the state

8:15an to Elect May 5

BUFFALO, April 28—The annual

meeting and election of officers of the

Buffalo Automobile Dealers’ Association

will be held at the Iroquois Hotel, Buf

falo, on Monday evening, May 5. There
will be vseven directors elected at this

meeting.

Chicago Branch for Disteel Wheels

CHICAGO, April 28—A branch of the

Co. has been

opened in Chicago for Disteel wheels.

under the management of Leroy A.

Hillman. Hillman has been in civilian

service with tht Bureau of Aircraft Pro

duction and before that operated the

Bearings Shop, interest in which he still

retains.

 

'l‘raiiic Truck Men to Gather

ST. LOUIS, April 28—The Trafiic Mo

tor Truck Corp. has invited 1000 automo

tive dealers to visit this city May 9 and

10 as guests of this corporation. The

object is to have them visit the new plant

of the corporation.

| I unamw mummmw- m-am

HOMER MOTOR COMPANY

"mum-rum

LITERY — ACCFSSORIES — REPAIle

mmnu unmvul m

ewq. mu

HOMER CITY. PL

Here are two letterheads. The one to the left has more life and action in it, and carries a story to the man

that receives it.

your let terh code?

It is more in line with modern automobile merchandising than the one to the right.

Is there room for improvement?

How are

“.._
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Efficiency

at the Belt
At. [M be]! also. the "Bow: Steel Mule" ex

ceeds its ralin

The pulley is attached .1 the transmission case.

It is easily and quickly put on and lined up.

The belt runs out forward (which is the right

my). instead of backward. or off to the side.

The "Mule" is ambient at all kind: of be]!

work: it will run a 28-inch separator. 18~inch

silo filler. saw mill. lime crmhor. hay baler.

lrrinllon pump or my belt machinery within

its "ring.

In the photograph. taken on a Minnesota

farm. the "Mule" is filling an 18 x 42 silo. with

an lS-inch Ensllale Cutler. The owner writes

that the tractor filled this silo in 10 hours. On

the some farm the "Steel Mule" plowed 70 acres

in 64 hours, plowan at a depth of 7 inches.

Kerosene consumption aroused 1’5 :allons per

acre. -

We are slill prepared to assign

anod tww'tortes to o [cw agents

who want to sell a really Mg)!

clann tractor. It is advisable in

write to us lie/ore someone else

does, because these arrangements

usually turn out to be permanent.

BATES MACHINE AND TRACTOR CO.

Successors to Joliet 0U Tractor Co.

Established 1883

612 Jackson Street Joliet, Ill.

"The most efficient

tractor in America ~
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PRECISION.

BflLL BEFIRINGS
(PRTEHTED)

Out of after-the—war conditions, some

words are emerging with new and

trenchant meanings — among them,

"value" and "service" and "price."

American machine builders and buyers

know today as never before, that value

must be measured by service, not by price.

Any other standard is a false one. sure

to lead to disappointment.

The cars, trucks, tractors and power

boats that today are commanding the

market on service rather than on price

'carry 'm' equipped magneto: and

lighting generators. Which simply

confirms the statement repeatedly

made in this space that 'W' Bear

ings are an identifying feature of high

duty, large-service automotive units.

Be SURE—See That Your Electrical

Apparatus la 'UQBEB" Equipped

THE IIVRM CVMPHIIY 0F dMERiCli

I790 Izonbwav

Ball, Roller, Thrust and Combination Bearing:

NEW 90:;
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WH EN E VE R ‘ QMFgg'Qm BY

YOU SEE A 4 _

Q U A L I T Y " NORDYKE 60° MARMQN

PASSENGER

CAR TRUCK COMPANY

SRTL'E’TRCETgE OI INDIANAPOLIS

THE RAD|ATOR Manufacturers of the World ram“.

CAP YOU WILL

FIND A BOYCE

MOTO METER

PROTECTING

IT 5 P O W E R

PLANT CONSIDER THEIR PRODUCT

GOOD ENOUGH TO BE

KEPT GOOD

BOYCE

O'I‘O

Standard Equipment on

P- I

Pmngercars ' > Jordon Packard Trucks Rock Falls

American ‘ - Kissell "12" Pandolfo Sayers Scovlll

Beg” King Peerless Ahrens-Fox Fire Seagrave

Chalmers Kilne Peugeot Engine Signal

(Speedster) Lexington Premier Appleton Victor

Chevrolet Geronimo McFarlan Roamer American LaFrance Whlte Fire Trucks

Cole Glide Maibohm Stutz (Pumper!) _ l

Columbia Gray-Dart Marmon Templar Dart {1

Crane Simplex Ha'nson Mercer Velie Dayton :Tmcmm

Crawford Harroun Special Monroe Westcott Grant

Cunningham Haynes Murray White Higrade American

Dorris Hudson Nash Big Six Wlilya “6" &, “8" Indiana Faqeol

Drummond Jackson Olympian Wolverine Speedway Michigan Hearse Interstate

Economy Jones Six Owen-Magnetic Special NetcO White

.
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The Promise
 

 

‘On October 4, l9_00, the first issue of Motor

World was published. It was a “book” of twenty

pages. '

In its blushing bow to the then very limited

motoring trade the editorial helmsman said, in

part:

“Its editors and publishers are no strangers to

journalism. It will be their eflort to publish a

journal that will be a credit to themselves and to

the world within the world that it-stands for—a

journal that will be free, fair, readable and

‘newsy,’ and one that will be steered as far from

the rats as eflort can keep it.” ~

To you “old tiniers” who have been thru the

varying stages of development of the automobile

industry, and to you who have had opportunity

to watch the growth of Motor World since its

maiden issue on October 4, 1900, we ask: Has

our objective of “a journal that will be free,

fair, readable and ‘newsy,’ and one that will be

steered as far from the ruts as effort can keep

it” been realized?

 
 

 
  

Is the Promise Being Fulfilled ?
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1877-1919

The fin! gasoline motor

propcl/cd road wagon was

a SEIDEN. The prerenl

t7 1 of S E L D EN

RUCK S are tbe

rem/t of year: of contin

uous experiment, abrer'ra

lion and experience in

manuflxrlure since the day

ofrbeir inception in 1877.

 

 

  

e

The value of the Selden Dealer Franchise is well ex

pressed by the character of Selden Dealers. Some of

the largest and highest rated Distributors of Motor

Trucks in the United States are SELDEN Dealers.

ROCHESTER MOTORS CO.

SPOKANE, WASH.

for instance

SELDEN TRUCK SALES COMPANY

ROCHESTER, N. Y., U. s. A.
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That Itchy Feeling

  

9 m u m

IS 16 I7 '6 '9 20:;

 

  

      

 

 

 

Watch pages 8 arid 9 in Next Week’s Motor World
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How Automotive Equipment Manufacturers

Handling the Ta); ‘ .

 
 

Some Absorb It and Raise the Price

Some Absorb It Without a Price Raise

Some Add It to the Invoice as a Tax

Sentiment Among the Jobbers Is for Including the

Tax in the List, with a Price Raise if Necessary

 
 

HE manufacturer has two prob

T lems to meet in handling the tax:

One is to see that the Govern

ment gets what is coming to it. The

other problem is to effect the least dis

turbance of trade.

When the tax Was first put on there

seemed to be a general tendency to

add it as a 5 per cent tax to each in

voice, but this meant that each jobber

was paying 5 per cent more for his

goods and, therefore, had to add the

same amount in passing the goods

along to the dealer.

The law, however, states that not

more than the amount of the tax must

be added as tax, which meant that the

jobber could not add, as tax, 5 per

cent of the amount he

the tax to be done by the manufac

turer.

The manufacturers all gave consid

eration to this request. Some of them

found that raw materials were declin

ing and that it would have been pos

sible to reduce prices had not the tax

been added. In such cases as these

manufacturers frequently absorbed

the tax and made no change in price.

In cases where materials dm not de

cline and the margin was not sufficient

to permit absorption of the tax, the

manufacturers frequently absorbed

the tax and adjusted their prices up

ward to provide for the amount they

must pay the Government. Elsewhere

in this story attention is called to the

fact that a raise of 5 per cent in the

price to the jobber gives the manufac

turer less than he got before. To pay

a tax of 5 per cent on a raise of about

the same amount it is 5.27 per cent

that must be added to have things

come out as before.

Other manufacturers make goods

which are only partly taxable. Some

of their goods are essentially motor

car goods and are therefore taxable,

Whereas part of the line is general and

not taxable. In this case the custom

generally is to add the tax to the in

voice.

Still other manufacturers have not

seen their way clear to absorb the tax

and are, for various reasons, adding

the tax as a tax to the in

charged the dealer for the

goods. Wherefore, if he

added 5 per cent of the

amount he had paid the

manufacturer he was dis

closing to the dealer the

price he paid for the goods

and was thereby revealing

his gross profit.

The jobbers were in a

quandary on this, and vari

ous protests were made to

the manufacturers, the job

bers requesting that the

manufacturers absorb the

tax, and, if necessary,

raise their list price to in

clude this amount.‘ This

would make it possible for

the sale of goods to be

handled as in normal times,

with the only handling of

  

FINDING OUT WHAT

WHEN the need for applying the new tax caused

more or less disturbance in the trade, Motor

World sent a questionnaire to automotive equipment

manufacturers, using as a list those who are affiliated

with the Automotive Equipment Association. The re

sponse was gratifying. Between 80 and 100 replies

were received promptly, and the results are set forth'in

the tory on these pages. The manufacturers invariably

gave their reasons for their policies, which are printed

on these pages under the names of the manufacturers.

In the letter these questions were asked:

1.—Are you absorbing the tax with no change in

price? If so, do you plan to change the price later?

2.—Are you raising the price to include the tax?

3.—-Or, are you adding the tax, as tax, to each in

voice? ‘

Please give your reasons for the manner in which you

handle the tax.

 

 

voice. Some of these are

still investigating, and a

few have plans under way

for changing over t0‘s0me

tax-absorption basis.

The comments of manu

facturers on the tax ques

tion are printed on follow

ing pages. In a table here

with are summarized the

methods of more than 80

manufacturers. Opposite

each name is a number.

Over each statement of pol

icy on these pages is the

same name and number, so

that further information as

to any manufacturer’s plan,

as set forth in the table,

may be found by locating

the numbered paragraph

explaining his policy.
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1—Edward A.

Reasons Why -

Different Manufacturers Have Dif

ferent Plans for Handling the War

Tax on Automotive Equipment

II mac 0 |~ a lllllvll l9."ll\'|

Cassidy Co.—

The following of the factories

whose sales we control—~The

G. Piel Co., F. \\’. Mann Co.,

Corning Glass \Vorks, Rajah

Auto Supply Co., and West

Side Foundry Co.—determined

prior to the time this tax be

came effective on February

25 that 'the only practical

method of handling the tax

would be to add the same as

a separate item on each in

voice, figuring the tax on the

net extension before the cash

discount is deducted. This

method has been in effect

since that time. However, it

seems that the consensus of

opinion of the jobbers

throughout the country was

against this method of bin

dling the tax, and conse

quently the Rajah Auto Sup

ply Co., The G. Piel Co., and

P. W'. Mann Co. have revised

their selling Schedule to the

jobber and the dealer, so that

the price includes the tax.

and,this method will be. in

effect from now on. The

West Side Foundry Co. and

the Corning Glass \Vorks have

decided to absorb the tax in

its entirety. making no change

in their selling schedule what

ever. The Eccolene (‘0. and

the Acheson Graphite Co. in;

form us that their products

are not subject to the tax, so

that there will be no occa

sion for them to make any

change whatever.—G. B. Gor

man, secretary Edward A.

(“assidy Co.

Z—The Allen Auto Specialty Co.

I‘Ilit.Iii.||llil

illllllll‘I-llllIlollli;.\

uvvcu'tlltlltuonlnliIllilitil\Illt-lit-llIllovll-ll'iii-Ulltl-lillll\tl..l..'lll‘.l"‘ll\llll"lllll‘llll‘lv\Ill'llllIllllIII.'ll'll..lll|.‘0"

-—I-lalf of our time lately has

been spent in trying to

straighten this matter out

with our different customers.

Some want us to handle it

ll 0 I‘II‘IOIII§"IIIIlllil'lll'IlIII‘IIQIllllllllllilllli"¢l III

are quite satisfied with the

way we have decided to

handle it, which is by reduc

ing our cash discount from

5% to 2’}; and absorbing the

tax. This practically amounts

to an increase of price to our

dealers and jobbers. amount

ing to 3%, but no change in

the retail prices. “'0, - Ol’

course. lose. 2% of our whole

sale prices, but we believe our

method will save our cus

tomers an endless amount of

labor and obviate the lieces

sity, not only for ourselves,

but our customers, of expos

ing our wholesale prices. The

Automotive Equipment Asso

ciation has recommended the

absorbtion of the tax. In or

der to satisfy everyone, we

would very much like to see

a particular plan adopted by

all manufacturers. “’e be

lieve the very best‘way is for

the manufacturer to absorb

the tax by either raising his

list prices or standing the ex

tra expense himself—The

Allen Auto Specialty Co.; \V.

J. Allen. President.

3—Atwater Kent Mfg. Works.—

VVe are showing this as a

separate item on each invoice,

without increase in list prices

or discounts. Some of our

product is sold for truck and

tractor use, and is in such in

stances non-taxabie. The

same articles are. sometimes

sold for passenger car use and

are then taxable. Hence we

have not increased our list

prices. It is our understand

ing that more than 75% of

the accessory manufacturers

throughout the country are

showing the tax. as tax, on

each invoice. \Ve favor the

plan proposed by the M. & A.

one way and some want us to M. A., whereby a flat "dis

handie it another way. Most count of. say 20% or -5”.

of our customers. however. would be allowed dealers and

| I'll 0 I'll IIQIQIIIIII‘tIlIIGIIII .l llbll-IllutlitlutlillilllttluIQIIO'UIIIIADnlIlIItII illl"lllll“lllIQiI‘l14IQIUQ \lgil I ||||||| llllItl!0|lllllllllll$ll'l.ll

Don't Be Deceived

F you add 5 per cent to your present list price

you are paying more than 5 per cent tax.

Here’s how it works:

Let us say that an article lists at $100, sells to the

dealer for $75 and to the jobber for $50.

You add 5 per cent to each of these figures.

makes the prices $105, $78.75 and $52.50. You may

have thought the tax in each case would be $5, $3.75

and $2.50, but it is a trifle more.

In reality you get 1/4 of 1 per cent less in real

money than you did before, for 5 per cent of $105

is $5.25, and you receive $99.75. The tax is $5.25.

To get as much money as you got before and still

pay the 5 per cent tax yourself you must add 5.27

per cent instead of 5. Then the tax on $100 makes

the list $105.27. The tax is $5.27 and you have the

same old $100 left.

I To raise your price to absorb the tax you should

advance the list, dealer’s and jobber’s prices 5.27 per

That
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cent each, making them $52.63, $78.95 and $105.27.
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How They’re Doing It

"A table on pages i10rand 11 shows in brief how each

one- of 82 manufacturers is handling the war tax.

On accompanying pages are letters from these 82

manufacturers giving in detail their reasons for their

plans.

Numbers connect the table and the story. For ex

ample, in the table No. 32 tells briefly how Gray & Davis

Paragraph No. 32 explains theis handling the tax.

matter in detail.

43, or 52 per cent, are absorbing the tax.

31, or 38 percent, are not.

8 are not taxable or are undecided.

26, or 35 per cent, are raising the price.

82, or 59 per cent, are not.

31, or 38 per cent, are adding the tax to the invoice.

45, or 55 per cent, are not.
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jobbem alike. with a special

extra commission to jobbers

for their “distributive serv

ices," sufficient to. bring the

jobber net proceeds up to the

present jobber discount basis.

—Atwater Kent Mfg. “'orks;

H. \V. Taylor.

4—The Au-to Compressor Co.—

VVe are at the present time

preparing a jobbers’ price

sheet in which we are raising

the price to include the tax.—

The Au-to Compressor Co.—

J. I. Griffiths. sales manager.

5—Adamson Mfg. Co.—'We have

not as yet determined on a

definite policy. We have been

unable to determine fully it

a tax applies to our line.

Most of our jobbing clients

are of the opinion that our

vulcanizer is properly a tool.

in which case the excise tax

would not apply. We are in

vestigating through the bu

reau at \Vashington and of

course will be governed by

their final decision as to

whether or not the tax is ap

plicable—Adamson Mfg. Co.;

.T. F. Stoddard.

6—American “Ever Ready Works.

—\\'e have not raised the price

of our storage batteries to in

clude the excise tax, but we

are adding the 5% tax to the

net amount of our iiiVoices.—

American Ever Ready \Vorks;

H. B. Ramey, sales manager,

Storage Battery Division.

7—Apco Mfg. Co.—\Ve are ab

sorbing it and in almost every

case have raised our prices in

order to take care of this

item. we agree with the ma

jority of jobbers that it is

gond business to quote fiat

prices, raising the price if

necessary in order to absorb

the tax, and this is exactly

the stand that we have taken.

Apco Mfg. (‘0.; Thomas F.

\Viison.

8—Amerlcan Electric Co.—This

matter has been thoroughly

thrashed out at the meetings

of the Automotive Equipment

Manufacturers here in Chica

go. We have sent out several

hundreds of letters and re

ceived almost three hundred

replies. the result of which

show that 65'}; of the manufac

turers of automobile acces

sories are. applying the tax as

a separate item on the bot

tom of the invoice and the

other 333'??- of the manufactur

ers are handling the applica

tion of the tax in various

ways. Some absorb and pay

for it out of their pockets with

an excuse that they were go

ing to reduce their prices any

way and instead of doing so

they merely absorb the tax.

There are manv manufactur

ers of automobile accessories

9—Advance

13—Bonney

to whom the tax does not ap

ply. apparently such as the

makers of bolts. tools, greases,

soaps, enamels, chemicals,

etc. A few of the manufac

turers have raised their lists

and in this way take care of

the tax. There are many ap

plications in trying to raise

the prices to cover the tax,

with which the manufacturers

are already familiar, as will

be readily apparent on a com

plete and fair investigation by

you—American Electric (‘o.:

L. G. LeBourveau, secretary.

Felt Specialty 6.

Cutting Co.—\Ve are handling

it the way it should be, i. 0.,

adding it on to each invoice

as a tax. and not subject to

cash discount. This is the

way the whole proposition

is supposed to be handled——

Advance Felt Specialty &

Cutting Co.; S, Manning,

president.

10—Brunner Mfg. Co.—-()ur prod

uct is not subject to the excise

tax and we are therefore not

. in a position to give you the

desired information—Brunner

Mfg. Co.; J. H. Mehan. sales

manager.

11—Brown Spring-Olier Co.—

Temporarily we. are absorbing

the war tax. “’e are inclined

to think that we may follow

the lead of some other manu

facturers and add it to each

invoice—M. H. Brown.

12—Brown &. Caine.—We are not

raising our list prices. \Ne are

not’adding the tax as a tax to

each invoice as this cannot be

satisfactorily done. It would

be proper for us, if we so de

sired. to add the 5% tax to our

jobbers' invoices. But. it

Would not be proper under

the law. as we interpret it,

for us to add to the net face

of the dealers' invoices the

5%. And, if we added the

5% tax to the net face of the

Jobbers’ invoices this would

immediately give the dealer.

information as to what said

merchandise cost the jobbers.

This is not advisable—Brown

~ & Caine, Inc.: J. \V. Leigley,

sales manager.

v Vise and Tool

Works—From the informa

tion we are able to get on the

subject. we do not believe

our product is taxable. inas

much as the material we

manufacture is not classed as

"accessory" but rather "tools".

\Ve therefore do not feel in

position to answer the (fines

tions which you raise—Fred

S. Durham, vice-president and

treasurer. '

14—Corcoran-Victor Co.—Vi'e are

enclosing herewith form letter

'which we are mailing to our

customers, giving them the
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details of our views in the

matter and our method of

making collection. First: On

our April 1st rice-list cover

ing the secon quarter of this

Year there appeared a notice

advising that 5% would be

added to all invoices on goods

for home consumption, the

same as appeared on invoices

covering goods shipped you

since the passage of this law.

Second: On goods sold for ex

port, and in due course so ex

ported, no tax would be

charged. Third: 0n goods

sold for use on tractors or in

connection therewith, or with

the sale thereof, no tax would

be charged. So that you may

more clearly understand our

decision in this matter, we re

ter you to title No. 9, Section

No. 900; also Section No. 13w.

paragraph "B" and "C" of

Excise Tax.—Corcoran-Victor

00.; G, P. Doll, auditor.

iS—Ooiumbuo Varnish Co.—Ii'

it is definitely settled that our

line of merchandise is to be

taxed, we will absorb same.

it is a very difficult thing to

put a tax of this percentage

on our products and pass it

along, unless we raise the

prices considerably.—Colum

bus Varnish (20.; S. W. Han

na, vice-president.

io—Corning Glass Works.—See

letter from Edward A. Cas

sidy Co., No. 1.

i7—Connccticut Tel. &. Elec.

Co.-—Our manner oi.’ handling

this proposition is to add the

tax as a tax to each invoice.

Due to the fact that. in ad

dition to the automobile ac

cessories which we furnish to

the accessory trade, we have

in addition a large number of

ignition parts we can furnish

as replacements to Jobbers.

etc., we have found that the

adding of the tax as a tax

to the invoice is practically

the only method in which we

can handle this matter satis

factorily. Owing to the large

number of these parts which

we furnish to the trade, as

well as the articles which we

furnish to the accessory trade,

and, due to the fact that

our lists‘have already been

published and that the

labor that would be involved

in changing these lists would

be something enormous, we

found that our present meth

od 0! taking care or this tax

was the only practical method

for us. Furthermore. we.are

very much pleased to know

that there is very little objec

tion among the trade to our

method of handling this mat

ter, although we must admit

that a very few of our cus

tomers have raised very

strenuous objections. These

objections. however, have been

withdrawn after we have

given our friends an explana

tion of our reason.—Connecti

cut Tel. & Elec. 60.; R.- L.

Sessions, manager order de

partment.

iB—Cooper Manufacturing Co.—

Replying to your letter of

April 17th, will say that we

are at the present time add

ing the 5% war tax to each

of our invoices to the jobber.

We have rearranged our

schedule of prices and as soon

as our catalog is sent out.

which will be in ten days or

two weeks, we will absorb the

tax and no mention will be

made of the tax to the job

bers.—Cooper Mfg. Co.: H. M.

Cooper, secretary and treas

urer.

iQ—Contlnental Piston Ring Co.

—-We are absorbing the tax

and are not raising the price

nor adding the tax to each

invoice—Continental Piston

Ring Co.; Lewis Emrich.

Ml'llllfllor Oo.—We are ab

sorbing the excise tax without

any change in our price. We

believe that this answers all

three of your inquiries. As

O

to our reasons for handling

the matter in this way, will

say that after a very careful

consideration we have found

it impossible to discover any

other method by which this

matter can be handled, so as

to avoid such serious compli

cations with jobbers and oth

ers through whom we are sell

ing our product as to make it

utterly impossible for us to

do otherwise. It this tax were

added to our invoice to job

bers, and he in turn added it

to invoice to dealer. the

dealer would be informed

from the amount or the tax

as to the price at which we

were selling to the jobber.—~

Challoner 00.; H. M. Osgood,

manager.

21—Chlca90 Fuse Mfg. Co.——We

are adding this as a separate

item to all invoices and be

lieve that this meets the ap

proval of our trade, as very

few complaints have been re

ceived regarding this action.

23—Dayton ero Wheel

I

-—Chicago Fuse Mfg. Co.; Geo.

A. Mllius.

22—Durkee-Atwood Co.-—-There

has been of course no definite

ruling from Washington as

yet as to whether all products

which are in the true sense of

the word supplies will be sub

ject to the tax. We and other

manufacturers of such sup

plies do not believe that they

will be, but do expect to pay

tax on tire patches, etc. We

have advised the trade that

we will absorb all tax on

products of our manufacture.

As yet it has not been neces

sary for us to raise any prices,

due to the fact that our cost

on certain raw material has

dropped enough so as to make

it possible for us to absorb

this tax.—Durkee-Atwood (10.:

E. V. Atwood.

60.—

It is our desire to co-operate

with the obber in the ban

dling of t is excise tax con

dltion, but until such time as

we are able to procure from

a legal standpoint the proper

interpretation concerning the

handling of this situation it

will be necessary for us to

add same to our invoices in 1

net amount. If we try to add

the war tax to the list it

would be a discrimination, for

such procedure would give

either us or the Jobber who

buys in large quantities a

greater profit, which we feel

would be an unfair way of

collecting the tam—Dayton

Wire Wheel (30.; Wm. E.

Laidlaw, sales manager,

24—Eccolsno CmfiSee letter No.

b, from Edward A. Cassidy

0.

25—5. A. Laboratories Inc.—

We advanced our prices 5%

and also made correspondln

advances in our suggeste

dealers' resale and list prices.

We are, therefore, now in

position to invoice our mer
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assonsmo nlusmo ADDING 'ro

TAX rnlcs: mvorcs

Name of Company

Comment

Yes No Yes N0 Yes No

l. Acheson Graphite Co . . . . . . . . . . . . . . . . . . . . . . . Not taxable.

2. Allen Auto Specialty Co . . . . , . . . . . Yes . . . . No . . No Cut cash discount from 5 to 2%.

3. Atwaim Kent Mfg. Works . . . . . . . . . . No . . No Yes . .

ll. Au-to Compressor Co . . . . . . . . . . . . . Yes Yes No

5. Adamson Mfg. Co . . . . . . . . . . . . . . .. . . .. .. . . No policy as yet.

6 American Ever Reedy Works . . . . . . . . No . . No Yes . .

7. Apco Mfg. Co . . . . . . . . . . . . . . . . . . . Yes Yes No

8. American Electric Co . . . . . . . . . . . _ . . . . . . . . . Says 35% absorb, 65% add.

9. Advance Felt Spec. & Cut. Co. . . . . No . . No Yes

10. Brunner Mfg. Co . . . . . . . . . . . . . . . . . . . . . Not subject to tax.

11. Brown Spring Oiler Co. .. . . . . . . . . . Yes No No May add tax.

12. Brown & Csine, Inc . . . . . . . . . . . . . . No No No Shortened discounts.

13. Bonney Vise & Tool Works, Inc . . .. . . . - ~ ~ . - Not taxable.

14. Corcoran-Victor Co . . . . . . . . . . . . . . . . . No . . No Yes . . Not all goods taxable.

15. Columbus Varnish Co. . . . . . . . . . . . , Will . . May . . No Undecided if taxable.

16. Coming Glass Works . . . . . . , . . . . . . Yes . . . . No . . No Handled by Csasidy.

17. Connecticut Tale. & Elec. Co . . . . . . . . No . . No Yes . .

18. Cooper Mfg. Co . . . . . . . . . . . . . . . . . . Will . . Will . . No Will raise and sheer -.

19. Continental Piston Ring Co . . . , . . . Ye . . . . No . . No

20. ' halloner Co . . . . . . . . . . . . . . . . . . . . Yes . . . . No . .‘ No '

21. Chicago Fuse Mfg. Co . . . . . . . . . _ . . . . No . . No Yes . .

22. Dukes-Atwood Co . . . . . . . . . . , . . . . Yes No . . No

23. Dayton Wire Wheel Co . . . . . . . . . . . No No You Not sure of status.

24. Eccolene Co . . . . . . . . . . . . . . . . . . . . . . . . . . . Not taxable. Handled by Cassidy

25. E. A. Laboratories, Inc . . . . . . . . . . . Yea . . Yes . . . . No

26. Edmund! it Jones Corp . . . . . . . . . . . 1 . . No . . No Yes . .

27. E. Edelmann & Co . . . . . . . . . . . . . . . Yes . _ Yes . . N o

28. Howard Ford Mfg. Co . . . . . . . . . . . . Yes . . . . No . . No

29. Fitzgerald Mfg. Co . . . . . . . . . . . . . . . No . . No Yes

30. Firestone Tire & Rubber Co . . . . . . . . . No . . No Yes . .

31. Federal Rubber Co . . . . . . . _ . . . . . . . Tire Tires Tire Tires Tires Tire

Acc. Acc. Acc

32. Gray & Davis, Inc . . . . . . . . . . . . . . . . . No . No Yes . . Except on special line.

33. Gemco Mfg. Co . . . . . . . . . . . . . . . . , . Yes . . Yes . . . . No

34. Goodrich-Lenth Mfg. Co . . . . . . . . . . No . . No Yes . .

85. Globe Machine 6: Stamp. Co. . . Yes . . . . No . . No

36. General Asbestos ti: Rubber Co. .. , . No No Yes . .

37. Gates Rubber Co. . . . . . . . . . . . . . . . . Yes . . No‘ No

38. Edward V. Hartford. lnc . . . . . . . . . . Yrs . . Yes . . No

39. Higgins Spring ti Axle Co . . . . . . . . . . . No No Yes . .

40. J. H. Haney (I: Go . . . . . . . . . . . . . . .. Yes T. No .. No

41. John O. Heinle Co. . . . . . . . . . .. N0 N0 Y0!
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chandlse at a price which in

cludes the tax and without

making any mention of same

on invoices. This seems to

meet with the approval of the

entire trade.-—-E. Labora

tories, Inc.; W. Von Elm.

26—Edmunds 6. Jones Corp.—

We are adding the 5% excise

tax to our billing as a sepa

rate item on our invoices and

have not changed our prices

to absorb the tax. We be

lieve this is the correct man

ner to handle the tax. for, as

you know, it is necessary

that we. as accessory manu

facturers, have to prepare a

statement monthly for the

Government, showing how our

total tax is arrived at, and

we believe the manner in

which we are showing this

on our books is the only way

by which you can arrive at

the correct tax. For instance,

if we raise our price 5% and

do not show it on our billing.

we would then be obliged to

I

keep a separate record to

make the Government state

ment, and the amount on

which we would pay the 5..

would naturally be 5% greater

than the amount we are now

paying on. We cannot ab

sorb the tax in our present

selling cost, as our margin

of profit will not allow it.—

Edmunds & Jones Corp.; L.

H. Bedford, treasurer.

27—E. Edelmann &. (la—Under

25—Howard Ford Mfg.

date of April 4 we issued a

new price list raising price

to include the tax. When

this tax first went into effect

we were adding same to each

invoice as a separate item

and as over 90% of our

jobbing customers wrote us

to the effect that it would

help them considerably if we

would print a net price list,

after due consideration we

complied with their wishes.—

E. Edelmann & Co.; L. B.

Koral, vice-president.

Co.—

29—Fltzgerald

We are absorbing the Federal

5% tax on all of our prod

ucts.—H0ward Ford Mtg. 00.;

Howard K. Ford.

Mfg. Co.-—-We

are charging the tax Just the

same as the other manufac

turers—Fitzgerald Mfg. Co.;

B. Best. sales manager.

Sit—Firestone Tlre & Rubber

Co.—We are adding the ex

cise tax as a tax to each in

voice, basing the tax on our

regular wholesale price and

furnishing the dealers with

list as per sam le enclosed.

making it convenient for them

to add the proper amount of

tax to the consumer's invoice

as the goods are sold. We

feel that the consumer is en

titled to know on what class

of goods he is paying the tax

and the amount of same.

do not think that the auto

mobile industry is correctly

judged when it is classed

with luxuries, and we believe

the public. who are the final
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Assonsmo musmo ADDING TO _

TAX PRICE llvvolcs

Name of Company

‘ Comment

Yes No Yes No Yes No

42. Hide Leather 6: Belting Co . . . . . . . . Yes Yes No Change now in progress.

43. J. k B. Mfg. Co. . . . . . . . . . . . . . . . . . Yes Yes No

44. JuddtkLeisndeg Co........... Yes .. Yes .. .. No

45. H. W. Johnrvaflle C i . . . . . .. . . No No Yes . .

46. Kellogg Mfg. Co . . . . . . . . . . . . . . . . . Yes . . No . . No

47. Laminated Shim Co . . . . . . . . . . . . . . No . . No Yes Only part taxable.

48. Lockwood-Ash Motor Co . . . . . . . . . . N0 Yes . . Yes

49. A. R. Mosler 6: Co . . . . . . . . . . . . . . . . . No No Yes . .

50. McQusy—Norris Mfg. Co . . . . . . . . . Yes . . No No

51. F. W. Mann Co . . . . . . . . . . . . . . . . . . Yes . . Yes . . . . No

52. Mote Meter Co . . . . . . . . . . . . . . . . . . . . No No Yes . . Changing dealer discounts.

53. Motor Specialties Co . . . . . . _ . . . . . . Yes . . . . No . . No

54. Mayo-Skinner Mfg. Co . . . . . _ . . . . . . . No Yes . . Yes . .

55. Frank Mossberg Co . . . . . . . . . . . . . . Yes No No Only part taxable.

56. Northwtern Chemical Co . . . . . . . . . . . _ . . . Not taxable.

57. Paul G. Niehofl dz Co . . . . . . . . . . . . . . No . . No Yes . . Considering change.

58. New Era Spring & Spec. Co . . . . . . . Yes Yes No Change now in process.

59. G. Pie] Co . . . . . . . . . . . . . . . . . . . . . . . Yes Yes . . No

60. Perkins-Campbell Co . . . . . . . . .0. . . . Yes . . No . . No May raise price.

61. Philips-Brinton Co . . . . . . . . . . . . . . . . No . . No Yes . .

62. Packard Electric Co. . . . . . . . . . . . . Yes . . Yes . . . . No

63. Russell Mfg. Co....... . . . . . . . . .. .. No .. No Yes ..

64. Rajah Auto Supply Co . . . . . . . . . . . . Yes Yes No Handled by Cassidy

85. Romort"l\ifg. Co . . . . . . . . . . . . . . . . . Yes Yes . . No Line partly exempt.

66. ' Splitdori Electricsi_Co . . . . . . . . . . . . Yes . . No No
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Judges in matters of taxation

and legislation, will feel the

same way about it if they

thoroughly understand just

what the tax is and what it

means to them. Absorbing

the tax or scheduling the

goods at fiat prices, even

though prices were increased

to include the tax, would al

low the Jobbers, dealers and

consumers to very soon for

get that any such tax was

included, and the value of

having the public conversant

with conditions would be lost.

—A. G. Partridge, general

sales manager.

3i—Federsi Rubber Co. of II"

32—6ray 6. Davis,

_nols.—0n auto tires the price

is not changed and the tax

must be added to the invoice.

On tire accessories. however,

this tax is absorbed. In other

words, it is included in the

purchase price.—Federal Rub

ber Co. of Ill.' Callln C.

Shauer, pneumatic tire sales

dept.

Inc.—We

have not as yet changed our

rice list to include this tax.

e are annexing it and bill

ing it to our customers on all

material shipped by us ex

cept one particular product of

special cha ter, in which

case we ha e agreed to ab

sorb the excise tax ourselves.

—Gray & Davis, Inc.; B. J

Moses, treasurer. -

33—Gemco Mfg. Co.—Up to the

first of April we added the 5‘7.

excise tax separately to each

invoice. Effective April 1

we issued a new set of prices.

in which the war tax was ab

sorbed. In some cases we

were able to absorb the tax

without making any change

in the price. On other items.

howeverI we were obliged to

add from 1% to 5% to our

former list prices. This

change was made because the

Jobbers really demanded it.

and we find that they are

better satisfied all around.

now that the new prices are

in effect.—-Gemco Mfg. 00.;

E. A. Haertleln. sales depart

ment.

34—Goodrlch- Lenhart Mfg. Co.

—-Answering question No. 1

we are not absorbing the tax,

but are adding it to the total

amount of each invoice. An

swering question N0. 2 we are

not raising the price to in

clude the tax. Answering

question No. 3 we are adding

this tax to each invoice.

Relative to the sentiment in

the gobbing trade will say

that he manufacturers do not

blame the jobbers for want

ing to deduct this tax if he

can; however, we cannot see

how the obber can expect

the manu acturer to absorb

it when Congress thrust same

upon us and we are forced to

abide by the law. \Ve do not

see how any manufacturer,

large or small, can aflord to

absorb thl tax. It is our

feeling that if this has to be

done it must be taken out of

the quality of the product.

- We would be willing to raise
67. Spencer Metal Products Co. . .. . . . Yes Yes No Change now in process.

68. Silvex Co . . . . . . . . . . . . . .e . . . . . . . . Yes . . Yes . . . . No

69. Standard Woven Fabric Co . . . . . . . . . No . . No Yes . . Recommends new resale.

10. Stevens & Co . . . . . . . . . . . . . . . . . . . Yes Yes No

71. Sharp Spark Plug Co . . . . . . . . . . . . Yes Yes . . No

72. ShurnufiMfg.Co.... .. Yes .. No .. No

73. A. J. Stephens Rubber Co . . . . . . . . . . No . . No Yes . . Plans to change.

74. Sterling Mfg. Co . . . . . . . . . . . . . . . . Yes . . Yes . . . . No

75. Sunderlsnd Mfg. Co . _ . . . . . . . . . . . No No Yes

76. Thermoid Rubber Co . . . . . . . _ . . . . . No No Yes

77. Vital Mfg. Co . . . . . . . . . . . . . . . . . . . . . No . . No Yes . .

78. Vests Accumulator Co . . . . . . . . . . . . Yes . . Yes . . . . No

79. Victor Mfg. & Gasket Co. . . . . . . . . . . . No No Yes . . Partly exempt.

80. West Side Foundry Co. . . . . . . _ . . Yes No No

81. Weaver Mfg. Co . . . . . . . . . . . . . . . . . . . . . . . Not taxable.

82. Waikér Mfg. Co . . . . . . . . . . . . . . . . . Yes Yes No Six not taxable.

our Prices to include the 5%.

prov ding the jobber-s would

not insist on us filling orders

placed prior to February 25,

1919, at a price which we ac

cepted at the time but did

not include the 5%. This a

number of jobbers are trying

to force upon us and we have

merely taken the attitude that

we can assume the 5% but

must add it to the face of

each and every invoice. We

are hoping this matter will

be thoroughly threshed out at

the next meeting of the Au

tomotive Equipment Associa

tion at Hot Springs. and we

will be very glad to confine

our policy to that which will

be the best for the future of

the automotive trade. How

ever. we believe that the tax

should be levied by the dealer
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at the time the sale is mam,

the same as the luxury tax

which takes et'tect May 1, as

it. is not conSistent with good

business to have the tax

placed on the wholesale price

of merchandise unless it is

passed on to the jobber, to

dealer, to consumes—Good

rich-Lenhart Mfg. Co., Ivan

Goodrich.

35—Globe Machine & Stamping

Co.—l’revious to May 1 we

are and have been adding this

tax as a separate item on all

invoices, much in the same

manner that the transporta

tion companies handled the

3% war tax. In other words,

the prices we quoted remained

the same and an extra 5%

was added to the amount of

the invoice to take care of the

excise tax. However, you are

advised that, after consider

able investigation, we have

decided, in view of the fact

we believe that by absorbing

the war tax and allowing our

present prices to remain the

same we can get a larger vol

ume of business. Effective

May 1 and until the present

excise tax is lifted we will

absorb this tax, allowing the

present prices we have quoted

for 1919 on the articles of our

manufacture fqr the automo

tive industry to stand. Do

you get the idea? If we sold

a box at $1.25 previous to

May lst, we would have

added the 5% war tax on the

face of the invoice. Now,

after May lst the price wiil

remain $1.25—and no war tax

will be added—we absorbing

it ourselves—Globe Machine

& Stamping 00.; R. R. Mullen.

36—General Asbestos &. Rubber

Co.——After considering this

matter from every angle, we

have reached the conclusion

that the most equitable way

in which this tax can be

handled is to compute the 5

per cent levied, against the

net amount of each invoice.

covering our Gar-co Asbestos

Brake Band Lining, and Garco

Ford Transmission Lining.

sold to the jobbing trade, and

add it as a separate item.

\Vhlle the United States

Government will look to us to

make returns to the Treasury

Department on this tax, it is

not the intention of the Gov

ernment that the manufac

turer absorb it. It is optional

with us whether we accept it

as a part of our cost and in

crease our discount or net

prices accordingly or to con

tinue otir present discount

and net prices and add the

tax as a separate item on

each invoice covering these

materials. “’e know of but

one manumcuircr who has

adopted the plan of revising

his list to include the per

cent tax and continuing to

allow his former discount to

apply. The list prices are not

even. and it is absolutely im

possible to advance the list

exactly 5 per cent. In the

few instances possible. this

manufacturer has made an

exact 5 per cent advance but

on the majority of the list

prices. the advance has been

over 5 per cent. to prevent

the manufacturer sustaining

a loss. The manufacturer.

however. is not reaping the

benefit of this, as the differ

ence is paid into the treasury

of the United States. but the

fault that we find with it is

that the jobber is really pay

ing from two to three per

cent more for his materials

by this plan. “’e endeavor

at all times to look after the

interest of our customers. as

well as our own. realizing

that their prosperity reflects

to our advantage. For this

reason. we have definitely

adopted the plan of adding

the tax as a separate item.

as this will put no added

burden on the jobber. and he

can readily advance his prices
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to include the tax, and con

ti_iiUe to GUJU)’ the same int-ir

gin of protit as formerly. To

eliminate the necessity of ex

tra bookkeeping on the part

of the jobber, we have com

piled a table showing their

net prices, based on our pres

ent discount, plus the 5 per

cent tax, 'We have also

Worked out tables of sug

gested resale prices in which

legitimate trade discounts are

allowed, with the tax em

bodied, as a part of the re

sale price. The jobbcr need

make no mention on the iii

voice to his customer of a

tax, but from the table can

readily determine the net price

that he should charge his cus

tomer on the quantity of ma

terial that may be involved.

If you will make a canvass

of the manufacturers in the

same lines as ours you will

find that at least 75 per cent,

if not more, are pursuing the

same plan that we have

adopted. This is in reply to

your letter of April 17, and

conveys to you not only our

opinion but our method of

handling the tax, and we be

lieve that this is the sim

plest and the best way to dis

pose of a matter that is com

plicated at best, to the inter

est of all concerned—General

Asbestos & Rubber Co., F.

C. Riddick. Assistant Sales

Manager.

0

believe is the plan now being

followed by the majority of

manufacturers. — Edward V.

Hartford, lnc., A. \Vaterman,

General Manager. 0

39—Higglns Spring &. Axle Co.

—lnasmuch as the manufac

turer, producer and importer

is called upon to remit this

amount of tax to the Govern

ment, observing this question

from several angles, espe

cially from a point of ac

counting, the manufacturer

should apply this tax as a

separate item to the invoice.

The law is very intricate in

this respect. The seller

should make no nits-repre

sentation to the buyer as to

the amount of tax in contra

vention of Section 1319 of the

Act. As stated herein, there

are so many different angles

to be considered in the apply

ing of this tax and in order to

escape any point that might

be brought up by the buyer—

who is entitled to know at

any time, irrespective of

whom the buyer might be,

what the tax might be—

where it is shown on the face

of the invoice records are

very clear in this respect. It

has come to our knowledge

that if the price of an article

is increased to cover the tax,

the tax is to apply on such in

creased price: in other words,

this would mean a tax on a
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IS IT FAIR?

E would be willing to raise our prices to in

clude the 5 per cent tax, providing the jobbers

would not insist on our filling orders placed prior

to Feb. 25 at a price which we accepted at the

time, but did not include the 5 per cent tax. This

a number of jobbers are trying to force upon us,

and we have merely taken the attitude that we can

assume the 5 per cent but must add it to the face

of each and every invoice. We are hoping this mat

ter will be thoroughly threshed out at the next meet

ing of the Automotive Equipment Association at

Hot Springs—Goodrich-Lenhart Mfg. Co.,

Goodrich.

Ivan
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37—Gates

38—Edward V. Hartford,

Rubber Co.-W'e at

first added the tax to our in

voices to jobbing customers

as a specific item, but found

that this entailed a great deal

of extra work for the jobber.

Viewing the matter as one of

extending further co-opera

tion we have recently advised

jobbing customers that we

would absorb the tax and ex

pect to be compensated by the'

increased volume which should

result from the new method

of handling the matter.—Gates

Rubber (fompan ', J, H. Crary.

Manager Sun ries Depart

ment.

lnc.—

\\'e are taking care of the ex

cise tax by raising the list

prices to include this tax.

“'9 began by simply adding

the tax to our invoices and

ti10llght this was the desir

able way to do it. as it would

not make it necessary to

change published list prices.

We were not in position to

absorb the tax and found out

later that. the jobbers felt it

would be necessary for them

to raise the list price. if we

did not because the Govern

ment agents had informed

them that they could not add

the tax as a tax to their in

voices—neither could the

dealer. Consequently, the

only way out was for us to

raise our prices so as to in

clude the tax. and this we

tax. As an example: if an

article is sold for $10 and the

tax was added to the selling

price, this would make the

tax 53c. instead of 50c., where

the tax is shown separately

on the invoice, and, in order

not to be in contravention of

Section 1319 of the Act. we be

lieve that all manufacturers

should add the tax to the in

voice as a separate item. This

is the most simple way of

doing business and we feel

fully confident you will find

all are doing so.—Higgins

Spring & Axle Co., Geo. L.

Pcderson.

40—J. H. Haney &. Co.—\Ve are

absorbing the new 5 per cent

tax on our automobile acces

sories without any change in

price. \Ve rind that we are

able to do this without any

advance on account of the

decline in steel. The price on

the class of steel that goes

into our articles has dropped

from a discount of 17 per cent

to a discount of 28 er cent,

which with other-sight re

ductions just about makes it

possible for us to absorb this

extra 5 per cent—J. H.

Haney & (To.

41—The John O. Helnze Co.—

Vi'e are adding the tax as a

tax to each invoice. This

is done because no explana

tions are required; every in

voice carries upon its face am

accurate statement that the

law is observed and that we

are collecting the exact

amount which we shall remit

to the Government. Pur

chasers are ready and willing

to pay the tax, but they are

suspicious that more than the

regular amount of tax may be

collected by means of lists

and discounts. Nobody ques

tions the tax if they are as

sured that the Government

will receive the money—R, B.

Miller, General Manager.

42—Hlde Leather & Belting Co.

—VVe have changed our prices

so as to include in quotation

the 5 per cent excise tax.

\Vher lists and discounts

have een used, we have

changed our discounts to

meet the tax. Until these new

schedules can be brought out,

we are adding the tax, on each

invoice. It is our opinion that

this is the best way to handle

this very diilicult item. Our

experience has been that it

is very difficult to handle the

matter at its best, and we

adopted this method as we

felt that it would be most

satisfactory to the jobbing

trade as a whole—Hide

Leather & Belting Co., A. H.

Olds. secretary and treasurer.

43—J &. B Mfg. Co.—We have

raised our jobbers‘ prices to

include the war tax, and re

arranged our resale and list

prices. We took this course,

due to the demand of the job

bing trade and have found

that it is satisfactory—J &

B Mfg. Co.; G. H. Southard.

Jr., Treasurer.

44—Judd & Leland Mfg. Co.—

Our prices have been slightly

varied, not because of the war

tax but because of reduction

in cost. Some numbers re

main the same as before the

tax. some have been slightly

reduced, We can only state

that our method of cont-oiling

our prices will remain as in

the past, governed by costs of

materials and labor. “'e have

increased the suggested price

to the dealer and the con

sumer on what is commonly

called the list so that our

jobbers may quote a price in

cluding the tax. This is done

because if the jobber were

compelled to show the tax he

would also reveal to the cus

tomer his costs. Our method

of billing is to show the net

price and add to the amount

of the invoice the war tax

applying to shipments. This

is done because it avoids com

pounding the tax; it fixes on

our records the definite

amount collected for reference

of the inspector and to be

used in paying our taxes. It

also avoids confusion which

might be disastrous to us in

the minds of the buyers of

our roduct. If one house is

quot iii! the tax absorbed and

the other quoting prices and

adding the tax and the buyer

neglects to observe the differ

ence there will be a consid

erable advantage in favor of

the house which was adding

the tax. We are unwilling

to.place ourselves at this pos

sible disadvantage, A quota

tion sheet has lately been sent

to our customers showing our

price to the johbing trade

without and including the

tax, also suggested price for

the dealer and the consumer

We believe we have made

ourselves as plain as possible

to onr customers by this

method.—~ Judd & Leland Mfg.

("o.. C. B. Leland.

45—H. W. Johns-Manvllle Co.—

We have reduced our price in

a sum equivalent to the tax

and are billing our trade at

this new and reduced figure,

showing the tax separately

and added to each invoice.

Our method has.met with the

approval of all of our jobbins'

customers and is of material

q-h

“‘—
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assistance to us in determin

ing the amount of tax due

the Government. We do not

know what method has been

adopted by other manufac

turers, but think that our own

is most satisfactory, both

from our standpoint and that

of our customer. —- H. W.

Johns - Manville Co., M. H.

Blackwell. General Automo

bile Equipment Department.

46—Kellogg Mfg. Co.—We are

absorbing the tax with no

change in list price or dis

counts. Our ability to do this

is due to the fact that in

creased production and slight

reduction in our cost of

manufacture enable us to save

what is practically the equi

valent of .this tax, and we

thought that,handling it in

the method mentioned above

was the best way. and the

way that would be most ap

preciated by the jobbers and

the dealers—Kellogg Mfg.

Co., .\i. it. ,Anstice, President.

47—Lamlnated Shim Co., Inc.—

We only have to add the tax

on material shipped to job

bers, and then only on one~

class of material, in which

cases we add the 5 per cent

to each invoice. Just at this

time we do not feel like rais

ing our prices, and on the

comparatively small amount

of goods shipped to jobbers

do not believe it will affect

the situation in any way.—

l.aminated Shim Co., Inc., B.

lliarrach, Jr., General Man

agcn

48—Lockwood-Ash Motor Co.—

\\'e are adding the excise tax

as a tax to each invoice. We

have taken care of the jobber

by re-arranging our suggested

resale price to the dealer to

absorb the tax at that point.

so that it need be billed as a

tax no further.—Lockwood

Ash Motor Co., A. L. Lock

WOOd.

49—A. R. Mosler &. Co.—We are

charging the johbing trade

with the 5 per cent. war tax.

as our price schedule will not

permit us to absorb this 5

per cent. We are therefore

adding it to each invoice. On

the dealer prices: At the time

of dur last raise, November 1.

this rumor was very much in

the air. and, where we jacked

the jobbing price an average

of frOm 5 to 7 per cent, We

jacked up the dealers' price

from 10 to 15 per cent, so

that the jobber is amply

covered on the dealer and

there is no need for him to

charge the tax—A. R. Mosler

8: (30.. J. 1V. Fischer, Jr.,

Sales Manager.

50—McQuay-Norrls Mfg. Co.—

—'I‘his company is absorbing

the excise tax with no change

in our prices nor have we in

mind at this time any later

change because of this. Our

reason for absorbing the tax

without price change. at a

time when production costs

are higher than ever before.

is that, after two weeks study

of this situation we could see

no other way to handle the

tax without great confusion

following any price change.

We could plan no way in

which we could otherwise

handle it without burdening

our. jobbing customers with

terrific administrative ex

pense and more or less

price demoralization. — Mc

Quay-Norris Mfg. Co.; L. A.

Safford, second vice-president.

51—". W. Mann Co.—See letter

from Edward A. Cassidy Co.,

No. 1.

SZ—The Moto Meter Co., Inc.—

VVe are rearranging the deal

ers' discounts and adding the

tax as a tax to the jobbers'

invoices. This. of course.

does away with the change of

list prices and does not

change our discounts to the

jobber.-—\V. G. Loeser.

53—Motor Specialties Co.—1: We

are absorbing the tax with

out changing our price sched

ule. As to what we shall do

in future on this matter it

is hard to say, but we are

practically convinced that

there will be no reduction

during the present year.

2: \Ve have not raised the

price of our goods to the job

ber. 3: \Ve are not adding

the tax to invoice. Briefly,

-since the/signing of the ar

mistice. we have been able to

reduce our cost to the extent

which we fccl meets the 5 per

cent war tax. and we feel,

therefore. that in handling it

as we have donc we are

using the best means to sta

bilize our business and to in

duce jobbers to place their

specifications. l'nfortunatcly

this is not being done to the

extent that we should wish.

but nevertheless we feel sure

that at the cml of the present

Near we shall show sales rc

turns equal to if not sur

passing in volume that of

1918.—.\lotor Specii-iltics Co.;

A. Fraser, sales manager.

54—Mayo-Sklnner Mfg. Co.—Vi’e

are maintaining the same job

hing prices as before, and are

adding the tax in plain figures

to the amount of our invoices.

\Ve have adjusted all dealers

and consumer prices so that

the jobber selling on the basis

of resale quotations we sug

gest be reimbursed for the

added cost on account of the

tax. Mayo-Skinner Mfg. Co.,

by Franklin Mayo.

 

55—Frank Mossberg Co.—We

are at the present time ab

sorbing the excise tax with

out change in the list prices

or discounts and are not plan

ning to change thc prices later

on. except as we find it neces

sary to revise our prices be

cause of advanced costs in

general. You will under

stand that only a small part

of our product has been

judged as taxable. and this

will explain to a very great

extent why we are able to ab

sorb this tax without increas

ing our prices —l*‘rank Moss

berg (‘o., J. \\'. Money, Asst.

in Sales.

56—Northwestern Chemical 00.

—So far Norwesco Utilities

are not included in the Fed

er al t ax. -— Northwestern

Chemical (‘0.. it. M. Tussing.

advertising manager.

57—Paul G. Nlehofl' &. Co.—

\Ve are adding the excise tax

as a tax to each invoice. Our

prices were issued previous to

the time the tax went into

effect and a. revision of prices

would generally be a difficult

proposition, and it would be

impossible for the manufac

turer to absorb the tax in the

resale of his merchandise. \Ve

believe that this is the only

practical means of determin—

ing the question. There may

be some confusion in the buy

er’s mind when the tax is in

cluded as to the price of his

commodities. It is our desire,

however. to co-opcrate with

the jobbing trade. and when

a final decision is reached on

the method of application. we

may fall in line. Therefore.

we would be glad id have you

keep us informed as to the

result of your canvass.+Paul

G. Niehoff & Co., Inc.. C'. E.

,Nielioff, secretary and treas

UI‘C‘P.

58—New Era Spring 1!. Specialty

Co.—-\Ve are revising our list

prices as rapidly as possible

by adding 5 per cent to the

former list. As soon as the

jobbers through whom our

goods are marketed are prop

erly notified and have received

revised price list, these re

vised prices will go into effect

and we will absorb the 5 per

cent tax. At the present

time, however. we are adding

it to all invoices. “’ith ref

erence to the last paragraph

of your letter. in which you

desire that we give you our

reason for this action. we wish

to advise that it was done at

the request of the majority of

our distributors, all of whom

were of the opinion that add

ing the 5 per cent to the net

amount of their invoices would

be working a great hardship

on them, inasmuch as it would

enable the dealers to whom

they sold their products vcry

readily to ascertain their net

cost prices and therefore easily

ascertain the exact profit they

were making. Thus, in con

ference, we decided. inasmuch

as our interest and those of

the jobbch handling our prod

nets are so very close allied.

and inasmuch as it has always

been our business policy to co

operate in every possible way

with the jobbch handling our

products, and in view of the

very close friendly relations

existing bctwccn us. we could

not do otlicr than conform to

their desires, inasmuch as this

w'ould not inconvenience us.

except to the extent of issu

ing the price list—New Era

Spring & Specialty Co.,—\R'.

ll. Blood, vice-president.

59—6. Piel Co.—Sec letter No.

i, from Edward A. Cassidy Co.

60—The Perkins-Campbell Co.—

\\’e are absorbing this without

change in price at the present

time, but we expect to add it

into our costs at later dates——

Perkins-Campbcl] ’i‘o..—.\i. I).

Campbell, sales manager.

61—Phillps- Brinton Ca—W’e are

adding the tax to each invoice.

\Ve have done this after com—

municating with others in our

same line of business, and be

lieve it is (lccidcdly the best

method to pursue. “'e under

stand the intention of this tax

is to have it carri'ed to the

consumer, and if so, it can

be done best by adding the tax

to the invoice so that as soon

as the tax is taken off the

price will remain as hereto

fore. Otherwise the consumer

would probably be taxed morc

than necessary, because We

would have to make the in

crease in price sufficient to

include the tax on our whole

sale price, and this would

make the. retailer pay niOi'c

than the 5 per cent tax. In

other words, our list would

have to be made. high enough

so that the tax would be in—

cluded with the discount off.

I think the law states distinct

ly that it would not be allow

able to make the charge in

excess of the 5 per cent. so

that I think there would be

some complications enter in if

it Wore done in this way. but

if the 5 per cent is added to

the bills that we send out and

that same amount carried on

in the invoice by the jobber

and the dealer they would

then have the definite amount

of tax to the consumer.

which, as we understand it, is

thc intention of the law. \Ve

believe this will create less

confusion and difficulty than

any other method. The only

possible objection that we can

see to it is that it would en

able the consumer to know

the approximate price that the

wholesaler paid for the par

ticular article if he would

stop to figure it up. knowing

that the tax was 5 per cent.

I think. however. that is over

balanced by the advantages

and simplicity of the other

method—Edwin S. Philips.

president.

62—Packard Electric Co.—We

have raised our list prices 5

per cent all the way through

to take care of the tax. ab

sorbing it ourselves. It is

our idea that this is the easi

est way to handle the matter.

The adding of the tax to each

item of the invoice to the job

ber would either force. him to

absorb the tax himself or to

establish a new list price him

sclf, differing from that of

the factory. Or, as a third

alternate, to add the tax as

a. separate item to each one of

his invoices, thus exposing to

the dealer the cost of the

goods to the jobber, and this,

of course, is not desirable

from the jobbers' standpoint.‘

We have nearly 200 jobbers

buying our cable to whom we

have sent new list prices with

the 5 per cent increase shown,

and so far not a complaint of

any kind. The matter seems

to be working out very well

this way.—I’ackard Electric

Co., R. N. Skillman, manager

cable sales.

63—Russell Mfg. Co.—We have

adopted the method of add

ing _this to the face of our

invoice. as this seems to be

the most practical solution of

the matter to us.—Russell

Mfg. Co., H. \V. Kelsey.

64—Rajah Auto Supply Co.—-\Ve

are increasing the price to in

clude the tax, as the jobbers

seem to prefer to have the

matter handled in this way.

As far as we are concerned.

we would rather keep the tax

entirely separate, as otherwise

the sales represent a. false

value, which always has to be

taken into consideration.—

Rajah Auto Supply Co., H. R.

Bunten. general manager.

65—Romort Mfg. Co.—\-Ve are

going to absorb the tax on

,Ewald foot accelerators and

Ewald cut-outs, raising the

price slightly to cover this

tax. “'e have already advised

the jobbers of this change.

The balance of our line.

which is air valves and garage

equipment, we understand is

exempt from the tnx.—~Romort

Mfg. Co., F. E. \Villard. sec.

rotary.

66—Splltdorf Electrlcal Co.—VVe

arc absorbing the excise tax

w$h no change in price. That

part of our product which is

taxable has been much adver

tised by us and the retail

price has always been brought

before the public. so that it

would be inconvenient at this

time to change the price. we

are hoping that the tax ex

pense will be offset at an early

date by reduced cost of mate

rials.—Splitdorf Electrical Co.,

P. J. Landemare. treasurer.

67—Spencei: Metal Products Co.

—.At the time this law became

effective we found ourselves

with thousands of dollars'

worth of orders on our books

which were taken at stipu

lated prices. The addition of

the tax therefore made it nec

essary for us to add the tax

to the invoice as a separate

item, upon which we did not

allow discount. This method

met with the approval of most

of our customers. However.

since this tax has now become

one of our fixed cost items,

we have decided to change our

prices to include the tax and

make no mention of same on

invoices. Our products are

subject to a 5 per cent tax

on selling price. “'c have de

cided to increase our present

prices uniformly 5 per cent;

this, we realize. will reduce

our net returns to some ex

tent, as we will be obliged by

this to allow a discount and

pay a tax on the tax. But to

avoid a. misunderstanding we

have decided to advise all of

our customers by circular of

this move, and the. new price

will become effective May 1.

We would be pleased to_learn

the results of your inquiry

from the other manufacturers.

and thank you for the oppor

tunity afforded of expressing

our v i e w s.—-Spence.r Metal

Products Co., George E. Rob

erts. assistant general man

ager.

68—Sllvex Co.—1Ve are absorb

ing the tax. However, rais

ing our prices to the jobber

and also our resale price
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Mr. Jobber and Mr. Manufacturer: What'do YOU think about it?

IN the letters on these pages you will notice the frequent statement by manufacturers that they are

anxious to learn-what others are doing. Some also state that when they have more information they

may change their plans.

Now that all this information has been put together in one placehshowing about every conceivable

method of handling the tax, what do both jobbers and manufacturers think on this subject?

Has any jobber in mind a generally acceptable plan other than the inclusion of the tax in the

list, and has any manufacturer a suggestion along the same lines? ‘

Letters on this subject will be 'read with interest by MOTOR WORLD readers.

 

 

schedule.—Silvex Co., B. Y.

Landis, sales department.

69—Stsndard Woven Fabric Co.

—How are we handling the

tax? That is what they are

all asking us now and what. is

being asked of all manufac

turers of automotive equip

ment. The situation general

ly seems to be about as con

fused and as confusing as it

well could be. Here we will

answer the questions in your

letter of the 17th in the same

order. No l. Certainly not.

No. 2. No. we are not raising

our price to our customers to

cover the tax. Fre uent price

changes are disturb ng in any

business both to the manu

facturer and to the purchaser.

A change in price now would

mean that another change

would be required should Con

gress act again on the excise

tax question. It does not

seem to us that any real good

is accomplished by advancing

prices, while, on the other

hand, it could be harm. No.

8: The tax as such is being

added to the face of the in

voices. To help the jobber

out of the difficulty that might

result from this method we

are recommending a new

schedule of resale prices. The

advance in these resale prices

exactly covers the tax yet

does not openly reveal the job

bers' cost. The method is

simple and will, we believe.

work out satisfactorily. We

will be interested tn the sum

mary of the opinions that you

receive—W. J. Mahoney, sales

department.

70—Stovons 6. Co.—Our action

in reference to the excise tax

is to include it in the net price

quoted the jobber-s. In some

Instances it has been neces

sary for us to increase our

price to cover this additional

cost and in others we have

absorbed the tax mainly

through withholding a reduc

tion approximately of the

same amount. which under

changing conditions would

have been possible. In our

opinion one of the chief dif

ficulties we are experiencing

is that the interpretation of

the law seems to be largely

in the hands of individual dis

trict collectors. who are given

a. department ruling that all

articles which are primarily for

use on automobiles should be

taxed. We find that in some

districts a. collector will in

terpret this one way and in

others another where a similar

article is sold in other trades.

One thing which would be of

tremendous assistance, and

which I should like to see

some one or some organization

qualified to take it up with

Washington, and that is an

attempt to have the depart

ment indicate clearly by pub

lishing a detailed list of every

item which they consider the

tax should be paid on, and

have this apply to every man

ufacturer of this article re

gardless of what industry it

is sold in. I think our diffi

culty is peculiar to ourselves

because they have included

parts and accessories, but

have not specified what they

mean by such an elastic term.

In the other items which they

' have listed as luxuries they

are distinctly named. For in

stance. if one is unfortunate

enough to be forced to con

sider a ten dollar pair of silk

pajamas a luxury instead of

the real luxury of the night

gowns which mother makes.

then the tax applies. If there

is any one intending to take

up this phase of the matter

with the department we

should be very glad to give

concrete illustrations of the

difficulties we mention—Ste

vens & Co., Louis Schwab.

71—8harp Spark Plug 60.—

When the tax first went into

effect we added the tax, as

tax, to each invoice. although

we felt at the time that it was

not quite the proper pro

cedure. - We have since then

advanced the price of our

product in an amount equal to

about half of the tax and have

discontinued adding the tax

to the invoices. Before mak

ing this move we had received

expressions from most of our

Jobbers, and we find that the

method now in effect is meet

ing with the approval of the

trade.—Sharp Spark Plug Co..

thank D. Johnson, secretary

treasurer.

72—Shurnuff Mfg. Co.—In reply

to your favor of the 17th wish

to advise we are enclosing

herewith a letter that has

been mailed to all Jobbers

which thoroughly covers our

situation in regard to the war

tax. “We have just com

pleted an analysis of the sit

uation in reference to the war

tax on automobile accessories,

and as a result have decided

to absorb this tax on all of

the Shurnuff products. We

realize that the 300 jobbers

who have already catalogued

our line for 1919 would have

a large amount of additional

clerical detail imposed upon

them if they were obliged to

make readjustments of their

prices to include the war tax.

We can only hope that an

early decline in the raw mate

rial market will help us offset

the curtailment of profit rep

resented by our absorbing the

tax."—Shurnuff Mfg. Co., John

F. Shuford, president.

73—A. J. Stephens Rubber 00.—

For the present we are add

ing to our invoices the excise

war tax as assessed by the

Government. We contem

plate, however. changing this

latter. at which time we will

absorb the tax—A. J. Steph

ens Rubber Co., F. A, Sorber,

sales department.

74—The Sterling Mfg. Co.—We

are employing Plan No. 2, al

though on an average we have

not increased our prices quite

enough to cover the tax. We

agree. however, that the best

way to handle the tax is to

absorb it and make no men

tion of it on the invoices. We

75—Sunderland Mfg.

are about to send out a cir

cular letter to the trade, ad

vising them of our new prices

and reasons for makin the

change. We are enclos ng a

copy of our letter herewith

which may or may not be of

service to you. We are en

closing copy of our new price

list made necessary by the

levying of the Government ex

cise tax of 5 per cent on au

tomobile accessories and

equipment. This sheet shows

the latest list prices as well

as the dealers' and jobbers'

prices. We have delayed

sending out this announce

‘ment awaiting definite ln

structions from the Govern

ment, but feel that the season

is too far advanced to wait

any longer. So far as we are

able to judge the excise tax

applies to our dash ammeters

and spring oilers only. No

other items have been ad

vanced in price. We found it

difficult to add the exact

amount of the tax and ac

cordingly added either Be or

100 to the former jobbers‘

prices on dash ammeters and

%c to that of the spring oiler.

On an average the additions

are not sufficient to pay the

tax and we are paying a por

tion of the tax ourselves. Our

rofits are not sufficiently

arge to allow us to absorb the

tax without advancing the

price on the items subject to

it and we h ve acted in ac

cordance wi h what we be

lieve to be the wishes of the

majority of jobbers. We have

tried our best to meet the

emergency in the most satis

factory manner possible and

hope that our customers and

friends will feel that the ad

justment is fair and in line

with the uniform policy de

manded by the practically

unanimous voice of the trade.

-—-The Sterling Mfg. Co.,

M. Scott, sales manager.

Co.-We

are adding the tax as a tax

to each invoice. We would

like to continue showing the

tax on each invoice. It gives

us a clear record in case the

Government wishes to check

back at any time. and. as far

as the jobber is concerned, we

see no objection to his receiv

ing invoices in this way. It

has been our idea right along

that when this tax came out

the proper thing for the jobber

to do was to increase the

pride of everything he had in

stock 5 per cent regardless

whether he had paid any tax

on the articles in stock. This

for the reason that he will

have, at some future date.

to meet a reduction of 5 per

cent in the price of these

goods at the time when this

.excise tax is withdrawn, and

any additional profit that he

might secure for goods on

hand as of Feb. 25 would help

to take care of the loss which

he will have to take later.—

Sunderland Mfg. Co.. Geo.

Sunderland.

76—Thermold Rubber Co.—We

are handling the excise tax

by showing it as a separate

item on each invoice we ren

der our customers. We are

following this course as the

only practical one open for us.

First, we are not in a position

to absorb the tax. Second, it

is not practicable for us to

raise our prices to absorb it.

as we would have to have at

least three different sets of

prices in order to meet all the

conditions of our business;

and this fact. with other com

plications, makes it practical

ly an impossibility for us to

handle it in any other way

than to show it as a separate

item on each inVOlce. To

handle it in any other way

would complicate our billing

in such a way as to make it

extremely difficult for us to

satisfy the Government that

we were sincerely co-operat

ing with them in the opera

tion of this bid—Thermoid

Rubber Co.. E. B. Knowles.

sales manager.

77—Vital Mfg. Co.—We are

adding the tax. as tax, to

each invoice.—Vital Mfg. Co

78—Veota Accumulator Co.—We

have changed our prices, add

ing the war tax. As we have

always done business on the

net price schedule and not by

discount this was a compara

tively easy task for us. It

would. however, be difficult

for others to follow our prac

tice unless they had practised

similar pricing methods in the

past.—Vesta Accumulator Co.,

F. S. Armstrong, advertisln:

manager.

79—Vlctor Mfg. A Gasket Co.—

We are adding this tax as a

separate item to our invoices,

inasmuch as we believe that

such action is proper in order

to intelligently reimburse the

Government and to keep our

records clear. For your con

venience we wish to advise

that we have two branches

of distribution: manufacturers

who, in the majority of cases.

use our product for new mate

rial, which requires no tax.

and the jobbers who use gas

kets for repairs, which require

the tax—Victor Mfg. & Gas

ket Co.. A. C. Delson, sales

manager.

BO—West Slds Foundry Co.—We

are absorbing this c arge and

maintaining our same list

price—West Side Foundry

Co.

81—Weaver Mfg. Co.--Because

of the fact that our line is not

subject to this tax we. of

course, are not concerned.—

Weaver Mfg. Co.

Bil—Walker Mfg. Co.—We are

absorbing the Federal excise

tax in our cost. In doing this

it was necessary for us to ad—

vance the price to our jobbers

on some of our items a nomi

nal amount. On other items

it was possible to maintain

the prices in force previous to

the inception of the tax.—

Walker Mfg. Co., Harry R

“'hirl. sales department.
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J. M. Hambuechen of

the Overland Automobile 0

Co. in St. Louis says:

FIRST+Get an Idea

THEN—Plan a Campaign

' AND—Put It Over

—_
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How One Salesman Made $1,100 in One Month

HERE was an amazing rumor went around St. Louis

during March. I happened to know the truth before I

HOW' tO heard the rumor, but this is the way I first heard it unoflicially:

' ‘ ‘ S the automobile business good? Well, I should say it is! A

M k M Isalesman at the Overland made $1,300 last month.”

a e ey This story was often repeated, and when I last heard it the

amount had grown to $1,600. But that is neither here nor

, there. It merely shows how prosperity can grow. The truth was

Se 1 _ that an Overland salesman had made $1,100, which is remarkable

g enough for any February to attract attention, and really it does

not'need exaggeration to make it a good story.

So, after another month had passed, the salesman was asked

MO how his account stood for the three months of the year. He had

then to his credit about $3,000, and he was just going good, he

thought.

C “How did you do it?" I asked him. _

“I got an idea and put it over,” was the reply. _

' That, in brief, is the story of J. M. Hambuechen. It was not

the first idea he had capitalized, but it was his most, successful.

By Clyde .1ennings - He has been known as a “good” salesman for several years, and as

one higher up in the selling business said of him:

“Hambuechen was never one of those men who fooled around

with a sale to the man who has to mortgage his home to buy a car

he cannot afford, but he always went after big game; the bigger

the better, and he landed it most of the time.”

Hambuechen was asked to write his own story. Here it is:

“My commissions in February amounted to approximately $1,100.

“I accomplished the above result by concentrating my efforts on

St. Louis undertakers, whom I found were dissatisfied with their

high-priced limousine equipment, and after proving to them that

they could put in Willys-Knight equipment and reduce their operat

ing cost nearly 50 per cent, the rest was easy. As one undertaker

expressed it: ‘The 88-4 Knight limousine is filling a long-felt want,

and is in operation more days per year than any car we ever used.’

“As undertakers believe in standardizing their equipment, I feel

[I U III that this is only a starter.” [Continued on the next page]
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Of course there is more to the story

than this brief version. Let's go back a

bit. Hambuechen, like most other vigor

ous Americans, wanted to help whip the

Kaiser and so he offered his services

and was sent to an ofl‘icers’ training

camp. He completed the course with

good grades, but on the last physical ex

amination it was found that he had de

veloped a weakness, slight but enough

to keep him out of the service.

He came back home feeling mighty

hlue about it and went back at his old

business of selling motor cars, and he

sold a few along in November. It was in

December, when he was thinking of the

honors that some of the other boys were

getting, that he met an undertaker, who

also was feeling blue. , Hambuechen

thought that an especially sad-faced

undertaker was about the only person

to whom he owed sympathy, so he

sought to console this man.v The under

taker told him all of the troubles of an

undertaker with his automotive equip

ment: How long it took to get repairs,

how many days this car was out of

service, and how many that one was.

It was a long, sad tale and Hambuechen

listened patiently without trying to cheer

the man up.

But he got all of the points and then

he investigated. He found that any

If We Believed in Signs—

undertaker was likely at any time to

find himself in the plight of this one,

so he mapped out a plan to save the

undertakers from themselves, or rather

from their automotive equipment.

You see, under-takers had been buying

automotive equipment by habit. Their

fathers before them had bought mour

ners’ vehicles from specialists, so they

did too.

Hambuechen profited by his army ex

perience and laid out his plan of battle,

everything except a line of retreat.

When he had completed his theory of

strategy and had his outposts ready in

the shape of acquaintance here and there

he called up his artillery and Went over

the top. ‘ .

It was not a short struggle and then

a few cheers. It was steady pounding,

like the trench warfare was for three

winters. He was driven back on his first

charge and then began a series of raids,

stopping once in a while to capture an

ordinary outpost that was not held by

undertakers.

But finally he came back with a

prisoner, in the shape of an undertaker’s

order. Then he planned bigger raids,

and finally he thought he was ready to

go over the top again. By this time the

outposts he first captured were sending

back reports of service performed. The

situation was getting interesting.

His listening posts began to tell him

where equipment was laid up here and

there, and he struck every time. Jan

uary showed that he had forced several

salients into the enemy’s line and that

his campaign Was self-supporting. He

ended about where the Allied army stood

last July, with his foe nailed down.

With February came the beginning

of the big advance. Orders came fast,

and in March they came not only easier

but faster. The future must tell its own

story, but Hambuechen says that it

looks like a complete victory and that

the peace terms will soon be handed

'over to the service shop for fulfilment.

He has every confidence in Martin’s

ability to deliver.

“After this, what? Are you going to

sell cars to office prospects again?” I

asked him.

“Never, sir," he replied. “I will al

ways plan my campaigns around an

idea. I have indications of new ones

developing right now and I will bring

them on as needed.”

The last'reports from Hambuechen’s

remarkable record was that by the

middle of April he had exceeded his

March record. In March be considerably

exceeded the February record.

-By Roche
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WHAT TO SAY

WHEN THE PROSPECT SAYS:

“I’m 'Not

Ready to

Buy Yet”

THE SECOND
in a series of 5

Car Sales Stones
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“ ‘ ~ , E’VE got to get set for to

morrow on the objection of the

prospect who says he isn’t

ready to buy yet," announced Tommy

Trumbull. He sat down in the chair

alongside the desk of the boss, said boss

being C. J. Reilly, of C. J. Reilly, Inc.,

who scattered Sennett cars in and _about

Callawassa in a manner that was the

envy of the rest of Motor Row.

The house of Reilly was taking the

principal objections of prospects as sub

jects for its sales meetings. At the first

meeting they had settled the hash of the

prospect who is waiting—or thinks he is

waiting—for a drop in prices.

Must Be Diplomatic

“Well—” and Reilly swiveled around

in his chair and put his feet in a drawer.

“I know what I’d like to do with ’em, but

I suppose we’ll have to be diplomats as

usual and go at the thing sensibly."

“Young Roper used that price argu

ment on a prospect yesterday and says

it worked beautifully," said Tommy.

“Well, then, let’s lay a snare for this

gent who isn’t—or says he isn’t—ready

to buy yet. Generally I think he’s a

darned liar, but we can’t tell him so."

“I'd like to," drummed

By Ray IV. Sherman

by asking frankly for the real reason

for holding off. The salesman, to this

type of man, can explain that, while

we are anxious to have the man own a

Sennett car, we don’t want to annoy him

by persistent sales work, and that it will

help the situation greatly if we can know

the exact situation. Often a prospect

will then come right out with a more or

less confidential and wholly truthful

statement, all of which sets us right as

to our future course.

“If it is a matter of money, we can

easily square things by pointing out the

ease with which time sales can be han

dled through several available agencies,

such as the Motor Securities Co., the

prospect’s bank, our bank or some other

source. Once this situation is explained

to a man be generally is willing to for

get his financial situation and buy now.

Selling on Credit

“Many prospects have a sort of idea

that they can’t buy a car until they have

in hand the entire amount necessary to

lay down in the deal. They don’t realize

that the majority of business is done on

credit and that credit is the mark of big

business rather than small business.

I

Buying a thing on credit is not a mark

of low caste in the world. Quite the

contrary is the case.

“If the prospect is waiting for the

maturity of a deal, we can’t help. him

make the deal, as a general rule, out we

can keep tabs on him and see him at the

right time. Also, maybe the deal may

not be absolutely necessary for the sale.

We must try to ascertain if it is abso

lutely necessary. If it isn’t, we can go

ahead and try to make the sale.

The Big Point

“The big point in the whole idea is

that the buyer should not delay. Our

big sales pusher this year is the shortage

of cars. Show him the list of unfilled

orders we have, with the names of the

buyers. Show him the number of cars

we sold in 1917, our last big year, and

also 1918, and then show him how the

factory production is running right now

in comparison. Show him that we are

going to have far from enough Sennetts

to supply the demand this year and that

as the days go by it will be harder and

harder to get them.

“Get a calendar in front of the man

and show him what delay means. If you

have him in the office, get
 

 

Tommy with his pencil.

“Yes, and so would I,” re

plied Reilly. “Of course, in

the first place, it is always

a good plan to find out,

if we can, why the man really

is holding off. If the sales

man can do this by diplo

matic questioning it helps

considerably. Sometimes, if

the man is just the right

sort, the salesman can get

the real answer out of him

_ The Five Stories in the Series Are:

1—“I’ll Wait for Lower Prices”. (Last Week)

2—“I’m Not Ready to Buy Yet". (This Week)

3—“My Old Car Is Worth More”. . (May 14)

4—“Your Price Is Too High” . . . . .. (May 21)

5—“Your Competitor Cuts Prices”. . (May 28)

him up in front of the big

calendar. If you are in his

ofiice or house, and there is

a big wall calendar, use that,

because it is more effective.

If there is nothing else handy

use the calendar in your

memorandum book.

“Point out to him where

to-day is on the calendar.

Then tell him the delay of

a week may mean he will

(Continued on page 47)
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5 Does some point of g
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5 By George F. Kaiser question? 5
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WHO WAS RESPONSIBLE FOR THE ACCIDENT?

 

Editor Motor World: What is the lia

bility in a case like the following: We

were driving carefully along the road

and came to a narrow bridge. A car be

ing driven at great speed in the other

direction hit into a ditch on the other

side of the road just before reaching the

bridge. In order to get out of the ditch

without turning over, the driver put on

speed and swung out to the middle of the

road suddenly. Before either of us was

able to stop, he collided with our car and

damaged it.—Subscriber.

Answer.--If your car was going along

at a lawful rate, keeping on its own side

of the road, there should be no question

but what you should be able to recover

the damages you sustained from the other

party. It is simply a case where the one

at the greater fault should pay. As you

were not at fault at all, there is no reason

why you should have to sustain even your

own damages. Why not turn the claim

over to your local attorney for attention ?

 

Installment Sales

The Supreme Judicial Court of Massa—

chusetts, in the recently decided case of

Russell against Martin, reported in 122

Northeastern Reporter, at page 447, de

cided that where an automobile truck is

hired for a stipulated sum, part cash

down, while the remainder is to be paid

in installments in accordance with

promissory notes given as collateral se

curity, each of which is for the amount

of an installment, but title is not to pass

until payment of the whole price, the

transaction is a conditional sale and not

a lease. .

The Court further held that in case of

a default in the payment of any install

ment the seller has the right to imme

diate possession and might, if found de

sirable, sue on each note as it falls due

and still retain title, but cannot sue on

the notes or checks where the property

is replevined.

\Vhat Guarantees Cover

Charges for tires, tubes, reliners,

spark plugs, burning out carbon, adjust

ing front wheels, grinding valves, etc.,'

are not contemplated by the standard

form of warranty used in motor car con

tracts and a recovery for such amounts

expended cannot be made where a coun

ter-claim for breach of warranty is set

up in an action for the purchase price

by the seller against the buyer, accord

ing to the New York Courts.

The car over which. the dispute arose

was bought March 13, 1918. The buyer

gave his note for $500 in part payment

of the purchase price. Thereafter the

seller brought suit on the promissory

note and the buyer set up a counter

claim for alleged breach of warranty.

The agreement of sale provided:

.No agreement, verbal or otherwise, not

contained in this order, will be recognized.

The guaranty 6n this sale is that which the

factory gives in their published catalog (copy

of which is printed on the reverse side of

this contract) and the purchaser expressly

agrees that no claim will be made except as

especially provided for in this contract.

The guarantee clause in the agreement

followed the usual form:

We warrant the motor vehicle manufac

tured by us for one year, this warranty being

limited to the furnishing at our factory of

such parts of the motor vehicle as shall un

der normal use and service appear to us to

have been defective in material or work

manship. This warranty is limited to the

shipment to the purchaser, without charge,

except for their return to us at our factory

for inspection, such parts as we shall have

determined were defective, and provided the

transportation charges for the parts so re

turned have been prepaid.

We make no warranty whatever in re

spect to tires, rims, speedometers, etc. '

The condition of this warranty is such that

if the motor vehicle to which it applies is

altered or repaired outside of our factory our

liability under the warranty shall cease.

The purchaser understands and ees

that no warranty of the motor vehice is

made or authorized to be made by the com

pany other than that herein before set forth

The purchaser received the automobile

March 16, 1918, and claimed to have had

trouble by reason of defects. These,

however, were remedied by the seller.

Finally, the purchaser claimed that the

brake band became loose and he phoned

the seller and was told to bring the car

in again. He asked when he could get

it back and contended that the seller re

plied: “We cannot tell you anything.

We are crowded on account of the war—

but we will do the best we can."

The buyer thereupon took the car to

a repairshop and had repairs made to

the amount of $367.95, for which he put

in a counter-claim.

The Court decided that only $60.02

could be allowed as a counter-claim be

cause of defects in materials, and that

all items for tires, tubes, spark plugs and

the like must be disallowed. (Bowman

vs. Schultz, 175 N. Y. S. 72.)

____

Seize the Car

Editor Motor World: Will you please

let us have some information as to the

New Jersey lien law in the following

case: Some time ago a car owner had

repairs made to the amount of $50. Be

fore his bill was paid, but after the car

had been taken from the garage, he as

signed it to a creditor.

We know where the car is located and

we could take it back under our right

of lien, but we are not sure that we have

the right to do so under the New Jersey

lien law—Wood Ridge Garage, Wood

Ridge, N. J.

Answer—Some months ago I went

over the New Jersey lien law very care

fully with my New Jersey correspon

dents. Among the questions we dis

cussed at that time was the following:

“Does it make any difference whether

a car has been sold or not, or does the

garagemen's lien follow the property?"

The opinion of my New Jersey cor

respondents on this question was that

it made no difference who held or bought

the car, as under the lien law the lien

follOWs the property. If they are correct

in their interpretation of the law, there

is no reason why you should not seize

this car wherever it may be found under

your clam of lien.
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THE FLAT RATE PLAN
for

SELLING SERVICE AND REPAIRS

By Percy E. Chamberlain

Explanation

This is the last installment on “The Flat Rate

Plan,” by Percy E. Chamberlain. The first install

ment appeared in the issue of April 16.

This story tells how a successful dealer took the

trouble, grief and money toss out of his service and

repairs. He is able today to collect bills of $700

and $800 without complaints or adjustments. The

story is told here for the benefit of other dealers.

With this story is a supplement (printed with the

April 16 issue) showing the manner in which the

forms and records are kept under this plan. Pre

serve the supplement, and have it in front of you

when reading this interesting story. A study of this

story may mean thousands of dollars to you. MOTOR

WORLD believes this is the most comprehensive and

intelligent solution of the service and repairs prob

lem that has ever been worked out. The plan is in

operation in the house of the Cadillac Motor Co. of

Denver, and the story is told by the Manager,

THREE PARTS TO THE STORY

This explanation is divided into three distinct parts

which the reader should firmly fix in his mind

at the start.

PART ONE—Covers the preliminary work necessary

for the repairshop to do before it can actually

prepare and work under an exact FLAT RATE

SCHEDULE OF PRICES. Since the Flat Rate

Price Schedule is based uiron the costs of the

individual establishment, t is preliminary work

is absolutely essential.

PART TWO—Covers the preparation of the Flat

Rate Price List after the preliminary work has

been done. It shows how t e orders are handled

under the system and how averages are kept to

prove out the charges.

PART THREE—Covers the method of selling repairs

under the Flat Rate Plan, the method of mak

in written estimates and of writing the orders.

T e plan is new to the customers of the repair

shop which adopts it and it is vital to the suc

cess of the plan that it be constantly SOLD in

Percy E. Chamberlain, who worked it out.

 
 

In order to link up this install

ment with what has preceded,

we suggest that the reader get

out his but week’s copy of Mo

TOR WORLD and read the last two

or three paragraphs.

 
 

F the final test is O.K., the “finished

stub"—Form 13—is torn off and sent

to the office, where the invoice--Form

ll—is completed by adding the cost of

parts and material used, as the form in

dicates. The remainder of the Infome

tion Tag remains on the car until its

final delivery, serving to identify it read

ily when the owner calls for it.

Method of Catching Errors .

In case any mistake escapes the service

oflice it is returned by the she]: foreman

for correction. At the same time the

nature of the error is noted on the back

of the Workman’s Order—Form 13. The

billing clerk receives this order finally

and those which were incorrectly written

are laid upon the manager’s desk. In

this way the service office knows that it

will be closely checked up and that errors

will reach the manager. Mistakes will

be very few and far between if this is

followed.

PART lI—CHAPTER V

As soon as the order is written the

original copy—Form ll—is sent to the

billing clerk, where it remains until the

job is finished. No additions may be

made to the original list of work. If,

during the progress of the work, some

thing else is ordered by the customer, the

additional work is written in the same

way on Form 14, Additional Order, with

carbon copies—Forms 15 and 16. The

charges for the additional work are car

ried forward as a total to the original

invoice and a copy given with it as a

memo in the same way as parts charges

are shown on the actual invoice.

_This prevents the customer carrying

the original cost in his mind, in spite of

having ordered considerable extra work.

It is a psychological fact that, if you

give a customer a cost of $100 originally

for his work, he will not take into ac

count that he ordered $50 worth of addi

tional work later. He will call for his

car expecting to pay $100 and a bill of

$150 will amaze him. You will find that

additional orders as shown will segre

gate each transaction or telephoned order

in a way that he will not dispute.

Often some of the operations origi

nally ordered are not performed for one

reason or another. In this case they

should be shown as a credit against the

original order, not simply scratched 05

the customer’s bill. The total of the

work ordered should be taken the same

the RIGHT WA Y.

as though it had all been done. Then

write the operations not performed in red

ink and subtract from the total. In this

way there is a permanent record and no

cause for complaint later. This also has

to do with the psychology of the thing

and is very important.

One Order for All Departments

In case you have several departments

you should cover the work in ALL de

partments upon the main order. A sup

plementary order—Form No. 17—on

each department for its part of the job

notifies them of the work they have to do

on cars in the building and provides a

separate form which can be O.K.'d upon

completion of that part of the work and

sent to the ofllce. In this way the billing

clerk gradually collects all of the charges

against the job and, upon receipt of the

finished tag—Form 13—can immedi

ately make up the invoice and have it

ready when the customer calls.

This, in brief, outlines a system which

has proven more than satisfactory in

everyday use in one large establishment.

It is not necessary, of course, to follow

the forms shown with this explanation.

However, if you are to make a success of

your repairing business, you must use

forms which are intended to carry out

principles which are fundamentally cor

rect, both from a business standpoint and

for the psychological effect. Any addi
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tions to your general payroll which may

be necessary in order to carry out these

basic principles must not be looked upon

as expense, for they will return their

cast many fold every month.

How to Record Flat Rate Time

Every method used for keeping track

of time under the original list of opera

tions when you were keeping averages

is also used under the Flat Rate Plan,

since you must, month by month, keep

track of the way the flat rate schedule

is working out. Of course, you now have

fewer operations and each order shows

the price of each flat rate job.

The first thought that occurs to you in

connection with putting these prices

upon the orders is that your competitors

will learn them. There is no valid ob

jection to this. In fact, it is best to post

four complete price lists in your shop,

typewritten and framed under celluloid,

so that they will not become soiled. If

your competitor is the right kind of a

competitor, he will be glad to see some

one getting more for repair work and will

quickly follow by keeping his own aver

ages and costs. If he be the wrong kind,

he will use your estimates for the purpose

of cutting under you, of course. Well,

let him. YOU know that he cannot exist

under old methods and by cutting under

your prices. He may do the work cheaper,

but the same old complaints will harass

him and it will not take long for owners

to realize that, while at your place they

pay a little more, they also get a good

deal more.

Again—if this sort of consideration is

to influence us we will never get out. of

the rut. Why not stand upon your own

feet? Consider the most prosperous and

largest drygoods store in your town!

Does the existence of a price-cutter in a

cheap, dirty location aflect this drygoods

_ merchant? '

Once more the same fundamentals

apply to your business as tend to make

or break the merchant in another line.

If your policies are right, your work

right, your place clean and your em

ployees courteous and you LET THE

PEOPLE KNOW these facts through ad

vertising, YOU NEED NOT WORRY.

The Flat Rate Record

It is necessary, as stated, to prove your

flat rate prices, and your Operation Rec

ord Book should be continued. However,

the method of keeping it must be changed

. somewhat.

As soon as you have finished your

memo cards as shown in Form 9 and have

given each operation its number, have an

office girl make out new loose leaf pages

for the operation Record Book. The

headings have to be changed somewhat,

_as shown on Form 18. Your records

come in the same way and are set down

the same, except that there will be fewer

operation sheets for each car. The makes

of cars may be separated by indices if

kept in a separate book.

Cards for Proving Prices

Since you are now performing work

for a stated charge and not by the hour,

.it is necessary for you to keep very close

watch on each operation in order to find

out whether the price as established by

the averages is followed out when the

job is done as a whole. It is hard to do

this from the Record Book and almost as

hard if you take each month’s averages

off on a separate sheet of paper.

For this purpose a 4 x 6 card such as

shown in Form 19, is very satisfactory.

The headings explain themselves and the

card shown is filled out to indicate how

easily the actual work may be, compared

with the flat rate prices and also the

charges you would have made under your

old per-hour rate of $1.25. The first col

umns on the card to the left of the black

lines are the totals taken from your Rec

ord Book for each month. The columns

on the right are the monthly averages

secured, of course, by dividing.

It is not safe to multiply the numbers

of hours by the rate per hour. There

will be a difference due to the fact that,

under the $1.25 per-hour charge, you

took advantage of the odd cents. The

multiplication has been made for each

job by the person who keeps the Record

Book. The cards—Form l9—should deal

with actual totals and actual divisions.

It will be seen that by dividing the num

ber of hours into the amount actually

collected you will get the rate per hour.

Each month these cards should be care

fully scrutinized and prices changed, ac

cording to necessity. Be sure, however,

that you have enough jobs under an

operation to give you a fair average.

The first ten jobs may run high and the

next ten run low, but the twenty or

twenty-five will average up.

In the illustration, actual records for‘

this operation are shown covering a

period of two months. It will be clearly

seen that for 67 jobs—or rather for two

successive months—the average time per

job was 3.16 hours—3.44 plus 2.89 divid

ed by 2.

At $1.25 per hour the average collection

would have been $3.98, which is $1.02 less

than the price charged for each job under

the flat rate, which was $5. This seems,

at first glance, to be an excessive charge.

However, the cost records of this con

cern show that it must average $1.50 per

hour for its productive time—the propor

tion of its payroll which is resold to cus

tomers. The average time of 3.16 hours,

then, multiplied by $1.50, instead of

$1.25, gives $4.74. Based upon these

averages, this concern reduced the price

of this particular job to $4.75, beginning

with the third month.

This shows in detail the method of

working out flat rate charges as time

goes on.

Struggle all of the time for greater effi

ciency and greater volume, since these

two elements are the only ones which will,

under normal conditions, allow you to

lower prices. Play absolutely fair with

the customer. He is at your mercy, since

you are technical and he is not. He comes

to you for advice, expecting to receive

fair treatment. If you find as time goes

on you can lower the price of a certain

operation, be sure to do so. Just because

you have been collecting more than you

should is no excuse for continuing to

do so. What you can “get away with"

is no part of your new business methods.

Such things belong to the past. You

must be able at all times to take your

customers into your confidence and show

them your records if that becomes neces

sary in order to justify a job price or an

estimate.

If you have progressed with me, step

by step, you are selling repairs on a flat

rate schedule of charges and but one

important feature of the plan remains to

be considered—the method of selling.

Part Three

SELLING THE FLAT RATE PLAN

0 not announce 'the Flat Rate

Schedule until you are sure that

your organization is prepared to

answer all objections to it. They will be

few and have less to do with the plan

itself than with the individual prices

quoted to the individual customer.

When you do announce it, take advan- '

tage of all of the publicity you can get

for it.

Mail a letter or folder to each owner.

Use the newspapers.

Follow the original announcement with

letters every ten days, hammering home

in each letter one or more of the advan

tages of the plan.

“Tell the world” that you are pro

gressive.

Each individual firm will know how to

handle such matters, and they need

occupy none of our attention at this time.

Two methods may be said to cover all

of the repairing you will sell:

DIRECT SALES—These are the sales

made, as one might say, “over your

counter.{’ They cover the smaller

day-by-day jobs where the owner

drives his car in for some minor

work and will be required to leave

it for an hour or two, or perhaps a

day or two.

ESTIMATED SALES—These are the

bigger jobs, upon which you are

asked to make an estimate before

the work is ordered. Commonly

known as “overhauling” jobs, they

require from several days to one or

two weeks and run into considerable

money.

Direct Sales

It is obviously necessary to put your

Flat Rate Price List into some sort of

form which will be quickly available for

reference by the man or men who meet

the customer when he comes in. In the

smaller shop a list under glass or cellu

loid will no doubt serve the purpose. This

list should be alphabetically and numeri

cally arranged and will serve a double

purpose—to give the customer the price

of each job and to indicate to the man who

takes the order not only the operation
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numbers, but the amount of work includ—

ed in each. In the larger shops this list

should be in the hands of several men,

including the service manager and his

assistants, trouble shooters and testers,

shop foreman, service car men, etc.

In the case of an organization which

sells new cars the salesmen should also

have the list and learn to sell repairs in

telligently. Since these lists will be

changed more or less and will have to be

instantly available in different parts of

the establishment, they should be gotten

up in pocket form. They may be put into

a loose-leaf form to fit a leather cover,

such as is used for factory sales manuals.

A sample page from the printed list is

shown in Form 20. The marks before

some of the numbers refer to the differ

ent kind of operations as outlined here

tofore. This list is preceded by a “Key

to Price List," which explains these

marks clearly.

After the first printing the cost of re

printing sheets upon which changes occur

is very small. This book can go further

than to state prices of repairing. It can

give in definite form all of the prices,

policies, more important rules and gen

eral information about your firm. Such

an Organization Sales Manual will more

than save its cost by preventing mis

understandings and in the added volume

of sales it will bring through making

each member of your organization a

walking salesman for everything you

have to sell.

Many car owners care nothing about

the price. Nevertheless the order should

be written just the same as if the cus

tomer had waited a moment to find out

what the cost of the work he ordered

would be. In case of any complaint re

garding charges, you have but to explain

that, had the owner inquired, he would

have been told in advance since you

charge the same to everyone for the same

work. This is the same as a man walk

ing into a store and ordering a half

dozen shirts sent home without inquir

ing how much they will cost him. He

cannot censure the store for his own lack

of forethought.

Estimated Sales

This kind of order is very ditferent

from the direct sales order. It is the

source of the repairman's greatest loss

under the old system, and one of his best

sources of profit under the new, IF HE

WILL FAITHFULLY CARRY IT OUT.

Working under it, large bills amounting

to from $300 to $900 can be collected

down to the last penny WITHOUT A

SINGLE ARGUMENT.

The owner drives in and says that he

wishes his car “overhauled.” He should

be advised that you do not accept such

blanket orders, the reason being that they

leave too many chances for misunder

standings. As a matter of fact, the cus

tomer has rather a hazy idea of what he

wants done. You should draw him out

and learn just what his idea is. Does he

want his car put in as near new condition

as possible? Or does he simply want it

put in good shape to run him another sea

son without doing all of the things which

might be found to be done?

You tell him that, if he will leave his

car with you, a competent man will make

a list of the work which should be done

and that an estimate based upon this

diagnosis and giving the exact prices for

each part of the work will be furnished.

Explain that there is no charge for this

estimate any more than a painter will

charge him for telling him how much it

will cost to paint his house.

Diagnosing the Trouble

Having secured the. car for this pur

pose, you should make every move from

that moment absolutely definite in char

acter both as to methods of “shooting

the trouble” and the manner in which

you furnish the written estimate to the

owner.

The estimate should be made up by a

technical man, and one who is absolutely

sold on your method of doing business.

 

Study the Forms

 

The car should be taken out on the road

and, from experience, certain defects

noted. It should then go into the shop

and have a careful inspection. Nothing

should be left to guesswork. The nature

of the work should be written down in

detail, using the shop sheet as shown in

Form 21.

Of course it is impossible to tell in all

cases just what is wrong with a car until

it is torn down. But a man of experi

ence who does the job intelligently will

usually arrive at the correct conclusions

and be able to make a list of operations

needed which will be very definite. Dur

ing the progress of the work later, an

additional order can be secured in case

anything else is needed which could not

be anticipated.

The labor operations are set down as

noted. For each operation the parts nec

essary to be used as set down on Form 22

and the shop material on one similar to

that used for parts. A carbon copy of

these two forms is made for retention in

the shop in case the order is secured

later. By having exact lists of the parts

and material covered by the estimate the

workmen who finally handle the job wilL

know what parts and material can be

used without exceeding the order. The

carbon copies made at the time save

rewriting later.

The labor operation numbers and

prices are put on with the prices. In

case other departments are conducted,

the work ordered in each is estimated,

foremen from those departments being

called in while the car is on the floor of

the shop. The list being completed, the

Parts and Material Forms are attached

and the estimate sent to the stockroom,

where the parts as listed are priced, in

cluding transportation. The estimate is

now complete and is sent to the main

office to be copied by the stenographer.

In its final form, ready for the cus

tomer, the estimate is listed on Form 23,

a carbon copy being made for the files.

Note that Form 23 explains everything

so clearly that it cannot be misunder

stood. If the work is ordered you GET

YOUR MONEY. Securing the order is

often a matter of salesmanship. It is

human nature to “shop around.” A cer

tain percentage of your estimates will

be lost to you. Some may be shown in

their entirety to your worst competitor.

But again “you should worry!" If you

have placed a salesman at the point of

contact between your repair department

and your customers you will get most of

them. Those you lose are better lost,

since some one will lose money on the

work.

In case the work is ordered the

regular form is written and the

car sent to the shop. Unless your

shop works strictly to order, not exceed'

ing same unless it secures additional

orders, you should stamp such orders

“ESTIMATED” and establish the rule

that nothing additional must be done in

such cases without additional authority.

You want your final billing to tally with

your original estimate, plus the addi

tional work which may be ordered.

Make Estimates Carefully

There is as much difference in making

estimates as there is between day and

night. There is a form of estimate which

is worse than nothing. The kind illus

trated here is beyond criticism. Note

that each operation goes into details. It

does not say “Do this and that IF

NEEDED." It states clearly what to do

and states it in a way which will guide

the workmen if they get the order. Note

that but one unclassified operation num

ber is used in a $200 job—Form 21. There

is no objection to this inasmuch as there

is plenty of time to make the estimate

and figure on the odd operation and the

foreman must be given some leeway in

this respect. The work is done, of course,

under the same operations.

In the right-hand columns on the esti

mate sheet—Form 21—the actual per

formances on the job are set down after

the work has been finished. These come

from the Operation Time Sheets—Form

4—the time being multiplied by the rate

which you know you must get per hour

in order to make your shop pay. Thus

you have a direct check on the man who

makes your estimates and can call him

to task in case he is making prices which

do not average up.

The making of estimates in this way

is specialty work. It cannot be done by

any Tom, Dick and Harry in your estab

lishment. It requires time and careful

attention to detail. If properly done, it

will outline the actual work so clearly

and definitely that the workmen can

easily absorb its cost later because they

know just what to do and just how to

go about it without waste of time. Not

only is the work itself outlined but the

parts have been numbered, ordered and

are on hand for quick delivery. Every

thing progresses smoothly and the cus

tomer, having ordered just what he pays
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for, cannot complain at the bill, and

WILL NOT.

Let us say that the work has not con

templated touching the rear axle of the

car and that nothing is done to it. It

happens that the rear axle was quiet and

full of oil. After the car has been back

in the owner’s hands,.however, a few

weeks the rear axle becomes noisy. WE

know what has happened. The gears

had reached a point of wear just short

of making them grind. The extra mile

age after the owner started to drive

again added just the wear necessary to

make the noise. An adjustment becomes

necessary which you did not know about '

at the time.

Under this plan the owner cannot hold

you responsible. You have but to go to

your files to show him that you did not

estimate this work, did not do it and that

he did not pay for it. He will readily

pay for it when he realizes this.

Under the common practice of "over

hauling" a car the owner holds the re

pairman for anything which happens to

it during the next six months. He comes

in and says:

“I .just had my car overhauled a few

weeks ago and now the rear axle grinds

like a cofi’ee mill."

Since the owner thought “overhauling”

meant everything and, even if he did not

THINK so will not admit that he did

not, you have to make good to him. Per

haps you make good as a matter of

policy, but the loss to you is the same

call it by whatever name you will.

Estimates on Per-Hour Basis

So far this explanation has not con

sidered the giving of estimates up to the

time that you establish your Flat Rate

Price List. This can be done without any

trouble whatever. In fact, it is very ad

visable, provided it is handled correctly.

The difierence must be clearly under

stood, however, before you start.

If you are Working'on the per-hour

basis your estimates must, of necessity,

depend a' good deal upon the judgment

of the technical man who made up your

first list of operations and groups—Form

1. You can make up the estimate in

the same way as explained above for

Flat Rate estimates, using the group

numbers in the left-hand column instead

of a 'single operation number. The esti

mates' for the operations as originally

made would be used as the price list.

Suppose you set down five operations,

the group numbers of which will be as

follows:

GROUP NUMBERS OPERATION

1-2 . . . . . . . . . . . . . . . . ..First operation

2-3-7 . . . . . . . . . . . . . . . . .Second operation

9-11-22-23 . . . . . . . . . . . .Third operation

10-11-23-30 . . . . . . . . . . .Fourth operation

18-19-20-23-30-81 . . . . . .Fifth operation

Having set down these groups you can

quickly see what numbers are repeated.

Since each number stands for a definite

operation, a repetition of any number

means that, because of the way in which

the work was ordered, the same opera

tion is listed more than once. You cross

out, therefore, all but one of each num

ber, thus:

.- enough.

18-19-20- - -31

In the above groups you eliminate five

operations. You now turn to your work

ing list—Form 2—and price each opera

tion. For instance, if No. 1 is 25c. and

No. 2 is 50c., you get the first line of

your estimate like this:

1-2 First operation . . . . . . . .75c.

For the second line you price only Nos.

3 and 7, since No. 2 has already been

priced once. ,

Going through the list inthis way, you

can price each item in a very definite

way, knowing that you have not charged

the customer twice for anything. Once

the operations are listed this work can

be done by an office girl. It is simply a

matter of detail.

Since you are going to perform, the

work upon the per-hour basis you should

be sure that your estimate is high

You can sell a larger figure

easier than you can justify, at the time

of billing, a figure larger than you have

named. You do not have the opportunity

to strike an average as between jobs, as

you do on the Flat Rate, since each hour

on each job is billed direct.

If your first estimates are liberal you

will have little difiiculty, but it is very

advisable to add an arbitrary percentage

to the total labor figure in order to give

you a working margin. If the labor

totals $100 and you add 20 per cent the

customer will accept an estimate of $120

just as quickly as he will the $100 figure.

On the other hand, he will complain bit

terly if his bill exceeds his estimate by

$20.

The actual figures should be carefully

compared with the estimate before the

bill is presented both to check the man

who made the estimate and so that ad

justments may be made in advance if

any are necessary.

The form in which the estimate is pre

sented to the customer should not, as in

the case of Flat Rate Estimates, itemize

the charge for the individual operations.

 

Study the Forms

 

The latter should be listed as well as the

parts with the total at the bottom of the

sheet—the total to cover those particu

lar operations only. A carefully worded

letter should accompany each estimate.

leaving no doubt in the customer’s mind

as to how you propose to handle his work

under your estimate and that you under:

take to perform only the operations

listed. Additional work should be con

firmed and added to the original esti

mate in the billing.

The Credit System

At this late date most up-to-date re

pairshops have placed themselves upon a

cash basis, requiring payment before de

livery of the car. Some of the forms

used in connection with this explanation

contemplate the cash basis. It is most

advisable, especially under the DEFI

NITE method of transacting your repair

business as advocated herein. You are

in a position to handle work quickly and

efliciently, to settle minor arguments

promptly without keeping the customer

waiting and to inform him fully in ad‘

vance of your terms of collection.

However, if you still do a credit busi

ness, you will find this DEFINITE way

of doing business a big help to collec

tions. You can go into any court and

collect a disputed bill, since there can

be no argument except as to quality of

workmanship—and your guarantee fully

covers that, you should make this guar

antee definite and display it conspicu~

ously as well as printing it upon your

invoices. A good form—liberal and yet

safeguarding your interests—is shown

by Form 24.

Service Work

Just a word to the new car dealer

whose greatest source of loss has been

the “free service” he gives on his new

cars. If you wish to contribute a cer

tain amount to the maintenance of the

new cars you sell, that is between your

self-and your business judgment. As a

matter of business, however, you should

not make your shop or service department

absorb this. In the first place, make the

amount of your “free” work absoluter

definite and have your new car salesmen

sell each customer on your plan, what

ever it may be.

As this service is delivered to the

owner from time to time, perform it

under the same kind of work order as

you use for anylother job, marking the

order “NO CHARGE” with the reason

“FREE SERVICE.” Charge all of this

to your Free Service account on your

books, crediting the shop with its full

earnings the same as if the work had

been done as a pay job for an ordinary

customer.

Free Service and Guarantee are con

fused in most dealer establishments.

Your guarantee should be definite also

and thoroughly understood by the pur

chaser. Claims under it should be

charged to the “Guarantee” account in

the ledger, full credit going to the shop

for the work in the same way as the

Free Service. Why blame your shop for

a loss which belongs to your new car

sales? Stop fooling yourself! Pull

these bugbears out to the light where

you can see them and then, if you wish

to continue them, you will be doing it

with your eyes open. ‘

Petty Service

Practically every repair business and,

more especially, dealers in new cars who

maintain repair departments are called

upon to do a great deal of free work

which is aside from and has nothing to

do with their “Free Service” plan. This

work consists of carbureter adjustments.

inflating tires, draining radiators, put

ting on curtains and chains, testing and

filling batteries, delivering cars, etc.

From a business standpoint this sort

of thing can find no justification. When

the owner purchases the car he obligates

himself to keep his battery filled. If he
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Are there any questions

you wish to ask? Let’s

have them.

Make Money in 1919

Make More in 1920

 
 

 

does not wish to do the work himself, he

should pay for having it done. However,

this fact will not be generally accepted.

Because it has always been done it will,

no doubt, always be done more or less.

However, there should be a ticket for

each of these jobs, the charge being

taken into an account kept for that pur

pose. When you find out how much such

things are cutting into your profits you

will, if you are not afraid to stand upon

your own feet, seek means of at least

partially eliminating such practices.

Finally, I do not advocate the Flat

Rate for quick service jobs when a firm

maintains a department for such work.

, Such jobs, if they Come under any of the

standard operations, should be charged

for as such. But many of them are done

at the curb—a twist of the carbureter

adjusting screw, the tightening of a

couple of loose lugs on the wheel—the

thousand and one little troubles which

owners have and which are not worth

while sending to the repair department

proper. These should be handled on a

time basis, since they are 'butside the

usual run of repairing, and cannot be

listed completely.

An automobile service department

which keeps several men busy with such

work used the Service Department Re

pair Order shown as Form 25. When

the service desk assigns a man to a quick

job he is handed one of these tickets. It

is stamped in a time clock. The adjust

ment being finished it is again stamped

and the elapsed time shows the charge.

The stub is given to the customer as a

receipt.

On such jobs the customer would not

want to wait while an order was being

written in the usual form and there

would be no reason for his doing so. No

account is kept of the kind of work per

formed. The ticket serves the three-fold -

purpose of accounting for the man’s time

on the time sheet, giving the office a

check on same and of giving the cus

tomer a quick receipt for a small amount

of cash paid. _

Most service men dislike to ask a cus

tomer for a quarter, feeling that it

arouses the suspicion that the money so

paid will not he turned into the office.

This stub is, in effect, a bill which the

service man knows he must account for

and which he will readily present as com

ing from the company and not himself

personally. These same tickets are used

also for service work done for other de

partments of the organization, such as

adjustments on Used Cars. The larger

portion is filed in the office after being

checked and the cash which it represents

accounted for.

This explanation has tried to cover

rather a large undertaking in as few

words as possible and in as logical order

as may be, considering that parts of the

system afl'ecting different departments

go hand in hand and bear upon other

parts in such a way as to make it neces

sary to install them simultaneously. It

is to be hoped that it reads as simply,

once the idea is grasped, as it actually

is in practice once it is installed. The

author has worked it out and is using it

most successfully and no part of it is un

tried theory. Everything here advocated

is working out in practice every day.

If it serves to recruit even a few re

pairmen to the Flat Rate standard, it

will have justified the time and effort

put forth in the telling. For, certainly,

the more individuals in this branch 0]

the automobile trade who place them

selves upon a sound and successful basis

the more the entire trade will benefit and

the sooner will be accomplished that

which. now seems impossible.

In attacking your own business for the

purpose of making the changes necessary

to install the Flat Rate Method of Re

pairing prepare yourself for opposition.

Set yourself against the cries of the pes

simistic partner, the derision of the old

timer and the scorn of the competitor.

Sustain yourself with the words of Josh

Billings, who said:

“CONSIDER THE POSTAGE

STAMP, MY SON. ITS USEFUL

NESS CONSISTS IN ITS ABIL

ITY TO STICK TO ONE THING

UN,TIL IT GETS THERE."

 

NOW

Go back and carefully re

read the story. Study the ».

forms. Make yourself a

master (if the plan.
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Save Money in Ford
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Repairing!

LOWER CHARGES AND MORE PROFIT '

A complete course in Ford repairing will be

conducted in the Better Mechanics Depart

ment of Motor World. It will show how to

PERATE with labor-saving methods and machinery. Weeks of

time and hundreds of dollars can be saved by the use of modern

methods and machinery. Some of this machinery you already have, but

many shop operators have found that there are uses for their machinery

that they didn't know about. And often the addition of some small

tool will make it possible to perform a series of operations in a way

that saves time and money. You can't afford to miss this series—and

you should preserve it and have it always available for study by your

organization.

prices and more profit.

The major subjects in order are:

I—Ford Power Plant.

lI—Rear assembly.

Ill—Front assembly

1~Removing the engine from the car.

2—Taklng down the engine and trans

mission.

3—Testlng the crankshaft and rebabblt

ting the block.

4—Burnlng In the bearings.

5—Reborlng the cyllnders.

fi—Aligning connecting rods.

T—Refaclng valve seats and reaming

valve-stem guides.

8—Removlng carbon and grinding valves.

9—Flttlng new pistons and piston rings.

Make Money in 1919

 

It will put your shop in position to do work at lower

The series, beginning June 4, will take up first the Ford power plant.

The Ford Power Plant chapter will be sub-divided as follows:

Coming June 4—D0n’t Miss the First Story.

l\'—Chassls frame and dash.

Y—Body. top and windshield.

\‘l—Steerlng gear.

 

itl)—¥verhaullng the transmission.

— eating. repairing and vthe magneto. o erhaunng

Ill—Assembly of engine and transmission.

lei—Testing the englne.

14—The ignition system.

lS—The Radiator.

Ill—Gasoline tank. pipe, strainer, muffler.

lamps and equipment.

l7—Replaclng the power plant and equlp

ment In the car.

Blake More in 1920
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Using a Turntable '

Character of business—Car and ac

cessory sales, service and storage.

. Details wantedr—Lot 48 x 100 ft., east

front, south side entrance, two

stories with show room, accessory

room, stockroom and office; repair

shop on second floor.

Name—O. B. Burrichter, Monticello,

Ia.

Answer——Little explanation is required

regarding the various details of the plan

which we have drawn. It should be

pointed out, however, that your building

is a little narrow, about 46 ft. net, and

therefore you can store only medium or

small cars on the second floor with con

venience. It is hardly likely, however,

that you will have many large cars to

store anyhow.

In the event that you do have many

large cars or trucks to store these may

be placed on the first floor, in which case

you should use only two rows of cars

instead of three, as shown.

The turntable on the second floor is a

convenience, but not a necessity.

 

A Very Narrow Plot

Character of business—Dodge car

sales, service, truck sales, accesso

Ties.

Details wanted—Plot 40 x 135 ft.,

showroom for one car, accessory

show cases, offices, balcony for small

stock of parts, shop with capacity of

sin: cars, entrance from front, exit

at extreme rear, wash rack, all light

from right side and front of build

ing, driveway at left, entrance for

cars to showroom.

Name — Janesville

Janesville, Wis.

Automobile Co.,

GARAGES SHOWROOMS

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge.

send full details, including a sketch of the plot, showing position of streets

ELEVATOR

 

SHOWROOM

ELEVATOR

 

_

I ACCESSORY

‘ ACCESSORIES I STOCK

Answer—As a rule we object to draw

ing a plan for so narrow a plot but in

this case it has been possible for us to

work out quite a satisfactory layout and

our only warning is that you be sure that

the building does not turn out to be too

small for future business.

The showroom is amply large for two

cars and yet there is room in the front

wing for an accessory store, stock room,

ofiice and toilets. The garage accom
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Plan for a narrow plot for the Janesville Automobile Co.
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SCIENTIFIC CONSTRUCTION
REPAIRSHOPS

  

But be sure to
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First and second floor plans for O. B. Burrich ter

modates fourteen cars and the shop will

take six, although this is crowding it so

that there will be very little room be

tween them. A half dozen more cars

may be parked in the aisle and driveway

space of the garage at night.

The exit was not put at the extreme

rear as on your sketch because such a

position would seriously interfere with

any sort of a satisfactory layout.

The accessory stock room was not put

on a balcony because there was ample

room on the main floor for it and, of

course, it is much handier there.

The car entrance to the showroom is

placed at an angle so at to facilitate the

movement of cars in and out, and even

at that it may be necessary to use a turn

ing jack or a caster skid.

It is a pity that you cannot get along

without the front driveway, using the

alley for entrance to garage and shop

and allowing the full frontage to be

used for accessory store and showroom.

If you change you mind We shall be very

glad to draw a plan on this basis.
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Corner Lot 192 .v 167 Ft.

Character of business—Storage, serv

ice, car sales, accessory sales.

Details wanted—Corner lot with 192

ft. on main street and 167 ft. on

cross street, ground drops 017' 8 ft.

from front of lot to back and would

want to take advantage of this slope

to use basement for repair work by

having drive to basement at rear of

side street and drive to first floor

just back of showroom on side

street. Showroom, ceiling high

enough in showroom so that offices

could be arranged over accessory

room, toilets, etc.

Name—W. V. Burnett, Youngstown,

Ohio.

Answer—Here is a plan that should

meet your requirements. We do not ad

vise placing the entrance to the base

ment floor at the corner as you have

indicated and as we have done, following

your desire, but we think it better to put

the entrance about 30 ft. back so that

the repairshop may extend all across the

rear of the building. As it is now, the

shop is badly broken up.

You were a little indefinite as to what

you wanted in the way of an accessory

room, but we have made a combination

accessory store and stockroom. Instead

of having a partition between the show

room and the accessory room, there is a

long showcase, directly back of which

there are glass cabinets, and back of the

glass cabinets are regular shelves which

carry the stock. In other words, while

it is all in one room and is 50 per cent a

stockroom, it is nevertheless a finished

store to the observer in the showroom.

We only made the showroom 30 ft.

deep as we were afraid you did not ap

preciate how large a 40 x 60 ft. show

room is; even a 30 x 60 ft. showroom is

quite a size.

We shall be glad to ansWer any fur

ther questions. We hope you will keep in

touch with us regarding the various

problems which come up in connection

with your business and we shall be glad

to do all we can to aid you.
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First floor and basement plans for W. V. Burnett, the showroom occupying

the entire width of the front. Entrance to the first floor and basement are

both on the side, this being made possible by a slope in the ground

Two Stories with 100 Ft. Front

Character of business—Storage, serv

ice and sales.

Details wanted—Two-story building

on plot 100 ft. wide by 110 ft. deep,

showroom, shop, storage space on

both first and second floors, ofiices,

elevator, etc.

Name—Bonde’s Garage, Montevideo,

Minn.

Answer—Your letter states that the

space is to be used for offices, but since

I!!! 7 n 004 

Plans for first and

second floors on lot

110 a: 100 ft. for

Bonde’s Garage. A

side exit is provided

on the first floor

4151!
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we know neither their size nor shape we

have shown cars in this space with the

suggestion that the car layout be fol

lowed insofar as the presence of the

office upstairs allows.

We have provided for the side exit you

requested. A car enters through the old

building, swings around behind the office

into the cross aisle in the new building.

The space in the aisle should be a drive

way in the daytime, but should be used

for storing cars at night.

You will note that a turntable is almost

a necessity on the second floor.
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Build Now Good Roads

UILD now good roads. All very fine, you may say,

but I can’t take a pick and shovel and go out and

do it myself.

True, you can't, but you can help.

How can I? I’m only a motor car dealer, or a garage

operator, or a salesman.

That’s just the reason you CAN help.

Listen: I

In Illinois—look at the map—is Quincy. Across the

river is a section of prosperous Missouri country, in

which one of the nearest towns, about 5 miles away, is

Taylor. The road from Taylor to Quincy has been very

bad. This has prevented the Quincy merchants tapping

this Missouri country.

The result has been that Hannibal, some 20 miles

south of Taylor, has been getting the business that

Quincy might have got were the Taylor-Quincy road in

good condition. For years the Quincy people sat and

watched business go to Hannibal because there was no

good road over which the Missouri people could get into

Quincy.

Hannibal has running to the north a good .road to

Palmyra, which isn't far from the Taylor section. All

of which means business for the Hannibal merchants.

Quincy, the biggest city on the Mississippi River be

tween St. Louis and Davenport, has been stunting its

own growth because it didn’t provide feeders. .

Then one day the merchants woke up. They started

a movement and got together with the officials of Marion

. County, Missouri, and are going to have a road built,

even though the road is all in Missouri and Quincy is

in Illinois.

When the road is done a stream of motor cars from

the section over the river will begin to pour into Quincy.

The Quincy stores will sell more goods, the Quincy

garages will have more patronage, the industries and

enterprises of Quincy will be more prosperous and every

body will be benefited.

And why?

Simply because somebody had foresight enough to

START A MOVEMENT.

Now—can 'you or can you not start a movement for

good roads about your city?

Perhaps you say: “How is a movement started?"

Here's the way: Turn to the person nearest to you

as you read this editorial and say: “Don’t you think

there ought to be a good road down through such-and

such a section and such-and-such a section?"

Then: “Do you suppose if enough people in this city

and the surrounding country got back of it that we

could get some roads built?"

Then: If the person to whom you are talking is

capable of the job, suggest that you both go to some

influential man whom you know, such as the secretary

of the Chamber of Commerce, or the president vof your

trade association, or the president of the bank, or SOME

OTHER MAN and talk it over with him. SELL HIM

THE IDEA OF GOOD ROADS.

Then: Get this man to talk with some one. You talk

to other people. Get others to talk to others. Then call

a luncheon—or do it at the start, perhaps—and let there

be formed a little group of BUSINESS MEN for the pur

pose of boosting for good roads. Get clubs and labor

unions, sewing circles and churches, newspapers and

everybody to talk about good roads. Have them talk

about a SPECIFIC, CERTAIN road, not just good roads.

Name the routes to be improved. If possible, as the

campaign grows expand the idea to include more roads.

But begin by talking about certain definite routes, just

as the Quincy merchants started with the Taylor-Quincy

road.

As this movement grows see if the Chamber of Com

merce can’t promote a mass meeting, get the needed

bills introduced and the money appropriated. Keep

hammering at it. Let the trade association take an

actiiIe part.

A chance remark by ONE MAN has often resulted

in a national campaign or movement. A few conver

sations by you—actively followed up—should be enough

to start a highways agitation that will give you the roads

you need.

Your Association Treasury

HOSE who are members of trade associations should

bear in mind the necessity for a strong treasury. If

you have a show in your town, don’t rebate ALL the

receipts if you can avoid it. Put some of it in the

treasury.

An association without a good treasury is like a man

all dressed up and no money to go to the picnic. If you

have funds you can do many things that need to be

done. All of which will make the association still

stronger.

Any member will cheerfully vote $100 out of the treas

ury if you have it and can show a need for its use, when

he wouldn’t give $5 of his own money for the same cause.

In organization there is strength, they say. Very true,

but if the organization isn’t well financed it is far from

as strong as it might be.
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Those Tractor Laws

IN Nebraska and North Dakota drastic laws relating to the sale

and use of tractors have been passed. These laws have been

described in stories in Motor World. Herewith is a statement

from Manager Harry G. Mooch of the National Automobile Dealers’

Association as to the probable status of these laws and action on

them :

DITOR Motor World: The Nebras

ka tractor law is ridiculous and

when attacked in United States Courts

will be declared unconstitutional as im

pairing the obligation of contract.

Suppose a man buys a tractor on a

conditional bill of sale, or even pays

cash outright—a wild presumption, with

such a law to rely on, if it were valid.

He has his tractor delivered in the

spring and puts in his crops with it.

Then he decides he doesn’t want to pay

for it and sets up as a defense that he

had the machine only a reasonable time

and that it has not proved “reasonably”

fit for the purpose for which it was

bought.

No dealer in the United States could

survive the onslaughts on his credit that

would be possible under such a vicious

law. However, though North Dakota has

gone Bolshevik, there is still a system

of justice administered in the Federal

Court which will nullify the effort of the

Townley Communists to confiscate prop

erty under the guise of law.

Another Way Might Be Better

As for the companion bill, requiring

manufacturers who sell tractors to keep

at least one supply depot in the state,

the statute is merely trying to limit

within state lines something that per

haps should be put in another way al

together.

We realize that a tractor to be useful

must have repair parts handy, but why

should the legislature of North Dakota

say that those repair parts should be

kept in Fargo, when as a matter of busi

ness expediency it might be possible

that they should be kept in Minneapolis?

Perhaps they are even more available

from Minneapolis to every Dakota dealer

than they would be at Fargo or any

other Dakota town.

The Dakota situation is valuable, how

ever, for one thing. If dealers ever

hesitated over the value of organization

for protection it will profit them to

digest what has happened to the unor

ganized dealers of North Dakota. What

has happened there can happen any

where. There is but one agency in the

automobile dealer trade that is com

bating these state problems. To-day the

burden is placed on tractor men in

Dakota. To-morrow it may be on the

automobile dealers elsewhere. Unless

every line of the automotive industry is

organized the whole trade is in peril.

In our opinion the law requiring

manufacturers to maintain a replace

ment depot within the state is uncon

stitutional as being a restraint on inter

state commerce. But we must not allow

these restraints to be imposed. The

lesson of organization is easily learned

and must be applied—National Auto

mobile Dealers’ Association, Harry G.

Moock, Business Manager.

Air Filters for Passenger Cars

Editor Motor World: I noticed recent

ly a query as to why air filters had not

been installed on passenger automobiles.

In response, it was advised that this was

an unnecessary complication for there

was not enough dust encountered in pas

senger car use to warrant installation.

 
 

WHAT ABOUT BUILDING?

Did you delay erecting your new

building during the war?

Were materials high?

Was labor high?

Are both just as high as ever?

-And do you still need the new

building?

If so, are you going to build it?

If not now—when?

What has been the building prob

lem in your town and in particu

lar with YOU?

Readers of “Letters from Read

ers” in all sections would be

glad to know what’s what in

building in other sections.

What are you going to do?

 
  

 

 

 

Permit me to relate my experiences,

which, I believe, will convince you that

an air filter is a very necessary adjunct

to the modern motor car. Last spring

when driveaways were in vogue, I piloted

two lots of cars from Detroit to Memphis.

The first was an experimental trip with

six cars in the convoy, and the second

consisted of eighteen. On the arrival at

Memphis it was necessary in every case

to tighten the main connecting rod bear

ings, replace the piston pins and their

bushings, install new valve guides and

valve tappets and guides. The engines

were also unduly noisy and an excessive

amount of backlash was present in the

timing gear system.

There is, in the writer’s mind, no other

explanation for this excessive wear than

the unusual amount of dust that was

drawn into the cylinders which acted as

an abrasive and cut out the bearing sur

faces. As the writer drove the pilot car,

he knows that, as at no time during the

first 200 miles, did the car speed exceed

15 or 25 m.p.h. for the balance of the

journey. In each case the pilot car was

in much better condition than the re

mainder of the cars and this is explained

by the fact that, of course, it did not

encounter as much dust. It will be

argued that driveaway conditions are ab

normal, and so they are, but it is also

true that the dust taken into the engine

of a car over a long period would result

in an equal amount of wear. Your com

ment on the conditions described above

will be greatly appreciated—Schlecht

Motor Sales Go.

Hard to Find the Trouble in

This Ford

Editor Motor World: One of my cus

tomers has a Ford that is a “freak?

when it comes to trouble. ,

After a thorough examination all the

mechanics in this part of the country

pronounce it 0. K. You can crank it

up any time you like easy enough and

may run 1 to 50 miles as nice as any car

you ever saw, and again you may not go

2 miles until it will commence to miss

and jerk. It seems that the ignition

system is to blame, as it cuts out and

in at times. The coil units, timer wires,

commutator case and brush are in good

shape, perfectly timed, good valves and

push rods. Magneto tests strong and

even under a running test.

The idea is—sometimes she runs

smooth and sometimes she don’t. What

causes it'I—Logan Smith, Round Head,'

Ohio.

Answer—It is a little bit difficult to
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“BLOW-OUT !”

By C. H. Stanton Massey"

Did you ever decide to go out for a ride

On a Sunday, and take the whole gang?

And as you're riding along, there's something goes wrong.

Then you hear a big crash and a bang!

As you look to the right, Oh! what a sweet sight!

You get out and most naturally swear.

With the rear tire down, you're ten miles from town.

And, of course, without any "spare."

But the feeling's the same, in this life's great game,

As we go drifting from day to day.

We go gliding along and life seems a. song

Till the time comes when we all must pay.

New, boys, take a tip. when you start on a trip,

And you don’t know where to or how far:

You never know when you'll go “flat,” so. then,

Why not keep some "spares" in the car?

 

 
' . l . . l. w“. H. ,

tell whether your trouble lies in ignition

or some other part of the engine. It

is rather hard to diagnose engine

troubles from a distance, especially if

we do not have all the evidence that we

desire. We will give you a list of things

which might possibly be the matter, and

if you will test these out perhaps you

can come to a solution of the difficulty.

If your ignition is at fault, the trouble

which you have named might be due to

trouble in the timer. If the timer is

gummed up with old grease or oil or

some other substance and the spring ac

tion is not positive enough to keep the

roller on the contact, then the roller may

skip some of the contacts or perhaps all

of them at certain times, and in this way

cause one or more of the cylinders to

miss and cause the thumping action

which you mention.

Sources of Trouble

On the other hand, the trouble may

be caused by a loose connection or

broken wire in some part of the ignition

system. One wire can very well be

broken inside of the insulation where it

is impossible to see it, but this can

usually be checked up by careful going

over and the broken place will be plainly

evidenced by being very flexible. Some

times the broken wires just touch each

other inside the insulation, and under

certain conditions of heat or vibration

the ends pull apart and make an open

circuit in the system, thus causing miss

ing.

Another very common fault which

produces this jumping is a dirty mag

neto contact. In order to clean a mag

neto contact the three small screws are

removed from the contact, these screws

being the ones that hold the contact

down to the transmission cover. This

contact will lift right out and the con

tact point should be cleaned off with

gasoline or kerosene and also the small

contact which is inside the case. The

contact is then put back in place and

screwed on and the wire attached and

tightened up.

A broken connection in the magneto

Sign Your Letters

Letters from readers must be

signed, although the names will

not be printed if the request is

made. One perfectly good letter

has gone into the waste basket

this week because it lacked a sig

nature.

coil may also produce this effect which

you mention, because the ends of the

wires may just touch each other and

when the engine gets heated up the

wires may pull apart. This, of course,

can only be ascertained by testing or

inspection.

It is quite possible that your trouble

is not in the ignition system at all, but

lies in the line of compression under cer

tain conditions. As you are a Ford re

pairman, you no doubt know if one of

the valves is very leaky the car will

jump more or less like a grasshopper,

and it may very well be that one or more

of the valves in the car you mention are

so warped that they hold the compres

sion while the engine is cold, but when

the engine heats up the valves take on

a warp which prevents them from seat

ing and consequently much compression

is lost, so that no power is developed

when this particular cylinder fires. It

may also be possible that the seat is

warped. These defects can be remedied

respectively by the insertion of new

valves or the reaming of the seats.—

Editor.

Correcting Endplaying Ford

Crankshaft

Editor Motor World: In your issue

of Feb. 12th the question was asked how

to take the end thrust out of a Ford

crankshaft when the main bearings be

come worn. This can be done with a

1%-lb. soldering copper and a little

high speed babbitt. Build the bearing

up with a hot soldering copper and bab

bitt and scrape it down till it gives the

magnets the proper clearance. The

question was also asked what makes an

old Ford burn out bulbs when it did not

did so previously. Endplay in crank

shaft will cause this. The magneto get:

too close to coils and raises voltage too

high at high speed of engine. The bab

bitt and soldering copper will also stop

this trouble.--C. L. McKee, Dolores,

Colo.

 

No Tax on Keystone

Editor Motor World: Through an

error in the April issue of the Tire Rate

Book, the line “There will be no war tax

charge added” was omitted from the

pages containing price lists for Key

stone, Batavia and National speedway

tires. Therefore we ask you to print

this little notice to direct attention to

the tire trade that the price lists of these

three tires printed in the April issue

have already absorbed the war tax.—

Keystone Tire & Rubber Company, Louis

Rosenberg, Director of Sales and Adver

tising.

 

Firestone Employees Meet and Eat

BOSTON, May 1—Because of their

loyalty in doing the work of the'men

who were off to the war, the women con

nected with the New England branch of

the Firestone Tire & Rubber Go. here

were last week guests for the first time

at the annual spring dinner. The

affair followed a two days' confer

ence of salesmen traveling through the

New England district, which was called

by J. E. Mayle and C. B. Lindman, the

two officials sent here recently to take

over the management of the Boston and

New England branches. At the dinner

there were more than 100 present, and

moving pictures were shown of scenes at

the big Firestone factory. This was

followed by dancing.

 

Editor Motor World:

pass unnoticed.

automobile business.

Phil H. Brockman, St. Louis.

 

Most Instructive and Constructive

I just finished reading the wonderful

issue of April 16 of Motor World. I cannotlpermit this issue to

This issue contains the most instructive and constructive infor

mation I have ever had the pleasure of reading pertaining to the

You are certainly entitled to the highest

words of praise and thanks, in my opinion, by the entire automobile

industry of the United States—De Luxe Automobile Company,
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Best Maintenance Methods

For Dodge Brothers Cars.

Service Station Ideas for Speed and Economy

REMOVAL OF POWER PLANT

l—Jack up front end of engine

slightly and block it up securely in this

position. Do not place jack under the

oil pump.

2—Remove radiator.

REMOVAL OF RADIATOR

3~Loosen lock nut at dash end of

radiator brace rod.

4—Unscrew rod from radiator shell.

5—Break top and bottom radiator hose

connections at engine.

6—Unscrew two nuts anchoring radia

tor to frame cross member. These nuts

are reached from below through holes

in the lower flange of the cross member.

7—Remove the three studs which hold

the flanged member through which the

starting crank is inserted. This member

is located in the cross frame member

which supports the radiator.
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Pig. l—Clutch puller used to com

plete clutch d-isassembly

8—Remove the flanged member and

the ball joint which acts as the front

motor support. This is only a slip fit,

no puller being necessary.

9—Take out the tWO bolts, one in each

motor arm.

lO—Unbolt the halves of the universal

housing.

ll—Break the universal joint.

12—Remove gearshift and emergency

brake lever.

13—Disconnect speedometer drive

cable at lower end where it goes into

the gearbox.

14—Remove clutch pedal.

15—Disconnect brake pedal from its

rod by removing clevis pin from yoke

end on end of rod, and allow pedal to

drop to the rear, clear of the dash.

Iii—Remove vacuum tank where it

bolts to the cylinder head studs.

17—Disconnect the vacuum suction

pipe at the carbureter.

18—Disconnect the feed pipe from

main tank to vacumm tank at the

vacuum tank.

lQ—Disconnect fuel feed pipe to car

bureter at the carbureter.

20—Disconnect the throttle connec

tion at the carbureter and break the

choke connection at the carbureter.

21—Remove starter-generator cable

at starter generator but first render this

circuit dead by breaking connection at

the battery.

22—Disconnect wire from switch to

spark coil at latter point.

23—Remove pan on each side of the

engine extending between frame and

crankcase.

24—Break oil line running from check

valve directly in front of water pump

to dash. Break this connection at lower

union.

  

25—Disconnect exhaust pipe at mani

fold and muffler, and lift out.

26—Place tackle around engine and

slide engine to rear 3 in. to allow front

motor support to come clear of front

frame cross member.

27—Swing engine at an angle to allow

rear arms to come clear of channel

frame, and lift power plant out.

REMOVAL OF CLUTCH AND GEAR

BOX

l—Break universal.

Z—Drop emergency brake rod.

3—Remove exhaust pipe completely.

4—Block up engine at rear just in

front of the bell flywheel housing.

5—Remove bolts in rear motor arms.

G—Remove bolts holding bell housing

flange to crankcase.

7—Drop foot brake rod.

8—Disconnect flexible greasecup tube

 

Fig. 2—Clutch riveter, which is put

in a vise to prevent slipping
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Fig. 3—Puller for front half of universal joint. Fig. 4—To remove the

  

 

drive pinion, a plate is bolted to the four studs and pressure applied to the

‘ shaft

running from floor board to clutch

throwout.

9—Slide unit to the rear and lift out.

CLUTCH DISASSEMBLY

1—Remove two lock screws in clutch

throw-out yoke (visible from clutch hand

hole).

Z—Remove two nuts on clutch throw

out yoke.

3—Remove clutch pedal

shaft and loosen brake pedal.

4—Drive out clutch shaft to the left.

5—Lift out clutch unit.

6—Apply clutch puller, Fig. 1, to com

plete clutch disassembly. The puller

consists of a cross member with a bolt

terminating in a hook perpendicularly

placed at each extremity. The hooks

engage pins on the clutch.

7—Draw down on puller nuts until

the clutch spring is sufficiently com

pressed so that the split locking ring

may be withdrawn.

8—Remove split locking ring.

9—Ease up on puller nuts, and then

remove clutch spring.

10—Clutch plates may now be taken

apart.

REMOVAL OF CLUTCH ENDPLAY

1--When pressure is applied to the

clutch pedal, the tendency is for the

complete unit to be forced backward.

This thrust is resisted by fibre washers

in the spigot hole where the clutch shaft

and the mainshaft of the gearbox fit

together. Excessive play will prevent

proper release of the clutch when pedal

is depressed.

2—The correct number of washers

required in the spigot hole must be de

termined before the clutch is disassem

bled. This is done by removing clutch

inspection plate and working the clutch

pedal. Note what distance the clutch

unit moves back when pressure is ap

plied to the pedal and then when the

clutch is taken apart, add washers or

rather disks of suflicient thickness to

compensate for this lost motion. Prac

tically all lost motion should be removed.

If too few disks are inserted the clutch

will slip and if too many it may drag or

not release at all.

from its

 

  

of pipe for removing front bearing

adjusting ring carrying bevel pinion

bearings

     

 

Fig. 6—The drag-link cap is filed to

give adjustment

CLUTCH REFACING

l—Clutch refacing is a simple matter.

The facing comes already cut and drilled

so that it is merely a matter of riveting

the new facing in place.

are used. A special tool, Fig. 2, is em

ployed. The body of the tool consists of

a small slab of steel about 1%. in. thick

and roughly C shaped. The rivet anvil

is a hardened piece of steel pinned in

place. The hammer or punch is made

from an old valve stem and is also hard

ened. The tool is put in a vise, the two

pins A serving to prevent the tool from

slipping as repeated blows are applied

to the rivet set. A clutch facing may be

riveted with great rapidity with this

tool.

In putting in rivets half of them

should face one way and alternate ones

in the opposite direction.

Hollow rivets

This tool may also be used for riveting

brake lining.

UNIVERSAL JOINT REMOVAL

l—Take out nuts holding halves of

housing flange together.

2—Unbolt the two halves of the uni

versal.

3—The front half of the universal may

be removed from the mainshaft of the

gearbox by using the puller, Fig. 3.

REMOVAL OF GEARBOX

l—Remove top plate with levers.

2—Remove four bolts carrying the

front half of the universal.

3—Pull universal ofi'.

4-—Remove four studs inside of uni

versal housing.

5—Pull out main shaft.

6—Remove reverse idler. This gear is

carried in a plate which is bolted to the

left side of the gearbox.

7—Remove pin and bolt holding

countershaft at rear end.

8—Pull out countershaft.

REAR END REMOVAL

1—Block up rear end of car securely.

2—Break universal joint.

3—Break emergency and foot brake

rods at equalizers.

4—Remove four spring clips.

5—Pull rear end out.

If grease leaks out at rear wheels, the

housing is too full. Five pints is suffi

cient.

DISASSEMBLY OF DIFFERENTIAL

1—Remove axle shafts by unbolting

hub flanges.

2—Take off large inspection plate ex

posing differential.

3—Take ofi caps holding Timken

bearings and lift unit out.

4—Remove cotter pins and nuts on the

four studs which hold differential unit

together and disassembly is completed.

BEVEL PINION REMOVAL

l—Remove axle shafts.

2—Remove wheels. First loosen lock

screws on split nuts which hold wheel

bearings in place, then remove nuts.

3—Drive brake housing over suffi

ciently so that cross brake shafts clear

torque tube housing.

4—Remove nuts holding torque tube to

axle housing and lift out torque tube.

drive shaft and bevel pinion complete.

5—Remove locknut holding pinion in

place and pull pinion ofl'.

TO REMOVE DRIVESHAFT

l—By the use of a special tool, Fig. 4,

the driveshaft may be forced to the

front. The tool consists of a plate which

is bolted in place on the four studs

which hold the bearing caps. A screw

through the center of this plate applies

pressure to the pinion end of the drive

shaft. This tool may also be used for

driving the shaft out of the pinion in

case difficulty is experienced in removing

the pinion.

PINION ADJUSTMENT.

l—Remove small plate located on

torque tube directly behind bevel pinion.
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2—Two serrated collars will be ob

served through this hole.

3—To set up on bevel pinion, back

off on front collar by turning it to the

left, then take up on rear collar by turn

ing to left until bevel pinion is cor

rectly meshed. Finally turn front collar

to right to remove any excess lost motion

in the bearings.

REMOVAL OF COLLARS

1—The rear collar is removed by turn

ing to the left with the aid of a screw

driver or punch.

2—A special wrench, Fig. 5, which

will fit the serrations in the front collar

must be made to remove it. Such a

wrench can be made of a piece of pipe.

REMOVAL OF BRAKES, EXTERNAL

l—Remove drive shafts.

2—Remove wheels.

3—Remove anchor pin at rear and at

top of external brake.

4—Remove clevis pin on brake lever.

5—Remove wing adjusting nut.

REMOVAL OF BRAKES, INTERNAL

1—Remove cotters on rear shoe sup

port.

2—Remove cotters on

springs, top and bottom.

3—Remove main clevis pin on toggle

mechanism.

4—Slide drum back and pull it out.

clearance

STEERING GEAR REMOVAL

_1—Remove steering drop arm.

2—Loosen coupling at base of steering

post, driving it up clear of the joint.

3—Loosen 2 nuts holding housing to

frame.

STEERING GEAR DISASSEMBLY

l—Loosen lock screw at top end of

case.

2—Remove adjusting nut at top of

case.

3—Lift worm out.

4-Remove plate on side of case.

5—Lift out worm gear and shaft.

STEERING ADJUSTMENT

1—Endwise lost motion in gear shaft

removed by adjusting lock nut and set

screw on plate on steering gear.

2—End motion in worm removed by

nut at top end of steering gear case,

taming it to right to reduce play.

DRAG LINK ADJUSTMENT

l—Rear end of drag link has usual

castellated nut. Turh nut up to right to

reduce play. -

2—To remove play in front ball joint

of drag link, take off cap, Fig. 6, and

file sufficient off of its surface to elimi

nate objectionable play.

CYLINDER HEAD REMOVAL

1—Drain radiator by opening petcock

below water pump.

2—Break upper hose connection at

engine end.

3—Remove cylinder head nuts, leaving

vacuum tank in place.

4—When applying gasket preparatory

to head replacement smear both sides

camfully with a thin coat of cup grease.

This prolongs the life of the gasket and

prevents the sticking of the head next

time it is removed.

5—Tighten head nuts little by little

so that pressure will be applied evenly

all over. '

6—After engine has run about 15 min.

give nuts their final tightening. Head
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G—Pull pump out.

7—Put pan back.

8—Put pump back using wrapping

paper gaskets on both faces of pump

housing. .

OIL ADJUSTMENT

1—Oil Gage on dash should show pres

sure of 2 to 4 lb. at 20 m.p.h.

2-If pressure is too low or too high

and investigation shows that adjustment

is required, then remove springs in by

pass located directly in front of the

water pump, stretching it for more pres

sure or cutting it off to give less pres

sure.

OIL STRAINER CARE

The oil strainer is located in the for

ward end of the bottom of the oil pan.

It covers the entrance to the tube through

which the oil pump draws its supply,

straining the oil before it can be pumped

to the working parts of the engine. If,

with plenty of oil in the oil pan, there

is no indication of oil pressure on the

oil gage when the car is running 15 to

25 m.p.h., or when the clutch is thrown

out and the engine accelerated, the

strainer should be removed and cleaned.

This can be done by disconnecting the oil

feed tube, removing the two cap screws

which hold the strainer flange in place

and draining the oil.

If there is still no indication of oil

pressure the oil feed tubes, oil pump or

oil feed pipe inside of the cylinder block
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F'ig. 8—Section of generator, showing construction

should not leak if surfaces are clean,

and gasket is neither old nor damaged.

OIL PAN REMOVAL

1—Remove nuts'holding pan to crank

case.

2—Remove two studs in front of fly

wheel housing.

3—Break two oil connections at oil

pump.

4—Before replacing pan, remove oil

pump, replacing pan without pump, ap

plying pump after pan is in place.

5—Remove two screws holding pump

housing to pan.

is clogged. Inspect the oil pump and

the oil feed tubes, then the pump. Finally

blow out the oil feed pipe inside the

cylinder block with compressed air.

When old oil is drained out and fresh

added, and the gage does not register,

priming may be necessary. Remove the

ball check valve and spring and pour oil

down the tube. The spring and the ball

may be readily removed by use of a

magnet and a nail. The nail is placed

against the ball and the magnet against

the nail.

To determine whether oil is flowing

through feed pipe inside crankcase when
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gage does not work, it is best first to

remove oil inspection plug just beyond

the lower rear corner of the rear valve

cover plate. If oil spurts out at this

point with engine running it shows that

trouble is in the gage.

CAMSHAFT REMOVAL

l—Remove radiator.

2—Remove ignition unit.

3—Remove two studs holding plate

which holds camshaft thrust plug.

4—Remove water pump and its driv

ing gear and housing as a unit.

5—'Rer'nove fan.

6—Block up engine.

7—Remove upper half of timing gear

case. (See instructions for removing

engine in order to remove starting crank

bearing.)

8—Remove starter chain, breaking it

at the master link.

9—Drive pin out of crankshaft.

10—Pull ofl' oil pump gear and start

ing drive gear together.

ll—Remove valves and tie push rods

away from cams.

12—Pull out camshaft.

STARTER CHAIN REMOVAL AND

REPLACEMENT

l—Remove housing enclosing starter

generator pinion.

2—Turn engine over until master link

is exposed.

3—Break master link and attach both

ends of new chain to old chain.

4—~Crank engine over until new chain

is in place, when old one may be re

moved and master link of new chain

closed.

5—Adjust chain.

TO REMOVE A LINK

l—Remove master link.

2—Attach two ends of a wire the

length of the chain to each end of the

chain.

3—Wind chain off, leaving wire in

place.

4—Remove link.

5—Replace chain by reversing pro

cedure.

If the oil pan has been removed, then

the chain may be reached with the

fingers from beneath, and thus removed.

ADJUSTMENT OF CHAIN

l—Loosen band holding generator.

2—Remove housing enclosing starter

gcnerator pinion.

3—Back off on set screw which sticks

out through side of case.

4—Lift up tongues on lock washer.

5—Loosen lock nut.

6—Turn eccentric nut one way or the

other until slap in chain is reduced to

V2 in. If chain is adjusted too tightly

it will hum.

7—Tig'hten set screw and lock it.

8—Tighten locknut and lock it by

turning lock washer tongues into ser

rations in its periphery.

9—Adjust wedge blocks on crankcase

until they are just in contact with star

ter-generator.

10—Tighten band holding starter-gen

erator.

Whenever oil pan is removed it is wise

to look for play in the starter-generator

drive sprocket on the crankshaft.

REMOVAL OF GENERATOR

1—Remove pinion housing of starter

generator.

2—Break starter chain, wiring the two

ends together after the pinion is free of

them.

3—-Remove eccentric lock screw.

4——Remove starter-generator band.

5.—Pull starter-generator out with ec

centric lock nut and gear in place.

REMOVAL OF ARMATURE

l—Remove four nuts on sprocket end

of generator and pull plate off with arma~

ture.

2—Undo pinion sprocket nut and pull

pinion ofi.

3—Remove bearing back of sprocket,

which comes off when the armature is

driven out of the plate. The front arma

ture bearing is lubricated automatically

from the chain.

THIRD BRUSH ADJUSTMENT

1-—Turn screw in rear of generator

just below fuse in anti-clockwise direc

tion for greater charging rate.

CONDENSER REMOVAL

l—Condenser is located in the breaker

box of the ignition unit; unloosen wires

connecting it at either end and take off

two nuts underneath, when it can be

lifted out.

(‘UiL REMOVAL

l—Undo nut on underside of coil hous

ing, disconnect wiring and lift coil out.

(TARBURETER CARE

l—To clean metering pin, undo bottom

nut on carbureter, withdraw pin and

wipe it off with a rag soaked in hydro

chloric acid.

2—If air valve sticks, the air valve

stem may be dirty. Remove carbureter,

remove mixing chamber and bottom

flange. Use forked tool for holding dash

pot end of valve against turning, while a

wrench is applied to the upper end and

the two parts of the valve unscrewed.

When apart, wipe stem or neck of air

valve which slides in a guide in the

body of the carbureter with a rag

moistened with hydrochloric acid.

3—There is only one adjustment on

the carbureter and that is on the meter

ing pin. Turn knurled screw down for a

richer mixture.
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SHOOTING TROUBLES
Save your back issues of Motor World because inquiries

are frequently answered by reference to a previous issue
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A Leaky Carbureter

Editor Motor World: We have a 1918

Briscoe. The carbureter leaks when the

car is not in use, unless turned off. We

are compelled to stop the engine in order

to adjust.—Harold S. Brown & Co., Plant

City, Fla.

Answer—There were four different

carbureters fitted to the 1918 Briscoe car,

and unless we know which particular car

bureter is on your car we cannot give

you definite instructions as to correcting

the difliculty. The different carbureters

that were fitted are the Buick, Mayer,

Carter Model F. O. and Carter Model L.

If you will consult the instruction book

that came with the car, you will find pic

tures of the different makes of car

bureters, and you will be able to identify

the makes from these pictures provided

there are no name plates on the car

bureter.

Regardless of what make of carbureter

is on the car the leaking that you speak

of is caused by the float valve not seat

ing or by improper float adjustment.

If the float valve does not seat there

is either dirt on the seat or either the

float valve or the seat is scored or

marked so that the valve does not come

down tight and shut ofl’ the flow of gaso

line. If the float is set too high, this will

make the level of the gasoline in the float

chamber too high and it will run out of

the fuel nozzle at all times whether the

E.1 r.

car is standing or running. This will

give a poor mixture while running and

it will be almost impossible to get a good

mixture at all speeds. The float valve

should be adjusted so that the level of

the gasoline is from one-quarter to three

eighths of an inch below the fuel nozzle.

It looks very much as if this possibly is

your trouble, because you speak of hav

ing to do a lot of adjusting on the road.

If the float valve were properly adjusted

so that the gasoline level were correct,

it should not be necessary to do so much

adjusting—Editor.

 

Adjusting Carbureter for High Altitude

Editor Motor World: Will you please

tell me how to adjust a carbureter from

a low to a high altitude?-—J. B. McFall,

Eugene, Ore.

Answer—Unless there is quite a con

siderable difference in altitude, there

should not be any necessity of change in

the adjustment of the carbureter. At

higher altitudes the atmosphere is not so

dense, consequently there is not as much

oxygen in a cubic inch as there would be

at a lower level, where the air is more

compressed. With the decreased amount

of oxygen it is necessary to decrease the

gasoline at the needle valve slightly to

compensate for this. Unless the differ

ence in altitude is very great, the adjust

ment would be very slight.—Editor.
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Automotive Equipment
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IMPERIAL 14 AIR COM

PRESSOR

This is an air compressor of

the vertical type for belt drive.

Made in four sizes, with ca

pacity from 3 to 45 cu. ft. per

minute, at pressures to 100 lb.

A pressure of 200 lb. can be

obtained provided more power

be used. The smaller size has

a ribbed cylinder for air cool

ing. the larger sizes employing

reservoir jackets. When driven

from a line shaft, tight and

loose pulleys are supplied.

\Vhere the use of an independ

ent motor is planned, they are

ordinarily furnished as a unit

complete with motor, belt and

short-drive attachments. A

hardwood base plate is included

with the standard equipment.—

ingersoll-Rand Co., 11 Broad

way. New York City.

KETCH-A-KICK FOR FORDS

This is a safety crank-catch

for the Ford. It is attached

around the front frame member

by means of bolts and it occu

pies such a position that when

the crank is turned around in

the direction necessary to start

the engine, the hook is pushed

out of the way and the crank

passes on in its natural direc

tion. When the engine back

fires, the crank strikes the

catch in such a way that the

hook catches the crank, which

slides upward and outward,

thus disengaging the crank

from the engine and holding it

in the hook. Price $1.50.—Au

tomotive Exchange of America.

Hippodrome Annex, Cleveland.

P. I. W. TIRE BUILDING

STAND

This is a tire building stand

made in two models, the Si

allowing the ratchet to be

worked by foot and the SC hav

ing a manually operated ratchet.

Otherwise both models are alike.

This spider revolves on a turn

ed shaft riveted into the arm

and has three adjusting screws

capable of handling cores 0!

any size tire from 28 to 44 in.

in diameter. The ratchet is re

versible and on the foot-oper

ated model the foot lever can be

changed from one side to the

other. Price $45 for the Model

84 and $42.50 for the SC.—

Pechstein Iron Works, Keokuk,

iowa.

BAKER WHEELS WITH

PNEUMATIC RIMS FOR

FORD TRUCKS

This is a set of wheels to re

place the solid tired wheels on

the rear of the Ford trucks.

  

  

imperial Air Compressor

Baker Wheels with

Pneumatic Rims Wilson Englne Stand

I:
z
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The wheels are equipped with

Baker rims, straight side type.

The size is 34 x 4%. All that

is necessary is to change the

hubs, the purchaser buying the

pneumatic tires. Price $38. in

cluding two wheels. one spare

rim, 12 new hub-flange bolts

and one socket wrench—Baker

Rim dz Auto Supply Co., Inc..

250 West Fifty-fourth Street.

New York City.

SECURITY AUTO TH EFT

SIGNAL

This is a clamp which is

locked around the tire and rim

of the car. The outer end of

the clamp is pointed and ex

tends about 3 in. beyond the

tire so that while it is perfectly

possible to move the car in case

of necessity, any attempt to

run the car will result in a very

noticeable bouncifig of the

wheel to which the signal is at

tached. As the manufacturer

offers a reward of $100 for the

arrest and conviction of anyone

stealing a car equipped with

this device, and this is plainly

noted on the device, detection

of the thief is quite easy. Made

in sizes to fit tires from 3 to 5

in., prices ranging from $7 to

$12.-—Miiler-Chapman Co., 1047

West Sixteenth Street, Los

Angeles, Cal.

BEACON ELECTRIC TUBE

VULCANIZER

This is a tube vulcanizer with

a capacity of 4 tubes, the heat

for generating the steam being

supplied by electricity. An au

tomatic regulator keeps the

temperature constant and the

outfit is complete with necessary

clamps, steam gage, rack and

cord—Bacon Vulcanizer Mfg.

Co., 1853 Thirty-eighth Avenue,

Oakland, Cal.

FEASTOR ACCELERRTOR

NOW ".50 '

The price of the Feastor foot

accelerator has been reduced

from $3.75 to $2.50. Made by

Peter Gray & Sons, Inc., Third

and Binney Streets, Cambridge.

Mass.

WILSON ENGINE STAND FOR

FORDS

This is a stand for Ford en

engines with special locking fea

tures to hold the engine rigid in

any position. The base is wide

enough to prevent upsetting and

wheels are provided so that the

whole outflt can be moved

around. Shipping weight 100 lb.

Price $20.—K. R. Wilson, 10-16

Lock Street, Buffalo, N Y.
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No. 2116-—MAGNETO-BEARING

PULLER.

A magneto-bearing puller is made by

slightly altering a machinists’ vise and

adding an attachment, the alteration not

rendering the vise any less useful for

ordinary work. Two half-circular grooves

are cut across the face of the jaws at one >

end of the vise, these being cut by closing

the vise and drilling a hole the correct

diameter, softening the vise jaw at that

point if necessary. Two holes are drilled

and tapped in the other end of the vise,

one in each jaw, and cap screws go into

these to hold the slotted plate, which is

drilled and threaded at the center to take

the long pointed screw which presses the

shaft out. In operation the bearing is

held in the grooves, the slotted plate fas

tened on and the pointed screw turned in

against the shaft.—W. F. Howard, Kay

& Burbank Co., Santa Ana, Cal.

No." 2117—SOLDERING MULTIPLE

STRAND WIRE

Multiple-strand wire is soldered with

a smooth joint and without a big bulge

by peeling back the insulation on each

end for about Bé in., thrusting both wires

together without twisting the strands so

that the strands go into each other for

the 1,5 in. A single strand of the wire

is then wrapped tightly around this joint,

which is soldered in the regular way.

The resulting joint will be very little'

larger than the regular wire.—-W. H.

Lane, Auto Electric Appliance Co., Den

ver, Col.

No. 2118—LIFTING THE FORD

ENGINE

The Ford engine is lifted and balanced

by means of a hook with a threaded bolt,

this being threaded into one of the

cylinder-head-bolt holes between the

third and fourth cylinders. The hook is

madefrom an old steering-rod fork. The

end of the steering rod is left in the fork

and cut off flush. A regular Ford

cylinder-head bolt is then put through

the hole and the head will prevent its

slipping through—Albert B. Jackson,

East Providence, R. I.

No. 2119—A ONE-WIRE TEST SET

A set of dry cells for testing is made

more convenient by sheathing the outside

of the box with tin or zinc and connect

ing one of the battery terminals to this.

The other terminal is connected in the

usual way. By setting the test down on

any metal part of the car, one terminal

is automatically grounded to the frame

and the exploring can be done with the

other wire with one hand—Arthur Lam

bert, Lalime & Partridge, Inc., Boston.
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Repairshop Shor cu s

From Motor World Mechanics
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Make a Dollar

OW often have you been

compelled to rack your

brain to overcome some diffi

culty? But when you did find

a solution—what satisfaction

it was! ' Well, here’s a chance

for you to dig some of those

life-savers out of their hiding

places and put them to work

for your fellow-craftsmen.

Send them to Motor World.

We will pay you a dollar for

every one accepted for pub

lication.

The only requirements are

these:

1—Describe the shortcut

briefly but clearly, in few

words.

2—Send a sketch, in pencil

or pen, no matter how rough;

our artists will finish the job.

3—Write on ONE side of

the paper only.

4—Sign your name and '

initials, the name of the com

pany you are with, and the

town.

Write plainly. If your

name is unusual, print it in

capital letters.

  

 

No. 2120—JIG FOR REMOVING BUICK

VALVE SPRINGS

The spring cap and spring of the Buick

valve is removed by making a small tool

or jig, which is attached to the bench.

It consists of a flat piece of machine

steel 3/16 in. thick, 1 in. wide and 4 in.

long. A %-in. hole is drilled 7,4; in. from

one end and this is slotted out to the end

with a hack saw. Two 1/4-in. holes are

drilled in the other end and countersunk

for wood screws so that the jig can be

screwed to the front of the bench. Push

ing the valve against this, the valve stem

going through the slot and the washer

resting against the jig relieves the ten

sion and the valve can be disassembled.

—W. I. Jenkins, Sherwood-Chastain

Auto Co., Mitchell, Ind.
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No. 2121—BOILER MADE FROM

PREST-O-LITE TANK

A steam boiler for battery or other

work is made from a Prest-O-Lite tank

from which the filling has been removed.

The stem is heated and screwed out and

the tank filled about half full of water.

A try cock is threaded into the tank at

this level so that the level of the water

can be ascertained at any time. The nec

essary connections are made for convey

ing the steam to the desired point, and

the apparatus is equipped with a steam

gage. A gas or gasoline burner sup

plies the heat.—Kelsie Click, Decatur,

Ind.

No. 2122—STEAM BOX FOR

BATTERIES

A steam box for softening the sealing

compound on batteries is made by sur

rounding a small wash boiler with a

wooden box and filling the space in be

tween with a heat insulating material.

The box is made several inches larger in

_all directions than the boiler and wet

paper can be used for the insulator. It

is packed down while wet. The metal

cover of the boiler is discarded and a

%-in. board made to exactly fit the top.

The steam is admitted through a nipple

and elbow, this going to a tee through a

long elbow and the tee being attached at

one end to the steam line and a plugged

nipple at the other. The distance is such

that it acts as a hinge. The top board

has two battens which press the lower

cover in place—Kelsie Click, Decatur.

Ind.

No. 2123—REMOVING BROKEN

VALVE CORES

Broken valve cores are removed with

a tool made by grinding down the jaws

of a pair of tube-patching pliers. They

are made small enough to go in the valve

stem while slightly open.—Joe Hamblet.

Jr., Florence Rubber Co., Florence, Col.

No. 2124—CASING HANGER

A hanger for holding casings while

doing inside work or inspecting is made

by hanging a strong cord or piece of

clothesline from the ceiling and wiring

some washers to it at intervals. A hook

in the lower end of the line completes the

device. The line is passed through the

casing and the hook is inserted in which

ever washer will hold the casing at the

desired angle—Charles C. Hinton.

Orange County Tire Co., Santa Ana, Cal.
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EAST France, will be sales manager and K. V.

Berthold of Aurora, will be assistant.

A. E. Powell, Aledo, Ill., has opened a new

garage, service station and sales agency on

East Seventh Street. The Chandler will be

distributed in Mercer County territory.

Powell was formerly in the same business

in Galesburg, Ill.

Arthur L. Johnlon, Rockford, 111., has

opened a. truck agency and service station

at 120 to 126 North First Street and the

plant will be known as the Central Garage.

White and Stewart trucks will be distrib

uted in Winnebago County territory. Earl

Bengston has been appointed sales manager.

Johnson will also operate a repairshop and

iccessory store at 130 North Madison Street.

Paul Paulson has been appointed manager

of the mechanical department.

Al C. Webb, formerly the head of the Webb

Motor Fire Apparatus Co.. St. Louis, has or

ganized the A. C. “’ebb Motor Car Co.. In

dianapolis, to handle the Moon.

Storage Battery Co. is the name of a new

company which will handle distribution in

Indiana for the Philadelphia storage battery.

Andrew TV. Hutchison. vice-president of the

Detroit Electric Sales Co.. and secretary or

the Indianapolis Automobile Trade Associa

tion, will head the new company. Duncan F.

Holliday, formerly of the Exide Battery dis

tributing agency, is vice-president; May

belle R. Hutchison. secretary, and Ralph K.

Smith, treasurer.

H. Nelson Dunbar, formerly of Pittsburgh,

Pa., is the president and general manager

of the H. N. Dunbar Motor Co., recently or

ganized to distribute Liberty cars in In

diana. Before coming to Indianapolis Dun

bar was manager of the Ford assembly plant

In Pittsburgh.

PACIFIC COAST

H. M. Duycklnck, proprietor of the Rising

Sun Garage, Rising Sun, Md., will erect a.

two-story, 75 x 100 ft. addition to his garage.

This will give a capacity for 145 cars.

The Security Auto Theft-Signal System

has opened an office and store at 253 West

Fifty-eighth Street, New York‘ City. for

wholesale and retail distribution of the Se

curity Auto Theft Signal. Marce J. Orr is

in charge of the store and Robert Hays in

territorial manager.

MIDDLE WEST

Bennett-Williamson Co. has been organ

, ized in Detroit to handle Tranport trucks.

The owners are Glen D. Bennett and L. P.

Williamson, both experienced automobile and

truckmen. This truck is made in Mt. Pleas

ant, Mich.

Mt. Sterling Auto 60., Mt. Sterling, 1111.,

will erect a new building. 62%, x 120 ft., two

stories, to cost $35,000. The company op

erates a garage and repairshop.

Nash Garage, 16 Court Sereet. Fond du

Lac, Wis., owned by Dunham & Campbell,

has been appointed district dealer in the

Case tractor and tractor implements.

A. J. Feldmann and Jack Anton, Plymouth,

Wis.. have formed a partnership as Anton

& Feldmann and will handle Essenay products

exclusively in Sheboygan County. -

Raab-Thleman Co.. Sheboygan, Wis, Ford

dealer, has arranged for the construction of

a new salesroom and service building on

North 8th Street in that ‘city. which will be

the first structlre of its kind on Sheboygan's

principal business thoroughfare. The build

ing will be 80 x 100, two stories, with the

entire second floor devoted to service and re

pairs. A plate glass front will stretch

across the entire 80 ft. frontage. The pres

ent large headquarters on Niagara Avenue

will be retained and also enlarged during the

summer.

Noble 2. Smith Auto 00.. Milwaukee, new

State distributer of the National, has opened

headquarters and salesroom at 622-626

Wells Street, Milwaukee. Noble Z. Smith,

head of the company. formerly distributed the

National in Michigan. In recent years he

conducted a large garage and dealer business

in Green Bay, Wis. -

F. J. Noetzel, of Elkhart Sales Co.. 1116

Wells Street, Milwaukee, has been appointed

State distributer of the Huffman truck.

Healy-Larson Motor 60., Milwaukee. dis

tributer of the Westcott. has been designated

as distributor of the Republic truck in the

State of Wisconsin.

Kenoeha Motor Sales Co.. Kenosha, has

been incorporated with a capital stock of

$20,000, and will deal in the Hudson, Essex,

Dodge and the Republic truck. A new gar

age. salesroom and service building, 55 x 127

ft., to be ready July 1. will be erected.

Peter Rohde and Rene Buster are the prime

movers.

Elmer Tuttie, Antigo. Wis.. is a. new Grant

Six dealer and will build a one-story fire

proof garage, 44 x 70.

Norman Fraser, Streator. Ill.. has opened a

new garage and repairshop. which will be

an adjunct to the sales agency he has op

ernicd for some time.

Cadlllac Sales 60., Rock Island, 111., has

been organized and has opened a garage at

409 Harrison Street. K. G. Zoller, who re

cently returned from the army service in

Harbert Motor Sales 00., 1333 I Street,

Fresno, Stutz dealer, has secured the agency

for Nash cars and trucks and remodeled and

enlarged its salesrooms.

Evlne Rubber 6. Supply Co.. has retired

from the accessory field and moved to new

quarters at 1839 Merced Street, Fresno. and

will act as wholesale distributer of Firestone

tires in Madeira. Kern, Fresno. Kings and

Tulare counties.

Bottoms-Williams Motor Co. has taken

possession of its new 50 x 150 building at

1330 Van Ness Avenue, Fresno, which has

been specially designed as salesrooms and

service station for the Hudson. Hupmob‘ile.

Essex and Oakland. The former premises,

1826 Fresno Street, are retained as a used

car department.

Compton Bros. have opened a vulcanizing

shop at 2240 Tulare Street, Fresno.

The Nlederaur Truck Mfg. Co.. 2220,1nyo

Street. Fresno, has been appointed distrib

uter of the Brown truck unit and the Traffic

truck.

W. S. Nash has leased the new garage

building at 1433 I Street, Fresno, and will

operate it as Nash's Garage.

R. B. Wilson, Paige distributer for Ma

deira and Fresno counties, has taken pos

session of a new 75 x 150 building at 1357-59

I Street, Fresno.

E. V. Leek and E. A. McMullln have sev

ered their connection with the Splitdorf

Electric Co. and opened the Auto Electric

Repair Shop at 1358 I Street, Fresno. They

specialize in armature rewindlng.

W. F. Huffmyer and Leslie Mugg. former~

ly of the Evins Rubber Co.. have established

the Service Vulcanizing Vi'orks at 1937

Merced Street, Fresno.

Geo. E. Carroll and Eugene P. Boyce have

established a Detroit Battery service station

and tire salesrooms at 1367 Jay Street.

Fresno.

T. L. Newton has enlarged and remodeled

his repairsth at 921 L Street, Fresno.

Lyons-Morgan Co.. 921 I Street. Fresno,

has secured the agency for Case tractor§

L. A. Humphrey, formerly manager of the

Fresno Auto Wrecking Co., has opened a

used car and parts establishment at 457 1

Street. Fresno.

Fresno Tlre Sales (30., distributer of Key

stone and National tires and wholesale and

retail dealers in factory seconds, have lo

cated at Jay and Merced streets, Fresno.

with S. Kravetz as manager.

Geo. C. Warner, formerly service manager

of the Giffen-Wolfe Ford agency and C. M.

Paul, engineer of Fresno Rock & Product

Co.. have entered into a partnership and

opened the Warner & Paul Garage at 651

I Street. Fresno.

C. C. Berry and Bert Hagan- have opened

the B & H Vulcanizing Works at 1806 E.

Front Street. Selma, Cal.

F. C. Owens, formerly assistant manager

of the San Francisco branch of the Exide

Battery Co.. and C. L. Davenport, have ac

quired the controlling interest in the capital

stock of the Electric Laboratories, Inc. A

new building, 50 x 110. has been erected at

1347 Van Ness Avenue, Fresno, devoted to

automotive electrical service with a battery

department exclusively for Exlde battery

sales and service. The new officers of the

company are F. C. Owens. president; L. L.

Davenport. vice-president. and C. 1.. Daven

port. secretary and treasurer. I

M. E. Francisco, operating as the Francisco

(20., has opened a supply store at Merced

Street and Van Ness Avenue. Fresno.

Samuel Beck and J. B. Pell have become

owners of the Visalia Tire & Rubber Co.. and

moved to a new store at 110 E. Main- Street.

Visalia, Cal.

Liberty Tire Co. has opened at 936 I Street.

Fresno, with a stock of Firestone tires.

0. L. Steele, manager of the Ford agency

Visalla. Cal.. has established the Tire Shop

at 318 E. Main Street, specializing in Fire

stone solld tires and equipped with a. h!

draulic press.

Wllllmott Motor 00., Chevrolet, Scripps

Booth and Paige dealers at Visalia. Cat. have

moved to a new building~at 219-21 West

Main Street. .

Dlnuba Garage, Dinuba. 08.1., has become

Stewart and Signal truck dealer and will

also handle Cleveland tractors.

Eilot E. Bradley, Studebaker dealer at

Fresno and Visalla, Cat, has entirely rebuilt

and remodeled the building at 1402 I Street.

Fresno. The Visalia. branch has taken on

the White truck agency.

L. J. Price and Frank Anderson have pur

chased the Willard service station and vul

canizing shop operated as the Selma. Battery

and Vulcanlzing Works at Selma. Cal.

Geo. R. Welborn, owner of the South End

Garage, Mt. Reedly. Cal., has erected a new

building with service station adjoining. and

taken J. I. Mallette in as a partner.

Wesley's Garage, Fresno, has been ap

pointed Sandusky tractor distributor for

Fresno and Madeira counties and official

Vim truck service station.

Jess Anderson and J. A. Wise have estab

lished the Valley Auto Exchange at 817 1

Street, Fresno.

HInee-McGlnnle '&. Co.. automobile electri

cians, have opened a. service station at 1305

Van Ness Avenue. Fresno.
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Gordon 4. Einstein have secured the

agency for Wallis tractors and established

salesrooms at 1429 Van Ness Avenue, Fresno.

E. C. Smallin, Ford and Fordson tractor

dealer at Clovis, Cal., is erecting a new

building, 75 x 80, which will be used for

Ford service exclusively. The present prem

ises will be devoted to the Fordson tractor.

Beasley &. Noren, Clovis, Cal., have been

appointed Overland dealer and are erecting

a new building, 50 x 125, at the corner of

Fifth and Polasky streets.

H. J. Levey has established the Tire Hos

pital at 168 North L Street, Dinuba, Cal.,

with a complete vulcanizing equipment, and

specializing in Horseshoe and Savage tires.

SOUTHWEST

P. P. Hughes, Emporia, Kan, has opened

a battery station.

Southwestern Tire Repair Shop, Liberal.

Kan, has recently opened for business under

the management of J. M. Wheeler.

Karl H. Begge, Herlngton, Kan, has leased

a building for a. garage and repairshop.

Neal Motor 00., Kansas City, has recently

been incorporated with $75,000, all of which

has been subscribed. The company will open

a salesroom in the near future.

E. J. Turner, Clifton, Kan.,

work on a new garage, 42 x 100.

J. D. Jones, McAlester. Okla, will soon

erect a new garage.

has started

  

  

6. T. O'Mallcy Ford Agency, Kansas City,

has leased a four-story and basement build

ing at 1717-19 Walnut Street. for Fordson

tractors. This is in addition to present

quarters.

Cooper Motor Co., Kansas City, has added

the Gary truck to its line at 1618 Grand Ave

nue. It also handles Autocar and U. S.

trucks.

Gateway Motor Car Co., Kansas City, a

newly organized agency for Commerce trucks,

has leased a two-story and basement build

ing at 1517 McGee Street.

United Tire a Supply Co., Kansas City, has

recently been organized by A. B. Clarke.

formerly in charge of purchases for the Home

Telephone Co., to distribute Dreadnaught

pneumatic tires and to retail Republic truck

tires. A salesroom has been leased at 1815

Grand Avenue and is being remodeled to in

clude some new features of tire selling equip

ment.

Butler Motor Co., Kansas City. has signed

a contract for a ten-year lease at a total

rental of $120,000, for a four-story and base

ment building. to be erected at Twenty

sixth and Grand avenue. The building will

have 60,000 sq. it. of floor space. The Butler

company is distributer for Dodge Brothers

cars and trucks in this territory.

Halifax Brothers, Thomas, Okla., will open

an Auto Electric service station.

Graves & McCoy, Neodesha, Kan, have

opened a salesroom for Buick and Dodge

cars.

E. S. Trowbrldge 6. Son, Braymer, Mo..

will open a Gates Halt Sole tireshop.

Halve a Harnby, Altus, Okla, have opened

a painting and repairing plant.

Albert Clark Motor Co. has'been organized

in Kansas City to distribute Detroit electrics

in seven states, succeeding to the distribu

tion previously handled by the Anderson

Electric Car Co., through its Kansas City

branch. Albert T. Clark for 9'years man

ager of the branch, is president of the new

company; Eldon C. Hemenway, 8 years on

sales. 4 years as salesmanager, will be

treasurer and salesmanager of the company.

John Mattson, for the past several years

cashier, will be secretary. Clark will be

general manager.

HIS photograph of a Dodge chassis attached to an intermal-gcar-dri-vc unit equipped

with 38 x 'l cord tires and carrying approximately 5200 lb. shows how a wideawake

dealer in Nebraska solved the (lifliculty of demonstrating his tractor to a large number ‘

of farmers scattered over a wide territory. By installing the tractor on a specially

built deck above the frame of the chassis he was enabled to bring the tractor, at short

notice, to the farmer's very door and give him a field demonstration on the spot. The

above old/it). with its unusually heavy load, has carried tractors thousands of miles

over a large portion of Nebraska. The plan has been so successful that the dealer has

standardized this plan of selling tractors throughout his territory and added a fleet of

chassis equipped in a similar way

The Delmar Auto Supply Co. has opened

an equipment store and garage at 5802 Del

mar Avenue, St. Louis. J. M. Cohen and

A. R. Smith are the owners.

The Rottercman Automobile &. Truck Co.,

St. Louis, has added the Wheat tractor.

The Ambu Electrical Service Co. has

opened a station at 2012 Locust Street, St

Louls, for Ambu equipment. Nicholas Hei

man is manager.

The S. C. Hoffman Magneto Co. is remov

ing from 1026 Pendleton Avenue to 3219

Locust Street (Motor Row), St. Louis. The

company handles service {or 11 makes of

magnetos. S. C. and D. T. Hoffman, the

owners, have both reached home from serv

ice in the Aviation Department.

NORTHWEST

Cale Auto Co., Fountain. Minn., bought

and will operate the Hervey garage.

Martin Rosendahi, 229 East Superior

Street, Duluth, has opened additional show

room space at 301 East Superior Street be

cause of the inclusion of the Scripps-Booth

in the line, which included Stutz, Chandler.

Bee and Standard.

H. P. Conrad Motor Car Co., St. Paul, has

reopened an Elcar service station at 227

West Fifth Street, in charge of R. L. Green

wood.

lnteretate Auto Co., Duluth. has appointed

M. Bodln of Minneapolis in charge of the

service for the Oakland car which has been

added to the Franklin agency already main

tained.

New Method Tire Co., Filth and Market

Streets, St. Paul, is a new organization, in

charge of J. P. Clazle and D. Plgason.

Minnesota Storage Battery Co., St. Paul.

has been incorporated at $50,000 as a merger

of the Minnesota Storage Battery Co. and

the Minnesota Battery & Electric Co., to

make batteries and battery parts. Ferris

Price is president.

J. A. Mayer, St. Paul, formerly trafiic

manager for J. H. Allen Co., wholesale

groceries, has been appointed salemanager

for the Essanell Electric Co., which has

moved to 196 West Sixth Street, where it

operates an Exide station and sells Michelin

t res.

Hilmer Hanson, Frost, Minn., has gone

into the garage business with John Frandle

John Elcchen, Kellogg, Minn., has bought

the new garage from Phillip Bros.

H. W. Dugac, Ray LaFountain and Harris

LaBeIie, Cass Lake, Minn., bought the

Richards Auto Co. and changed the name

to Northern Welding & Auto Co.

Sioux Falls Tire a. Repair 60., Sioux Falls.

8. D., has opened a shop at 232 North

Phillips Avenue, to handle a. general repair

business and the Federal line.

Irene Auto Repair Co., Irene, S. D., has

been incorporated at $30,000 by Slvert Llabo,

Oscar Sirhonson and Ingvald Vognild.

J. G. McClurg, distributor for the Ranch

& Lang electric, has formed the Raulang

Co. and moved to 107 Tenth Street 8. He

is president of the company and L. F. Hun

nlbell is vice-president.

Battery Service Co., Bozeman, Mont., has

been incorporated to operate a general bat

tery service station.

Auto Sales Co., Brainerd, Minn., is a new

organization of nine garages of the city to

co-operate in buying oil, gasoline, supplies

at wholesale. The company plans to build

a storage plant. Oiilcers are: President, Roy

Sherlund; vice-presidents, TV. E. Lively and

J. T. lmgrund; secretary-treasurer, C. F.

Hoffman.

Carl J. Notze, Hawarden, Iowa. has bought

it garage at Ireton, Iowa.

R. E. Yaokum, Kansas City, has opened a

tire retreading shop at Stanton, Iowa.

Fred Hlll, Leon, Iowa, has bought the Jet

rerson Highway Garage there.

Davenport Schrup Motor 00., Davenport.

lowa, has been organized with a capital stock

or $50,000.

Wlll Freeman, Cedar Rapids, Iowa, has

opened a vulcanizlng and retreading plant at

Anamosn, iowa.

K. K. Brumfield and Lewis H. Barrett,

Grinnell, Iowa, have leased the armory there

and will open a motor car. truck and tractor

salesroom.
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Mitchell Victory Model in Two Chassis

and Four Bodies

Engine Dimensions Remain the Same, But Detail Refinements Mark the Power

Plant Design—Clutch Is Now Borg 85 Beck—Lefi-Hand Spiral Diferential

  

120 in. and sells for $2,175

HE new Mitchell Victory model,

made by the Mitchell Motors 00.,

Inc., Racine, Wis., is presented in

two chassis models and four body types,

all reflecting the many detail changes

which have increased the weight and

added to performance. The 120-in. wheel

base chassis is fitted with a five-passen

ger body, which has the straight line

hood and cowl effect with low bevel edge

sides; a three-passenger roadster and a

five-passenger touring sedan. The seven

passenger has a 127-in. wheelbase and

has the double cowl type of body.

Engine dimensions are the same as in

the previous model, 3% x 5 for 120-in.

chassis and 3% x 5 for the larger

car, but detail changes have been made

to provide a better crankshaft balance,

better lubrication and to give greater ac

curacy of production. A thermostat is

fitted for temperature control and a Borg

& Beck clutch is used in place of the

cone, this being the only change in the

design of the units.

Deeper Channel Section

The channel section of the frame has

been deepened, so that it now measures

6 in. instead of 4% in. The center cross

member is heavier, so that now its depth

is the same as the frame depth. Riveted

to the bottom of the frame and to this

cross-member‘ is a heavy gusset plate,

which extends for about 45 in. up to and

beyond the cross-member which supports

the rear end of the engine.

Other improvements on the frame are

the tire carrier and the spring-shackle

lubricating joints. The tire carrier is a

circular band on which the rim of the tire

fits. The support is riveted to the frame

and held at four points so that the possi

bility of a loose and rattling carrier is

 

The sedan is built on a wheelbase of

-,-y.~-\I‘W

‘I
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PRICES OF THE VICTORY MITCHELL

MODELS

Model E-40, 120-in. wheelbase:

5-pass. Touring Car . . . . . . . . . . . . . . . .. $1,475

3-pass. Roadster . . . . . . . . . . . . . . . . . . .. 1,475

B-pass. Sedan . . . . . . . . . . . . . . . . . . . _ . .. 2.175

Model E-42, 127-ln. wheelbase:

T-pass. Touring Car . . . . . . . . . . . . . .. 1.675

Illlllllllll'llllllllllllllllllllllllllllllllllllllllllllllllllll|lllllllllllllllllllllllllllllllllllilllllllllilllllllllllllllllllllllillll

greatly reduced. The spring shackles are

all lubricated with grease cups. These

‘cups are conveniently placed and fitted

with extensions where necessary so that

filling is facilitated.

In the engine we find detailed refine

ments, brought about by the new manu

facturing methods. The cylinders of the

former Mitchell engines were reamed out

to a 0.001 in., but now with the govern

  

Mounting of the cantilever spring on

the Victory Mitchell

The Victory Mitchell seven-passenger

touring model sells for $1,675

- , I

ment inspection methods being used the

' cylinders are ground out to one-half of

one-thousandth. This measurement in

cludes diameter of bore, ellipticity, par

allelism and the taper, so that when a

block is finally ready it is rather close in

measurement in every respect.

The weight of the crankshaft has

been increased 35 per cent, the bear

ings made larger and the finishing

process improved, so that the shaft is

now statically and dynamically balanced.

A new machine for balancing shafts is

used, together with the formerly used

machine, so that now a double balancing

operation makes sure of the checking

process. The lubrication system has

come in for its share of improvement.

The oil indicator is more easily read, and

a full and empty dial gives the owner

exact information as to the quantity of

oil in the engine. The design of the oil

sumps has been changed, so that in the

event of a careless mechanic pouring in

too much oil excessive oiling will not

take place. The dash indicator has been

changed to a dial recorder, which does

not bring oil to the dashboard.

Fuel Economy Improved

The economy of the engine has been

greatly improved because of the larger

radiator, the passage of water through

which is controlled by a thermostat made

by the Rayfield carbureter people. The

thermostat was designed at the Mitchell

factory, and the by-pass size is calcu

lated to give the best results for the

Mitchell engine.

The engine is now fitted with a Borg

& Beck dry plate clutch, enclosed in a

dust tight housing. The universal joint

attached to the driveshaft of the clutch

and to the neutral countershaft is en
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The chassis of the Victory-Mitchell is clean and well braced

closed to the degree of oil tightness. This

is made possible by the new construction

of the driving jaws from the clutch.

These are milled from a steel forging,

finished and tempered. The slotted open

ing which grips the countershaft is in

creased in length so that the bearing

pressure is reduced in intensity. This

reduces the vibration of the universal

connection and makes possible the oil

tight joint.

The gearbox remains unchanged, ex

cept that new standards in testing have

been evolved. Gearsets are now tested in

a room that is shut off from the rest of

the factory. Here there is no outside

noise to be heard and the exact adjust

ment of the gears is made possible.

Left Hand Difl'erential

, The differential ring gear and pinion

construction is new, in that it departs

widely from a standard that has become

almost universal. The teeth on these

gears are left hand spiral. Heretofore

manufacturers have used right hand

spiral gears, saying that in so doing the

natural outward force of the bevel gear

was counterbalanced by the inward pull

of the spiral. Mitchell uses a left hand

spiral so that the two thrusts add to

gether, and to overcome this extra large

bearings are used. The pinion and ring

gear are adjusted to a running fit so

that the gears engage on their pitch

lines. This involves another new system,

which requires that all ring gears and

pinions be accurately mated. This is

done in a machine which tests out each

ring gear with a great number of pin

ions, and when the best running pair is

found they are labeled and sent through

the rest of the assembling process. The

ring gears are now finished on the back

edge and face for the purpose of secur

ing greater accuracy in the tempering

machine which grips the gear and holds

it from warping while going through the

quenching process.

The front and rear axle construction

is heavier throughout. The brakes are

changed so that the adjustment is now a

matter of a few seconds time. The body

of the car has undergone a whole series

of changes. With the higher radiator the

streamline effect has been carried out to

completeness. The keen looking beveled

edge continues from the rear to the front

and around the edge of the cow] it blends

into a smooth curve that continues to the

front of the radiator.

The front seat has been set back 2 in.

and the gear shift lever has been offset

so that all gear positions can be reached

without shifting one’s position in the

seat. The instruments on the board are

conveniently arranged so that they are

all visible to the driver in the driving

position. The light and ignition switch

are controlled with a lever type handle

instead of the push-button formerly

used. The switches are now locked with

a Yale lock. The only marked change in

the electrical system is the attachment

of the ground connection to a polished

pad on the frame.

The doors of the car are heavier in

construction, and the left front door now

contains the added feature of a tool

pocket. The steering wheel is set slightly

lower and the gears are ball bearing.

This together with the oversize tires

adds much to the ease of steering.

The body is now finished with two

coats of varnish. Very heavy leather is

used in the seats. The top is fitted with

metal beading and plate glass rear win

dows.

Billion Capital for General Motors

NEW YORK, May 5—General Motors

likely will become a billion-dollar cor

poration. At the meeting of the board of

directors in Wilmington last week,

President W. C. Durant stated that the

board of directors had recommended an

increase in the debenture stock to $500,

Intake side of the

Victory Mitchell

six-cylinder en

gine, showing

mounting of the

carbureter and

vacuum tank and

location of the

starting motor

000,000 and in the common stock

to $500,000,000. The increase will

be passed upon at a special meet

ing to be held on June 12. W. P.

Chrysler is elected first vice-president

and H. H. Bassett was added to the board

of directors and appointed general man~

ager of the Buick division. Both Bassett

and F. W. Hohensee, general manager of

production of the Chevrolet division, were

elected vice-presidents. The complete

list of officers and directors follows:

President, W. C. Durant; first vice-presi

dent, W. P. Chrysler; vice-presidents,

H. H. Bassett, A. G. Bishop, R. H. Col

lins, W. L. Day, J. A. Haskell, A. W.

Higgins, F. W. Hohensee, R. S. Mc

Laughlin, C. S. Mott, J. J. Raskob, A. P.

Sloan, Jr., Edward Ver Linden and F. W.

Warner; secretary, T. S. Merrill; treas

urer, H. H. Rice; comptroller, M. L.

Prensky.

50% Stock Dividend for Jordan

CLEVELAND, May 6—The capital

stock of the Jordan Motor Car Co. is to

be increased to $1,200,000 7 per cent pre

ferred and 12,000 shares of common with

no par value, authorization for the in

crease having been voted at a special

meeting yesterday. The company will

erect several new buildings and will

make a conservative increase in produc

tion. Last year Jordan business totalled

$8,000,000 on a capital of $300,000. The

recent trade paper announcements of the

'new Jordan line have swamped the com~

pany with orders. The new stock issue

will be in the form of a 50 per cent stock

dividend. Edward S. Jordan retains con

trol of the company.

Willys Heads N. A. C. C. Show

Committee

NEW YORK, May 6—The National

Automobile Chamber of Commerce has

appointed John N. Willys chairman of

its show committee for the 1920 passen

ger car show. Other members of the

committee are H. J. Root (Westcott) and

H. M. Jewett (Paige). M. L. Pulcher

(Federal) heads the committee on motor .

truck show, his associates being A. J.

Whipple (Diamond-T) and David S.

Ludlum (Autocar).

  



40
May 7. 1919

MOTOR WORLD

\D

STANDARDIZE RATINGS

FOR FARM TRACTORS

Department of Agriculture

Working with N.I.V.A. to

Eliminate Confusion

 

CHICAGO, May 3—The possibility

of definite action toward the establish

ment of standard method of rating trac

tors is indicated by appointment this

week of Committee of Tractor Division

of National Implement & Vehicle Asso

ciation to take up with United States De

partment of Agriculture standardization

of tractor rating. Committee consists of

four officials of old concerns manufactur

ing general lines of farm machinery, in

cluding tractors.

Tractor Sales Pick Up

DES MOINES, May 3—The past 10

days have seen a decided improvement

in tractor sales and prospects in the

Iowa field, according to Des Moines

dealers and distributers. Part of this

improvement is attributed to a week

or so of clear weather after a period of

two to three weeks of almost constant

rain. The rain was just the thing to

put the soil in good shape for agricul

tural work, but it did not tend to help

sales any. A week of sunshine has over

'come this gloom and the business has

started ofl’ with a rush. The week has

seen a new firm enter the tractor field

in Des Moines. The Parritt-Dennan Co.

has been incorporated with a capital of

$60,000 and will handle a large territory

in Iowa for the Cleveland tractor. Frank

T. Parritt and Milton Denman are the

incorporators.

Butler Farmers See Fordsons

BUTLER, PA., May 5—A demon

stration of Fordson tractors was given

before 100 farmers from Butler, Clarion

and Armstrong counties by the Schenck

Mfg. & Supply Co.,‘using plow, harron

and manure-spreader, on the Parker

farm, near here. Some of the farmers

later were permitted to try out the trac

tors on their own land, under factory

men. The company has ordered a car

load.

Canada Bought 21,691 American Farm

Tractors in 1918

OTTAWA, May 3—According to 'fig

ures compiled by Dominion authorities,

more than 8,000 tractors were shipped

into Canada by United States manu

facturers during December and January.

During the year 1918, 21,691 American

built tractors were eXported to Canada;

12,805 in 1917, and only 3,693 in 1916.

 

More Money for Eagle Tractor

APPLETON, WIS., May 3—For the

purpose of increasing its monthly output

of tractors to 60 or 75, the Eagle Mfg.

Co. has increased its capital stock from

$200,000 to $500,000. Large additions

to the foundry and machine shops will

be erected at once. New officers have

been elected as the result of a reorgani

zation due to the acquirement of a major

interest by new stockholders. Frank

Saiberlich, president and founder of the

company, and his brother, Oscar, retire.

A. W. Priest is the new president;

Charles Hagen, vice-president and gen

eral manager; August Meyer, second

vice-president, and E. W. Saiberlich

continues as secretary and treasurer.

 

Don’t Ask Buyers “To Pay Tax" F

NEW YORK, MAY 2.—Although no

definite rulings have come through yet

from the Internal Revenue Bureau with

regard to the new war tax, the National

Automobile Chamber of Commerce has

received a number of preliminary rulings.

In consequence of these it is suggested

that dealers and distributers do not ask

purchasers “to pay a tax" but merely to

reimburse the dealer for the tax which

he has had to pay to the factory, and

which the factory in turn has had to pay

to the Government. It is suggested that

the tax item be indicated by the expres

sion, “To reimburse the manufacturer for

excise tax." It is also pointed out that

while the department’s first thought was

to tax retail sales on the basis of the

highest wholesale price received, the

bureau has now indicated that such sales

probably will be taxed on the basis of

the average price received on wholesale

sales during the preceding month.

 

Tax Regulations Coming

NEW YORK, May 3 The Internal

Revenue Department is preparing and

has practically completed regulations

covering the application of the entire

Excise Tax Act to the automotive in

dustries. It is expected that this will

be issued in a short time. Because of

this fact the department will not approve

the primer which was prepared jointly

by the Motor and Accessory Manufac

turers Association and the National

Automobile Chamber of Commerce.

Herring Enters Kansas and Missouri

DES MOINES, May 3—The Herring

Motor Co., distributers of Ford cars,

Fordson tractors and accessories, has

entered the Kansas and Missouri terri

tory. May 1 the Herring Motor Co. sent

eight salesmen into Kansas and Missouri

to remain permanently to cover the field

in those states for the accessory lines

handled by the firm.

 

Correction

In the Summer Merchandising Num

ber of Motor World, April 16, in the

advertisement of The Anthony Co., on

page 454, the “Lever-locking Step-on

Tire Connection" should have been

“Slip-on" instead of “Step-on.” A de

scription of the device on page 50 men

tioned a “gray iron foot brace.” This

should have been “foot base" instead of

f‘brace." Also, the bases are malleable

iron and not gray iron.

GARAGEMEN IN BOSTON

HOLD FIRST DINNER

More Than 100 of Garage

Owners Association Hear

of Organization Benefits

BOSTON, May 5—More than 100

garage owners, the greater number

members of the Garage Owners? Associa

tion of Metropolitan Boston, had their

first dinner at the Hotel Brunswick

last week, and they were given some

practical talks by men prominent in the

different lines in Boston. President

John N. Scully introduced J. F. Fleming

of the Brookline Garage as toastmaster.

He knew all the speakers personally.

Col. W. D. Sohier, chairman of the

Massachusetts Highway Commission,

was the first to address the members.

He gave them an admirable exposition

of where the money is spent which the

commission gets from motor fees, ex

plaining in detail the maintenance of

some of the smaller roads which are off

the main line.

James T. Sullivan of the Boston

Globe, and representative of MOTOR

WORLD, was then introduced. He out

lined to the men the benefits of organ

ization, and how by co-operating with

other associations they could do a great

deal in stopping legislation aimed at the

motor industry, and which is inimieal

to it.

Frank Lewis, fire prevention commis

sioner for Metropolitan Boston, the next

speaker, explained the workings of his

office and why it is necessary to have

certain rules and regulations which

must be lived up to. Also he told the

members that now he has an engineer to

pass upon all plans, and if they contam

plate changes or new buildings, if they

have the department pass on the plans

they will save money, for there will be

no need of alterations at a later date.

He urged them to report fire hazards,

and especially old barns and other build~

ings being used for garages contrary to

law and he would wipe them out and so

send business to the legitimate garage

man.

John R. Murphy, fire commissioner of

Boston, the last speaker, told how his

department worked to minimize danger

and had no animosity or pet ideas

against garages, which he said were

very well-kept in Boston, where the

garage fires in the district now are few

and far between. He gave facts and

figures about the Boston Fire Depart

ment, and how it is protecting lives and

property, but he urged co-operation by

garage owners so that prevention would

mean lessing property losses. which in

turn meant lower insurance for all

classes, especially garage men. All the

speakers were given a rising vote of

thanks, and President Scully was also

given one for the success of the meeting

and dinner.
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Chicago’sDealersHoldFeteDayforReturnedAirHero

  

ackerbytheChicagoautomotivefraternity.Rickenbackerisseatedabout

centerofthespeakers'table.

Chicago,giveninhonorofCapt.EddieRickenb

ThisisthedinnerattheCongressHotel,

OM-E of the best stories

S written are written by

people who don’t pretend

to be story writers. That is

why, in telling about the

Rickenbacker dinner in Chi

cago, we are herewith print

ing a letter received about it

from Executive Secretary

Timothy D. Beard. He prob

ably thought it was just a

letter, but it’s a good story.

It tells it all in a way that

makes you see the whole

show. His letter follows:

Capt. Eddie Rickenbacker.

former speedway champion. and

now America’s trump ace. was

ace high in Chicago last

Wednesday—April 23—when he

arrived in town as the guest of

the Chicago Automobile Trade

Association. It was a great day

for Motor Row. which turned

out en masse in honor of the

visiting flyer.

A lone line of automobiles,

each machine decorated with

flags and bunting, awaited the

arrival of the guest oi! honor

at the Park Row station where

he came in at 10:45 a. m.

Thomas J. Hay, as chairman

oi.’ the reception committee, was

on hand to greet him. Assist

ing Chairman Hay were Robert

Maypole and Gene Silver 0! the

trade association; E. C. Patter

son and M. C. Meigs, ot the

Chicago Association of Com

merce; A. J. Banta and Joseph

Callender, of the Chicago Auto

mobile Club. and Harold F.

McCormick and Charles Dickin

son, of the Aero Club of Illinois.

The gels. appearance of Mich

igan Avenue, decked out for the

Victory loan drive, was some

what dampened by the mists

that rolled over from Lake

Michi n, and the discouraging

ralnta 1. Hundreds of dripping

flags were hung out along the

boulevard as the parade started

loopward down a long lane of

umbrellas.

Seven bands revived the droop~

ing spirits oi.’ the crowd, which

hailed Eddie with cheers. A

number of picturesque floats,

‘ including a huge airship towed

by a motor car. and several

armored cars and tanks, lent

additional color.

4 The parade turned west on

Washington Street. then west

along La Salle Street to the

financial district, which was

quite as gay with banners as

“Boul Mic “ It proceeded east

in Jackson Boulevard and dis

banded at the starting point.

"Rick" was taken to the Chi~

cago Athletic Association, where

a reunion of his old friends had

been planned. and where he

met, among others, Congressman

Clifford C. Ireland, who had

been selected as toastmaster tor

the banquet in the evening.

After luncheon he was es

corted by the committee to the

hospital at Forty~seventh Street

and Drexel Boulevard. where he

spent the afternoon cheering up

the wounded soldiers. He took

along an automobile load or

flowers, candy, and cigarettes,

and was warmly welcomed by

the bunged-up doughboys.

The day's proceedings reached

a climax at the banquet which

was given at the Congress

Hotel. Nearly 1000 cats were

resent. including t e "Who's

ho" of Chicago's automobile

world.

Bishop Samuel Fallows pro

nounced the invocation. H. M.

Byllesby, who retired from the

army with the rank of lieuten

ant colonel, was then introduced.

"I am out of uniform now,"

said Mr. Byilesby, “and can say

some thin I couldn’t have said

before. ut I won't. I have

nothing to say about what has

( ontinued on page 42)
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Preliminary Tax Ruling

Treasury Department Issues Regulations Covering Appli

cation and Payment of New War

Revenue Impost

WASHINGTON, May 6—The Treas

ury Department has completed regula

tions on the excise tax on automobiles,

trucks, motorcycles and parts which are

to be paid by the manufacturer.

The interpretations are not entirely

clear and are so vague that it will re

quire some months to secure definite rul

ings. Following are some of the more

important excerpts:

The tax is effective February 25, 1919

regardless of the time when the car,

truck or motorcycle was manufactured.

It applies on the actual sales price and

not on the list price of the manufac

turn.

If the tax is included in the sales

price the tax must be computed on the

increased price. It is payable regardless

if the commodity has or has not been

paid for, once the title of ownership has

changed.

Discounts AOI' cash made subsequent to

the sale cannot be deducted, but where

cars, trucks or motorcycles are sold over

a period of time in quantities and re

bate is allowed when a certain quantity

is sold, deduction for that rebate is

allowed and must be claimed in the

month when the final price is determined;

Commissions to agents or other ex

penses of sale are not deductable.

Cars, trucks or motorcycles sold f.o.b.

factory do not include the freight

charges in computing the tax even if

they are paid by the manufacturer, pro

vided he is reimbursed by the purchaser.

Credit can be taken for taxes paid on

cars, trucks, or motorcycles, if they are

sold and returned.

There can be several taxes on the

same car. or truck. The maker of a

body pays a tax, the maker of a chassis

pays a tax, the assembler of both pays

a tax. However, the assembler can

credit himself with the amount of the

tax imposed on and paid by the body and

chassis makers when making his com

putation.

Where makers have agencies in which

they have a financial interest the agency

pays the tax. A tax applies when the

title of ownership passes from the seller

to the buyer.

Automobiles sold by the maker and on

which a tax has been paid are not tax

able when sold again unless they have

been returned to the maker if he has

taken over the original tax in his tax

account.

This means that used cars can be sold

without a tax.

Tractors are not taxable even when

sold in combination with trailers.

Cars, parts and accessories are tax

able when they are sold to a dealer to

repair used cars. If any doubt exists

as to whether or not an accessory should

be taxed it will be determined by the

fact that it is sold by a manufacturer

to an automobile accessory dealer.

However, wrenches and such tools are

not taxable if they are _made for gen

eral use. They become taxable when by

special design they are primarin

adapted to automobile use.

Robes, goggles, lunch kits and so forth,

are not taxable.

Trailers are not taxabletunless they

are of that type which makes the rear

part of a truck.

When parts are sold by a manufac

turer to a jobber and in turn to a manu

facturer of the part pays the tax.

When a purchaser of raw materials

sells them to a manufacturer of parts

or accessories and he in turn sells these

to a car manufacturer, the maker of the

car pays the only tax. _ v

If a manufacturer is engaged in both

wholesale and retail business for either

completed cars or parts or accessories,

he bases his tax on the wholesale price

when he sells at wholesale and on the

average monthly wholesale price of the

article sold at retail.

There is, no tax for cars, trucks or

motorcycles sold for export provided

they are exported within six months of

the date of sale.

Hudson Reduced $225;

Line Considerany Revised

DETROIT, May 5—A reduction of

$225 has been made in the seven-passen

ger Hudson Super-six and the other body

models have been reduced on a corre

sponding scale. In connection with this

announcement, there is also the an

nouncement of a number of refinements

in detail.

The springs have been modified and

longer shackles used to give a flatter

suspension and better riding qualities.

The frame has been increased to 7 in.

in depth and a new square cross mem

ber has been added in front of the gaso

line tank at the rear of the chassis for

greater rigidity. The strength of the

rear axle has also been increased. There

is a stronger ring and pinion gear and an

improved adjustment of the ring gear.

The wheels have solid rims and the tire

equipment is now 34 by 4% in. on all

models. The front and rear wheels now

have twelve spokes.

The brakes have also been enlarged,

the former size of 14 by 2 in. having

been increased to 15% by 2% in. There

have also been a few detailed changes

such as a larger horn, the license and

lamp brackets now attached to the cross

tube instead of the fender and an im

proved ignition switch, choke control and

pilot lamp have also been provided.

‘ In the body works and control units

the levers have been made larger bring

ing them within easier reach of the

driver. Gypsy curtains have been pro

vided on both the four and seven-pas

senger phaeton, which not only har

monize with the body lines, but act as

a draft preventer for the passenger in

the rear seat.

In the seven-passenger phaeton, the

comfort, appearance and strength of the

auxiliary seats have been notably im

proved. Those seats are now uphol

stered in long grain leather pleated over

Marshall springs.

New painting styles are also used on the

Model 0 Super-Six. The body and wheels

of the seven-passenger phaeton are finished

in Valentine blue with black fenders. The

body is striped in white and the hood louvre:

and wheels are also painted in the same

manner to bring out the lines of the car.

The body of the tour-passenger phaeton

is finished in the same shade of blue as the

seven-passenger, but the wheels are ver

milion and the striping on the body bevel

and louvres sets of! the four-passenger lines.

The cabriolet and sedan are also finished

in Valentine blue throughout and matched

with the cloth upholstery. The coupe and

touring limousine are finished in light

Brewster green, deep maroon and Valentine

blue, and are upholstered in harmonizing

fabrics. Following are the new and old

prices:

New Price Old Price

Seven-passenger phaeton..$1.975 $2.200

Four-passenger phaeton.. 2075 2,300

Cabriolet . . . . . . . . . . . . . . . . . 2,450 2.750

Sedan . . . . . . . . . . . . . . . . . . .. 2.775 3.000

Coupe . . . . . . . . . . . . . . . . . . .. 2,950 3.100

 

(Continued lrom page 41)

happened from November 11th

up to the present time. America

has covered herself with glory Captain Rickenbacker then “The next morning I motored

in this war. but we are still 11 told briefly of some of his flying to the village, (hen safely in

long way from victory." experiences over the German American ham“; on the out

George M. Graham, chairman lines. He laid particular stress, skirts of the town were two

of the motor truck committee however, upon the he'l'OIC dead men—an American dough

oi' the National Automobile achievements of the American boy with his fingers'stii‘tened in

Chamber of Commerce, was doughboys. It was they, he deaih mm the throat of a Ger

more explicit. “We're learning

a lot about water as July 1 ap

gets the rest of us are on land."

Both speakers were applauded

vociferously.

said, who won the war.

“I was flying several

was, directly above,

terrible violence.

man. The

hun

have witnessed a scene of such

German's bayonet

was plunged deep into the in

proaches," he said. “Even our dred feet above a village at the fantryman's heart. They—the lecture at the Auditorium.—

administration is amphibious. time it was being taken by the doughboys—are the real aces, CHICAGO AUTOIOBILE Tami As

Sometlmes it's on land and Americans," he said. “It Was as one of the boys in my squad- BOCIATXON.

sometimes on sea. Sometimes a hand-to-hand battle. Prob— ron remarked." 'l‘luo'rnr D. Bum,

Bishop Fallows who

Touring limousine . . . . . . . .. 3.800 3,400

Limousine . . . . . . . . . . . . . . .. 3,650 3.650

wrote the tribute to "Rick" on

the menu cards, in which the

air fighter was referred to as

the "Magellan of the skies."

Thursday was "Rickenbacker"

day in the Victory Loan drive,

and the commander of the fa

mous “hat-in-the-rlng" squadron

held court in the forum on Vic

tory Way, as Michigan Avenue

has been rechrlstened. On Fri

day evening he delivered his

could ever

it‘s so much at sea that. it for ably no one. not situated as I it was Executive Secretary.
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/PRODUC7'ION NEWS
/J

UP Bag-fiery January Febru4ary Mailéch Aggil

m Buick . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 100 400 450 500

— Brlscoe . . . . . . . . . . . . . . . . . . . . . . . . . . ,. . 30 50 50 '75

‘ Cadillac . . . . . . . . . . . . . . . . . . . . . . . . . . . . 55 60 80 100

and M a k e r s (03:81]:er . . . . . . - - . . . . . . - . . . . . . - - . s - - ,

an er . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 50 90 60

3008‘ Output from 5741 Chevrolet ........ ............... .. .. 300 350 700

Daily in April to 7084 Columbla . . . . . . . . . . . . . . . . . . . . . . . . . .. 8 10 15 18

. Dodge . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 300 375 400 500

m May V Essex . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 30 50 so 100

_. Ford . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1,300 2,000 2,400 3,000

DETROIT, May 3_Production figures grant . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2: 35 50 50

for Michigan and Ohio Show that ap_ Had oun . . . . . . . . . . . . . . . . . . . . . . . . . . .. 30 4 10 15

proximately 7084 motor cars were made Hu son . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 50 50 100

daily during April. This is an increase J ugp . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 38 55 65 75

of 1353 cars over the daily March pro_ la; an . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. . . 12

duction of 5741 cars, and nearly two and Lingrt . . . . . . . . . . . . . . . . . ., . . . . . . . . . . . . . 15 I 10

a half times greater than the production Maxwgn. . . . . . . . . . . . . . . . . . . . . . . . . . . .. 150 150 220 30

of January, when 2984 machines were oakland . . . . . . . . . . . . . . . . . . . . . . . . . 160 160 200 250

turned °“t each day' _ Oldsmobile ........................ .. .. 110 140 1:16

The unprecedented plle of sales orders Olympian ......................... .. 4 5 10 12

in the hands of manufacturers makes Overland ......................... .. 320 400 442 600

it eVident that if every famry Conld Packard . . . . . . . . . . . . . . . . . . . . . . . . .. .. 1 25

double its production every car would Paige . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 50 so 55 70

have an immediate sale- The demand for Paterson .................... 10 10 10 I 15

cars is greater w-day than at any other Saxon . . . . . . . . . . . . . . . . . . . . . . . . . 10 50 65 50

time in the history of the autOmOtive in- Scripps-Booth ..................... .. 20 40 45 45

dustry- Demand exceeds Production 0f Studebaker . . . . . . . . . . . . . . . . . . . . . . . .. 150 . 150 175 200

practically every company from 33% to

70 Per cent Total . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2,984 4,822 5,741 7,084

If the majority of the plants increase ‘

production during May, as many are now

endeavormg' da‘ly pmducnon for the Detroit automobile manufacturers approximately 3,150,000 Ford engines in

present month will average approxi

mately 10,000 cars, and the month of

June will see it reach a high mark under

present manufacturing conditions. So

great is the demand that many plants

are rushing work on new building units.

This is noticeably true of the Jordan

{Motor Car Co., Cleveland, which pro

poses to build a new plant greater than

its present establishment. The Hudson

LIotor Car Co. is pushing work to the

limit on new units to handle Essex pro

duction. Scripps-Booth will have a new

factory this fall. General Motors ex

pansion plans call for greatly increasing

the manufacturing facilities of Buick,

Oakland, Oldsmobile, Cadillac, Chevrolet

and its other passenger car units.

All parts makers are experiencing an

equally great rush of business and are

unable to keep up with orders. As a re

suit the companies depending upon them

for parts are obliged to limit production

to their supply.

Parts makers have not switched from

war to peace basis with the same rapidity

as the motor car companies, and as a

result are just beginning to reach capa

:i ty production. They have been harder

hit by the hold-up of funds on govern

ment contracts, but this disadvantage

1as lately been overcome by the willing

ness of the Government to advance 70

per cent of the money they claim is due

;hem, leaving the remaining 30 per cent

;0 be paid when the contract claim is

inally approved at Washington.

have encountered considerable difficulty

in obtaining a steady flow of castings

from the foundries due to labor trouble.

During April, 13 Detroit foundries were

tied up by strikes. Seven are still af

fected, but 6 of the strikes have been

settled. The companies all have had

trouble in various departments, but in

almost every instance the workers re

turned to work in the course of a few

hours. However, suspension of operations

for even a brief period had a marked

effect on pro ction, causing the April

output of a mber of concerns to fall

short of sche ule.

ures are g'lv herewith.

  

 

Building 3,000 Daily

ROIT, May 3—The Ford Motor

Co. ereafter will assemble its cars for

Michigan at the plant instead of at the

factory branch, which was sold last week

to a local real-estate company for ap

proximately $1,500,000. Plant assembly

will not take place until after Nov. 1,

on which date the company turns over

its 10-story branch building to the new

owners.

The company is now running 3,000 cars

daily, and approximately 300 cars are

assembled daily at the factory branch

for Michigan trade. On April 8 the

company completed Model T engine.

No. 3,000,000. The first Model T engine

was cast in 1908 and has been changed

but little since that time. There are now

Daily production fig- '

operation.

 

Studebaker to Make 500 Cars Daily

SOUTH BEND, MAY 2.—The Stude

baker Corp. will have capacity for 500

cars per day when the extensive addi

tions now building here are completed.

These will include a group of buildings

to occupy 61 acres and give from 3,000,

000 to 4,000,000 sq. ft. of floor space;

12,000 persons will be employed. This

is-all in addition to the present Stude

baker plant.

King Dealers Want More

DETROIT, May 2—King dealers all

over the country have sold their quotas

and are out for more. Dealers are com

ing in person from far states in an effort

to secure machines. The Detroit dis

tributer has sold 40 since Jan. 1 and has

orders for 35 more for immediate delivery

if he can secure the automobiles. The

company is running 15 cars daily and is

preparing for a production increase.

Haynes Output to Be 15,000

KOKOMO, May 3—The output of The

Haynes Automobile Co. will be increased

to 15,000 cars annually, according to

plans which were decided upon at a re

cent meeting of the directors of the

company. Directors have voted to con

struct a large new factory building and

a forge shop, and to increase the capital
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stock from $3,500,000 to $5,000,000.

A. G. Seiberling was elected second vice

president. He will continue as general

manager. March Haynes, son of Elwood

Haynes, president of the company, was

ch0sen assistant treasurer and secretary.

 

Briscoe To Design French Car of

American Parts

DETROIT, May 3—Benjamin Briscoe.

of the Briscoe Motor Corp., Jackson,

Mich., has been elected a director of

Bellanger Fréres, ‘Paris, France. He

will design a moderate-priced car for

the French company along French lines

but of American parts to a large extent.

He has opened an office here; and has

associated with him Rodolphe Stahl, an

engineer who has been with him in his

companies for 9 years.

 

Scripps-Booth Producing 45 Daily

DETROIT, May 2——T_he Scripps-Booth

Corp. will be housed in its new $1,500,

000 factory this fall. While this plant is

in construction, production of the present

plant will not be afiected. The company

is turning out 45 cars daily, while the de

mand calls for 50 per cent more cars than

can be produced. The company is export

ing 150 cars monthly. Its California dis

tributer has just placed a standing order

for 300 cars a month.

 

Chandler Turns Out 16 Daily

CLEVELAND, May 2—The Chandler

Motor Car Co. is unable to build cars

fast enough to supply the demand. The

sales are from three to four times greater

than any previous times in the company’s

history. The company hopes to produce

2500 machines this month and 3000 in

June. At present the company is run

ning approximately 16 cars daily. The

Chandler people hope to build more cars

this year than ever before.

 

Paterson Swamped with Orders

FLINT, May 2—The Paterson Motor

Car Co. is swamped with orders for cars.

The company is running 15 machines

daily and is preparing to greatly increase

this production. The company has en

countered some difficulty in securing ma

terial, but this situation has been greatly

relieved within the last three weeks.

 

Packard Production Increasing

DETROIT, May 2—The Packard Mo

tor Car Co. is running up its production

rapidly. Two hundred passenger cars

and 750 trucks were produced in April.

In May 350 passenger cars will be turned

out, while June and July production calls

for 500 cars monthly.

 

Harroun Production 15 Daily

DETROIT, May 2—The Harroun Mo

tors Corp., Wayne, Mich., is now running

15 cars daily. Within the next 30 days

the company hopes to produce 25 cars

per day. The company is swamped with

orders and could sell all the cars it can

make within the next 6 months.

MOTOR WORLD

DELIVERIES 1N IOWA.

so'To 60 DAYS BEHIND

Rain Has Prevented Salesmen

Getting Out But There is a

Shortage Anyway

 

DES MOINES, May l—Deliveries of

automobiles throughout this portion of

Iowa are from'30 to 60 days behind

schedule. In other words, sales are

practically ahead of possible deliveries

from the factories. Owing to the almost

incessant rainy weather which has con

tinued since last November, distributers

have not been able to deliver cars to

dealers. There has scarcely been a 24

hour period when it has been dry enough

to make deliveries. Many cars which

have been paid for more than a month

and six weeks are on the distributers'

floors in this city.

Retail sales in Des Moines have been

moving along steadily, but many of the

dealers who include in their territory

Polk County, in which Des Moines is

located, have not as yet had any sales

men going through the country and it is

expected as soon as the weather clears

up that sales to farmers will begin in

great quantities and that demand may

run 60 days ahead of deliveries.

With all classes of cars, the closed

car business is growing very materially.

The coupé sells particularly well, not

only in cities, but has a strong growing

clientele with the farmer: A year ago

the sedan sold heavily with the farmers,

but its sale has dr0pped ofi’ perceptibly

in the last 10 months, the farmer' ap

parently having discovered that it is not

such an ideal country car as he antic

ipated. The trouble is the impossibility

of using the sedan for any kind of mar

ket work. It is exclusively a passenger

vehicle, and while appealing strongly to

the farmer as such it is sadly lacking in

not being otherwise usable.

Motor trucks are selling in great

numbers to farmers, although such sales

have been slow for many weeks. Iowa

roads are practically as bad as they

were 10 or 12 years ago, with the

possible exception that they dry out a

little sooner than they did then, due to

better drainage of the adjoining farms

and better ditches on the road side.

Those farmers who have purchased

trucks are using them for delivering

grain to the market as well as delivering

live stock. Very few are using them

much about the farm. Sentiment is

pretty general that as soon as Iowa

secures permanent roads every farmer

in the state will be a motor truck owner.

At present the poor roads constitute the

limiting factor of truck sales.

 

Pullet in Production

MINNEAPOLIS, May 5—The Pullet

Tractor Co. has reached the production

stage and the tractor will make its ap

pearance in the Northwest trade this

\
t \

May 1. his

year. The Pullet is a 4-plow machine of\‘

original design and was shown for the

first time at the Industrial Exposition

this year at Minneapolis.

 

To Make Truck in Los Angeles

DETROIT, May S—J. Neil Patter

son, Los Angeles, Cal., is in Detroit com

pleting plans for a company to be organ

ized to manufacture trucks and trailers

in Los Angeles. He was former presi~

dent of the Los Angeles Trailer Co. and

he is now vice-president of that concern.

The new company will bring out a truck

to be known as the Patterson, and will

be made of standard parts. Robert Fry

of Detroit, until recently with the engi

neering department of the Motor Trans

port Division of the Army, is associated

with Patterson as chief engineer.

 

American Motors Increases Capital

$500,000

NEW YORK, May 3—In order to in—

crease the output of its plant at Plain

field, N. J., the American Motors Corp.

has made a stock issue of $500,000. In

May the company is scheduled to build

150 cars, in June 200, and in July and

thereafter, 250 per month. At the di

rector’s meeting, P. W. Hansl was elected

vice-president and supervisor of sales.

He has been secretary and treasurer of

the company for years. George G.

Gates succeeds him as secretary. G. A.

Brewer, president of the Penn-American

Motor Car Co., Philadelphia, was elected

a director. George W. Craven continues

as a director, and Laurence P. Rife,

formerly production manager of the Hud

son Motor Car Co., who has been factory

manager since March 1, is also a direc

tor of the corporation. Robert Bursner

remains president and Louis Chevrolet

first vice-president.

Maibohm Will Move to Sandusky

RACINE, WIS., May 5—When its

$175,000 plant is completed at Sandusky

the Maibohm Motors Co. will mOVe its

entire organization to that city. The

executive offices and a portion of the

manufacturing end have already been

moved, occupying temporary quarters in

Plant No. 5. The new plant will com

prise approximately 75,000 sq. ft. and is

expected to be ready for occupancy in

about 60 days.

Nonnes Buys Norma Stock

NEW YORK, May 5—Walter M. Non

nes, who has been president and general

manager of the Norma Ball Bearing Co.

since its formation in 1911, on Saturday

purchased all of the foreign controlled

stock of the company at a sale of the

Alien Property Custodian. A total of

1950 shares valued at $500,000 thus be

comes the property of Nonnes and his

present business associates. The business

will be enlarged and expanded as con

ditions warrant. Executive control of

the business has been vested in Nonnes

since the formation of the company, and

there will be no changes in the adminis

tration.
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CURTISS APPOINTS 11 ‘

AIRCRAFT DEALERS

Company Has Number of Com

mercial Machines Ready—

Builds Sales Organization

 

NEW YORK, May 1—The Curtiss

Aeroplane & Motor Corp. has entered

upon the production of aircraft for

commercial purposes and has so far

completed its arrangements as to estab

lish eleven distributers in the United

States and several in foreign countries. 1'

Sales headquarters have been opened at

52 Vanderbilt Avenue under the super

vision of J. P. Davies, formerly an officer

in the U. S. Air Service. Distributibn

will follow closely the plan of the Willys

Overland Co., with which the Curtiss

company is affiliated. Following are the

principal distributers and their terri

tories:

American Trans-Oceanic Co., 505 Fifth

Avenue, New York—Greater New York,

Long Island, Westchester County, Rock

land County, Fairfield County, Conn.;

Hunterdon, Somerset, Middlesex and

Monmouth counties, New Jersey, and

the State of Florida. P. L. Freeman is

manager.

Curtiss Eastern Airplane Co., 130

South 15th ,Street, Philadelphia.—States

of Pennsylvania, Maryland and Dela

were, and Cumberland, Salem, Glouces

ter, Camden, Mercer and Burlington

counties, New Jersey. G. Summer Ire

land, president and general manager.

Curtiss Southwest Airplane Co., 804

New Wright Building, Tulsa, Okla.—

State of Oklahoma, and northern coun

ties in Texas. B. L. Brookins, general

manager.

Curtiss Northwest Airplane Co., 701

Metropolitan Bank Building, Minneapolis

—-States of Minnesota, Montana, South

Dakota and North Dakota. W. A. Kid

der, general manager.

Curtiss Tri-State Airplane Co., 274

Shelby Street, Memphis—States of Ten

nessee and Arkansas and northern coun

ties of Mississippi. W. S. Thompson,

general manager.

Curtiss Humphreys Airplane Co., First

National Bank Building, Denver—States

of Wyoming, Colorado, Utah and New

Mexico. I. B. Humphreys, general man

ager.

Curtiss Aircraft Co., Atlantic City,

N. J.——Cape May, Atlantic and Ocean

counties, N. J.

In addition to these, distributors have

been appointed for Norway, Sweden, Fin

land and the Philippine Islands. George

W. Browne, manager of the Overland

agency in Milwaukee and the Gibson Co.,

Overland dealer in Indianapolis, have

been appointed local Curtiss dealers. - A

branch oflice has been opened in Chicago.

with George W. Browne as western rep

resentative.

The Curtiss company has adapted a

number of its planes for commercial uses.

Among these are the JN-4D-2 type, which

was used almost exclusively for training

purposes by the American and Canadian

governments: The MF flying boats, the

HS-2L flying boat, the H-16-A fiying

boat, the 18-B land machine and a new

three passenger plane which has been

developed particularly for passenger

service and which is styled “Oriole.”

It is expected that within a short time

a number of used machines of the JN

type will be placed on the market at

from $2,000 to $5,000. Prices of the

other models have been set as follows:

MF-flying boat . . . . . . . . . . . . . ..810.000

PIS-2L flying boat . . . . . . . . . . . .. 25.000

H-16A flying boat . . . . . .. ..

18~B land pla

Oriole land plane . . . . . . . . . . . . ..

  

 

Howard Spohn Again with

Class Journal

NEW YORK, May 5—After something

over‘2 years as commercial manager of

the U. S. Ball Bearing Mfg. Co. in

Chicago, Howard L. Spohn has returned

to The Class Journal Co. Spohn was

connected with the Class Journal Co. for

7 years previous to his going West, and

upon his return to New York he takes

up the same general duties he was per

forming prior to his venture in the

manufacturing world.

 

Anthony to Distribute Dort

FLINT, MICH., May 3——The Dort Mo

tor ACar Co. is running more cars daily

than ever before since the company was

organized. Daily production is hitting

the hundred-car mark. The company

has three times as many orders as it has

cars. The entire production for the

months of May and June is already con

tracted for.

Hereafter the Earl C. Anthony Co.,

Inc., will handle Dort distribution on the

Pacific Coast. This company succeeds

the Frawley Motor Car Co. of San Fran

cisco as coast distributer, and the Leach

Motor 'Car Co., Fresno, as distributer.

The headquarters of the Anthony com

pany are in Los Angeles, but the firm

maintains seven branches throughout the

state, being represented in San Fran

cisco, ‘San Diego, Fresno, Stockton, Sac

ramento, Oakland and San Jose.

\
 

MOTOR CAR SECURITIES

New York Stock Exchange Closlng Quota

tlons May 3, 1919:

Chandler

General Motors.

General Motors,

General Motors,

Maxwell Motor, com. . .

Maxwell Motor, 1st pfd

Maxwell Motor. 21! ptd

Pierce-Arrow, com. . . . . .

Pierce-Arrow, ptd . . . . . . . . . . . . . . . .

Saxon

Studebaker, com..

Studebaker, pfd.. ..

Stutz

  

  

Willys-Overland, com . . . . . . . . . . .. 34% 343.1,

Willys-Overland, pfd . . . . . . . . . . . .. 95% 981/,

Fisher Body. com . . . . . . . . . . .. 67 9

Fisher Body, pld. 95 1 0

Goodrich, com... . 73% 73%

Goodrich, pfd . . . . .. .107 108

Kelly-Springfield, corn. . . . .127 128

Kelly-Springfield, pfd . . . . . . . . . . .. 94 - 96

Kelsey Wheel. com . . . . . . . . . . . . . .. 39 42

Kelsey Wheel, pfd..... 90 94

Keystone Tire & Rubbe 98% 98%

Lee Rubber & Tire. . .. 35% 36

Stewart-Warner . . . . . . . . . . . . . . . .. 93 99%

Stromberg Carbureter . . . . . . . . . . .. 46% 47

U. S. Rubber, com . . . . . . . . . . . . . .. 98% 98%

U. 8. Rubber, pfd . . . . . . . . . . . . . . ..112% 1123/,

IOWA ORGANIZATION

NOW COMING NICELY

Knapp, of Waterloo, Engaged as

Secretary— Black Hawk

County Comes In

 

DES MOINES, May 1—-The organiza

tion of the Iowa Motor Trades Bureau,

which is the state organization of

dealers, is well under way. At a meet

ing to-day the constitution and by-laws

were passed upon and headquarters

officially opened in this city.‘ Andy

Knapp, formerly secretary of the Com

mercial Club, Waterloo, Iowa, has been

engaged as state secretary and started

his work in Des Moines to-day. Many

organizations throughout the state have

already joined and at to-day’s meeting

were representatives from Waterloo, Ce

dar Rapids, Marshalltown, Carroll, Ma

son City, Ft. Dodge and other points.

From Mason City 40 members have

joined, which includes not only every

dealer and garageman in the city but

every other organization connected with

the industry, such as paint shops, etc.

Over 40 members are coming in from

Ft. Dodge and a similar number from

many of the other cities. It is planned

to have every dealer and garageman as

well as others connected with the in

dustry in the state a member in the

next six months. .

To-night the Des Moines dealers had

165 of their members and visiting dealers

at their regular monthly dinner held in

the Chamber of Commerce rooms. David

Beecroft, directing editor of the Class

Journal Co., spoke on the dealers’ prob

lems in Europe during the war and also

on his experiences over the war zone

in January. The Des Moines dealers

on May 12 are going to give a testi

monial dinner to Capt. Eddie Ricken

backer and have taken the entire Coli

seum for that date.

 

Des Moines Trade Hears Beecroft

DES MOINES, May 3—Two hundred

Iowa motor car dealers, garagemen and

their employees heard David Beecroft,

directing editor of the Class Journal

Co., give a vivid description of his travels

through the war zone, at the regular

monthly meeting of the Des Moines Motor

Trades Bureau, May 1. Beecroft’s ad

dress drew almost as many motor car

men from outside of Des Moines as there

were from the city. Members of the

directory board of the newly organized

Iowa Motor Trades Bureau were among

the visiting motor car men. The motor

trades men were particularly interested

in Beecroft’s discussion of the automo

tive conditions in the warring countries.

Beecroft urged his hearers to prepare

for the responsibilities which confront

the motor car interests in taking a part

in civic matters and encouraged the

dealers to take a broad viewpoint in the

improvements which are to mean so

much for the people of Iowa.
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Resignations and Promotions Place Workers

' in New Places

Prominent Tradesmen Assume New Duties

 

  

 

W. C. Biddle, assistant sales manager of

the Franklin Automobile Co., Syracuse, has

resigned to form the Franklin-Biddle C0.. T0

ledo, dealer in Franklin cars. E. P. Johnson,

a member of the sales force since 1915, will

succeed Biddle.

John J. Plath, who resigned as general

sales manager of the Maxwell Motors Corp.

to become commercial manager of Harroun

Motors Corp., has again joined the Maxwell

sales force.

J. S. Hollhan, former sales manager of the

Standard Motor Truck Co.,

joined the sales force of the Garford Motor

Truck Co., Lima, Ohio.

J. Berg, formerly of the Stewart Warner

Speedometer Corp., has been appointed chief

engineer of the speedometer department of

the Champion ignition Co., Flint.

Paul Le Crolx, general manager of the

Rubay Co. plant. Cleveland, has been elected

vice-president of the company.

0. Given succeeds O. S. Tweedy, resigned.

as vice-president and general manager of

the L. A. Young Industries, Detroit.

P. F. Minnock, manager of the Des Moines

Ford branch plant for the past 18 months,

has been made manager of the Kansas City

plant. Pending the naming of a successor

to manage the local plant Minnock will di

vide his time between Des Moines and Kan

sas City.

George R. Lindblom, former assistant man

ager of the sales promotion department of

the W'iliys-Overland Co., has been made

manager of the retail sales department of

the Clemens Auto Co., Des Moines.

M. M. Whorley, branch manager Firestone

Tire & Rubber Co., Syracuse. N. Y., has re

signed said position to become secretary and

general manager of Wilson 8; Greene Motor

Co., Ford distributor. Syracuse, N. Y.

W. R. Mason, Albany, N. Y., has been

appointed sales representative of the 0.

Armleder Co., Cincinnati. to cover the state

of New York.

Steward Slosoon has been appointed Pacific

Coast manager of the Rubber Products Co.

He was for several years Coast representa
tive vfor Firestone motorcycle tires. The

Rubber Products CO. is increasing its manu

facturing and storage space at its Barberton.

0., factories. Additional offics space is also

planned.

F. H. Prescott has been appointed design

ing engineer on motor and generator equip

‘ment for the Remy Electric Co. Before go

ing into government service as 2nd lieuten

ant in the Engineering Reserve Corps. he

was a designing engineer in the automobile

equipment section of the Westinghouse Elec

tric & Mfg. Co. for two years.

Martin K. Whaien has Joined the force of

the International India Rubber Co., South

Bend. as its southern representative. He

has been acting as special representative for

Century Plainfleld Tire Co.

Andrew V. Terek,'recently released from

the Naval Aviation service. has returned to

the Banlam Ball Bearing Co., Bantam.

Conn.. as master mechanic in charge of the

up-keep of the factory.

George W. Franklin, formerly of Detroit.

is now manager of the Securities Motor

Corp., Los Angeles. This organization suc

ceeds the Leach Motor Car Co., distributer

of the Mitchell and Premier in Southern

California. .

Detroit, has '

F. M. House, with the Republic Truck Co.,

Alma. Mich._ for many years, has been made

Pacific coast manager of that company with

headquarters at Portland.

0. V. Durham, with the Buick Motor Car

Co., Flint, for many years, has been pro

moted from general superintendent to works

manager of the Buick plants.

Eugene W. Lewis, former vice-president

of the Timkin-Detroit Axle Co., has returned

to Detroit from Washington, where he was

with the chief production branch of the gen

eral staff of the army. He will not return

to active duty with the Timkln company,
vbut will devote his time to private interests.

H. E. Weoterdale, sales manager of the

Heath-Duplex department of the McCord

Co., and with Ward Keller, Eastern sales

manager, has resigned to form the Lexing

ton-'Ohio Co., Cleveland. The new firm will

handle the Lexington.

. ’3‘ -‘.‘\-“~"

WILLIAM HYSLOP

In the death of William Hyslop, who died

at his Toronto home on April 26. the Cana

diap industry has lost one 0/ its pioneers

and most prominent men. Mr. Hyslop, who

was president of Hyslop Brothers, Ltd., when

he died, first entered the trade in 1888 in

partnership with his father. In 1890 he or

ganized the present company; his brother

died several years ago. The company is one

of the largest jobbers of automotive equip

ment in Canada. handles bicycles as well.

and is Cadillac distributor for Eastern Can

ada, from Manitoba to the Allantic Coast.

Mr. Hyslop was born in Hamilton, 0112., in

1871.

Earl A. Stone, formerly manager of the

Detroit branch of the Wheeler-Schebler Car

bureter 00.. Indianapolis. has been appointed

salesmanager of the company to succeed

George T. Briggs, who resigned.

G. Elmo Holke, formerly assistant secre

tary of the National Automobile Dealers'

Association. has been appointed assistant

advertising manager of the Traffic Motor

Truck Corp.. St. Louis.

F. S. Davis, formerly with the Buick Auto

mobile C0.. and recently chief gunner‘s mate

in the Navy, has joined the office sales

force of the Traffic Motor Truck Corp., 8!.

Louis.

H. E. Johnston has become assistant to

the president in charge of sales of the Oneida

Motor Truck Co., Green Bay. Wis.

Captain Wakeman Hackett, who has just

returned from France and received his dis

charge from the 1218t Field Artillery, 32nd

Division, after 20 months of service, has be

come associated with the Oshkosh Motor

Truck Mfg. Co. as factory representative

covering the Middle West territory.

Ray che, for several years a salesman

with the Hudson-Phillips Motor Car Co., St.

Louis. has returned to that city to be con

nected with the Hudson-Hampton Motor

Car Co., after having sold Hudson cars in

Cleveland for the last 4 months. E. C. An

derson has been made wholesale territorial

manager for the company.

F. H. Haack has been appointed manager

of-service for the Moerschell Electric Co.,

St. Louis representatives for Connecticut

ignition, Splitdorf magnetos. Webster oscil

lators and U. S. L. batteries.

Alfred Faber, formerly of the Automobile

Ignition Co., and James McGarity, formerly

of the Chandler Motor Car Co. and the Pack

ard-Missouri Motor Car Co., have joined the

ervice staff of the Automotive Electrical

Service Co., Inc., Delco, Remy, Northwest

and Klaxon service distributors in St. Louis.

J. L. Steele, formerly with the Pennsyl

vania Rubber Co., Philadelphia. and W. C.

Pfelffer, formerly a motor car dealer in St.

Louis. are recent additions to the salesforce

of the Neskov-Mumperow Motor Car Co.,

Anderson distribriter and Dort retailer in

St. Louis.

J. E. Weber succeeds W. Milton Koenig as

advertising manager of Weber Implement &

Automobile Co., dlstributer in St. Louis of

the Chalmers. Maxwell and Hupmobile.

 

J. I. Case Deny Rumor

Editor Motor World: We have heard

of rumors circulating throughout the

country to the effect that the J. I. Case

Plow Works and the Wallis Tractor Co.

have been shut down because of labor

difficulties, and a few other such reasons.

It is true that the J. I. Case Plow

Works and the Wallis Tractor Co. have

shut down for a period of 30 days or so.

because we deem it advisable at this time

of the year to take inventory, repair

and put up new machinery in order to

handle our increased volume of business.

Rumors giving other reasons as a basis

for shutting down our factory are abso

lutely unfounded.

We wish to acquaint you with the situa

tion as it now stands, so that none of

these rumors will appear in your pub

lication—J. I. Case Plow Works, A. M.

Semones, Advertising Manager.

 

Wire Wheel Works President Dead

GENEVA, N. Y., May 5—Wailace W.

Page, president of the National Wire

Wheel Works and secretary of the

Geneva Cutlery Corp., died last week of

pneumonia.

Robinson. Case Director, Dies

RACINE, May B—Frederick Robinson.

director and former vice-president of the

J. I. Case T. M. Co., died at his home in

Racine on April 22.
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Dealers Must WORK to Be Successful

Selling Tractors

Herring, Who Sold 1300 Fordsons at Retail in April, Believes

Automobile Man Is Logical Tractor Dealer—But He

Must Sell, Not Merely Take Orders

DES MOINES, May 2—In spite of six

weeks' almost continuous rain in Iowa

and surrounding territory, the Herring

Motor Co., Fordson distributer for Iowa,

Nebraska and South Dakota, made 1300

retail Fordson sales during April. This

report from 506 dealers indicates that

the rain is not completely holding up

tractor sales. Many tractors have been

sold for weeks but deliveries cannot be

made. '

Clyde L. Herring is exerting every

eflort to make the sale of- tractors an

all-the—year proposition rather than hav

ing a peak sales period in July, August

and September, which are the best

months for tractor sales. Many towns

are purchasing tractors for road drag

ging, horses having been formerly used

for this.

The Herring organization is one of

the best examples in the Mississippi

Valley of an automotive dealer handling

the farm tractor. Herring declares that

the greatest trouble with many dealers

is that they have forgotten how to work

and while handling automobiles only

they have become order hookers rather

than salesmen.

Herring believes the automobile man

is the logical person to handle tractors

and that to make a success of it the

dealer must start working and carrying

on real salesmanship. Many dealers

have made successes in the automobile

industry who have not deserved it and

unless they display more salesmanship

they cannot be a success in the tractor

field.

The Fordson tractor is being handled

solely by Fordson dealers and those mak

ing the greatest success of the tractor

business are under separate men who

handle it exclusively. In many cases

these young men are taken from the

farm implement field, where they have

become familiar with farm implements

of all kinds and are also familiar with

the various aspects of farming and are

able intelligently to discuss all the prob

lems of agriculture with the farmer.

Fordson dealers are following the plan

of demonstrating to farmers. In dry

weather the demonstrating tractors are

carried on motor trucks, but this has

been impossible for many weeks.

 

“I’m Not Ready to Buy Yet"

(Continued from Page 17)

not get his for a month. Show

him where this month is on the calen

dar. Tell him a delay of two weeks

may mean a delay of six weeks. Show

him where six weeks hence is on the

calendar. Tell him that a delay of a

month may mean a delay of three

months. Show him where these various

spots are on the calendar.

“Then show him that good touring

weather is here now and that the sum

mer ends about the end of September.

Show him on the, calendar how many

days of wonderful weather he is losing.

Point out on the calendar when the hot

spell starts and when it ends, and talk

to him of the essential character of a

car when the hot spell is with us. Get

this matter of TIME firmly fixed in his

mind, and then ask him on what date he

expects really to buy.

“This asking him to point out on the

calendar the day when he is going to

buy, so that you can carry your illustra

tion further, will probably be a poser to

him, because he probably hasn’t any real

excuse for not buying now. But if he

should point out a date, you are then in

position to figure out how many days he

will be deprived of the use of the car by

his delay.

“You know, I have tried this and found

it to work sometimes: Stroll over to the

window with him, or, in our closing room,

let down the curtain in a casual way,

and watch the cars going by. You can

do this in a house, or an office, or any

where if there is a good traffic street.

Point out the great number of cars and

then point out a few men who don’t seem

to be men of any great means, yet who

OWN cars. Immediately he probably

will think of a lot of people he knows who

have cars, yet who are less able to own

them than he is.

“Then tell him something like this:

‘You know, Mr. Prospect, owning a car

is a peculiar thing. I have known lots

of people who have bought cars, little old

cars that didn’t cost much, and then

they have kept getting better and better

cars, until to-day they own cars of very

good make. Somehow or other they seem

to progress in business and life just

about the same as they progress in cars.

You know, Mr. Prospect, if I were you

I think I’d have a car just as soon as I

could get it. I wouldn’t wait a day. We

have three in stock now. You can have

one of them in the morning.’ "

 

May Have Victimized Other Dealers

BOSTON, May 3—A man styling him

self Frank Adams and claiming to be an

attorney at Philadelphia wrote letters

recently to dealers in Boston stating that

he had seen advertised certain cars among

their used vehicle lists, and as he was

coming to Boston to try an important

case he would look in on them and see

the cars advertised. He came along, very

suave, and at three places so far as

known he picked out fine cars, a Loco

mobile, Pierce-Arrow and a Packard. He

handed out checks, certified of course, and

managed to get away with the three ma

chines. The checks came back. Then

the dealers woke up and notified the

police. A few days ago they were noti

fied that the man had been arrested at

New York and the cars recovered. Also

that he had put over some. alleged

crooked deal in that city and they were

holding him there. But the Boston deal

ers were not interested in that part of it

so much as they were to get back cars

that were sold approximately at $3500

each.

Indianapolis to Have 43 Starters

NEW YORK, May 5—On May 1, the

closing of the entries for the Indianapolis

500-Mile Victory Sweepstakes race for

May 31, 43 entries appear on the list.

There are still four drivers to be named,

for a Hudson special, a Detroit special

and two Premiers. Omar Toft will drive

his old Miller special under the new

name of Darco special. Tom Alley has

entered with a Bender special, a car

built by him for C. J. Bender, president

of the Ahlberg Bearing Co. The car

has a 4-cylinder engine, with 3% in. bore

and 7 in. stroke, giving a displacement

of 289 cu. in. ' Following are the entries:

  

Clifford Durant . . . . . . . . . Chevrolet special

Dario Resta . . . . . . . . . . . ..Sunbeam

Jean Chassagne . . . . . . . . Sunbeam

H. C. Simmons... ..Hudson special

J. M. Reynolds. . . . . Hudson special

Eddie Pullen . . . . .. .Hudson special

W. W. Brown . . . . . . . . .. Richards special

Eddie O'Donnell . . . . . . . .Duesenberg special

. . Duesenberg special

. .Duesenberg special

. . Roamer-Duesenberg

Jules Goux. . . . . . Peugeot special

Ray Howard . . . . .. . Peugeot special

Arthur Klein . . . . . . . . . .. Peugeot special

Louis LeCocq. . . . Roamer special

Ralph DePaims. . Packard special

Earl Cooncr. . . Siiiiz special

Ralph Mulford. . . Frontenac special

Louis Chevrolet. . . . . . Frontenac special

Denny Hickey . . . . . . . . . . Slickel special

Arthur Thurman. . .Thurman special

Elmer P. Shannon ..Mesaba special

Eddie Heame. . . . . . . Durant special

Roscoe Sarlcs . . . . . . . . . Oldfield special

Dave Lewis . . . . . . . . . . . . .Duesenberg special

\X'ilbur D'Alene. ..

Tommy Milton. .

Kurt Hitke. . . ..

  

  
Omar Toft . . . . . . . . . . . . . . Darco special

J. J. McCoy ..McCoy special

A. E. Cotey... ..Ogren special

Ira Vail . . . . . .. .. ..Hudson special

Joseph Boyer . . . . . . . . . “Frontenac special

P. W. Monahan . . . . . . ..Johnson special

Andre Boillot. . . . .- . . . . ..Peugeot special

 
. . Detroit special

. . Frontenac specialGaston Chevrolet.

  

  

Tom Ailey . . . . . . .. . . Render special

~ . . . . . . . Hudson special

. . . . . . . . . .. Premier

—— ———— . . . . . . . . . . . Premier

 

Uniontown Entry List Lengthens

NEW YORK, May 5—The complete

list of entries for the 112-miie Union

town race for May 17 as received so

far by the Contest Board of the Ameri-

can Automobile Association includes:

Louis LeCocq . . . . . . . . . . . Roamer special

Kurt Hitke . . . . . . . . . . . .. Roamer special

Eddie Pullen . . . . . . . . . . . Hudson special

Cliff Durant . . . . . . . . . . . . (‘hevrolet special

Harold Simmons. .

Wilbur D’Alene. . .

Dennie Hickey. ..

Ray Howard . . . . ..

P. W. Monahan. . ..

Joseph Boyer. . . ..

Louis Chevrolet...

Gaston Chevrolet.

Eddie Hearne.

. Hudson special

.Duesenberg special

. . Stickel special

. Peugeot special

...Tohnson special

.. Frontenac. special

. Frontenac special

. Frontenac special

. Durant special

 

 

 

Maxim Drops Maxim Silencer

MILWAUKEE, MAY 2.—The Geuder.

Paeschke & Frey Co. is now manufactur

ing the Maxim silencer, formerly manu

factured by. the Maxim Munitions Corp.
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COMING EVENTS

Passenger Car and Truck Shows

E1stol, Va.-Tenn..... May 10-17 . . . . . . . .. Cars. Trucks. Tran-tore. Airplanes and Accessories.

Bristol Chamber of Commerce. C. W. Roberts.

Manager.

Foreign Shows

Paris, France . . . . . . . . .. Oct. 15 . . . . . . . . . ..Grand Palais—lniernational Automobile Manufac

turers' Congress.

London, England . . . . .. November . . . . . . ..0lympia—lnternatlonal Automobile Manufacturers“

Congress.

Meetings

Washington, D. May . . . . . . . . . . . . ..Pan-American Commercial Conference, Pan-Amer

ican Union Bldg.

Chicago, Ill . . . . . . . . . . .. June 2 . . . . . . . . . . .. National Gas Engine Assn., Hotel Sherman.

Hot Springs, Va . . . . .. June 2-6 . . . . . . . . .. Convention, Automotive Equipment Assns., Home

stead Hotel.

Ottawa Beach. Mich.. June 23-27 . . . . . . .. Summer Meeting, 5. A. E.

Philadelphia, Pa . . . . .. Sept. 22-25 . . . . . . .. Annual Convention. National Association of Pur

chasing Agents. Bellevue-Strattord.

Exhibits

Venezuela, 8. A. . . . . .. May 15-June 1.... National Exhibit of Venezuela.

Contests .

  

  

  

  

  

Atlantic City, N. J...May 1.... ..Airplane race. Aeronautic Convention.

Atlantic City, N. J...May 3.... . .Airplane race, Aeronautic Convention.

Unioniown. Pa . . . . . . .. May 17. .. Probably 112% miles.

Atlantic City, N. J...May 30..... ....Airpiane race. Aeronautic Convention

Ins Angeles, Cal . . . . ..May 30-31 . . . . . . . . .. Third Annual. Los Angeles-Yosemlte gasoline

economy run.

Indianapolis, Ind . . . . .. May 31 . . . . . . . . . . ..500-Mlle Sweeptakes, Indianapolis Speedway.

'Sheepshead Bay N. Y. June 14. . . . . Speedway.

Atlantic City, N. J...July 4.. .. . ...Alrplane race, Aeronautic Convention.

Tacoma, ‘Vash. . . .. ...July 4. . . . .. SDeedway.

Cincinnati, 0 . . . . . . . . .. July 5 . . . . . . . . . . . . Speedway.

Uniontown, Pa. . . . . . .. July 19 . . . . . . . . . . ..Mid-Summer Meet. Speedway.

Bheepshead Bay, N. Y. July Speedway.

'Middletown, N. Y.... Aug. 15 .. Dirt track event.

Elgin, I . . . . . . . . . . .. Aug. .. Road race.

Sheepshead Bay, N Y. Aug. . . Speedway.

Unlontown. Pa . . . . . . . . Sept. . . . . . . Speedway.

Sheepshead Bay. N. Y. Sept. 20 . . . . . . . . . . . Speedway.

'Allentown, Pa . . . . . .. Sept. 27 . . . . . . . . . ..Dirt track event.

Cincinnati, 0 . . . . . . . . .. Oct. 1 . . . . . . . . . . . . . Speedway.

"Trenton, N. J . . . . . . .. t. 4 . . . . . . . . . . . .. Dirt track event.

'Danbury, Conn . . . . . .. Oct. 11 . . . . . . . . . . .. Dirt track event.

'Tentative dates.

Tractor Demonstrations

Fresno, Cal . . . . . . . . ..Apr. 29-May 1-4. . .. Central California Tractor and Implement Assn.

Sacramento, Cal . . . . .. May 6-12 . . . . . . . . “Selgtiogal Tractor Demonstrations. Demonstration

ie .

College Park, Md.....May 30 . . . . . . . . . . . ..Power Cultivator Demonstration, Maryland State

Department of Agriculture.

Denver, Col . . . . . . . . . .. June 8-14 . . . . . . . . . Sséztlonal Tractor Demonstrations. Denver Tractor

lub.

Wichita_ Kan . . . . . . . . ..July 14 . . . . . . . . . .. Automotive Committee of National Implement

Assn.

Aberdeen, 8. D . . . . . ..August 18-23.. . Sectional Tractor Demonstration.

Ottawa, Ont., Canada. October . . . . . . . .. Inter-Provincial Plowing Match and Tractor Dem

onstration.

O O Q I

Aeronautical Exhibition

Atlantic City, N. J.... May 1-June 1.....Second Pan-American Aeronautic Convention and

Exhibition.

 

Record Registration in Wisconsin

MILWAUKEE, May 3.—Wisconsin

is breaking all previous records for large

volume of motor registry this year. Up

to 'to-day more than 150,000 licenses for

passenger cars have actually been issued,

while applications on hand number at

least 7500 additional. A year ago the

number of licenses actually issued was

less than 75,000. The total for 1918 was

189,983. So far 6450 motor truck licenses

have been mailed, compared with 3500 a

year ago. Total receipts from license

payments so far this year amount to

nearly $1,625,000. Passenger cars pay

$10; motor trucks a sliding scale from

$10 to $25, and dealers $25.

 

Oregon Regulations Increase

PORTLAND, ORE, May 3. -— Con

crete evidence of the increased demand

for motor cars in Oregon is contained in

the report of the automobile license de

partment of the Secretary of State’s

office for the first quarter of 1919. Up

to March 31, 59,585 registrations had

been made, of which 7920 were new,

compared to only 45,980 registrations at

this time last year. An increase of 48

dealers in the State is shown by a regis

tration of 444 dealers, compared to 396

on March 31, 1918.

Michigan May Boost License Fees

LANSING, May 3. — Automobile,

truck and motorcycle license fees in the

State of Michigan may be boosted by the

legislature 10 cents per.100 lb. on pas—

senger cars and from 15 to 25 cents per

100 lb. on all trucks in addition to an

increased tax on truck horsepower of

from 15 to 20 cents. The horsepower tax

on passenger cars remains unchanged.

The license increase is embodied in a

substitute measure for the Evans bill. In

addition to an increase in the license fee

for passenger cars and trucks 8. straight

tax of 50 cents per 100 lb. is provided

for on all trailers. It is estimated that

the revenue from the increased tax will

amount to approximately $800,000 per

year. The bill, it is said, will meet with

little opposition in the house and senate.

BOOK REVIEW

The American Newspaper Annual and

Directory—1296 pages, royal octavo,

cloth, $10 net, carriage paid. Published

by N. W. Ayer & Son, Advertising

Agents, Philadelphia.

The fifty-first year of continuous pub

lication brings us the 1919 edition of

this comprehensive review of the Amer

ican newspaper and magazine field.

The book is full of valuable informa

tion for all who have dealings with

periodical publications of any kind. The

facts and figures descriptive of each of

the 23,074 publications listed are pre

sented in a most complete, yet condensed

and get-at-able form.

As always, special attention has been

given to the important matter of circu

lation figures. ,

Supplementary to the general cata

logue are 254 classified lists, including

dailies, magazines, women's, mail order,

religious, agricultural and all the various

trade and class publications, covering

almost every field of human effort and

interest, each class listed under its own

head.

An especially valuable feature is a

vast amount of up-to-date gazetteer in

formation, giving the latest population

figures, including those of ten states

which had censuses in 1915, and the

transportation, banking and other facili

ties in each of the 11,189 towns in which

newspapers are published, together with

the leading industries, productions and

other features of the place and vicinity.

This descriptive matter is supplemented

by a specially \prepared map of each

state, showing practically every news

paper town. Convenience and concise

ness have been studied throughout, and

the book places.at the disposal of pub

lishers, of advertisers, of business men,

of students, librarians, etc., a vast

amount of fresh information not to be

procured elsewhere.

Trade Printed Matter

Sale Quality in Tractors is a sales

prospectus just issued by the Cleveland

Tractor Co., Cleveland. It consists of

28 pages 10 x 14 in., the cover being in

four colors. Its object is to open the

eyes of tractor salesmen and merchants

to the opportunity that is afi'orded in the

tractor field, not only to those who sell

tractors for a profit only but to those

who also interest themselves in the real

service they can render to agriculture.

White Service Station for Chicago

CLEVELAND, May 3.-—The White

Co. has purchased a site in Chicago upon

which it will build a new service station.

The property consists of approximately

5 acres.

In addition to enlarging and strength

ening its service station in Cleveland.

this company has completed a service

station in Philadelphia, and has pur~

chased land intong Island City, where

a station will be erected to take care of

the New York territory.
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 a Plugs

I
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Rigid Inspection lnsures Dependability

 

The success dealers have with asbestos gasket construction are re

Champion Spark Plugs is due in a sponsible for the better perform

large measure to the rigid final ance of Champion spark plugs as

inspection in our factory. compared to other plugs, and their

Long trained experts go over the greater resisting power to tempera

plugs to make sure that every de- ture changes and to shock and

tail is right, and that there are no vibration.

imperfections. Now is the time for dealers to

This care and thoroughness, make sure their stock of Champion

Championx coupled with our No. 3450 Cham- Spark Plugs is complete. Go over

1’" Fwd Ca" pion Insulator and our patented your stock today.

A19, Price 90c

Champion Spar]: Plug Company, Toledo, Ohio

Champion Spark Plug Company, of Canada, Ltd., Windsor, Ontario

  

 



  

 

 

 

UTILITY PUMPS

For All Cars $12.00. For Fords

$7.50

 

  

 

  

U '1‘ I L I T Y DISAPPEARING

TRUCK BODY

For Fords. Price $38.50

THE BIG SELLERS

This Spring

The big “best sellern—whether it is a novel or a set of

Utility Pedals for Fords—tells two stories worth while:

lts big sales make big profits.

lts big popularity makes more big sales.

Users say that Utility Pedals are the absolutely neces

sary accessory for Fords. They bring slip-proof

safety to the place where the Ford car drives.

Their value is equal to the lives of the passengers plus

the cost of the car—and they sell fast for $l .25 per set.

Dealers—Order from your jobber.

Jobbers—Get in touch with us.

HILL PUMP VALVE COMPANY

Mfrs. of UTILITY Products

Archer Avenue and Canal Street, CHICAGO

Sales Department:

THE ZINKE COMPANY, 1323 5. Michigan Avenue, Chicago

 

 

UTILITY l‘R(')TEC'l‘l£D HEATERS

For All Cars $9.00 to $25.00

UTILITY RIM “’RENCH

For All Cars $1.75

l
I'TIIJTY I‘NIVFJRSAI.

WRENCH

Set for All Cars $3.50
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A NECESSlTY

for Every One

of Your

Customers

  

Mlltli
II-in TRADE_

"’1
1

This Display Stand Makes Easy Sales

Put this display stand on your counter and Dutch Brand

z-in-r Cut Filler will sell itself. An article so necessary to

motorists as this requires no great effort in selling. As

soon as a car owner knows about it HE BUYS IT.

Dutch Brand z-in-r Cut Filler is a heavy liquid rubber

that fills permanently cuts, bruises and gashes in casings.

It prevents sand and water pockets, rotting of fabric and

adds many miles to the life of any tire. No cement re

quired—no trouble to use—quickly applied.

Get a stock from your jobber and begin making profits

on the easiest seller in your store.

Send for a Dutch Brand Catalog

The complete Dutch Brand line is illus

trated and described in detail. Every article

fills a demand. A catafog will he sent you

upon request. Write for it.

Van Cleef Brothers

Manufacturers of Tlra and

Chemical Specialties

Woodlawn AV8., 77th to 78th St.

CHICAGO, U. S. A.
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-Motor Car Dealers!

This is an ot’fer to finance you to the extent of $5,000 up to

$50,000, for at least one year.

  

If you are in need of money to carry your stock of new cars, I

can furnish you the funds up to $50,000.
  

My plan is based on the fact that there is a minimum number of

cars you should keep in stock at all times to make display and in

sure deliveries.

  

If you were a coal merchant you wouldn’t sell the coal first and

Distributor. then rely upon going to the mines to obtain it—If you were in the

Put—much clothing business you wouldn’t wait for Spring and then take up

with your (halal your tape measure for orders and with good judgment rely on the

1,” finance them factory to make deliveries in time for your trade.

 

  

'0 fhei" full“! "- But if you were an intelligent merchant you would have a well

llmfemenuz Y0“ balanced stock of merchandise on hand at all times—then you would

and they 71"” Profit be sure of the sales and the deliveries.

the eb .r y IT’S DELIVERIES THAT EARN REAL PROFITS—mere

sales represent paper profits, which often are changed into net losses.

  

  

 
  

That logic governs particularly in the automobile business. Surely

this season should prove to you the wisdom of having cars in stock.
  

  

  

WWWWW

Your common sense should convince you that the factory can't

manufacture cars, excepting against actual orders. If they manu

factured a stock for all the dealers throughout the United States.

they would require millions of capital beyond what they already

possess.

  

Hence the manufacturers over-sell their output two or even thrEe

times, so it you fall down on them they still win. But you hold the

1 Will admnce bag—and you should, if you fail to merchandise your business cor

you funds for a rectly

53"? $3" I CAN RIGHT THAT CONDITION FOR YOU. YOU AND

Hum willow Auto I DECIDE ON A SUM YOU REQUIRE AND I’LL INVEST

Finance Company THAT AMOUNT IN NE\V CARS UP TO 80% OF FACTORY

I km", 0f COST, AND YOU HOLD THE CARS IN YOUR SHOW

ROOM OR WAREHOUSE.

When you sell a car, the money collected from that car will go

into another, and so on for one year, you paying me a very small

share of your gross profit.

THEN YOU \VILL BECOME AN AUTOMOBILE MER

CHANT, NOT AN AUTOMOBILE AGENT—YOUR SALES

WILL BECOME DELIVERIES, AND YOUR DELIVERIES

\VILL BECOME PROFITS.

Communicate with me and you will receive personal and con—

fidential attention.

     

  
 

  

HARRY M. LASKER, 5 Columbus ‘Circle, N. Y. PhonelColumbus 8258
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When writing advertisers please mention Motor World—1t identifies you
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043 It Should ‘Be !

The advertising agency handling

the advertising for one of the larg

est trailer manufacturers made the

following interesting statement in

a letter dated May 9:

“In discussing advertising returns with

the Co., at a conference yes

terday it developed that Motor World

is leading all other trade papers in

volume of business produced and in

low advertising cost. ”

The above is just that much more

evidence that MOTOR WORLD not

only has a big circulation among

dealers, jobbers and garage own

ers, but that the advertising and

editorial pages get equal consider

ation from our subscribers.

MOTOR WORLD.
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MakingSli'

~ Do it the easy way

Solid shims are out-of-date. Loose-leaf shims are

troublesome to handle. Filing is a waste of labor.

'\ Assembling means lost time. Use—

  

-fl"7,"?.

 

 

 

 

  

 

g LAMINATED SHIMS are made in a jiffy. Time,

labor, money saved. Just peel off layers with a knife—

that’s all. Absolutely accurate. Smooth surface al

ways. A finer, a better, a more satisfactory bearing ad

justment than with old-fashioned solid or loose-leaf

shims.

 

~-.._.

‘

-___

STOCK SHIMS for Ford, Chevrolet Four

ninety, Continental 7-VV. Continental 7-N.

Maxwell. Overland, Dodge.

 

_-___._

.._E.-_

Laminated Shim Company

533 Canal Street New York

Detroit: Dime Bank Bldg.

St. Louis: Mazura Mfg. Co.

London: R. A. Rothernel, 6 Great Marl

boro' St., London. W.
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This is a view of Hot Springs never seen by any of the jabbing fraternity. It necessitates climbing the

mountain back of the hotel. In the foreground is a vineyard which somebody set out with the idea that

grapes were made to eat. Looks like a church steeple down there. Does anybody know whether it is or not?

Will YOU Beat Hot Springs?

AVE You Been Hesitating as to Whether to Go to the Hot Springs Meeting of the

Jobbers’ Association? If so, Take a Look at These Two Pages and Pack Your

Nightie and Your Golf Sticks and Etcetera—lf You Know What That Is—for They Say

the Links Are Just as Enticing as Ever.

S we get this Hot Springs busi

ness, it is going to be run this ‘

year on a more or less sensible plan.

We may be wrong, but the way it

comes to us is that there is to be a

week of convention with a whole day’s

work done in a half day every day,

beginning June 2 and ending June 6.

Anyway, we have the dates right.

Whether that’s the way or not this

time, it is generally the way it has

worked out on other occasions, for

there never yet was an afternoon ses

sion at which the association didn’t

make considerable money because of

the absentees who would rather lose

five dollars than a chance to play golf.

You see, it's like this: A lot of

these hard working fellows, like Web

ster and Norris and Englehart and

Powell and other celebrities, have to

go to the convention because it

wouldn’t run without them, and after

they get there they’re sorry they are

such celebrities because it doesn’t look

well for one of the leading lights in

the ark to go out and play when busi

  

I] you ride up from the end of the railroad the bus sets you down at this door.

Otherwise, the only time you see this door is when you roost at the rail in the

morning sunshine or give the horse the air



May 14. 1919

 

 

 

NEXT

WEEK//

EXT week Motor World

will print a list of those

who will be at Hot Springs at

the Automotive Equipment

Meeting. Stick next week’s

Motor World in your bag

when you leave home. It will

help you remember the names

to go with those faces and

will provide old names for

some of the new faces you

will see.

 

  

 

ness is in such dire need of attention,

so the lesser lights, who have found

that disaster doesn’t overtake the as

sociation in their absence, give the

leading lights a sneaky ha-ha! and fail

to show up in the afternoon and they

come in at even-tide—when people

might be crossing the bar—if there

were one—and exhibit beautifully

tanned domes, and there is lots of con

versation about scores and caddies and

hay lots and all that sort of thing,

and then the commissioner reads the

riot act to the absentees and the next

day they do it all over again and then

—but what’s the use, this time they’re

all going to play golf.

“afl‘flQW‘

  

  

THE PICTURES

7

Pop

Looks like chk Engla

hart about to whale

the ball down into the

grass in the right lore

ground. He's good at

this. The other gent

looks like Bill Norrla

in a critical pose

Center

At the right under the

trees is the tee for the

eighteenth hole. There

isn't any nineteenth

hole. If you are ex

pert enough to M! a

tree when you tee 011

you can bounce the

ball half way back up

the seventeenth fair

way

Oval

Many great men have

come to grief here. In

driving across- the

short fairway in the

foreground you have

several optlons-——deep

ditch, hay lot or po

tato patch. Somebody

sold it could be made

in three but nobody

believes hlm
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Sell the Farmer on Your

Ground—Not His

Rushvz'lle Company Impresses Prospects with. the Need

for Reserve Power and Looks Afler Tractors in Service

from three to five years is the

fundamental assumption relied upon

by Oneal Bros. at Rushville, Ind., to put

across the Emerson-Brantingham trac

tors. It works, too, if one may judge by

the success which has attended the ef

forts of the concern.

“If you buy a quarter section of land

and pay $200 an acre for it, you don't

expect to make 100 per cent on your in

vestment the first year, do you '2" I ask

the farmer. “Well, it’s just the same

with a tractor. Figuring the relative

cost of tractor maintenance and that of

an equivalent power in horses, it is

mighty easy to prove that the difference

in cost between horse labor and tractor

labor will pay for the latter within two

or three years." Just get a farmer to sit

down at your desk and use his pencil

for a few minutes and you have him con

vinced.

“Yes, we canvass, of course. We have

a man out in our territory in an auto

mobile all the time. But our experience

has been that we are more successful in

making sales right here in our own of

fice than we are out in the country. You

see, when you go to a farmer’s place to

talk tractor to him you have in a way

tipped your hand. You’re on his ground.

The obligation rests on you. He feels

that it’s you who wants the deal and that

if he buys from you he’s doing you a sort

of favor. You have given him the ad

vantage.

“Whereas, get him into your own of

fice, especially if he comes of his own

accord, then the tables are turned. It’s

you this time who has the advantage.

Then, too, we are not very far from In

dianapolis, where the company maintains

a branch house, and it's easy to jump

on to the trolley with a prospect and

run him over there. We find our easiest

sales are made at Indianapolis. There’s

something about the atmosphere at the

branch office that gets into the blood of

the prospect. I guess it’s the concen

tration of purpose, the entire confidence

expressed by everybody around the es

tablishment that the E-B tractor is a lit

tle bit of all right. At any rate there’s

something there which makes it easy to

land the deal.

“But when we can't get our customer

over to the branch we try to make the

same impression here. Of course, all we

THAT a tractor will pay for itself in

  

W. S. ONEAL

Who knows all the farmers by their

first names

have to rely upon is our general reputa

tion as reliable business men and such

influence as we can bring to bear with

pencil and paper. Then we always are

ready and willing to demonstrate. If a

farmer wants to see what one of our

tractors will do we take it out to his

farm and show him. But we do it with

a clear understanding of the conse

quences. We do not go out telling him

that we will suit him—oh, no, not at all.

But we do tell him that we will come

out and show him that our machine will

do his work satisfactorily. There is a

difference here which every dealer sell

ing tractors ought to recognize. Fur

thermore, if we do his work then he has

bought something—we don't haul that

tractor back to town.

“I am very much convinced that far

mers need instruction. They need to be

shown how to operate the tractor they

buy, and also they need to be advised

as to the kind and size of machine to buy.

“The former of these we cover in this

way: When a tractor is delivered we

send a man to start it and to tell the

farmer all it is possible to tell him at

that time. Then, as our canvasser drives

around the country he is instructed to

call, as occasion may present itself, upon

every farmer who has bought a tractor.

ask him how he is getting along, go over

to the tractor and give it the once over.

lift up its hood and take a peek at the

engine, do any little thing in the way

of adjustment he finds needful. This

gives the farmer a chance to ask ques

tions about things he does not under

stand thoroughly and leaves the impres

sion with him that just because he has

bought from us he is not forgotten but

that our interest lasts after the sale is

made.

“In advising the farmer as to the kind

of tractor he ought to have we lay em

phasis upon the importance and advan

tage of always having a reserve of

power. We try to show him that it is

to his advantage to have a machine which

will deliver more power than he thinks

he will need. We base our arguments

upon our conviction that the time will

come when every farmer on a quarter

section of land or more will need two

tractors, a two-bottom and a three-bot

tom capacity machine. Both will be used

for plowing, of course, but the chief func

tion of the larger machine will be to take

care of the belt work on the farm.

“We illustrate this argument by call

ing the attention of the farmer to the

fact that practically every farmer in this

section, as soon as he becomes the owner

of a tractor, sells off his old horse-drawn

equipment and buys the heavier power

machines instead. This makes it clear

that reserve power will be necessary

some time.

“In this connection I want to say that

most of the equipment the farmer com

monly buys is too light for use with trac

tors. He must have sturdier and larger

capacity machines. If they are not now

in existence then they must be designed

and built.

“From the point of view of the tractor

dealer this matter of power farm oper
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ative equipment is important. Every

tractor sold creates a demand for power

equipment. It is the most natural thing

in the world for the farmer to come to

the dealer from whom he bought his

tractor for any power equipment he may

happen to need. Thus the dealer sells

such equipment practically without effort

on his part and at a greatly reduced

overhead. In fact, we consider all such

sales as clear velvet.

“Being as close to Indianapolis as we

are, with railroad and trolley connections,

it is unnecessary for us to carry a very

extensive stock of repairs or to worry

very much about service. We always

can get repair parts within a few hours

and we always can rely upon Indianap

olis for any expert service which is be

yond the ability of our own force to take

care of.

Advertising to the Farmer

“Our plan of advertising is probably

unique. We have about 100 tree boxes

scattered over our territory. These

boxes are about 6 ft. high and 3 ft. wide

on each face. They surround trees in

conspicuous locations along the roads.

On these we paint the message we want

to get across to the farmer, varying it

according to circumstance and the time

of the year. We also use these as bulle

tin boards, pasting or tacking on them

We
 
 

Oneal Bros. use these tree boxes to advertise their business and the

farmers have acquired the habit of watching these bulletins for

infonnation

any broadsides or other printed matter

we get from the companies we-repre

sent, or any special circular we get out

ourselves. We have found this plan of

publicity works mighty well. The far

mers have gotten the habit of looking

on these boxes for our business an

nouncements. You see, we buy wool and

pelts, in addition to selling goods, our

business last year running to about $75,

000 on the former and over $200,000 on

the latter. We use our boxes for ad

vertising this department of our busi

ness, and as every farmer is interested

more or less he pays attention to what

we may have to say there."

 

Exchanging Cars for

HEN Salt River valley cotton

V growers found themselves facing

the necessity of holding their cot

ton for an indefinite period owing to a.

shortage of ginning capacity, McArthur

Brothers of Phoenix, dealers in Dodge

Brothers motor cars, inaugurated a “Car

for Cotton Sale" of used cars, accepting

unginned or “seed” cotton in payment.

The idea has met with such success

that today the cotton growers of the

Salt River valley are finding their un

ginned cotton legal tender for automo

biles, real estate—in fact, almost any

thing they need.

The “Car for Cotton Sale” furnishes

a good example of the way in which a

dealer may cash in on a difi‘icult situa

tion and turn it to account. The growth

of the long staple cotton industry in the

Salt: River valley has outstripped the

ability of the local gins to handle the

crop, and in spite of the fact that all the

cotton gins in the valley were being oper

ated night and day at full capacity many

cotton growers found it impossible to

have their cotton ginned for an indefi

nite period.

Ginning machinery, the delivery of

which had been delayed by the war, was

slow in arriving, with the result that

much cotton had to be stored. Storage

facilities to take care of the large crop

were scarce and many farmers were fac

ing the prospect of having to build their

own seed cotton houses, or pay for

Storage in warehouses at considerable

expense to them.

Recognizing the fact that most of these

g-otton growers were excellent prospects,

or would be as soon as they had disposed

of their crops, McArthur Brothers an

“onnced a “Car for Cotton Sale” of used

cars, at which cotton either ginned or

unginned would be received as cash for

automobiles. In preparation for this

sale bales of cotton were used for ex

terior decorations, a line of these being

placed on the sidewalk in front of their

building.

Sprays of ripened cotton bolls were

fastened to the screen doors, while inside

the display room cotton bolls and stalks

were featured in the decorative scheme.

An outdoor used-car mart, staged on

 
 

Cotton

an adjoining vacant lot, was surrounded

by bales of cotton placed at regular in

tervals, while each used car on display

carried a large “Car for Cotton Sale"

sign. Wagons loaded with seed cotton

received in exchange for cars were

driven directly into the used-car mart,

where cotton growers gathered to look

over their prospective purchases. The

sale was a success in spite of the fact

that a strict quarantine was being main

tained on account of the prevailing epi

demic ofi Spanish influenza, this circum

stance undoubtedly keeping many

farmers from attending.

I; ! Ir

;'— Ii
l

The McArthur Brothers building appropriately decorated for the

“Car for Cotton" sale
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A. H. Knaus, a Portland, Ore., motor car dealer, on the theory that'people

like to see something in motion, built this miniature race track, placed used

cars at opposite sides, with their wheels lashed, and started them so they

followed each other around the track. It has resulted in an average of

nearly a car a day sold for a month.

 

One Way to Increase Used Car Sales I

6 EOPLE everywhere are very much alike. They like action, and this is just as

Ptrue in selling used motor cars as in watching motion pictures.”

Application of this principle to his own business has enabled A. H. Knaus.

president-manager of the Twin States Motor Car Co., Portland, to sell used cars as fast

as he takes them in trade on new Chandlers and Saxons.

Knaus’ application of the principle is as simple as the principle itself. Across the

street from his salesroom is a vacant lot.

For $100 he had a miniature race track, 50 ft. in diameter, built and paved with

crushed rock, on this lot. At opposite sides of the circle he placed two of the used cars

he wished to sell. With wheels lashed so they would follow the roadway exactly, without

drivers, the engines were run just fast enough to keep the cars moving easily on high

gear. A live salesman was posted near by to watch the cars and follow up inquiries.

The result was surprising, even to Knaus. These first two cars were quickly sold

to persons who had stopped only to look on for a moment. That was early in March.

Since then the sale of used cars to prospects attracted by this simple means has aver

aged close to one a day—all on the original outlay of $100 for the race track and a

small rental for the lot. -

“It has been the most profitable $100 I ever invested," says Knaus. “Of course, the

idea of running a carwithout a driver around a track is not especially new. But, so

far as I know, to send two cars around the track at the same time is new, and so is

the application of the plan to used cars.

“It is all a matter of psychology. I hal the used cars; the problem was to bring

them to the attention of persons who would buy them. People like to see something

moving, especially something mechanical. You, yourself, if you see a mechanical toy mov

ing in a show window, will join the crowd and stop to look at it. Ifigured that if such

a plan was good for the retail merchant, it ought to be good in my case, for folks every

where are much alike. And so it has proved.”
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sELL MOTOR CARS

Plus Safety

A BIG NEW THOUGHTFOR EVERY DEALER

  

 

HAT follows will ap

peal to the country mer

chant more strongly

than to the city merchant,

for two reasons. One is that

the sort of accidents treated

in this article are more fre

quent to customers of country

dealers than to city dealers;

the other is that most city

dealers already are preaching

“safety” to their buyers.

The kind of accidents in

volved here are railroad

crossing accidents. The rea

son for suggesting it is that

in 1917, 1,912 persons were

killed in steam and electric

 

Are you selling safety with your motor

cars?

Did you ever stop to thinkv that each

customer of yours who is killed is a prospect

for one or more sales gone?

Did you ever stop to think what will

happen to your business if some superstitious

person starts the report that an ill omen

hangs over your cars?

That puts the danger into it.

Hence it is the driver that we

must reach.

In the opinion of the as

sociation which Spaulding

represents there is no chance

to unload the burden of pro

tection upon the railroads.

It is financially impossible.

Here what the report says

upon the expenditures in

volved in this respect.

“The Pennsylvania Rail

road in 12 years has ex

pended $66,000,000 in elimi

nating grade crossings on

its line, and to do away with

the remaining 13,000 would

  

  

  

   
railroad accidents and 4,927

were injured.

Think of it! Almost 7,000 persons use

lessly killed or maimed. The loss of life

is deplorable and the loss of business

worth thinking about.

Does this mean

dealer?

W. L. Wasson, a motor car dealer in

the small town of Lincoln, 111., says that

it does. His belief is that the dealers

can stop this loss of life. Wasson has

sold motor cars for 16 years in a part

of the country where, for the most part,

roads are straight and level and there is

a tendency to speed. These are the

folks who “take a chance” and shoot

across the railroad track.

If you have ever lived in a country com

munity you know that crossing accidents

are much talked about, much discussed

and the horror of it lasts in that com

munity for a long time.

anything to the

Wasson's Safety Suggestion

Wasson’s suggestion of safety was

made in a letter to General Manager

Foley of the Illinois Central Railroad,

who isseeking a way to stop these de

plorable accidents. The letter comes

to the motor trade as a contribution

from the N. A. D. A., because Business

Manager Harry G. Moock became inter

ested in this campaign and communi

cated with W. B. Spauld'ing, of St.

Louis, general claims attorney for the

Frisco Railroad. Spaulding also is

chairman of the Highway Crossing

Committee of the American Association

of Railway Claim Agents, embracing

every railroad in the United States.

The railroad folks are going thor

oughly and consistently into this cross

ing-accident business and they regard

Wasson’s letter as the best single sug

gestion they have received. Read it,

especially this paragraph:

“One man you killed on your tracks

near Clinton many years ago tried to

buy of us, but he could buy at another

place and get a discount, so he did and

was killed near a railroad track. It

would not have happened if we had sold

him, for I CAN PUT THE SCARE

INTO THEM SO THAT IT WILL

NEVER LEAVE THEM ON AP

PROACHING A RAILROAD."

Are you doing that to your customers?

Is the country merchant doing it as re

gards railroad crossings? Is the city

dealer doing it as to metropolitan dan

gers?

Think This Over

Is it good business to neglect it?

Think it over.

You cannot pass the buck entirely to

the railroads on this question. They

are doing their part and, having done

that, they are looking for the neces

sary help to stop the slaughter. Dur

ing the 5% years from July 1, 1912,

for which special statistics were pre

pared, there were 7,808 persons killed

and 21,672 injured in combination auto

mobile~railroad accidents.

This is an average of 1,419 persons

killed a year and 3,940 injured. Com

parison shows that with the nation at

war, with hundreds of thousands of men

in the army camps in America and thou

sands more already in Europe, there

was an increase of 75.25 per cent in

1917 over the number killed in the first

year of the 5%-year period, 1912, when

1091 lost their lives. This was an in

crease of 44.52 per cent in 1917 over

the number injured in 1912, which was

3,409.

Despite this record, the claim agents

made one interesting deduction:

“The automobile is a safe vehicle.

cost that company $600,000,

000. The Illinois Central

says that to eliminate 8,000 grade cross

ings still remaining on its line would

cost more than the entire capitalization

of the company, and the Southern Pacific

officers talk the same way.”

Grade Crossing Accidents

Because grade - crossing accidents

“shattered the nerves of the enginemen

concerned and made them unfit for the

duties of their responsible positions,” the

Illinois Central in the years 1916 and

1917 had observations made at a large

number of its highway crossings to de

termine the conduct of those about to

cross its tracks. “Seventy-five per cent

of those observed did not stop, look or

listen for the possible approach of a

train, but proceeded over the crossing

without taking the slightest thought for

their own safety or for the safety of

the friends or relatives who frequently

were with them. ,

“The heedless crossing user in Cali

fornia, in a similar observation test

made by the Southern Pacific company,

was 67% per cent of the whole num

ber, which, according to the committee’s

memory, was 7000 persons. Human

nature is the same everywhere.

There is little need to call attention

to the value of this concluding sentence:

Human nature IS the same everywhere.

It not only is the same in respect to

thoughtlessness at grade crossings, it

also is the same in respect to appreciat

ing safety once the method has been

brought home. What Wasson found

out is true in his home county is true

in your home county. As a dealer, sell

an AUTOMOBILE PLUS SAFETY.

Make your Bill of Sale an Accident In

surance Policy.

Letter written to General Manager

(Continued on page 38)
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BBB is Curtiss's first commercial airplane.

are CGTT’ied comfortably, two in the from compartment, which is beautifully upholstered in leather

(111d ProvidEd With ‘1 Windshield, and the Pilot in. the rear compartment. It is powered with a Curliss

O—X5 engine, WCh as was used bl! the government in its JN-4D training planes, and is capable of a maximum

speed of 85 m p.h. There is an engine starter.

25 ft. long and 9 ft. 5 in. high. The total weight is 2188 lb, and the carrying capacity 767 lb.

It is called “Oriole” and sells for $7500. Three passengers

The plane measures 36 ft. from wing tip to wing tip, is

In a recent

test it averaged 109 miles in 1 hour 11 minutes.
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WHERE EVERY OAKLAND SALESMAN

READS THE “BIBLE ”

It’s the Law and the “Profits,” So Far as the Z. S. Vertner Sales

Co. of Philadelphia Is Concerned—All Carry “ Reminders ”
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ner Motor Sales Co., 918 North

Broad Street, Philadelphia, Oak

land dealer, carries a vest-pocket loose

leaf memorandum book, neatly bound

in black leather and known as his “re

minder.” He’d as soon be without his

shoes as minus this useful little memo

book. Of course it is provided with a

calendar and there’s plenty of space

under each day of the week to make

notations for future reference.

E VERY salesman of the Z. S. Vert

Into this “reminder” goes everything

in the way of data to assist him in mak

ing a sale. The company supplies the

booklets, because it is deemed best to

have them uniform and because it has

been found not so well to rely on a sales

man getting his own vest-pocket memor

andum. He might forget it, or put ofi’

getting it for one reason or another

until valuable information about a pros

pect could not be assembled in time to

do him any good. By having the re

minder of the loose-leaf type, of course

there is a certain amount of economy

and legibility of data, for the leaves can

be renewed as desired.

And then there’s the "Bible," too.

Surel They have a “Bible ” in the Verb

ner ofllce-—and everybody reads it.

“Bible” and “reminder” are a sort of

interlocking arrangement. For instance:

Anywhere a salesman spots a prospect,

or somebody that is a potential prospect,

he finds out all he can about him, jots it

down in his “reminder” and then, at

his first opportunity, registers the pros

pect’s name and address in the “Bible,”

with the date.

Because It’s the Law |

This registry book in the office of the

company is aptly called the “Bible” be

cause it's the law and the “profits” so

far as the salesman is concerned. The

“Bible” runs in date order and the sales

man is paid only on a basis of what the

"Bible" says—the supposition very prop

erly being that what the “Bible” says

is true. It’s also a sort of “Who’s Who”

as regards prospects and quickly quiets

all incipient disputes over the possession

of any prospect. No peace league ses

sion ever is necessary after a peep into

the Vertner “Bible.”

Another system of the Vertner com_

pany includes, of course, the salesman’s

daily sales report, wherein he makes

out a record of his activities of the day

just ended. He tries to get this done as

soon as he steps off the sales floor. Next

he scores up his new appointments

These likely are already jotted down in

his “reminder,” so he is sure to think

of them, coming and going. Every

Vertner-Oakland man runs his eye down

the leaves of his “reminder” first thing

every morning—if he didn't it might

become the cemetery of lost opportun

ities.

All the salesman’s data recorded in

the “Bible” are checked by an office

clerk and recorded in turn on a 3 x 4

card for the card index system. These

are filed in alphabetical order in a single

long filing case. It saves distraction of

attention and many motions to have a

single large filing case rather than many

small ones. It. is maintained by the

company.

“On the salesman’s fioor day," said

O. S. Compton, sales manager, “which

comes every fifth or sixth day, we check

over his prospects again, because he is

then at hand and we can question him

closely and thus bring out any points

which we think may help him on the

opening, or the closing, of a deal—poina

which he may not have looked at in

just this light. So we get together on

them, and he can tell us what we want

to know.

"Our schedule is so arranged that no
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salesman gets the same day, week after

week, on the salesroom floor. And there’s

a difference in days. Monday is a good

day because of Sunday’s heavy adver

tising.

Prospects coming in are then think

ing of the good points about the

Oakland they saw advertised on the

.Illlllllflllllllllllllllllllllll

Selling Tractor With Pencil

PENCIL and pad of paper,

A meanwhile letting the farm

er have his own way cleverly

convince the latter that a tractor

can be a good investment for him.

The story is told by M. S. Brun

ner, manager of the Motor Sales

Co., Newton, 1a., Dodge, Hudson,

Essex cars and Moline-Universal

tractors.

The farmer objects that he can

not afiord to buy a tractor.

Brunner suggested to him that

he sell some of his horses and asks

the farmer, assuming the Moline

Universal will do what is claimed

for it, how many horses it ought

to displace.

The farmer says: “Mebbe four.”

“All right,” says Brunner, “what

are they worth?"

Immediately horses take a tum

ble in value and the farmer usually

insists that his aren't worth a

tinker’s dam and that he would be

lucky if he could get $60 apiece for

them.

“All right,” agrees Brunner, “let

it go at that. Now how much corn

can you raise on an acre of your

farm?"

The farmer allows that 40 to 50

bushels is a fair average on Iowa

land.

“Well,” says Brunner, “figuring

at present prices, that means some

thing like $60 to $75 an acre,

doesn’t it? Now, statistics gath

ered by the Government show that

it takes the produce from five acres

to feed a horse through the year.

That’s at least $300 for one horse

and $1,200 for four. And no mat

ter whether a horse is Worth any

thing or not he will eat just as

much as a good one. Then it costs

you something to cultivate those

20 acres you have to set aside for

horse feed, say $6 or $6 an acre-—

that's another $25 or $30 per
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previous day, when the information still

is ‘hot.’ Monday is such a good day, in

fact, that it is regarded as a ‘plum,’ and

we make it a point to give all our sales

men a chance at it in rotation.

“We have found, although prehaps it

is not easily analyzed beyond the fact that

they have also been advertised, that
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They Were Good and Here Are Some More

In That Big and Valuable Summer lllerchandising Number of Motor World, April 16,

Were Many Ideas That Have Been Worth

Actually Had More in Hand Than We Could Find Room For. Here Are Some More.

horse, or about another $100 all

told. Now add all these items to

gether:

Feed for four horses for

a year . . . . . . . . . . . . . $1,200

 

Cost of farming 20

acres . . . . . . . . . . . . . . . 100

Total . . . . . . . . . . . . . . . $1,300

“Now add the value of the four

horses at your own estimate, $60

apiece, or $240. This brings the

total up to $1,540. You should

charge also veterinary, harness

and a lot of other things you always

have to pay in connection with

horses. Don't you see, then, that

if you get rid of four horses you

practically have paid for your

tractor in one year?

“Then, there are no chores," con

tinues Brunner, “no feeding, no

running home at night when you

want to stay in town for the mov

ies, or the church social just be

cause you’ve got a lot of pesky

horses to look after. You know

your tractor is in the shed and it

won't worry if you don’t get home,

nor will it cost you anything while

it is standing there. Meanwhile

all those acres of good Jasper

County land are growing corn,

whic you can sell to swell your

bank account—see?”

Usually they do see!

Keep Stock in Shape

It doesn't take such a lot of time

to keep an accessory stock up in

shape. A half hour a day devoted

to such work will keep everything

presentable. It makes a better im

pression upon customers and re

sults in an increase in business.

Our accessory sales last year ran

in excess of $20,000—E. F. Raver,

manager accessory department,

Jefferson Auto Co., Jefferson, 1a.,

Ford and Fordson.

Money to Motor World Readers, and We

meat I handle while they are get

Monday is an especially good sales day

in used cars."

In the Vertner follow-up system con

siderable propaganda work is done

through the Oakland factory’s co-oper

ation sending out circulars of an at

tractive type from a mailing list sup

plied by the Philadelphia company.
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Try This, Fellows!

I’m putting in a big display case

in the front window, so car owners

can look at the automotive equip

ting gas—J. L. McMahon, West

port Garage Co., Kansas City.

Only Own Make

We have a successful used car

businesss because we handle none

but our own make. When a pur

chaser has run one of these for a

year he may bring it back and we

examine it for depreciation, usually

from $150 to $250. We then allow

him the difference betWeen that and

the price he paid, the same to be

credited to him on the purchase of

a new car.-—J. B. Durkee, Hiatt

Motors Co., Buicks, Kansas City.
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Good Machinery Pays

Cost investigations show that

overhead tracks and similar heavy

work conveniences in a shop are an

excellent investment.—W. L. John

son, president, Johnson Automobile

Co., St. Louis.

When Gaskets Blow

I have found that when gaskets

blow out on a car that the reason

was that the two bolts on the top

of the motor were too long. By

taking these bolts out and shorten

ing them a sixteenth of an inch we

have had no trouble in having gas

kets blow out—Arthur Castle, ser

vice manager, Central Ohio Motor

Co., Inc., Columbus, Ohio.
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Salesmen Don’t Compete

There is no competition between

salesmen in Kansas City. It is all

between cars. I have worked harder

to sell a $2.40 case of canned goods

to a grocer than to sell a $5000 au

tomobile—F. M. Ephland, Kansas

City.
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OBERT DAVIS HUNTER was

standing on motor row, Worcester,

Mass, about five years ago wondering

what he would turn to next to try to

make a living. He was 30 years old.

And he had tried selling various lines,

but thought he was not a born sales

man.

Harry Pulsifer, who had given up

painting signs for real estate dealers

to enter the motor business, called Hun

ter in and showed him a

King car. He explained to

Hunter the points of the

car and then told him to

go out and sell it.

“I want a fellow about

your height and weight to

go out and sell it. The car

is worth about $1,500 as

it stands there, but it’s

worth about 10 per cent

00' that to you if you find

a customer for it.”

Hunter felt sure that if

he could sell California

shrubs he could sell motor cars. He went

out and sold it. Then he came back

for more, and after a time he sold quite

a few. But it was not until last year that

he really struck his stride. He joined the

Studebaker forcesand before they knew

what he was up to he had sold 120 ma

chines, a record which, when dissected,

showed 10 cars or trucks every 30 days.

Then he joined the Massachusetts

Motor Co. and put so much vim into his

work that they wonder if they ca'n keep

him supplied with cars. He sold 19 cars

in December, or nearly 100 per cent

more for a monthly average than when

with Studebaker. The first week in

January he averaged one a day. The

company has the agency for Paige,

Grant, Nash, Hupmobile and Maxwell

cars and the Signal truck.

Prefacing a story about Hunter, who

is credited by the Worcester “Telegram”

as being the premier motor salesman in

that city and Worcester County, it says:

“How would you like to have a multi

millionaire business concern offer you

wages of $10,000 a year, with pickings

on the side to go to work for it? How

would you like to have several such

concerns patting you on the back, and

in a sense asking you what’ll you have,

trying to get you on their payroll? Feel

pretty important about it; yes, no?

Well, that’s the plight of a Worcester

young man who has resolutely, courte

ously, but not regretfully, rejected all

such flattering suggestions; he says that

he can make as much, if not much more,

right here in Worcester this year, in the

same line of business, which happens to

be selling automobiles."

Mr. Hunter modestly disclaims credit

for himself. He has some well defined

ideas, however, on salesmanship, which

any dealer will do well to consider. He

says:

“There are four maxims that I bear

in mind when I’m out selling a car. An

agent can talk hi elf into a sale and

then talk himself ou of it; a good car is

half sold when a customer looks at it;

I let the car help to sell itself; a woman

at the buying end makes it all the easier.

“I am going to explain that fourth ex

pression. I mean that if I am trying to

interest a Worcester man in a car, I find

out if he’s married and so on, and I in

vite the lady out to inspect the car with

him. If the wife comes along it’s easier

to make a sale than if the husband goes

it alone. Most likely he’ll want to try

half a dozen other makes before he de

cides, and if he goes out that door, some

other agent will grab him and pin a red
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If HE Could Do it

YOU Can Do it
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tag on him with the word ‘sold’ on it.

But if milady comes along, it’s a sale.

A woman can make up her mind quicker

than a man, and they have a shrewdness

in buying that every man doesn’t have. I

like to have the husband understand the

mechanism of the car and the wife like

the looks.

“There is one particular feature about

selling automobiles, though, that I guess

I can divide with the other boys in the

same line. It’s this: Don’t try to sell

an $800 car to a $3,000 customer, and

don’t try to sell a $3,000 car to an $800

customer. That’s the great end of the

game, to size up your customer and place

him in the right cage. Lots of good

scouts who want to own a $5,000 car

make believe that that’s their size, and

it’s up to the agent to size him up right

and steer him gently over to the mod

erate priced cars.

Give the Car a Chance

“Don’t crowd your prospect,” said

Hunter, “Let the car help to sell itself.

A customer who comes looking for a

Ford comes with the Ford idea firmly

fixed in his mind. Don’t try to switch

that Ford customer with his mind all

made up to a higher priced car. You’ll

most likely lose a sale, and a lost sale

means a lost commission.

“When a man or woman is interested

enough in any make of automobile to

drop in after reading the ad in the

paper, the sale is half made. The sales

man who cannot close a prospect that

drops in like that could not sell lobsters

at a church sociable. The paper actually

says to the customer: ‘There’s a car

just like what you want over at such

and such a place.’ The customer takes

the hint and drops in. It is my duty to

show him the fine points of the car and

to tell him a few things about it, but

not too much.

“A salesman can talk himself into a

sale, and out of it again.

“I find that it is always the best thing

to demonstrate a car to husband and

wife together if they are planning on

buying a machine, not one at a time.

Take 'em both out. If they have a crit

icism they will unfold it to you, and it’s

up to the salesman to show them where

they’re wrong.

“But here’s a tip for the rest of the

crowd that lingers a month over a sale,

don't suggest a demonstration of the car,

let the suggestion for a trial spin come

from the buyer. A man or woman who

asks for a tryout is inter

ested, and two out of three

features have been placed

in the salesman’s hand.

The third is to close the

sale, and the car will do

that as it rolls along.

Don’t Knock

“Don’t knock the other

fellow’s car; you may be

selling it next year your

self. Don’t pass out a

punk cigar to a prospect;

if you can’t slip him a good

one, refrain. A noisome 5-cent imper

fecto has blasted more sales for ambi

tious Worcester car salesmen than all

the backfiring and balkin-g in the world.

It’s the surest sign of a low-grade sales

man with a low-grade car to hand out a

low-grade torch. Watch that salesman

until his imitation fur coat blows open,

and I’ll bet a self-starter that he is

backed in behind a fake diamond, a real

rhinestone."

A Car Laundered Every Twenty Minutes

Birmingham, Ala., boasts of an auto

mobile laundry where nothing i done

except washing, polishing, greasing, and

charging batteries, and the record for

the first five months shows that a car

was turned out on an average of every

20 min. This with a capitalization of but

$3,000 and with but five employees makes

it look like a profitable venture when it

is considered that all work is strictly on

a cash basis. The company is headed by

W. W. Stine, who was formerly General

Agent of the Gulf Coast Railroad. Fol

lowing is his table of rates:

Extra

Small Medium Large Large

“lashing . . . . . . . .$0.75 $1.00 $1.25 $1.50

Polishing . . . . . . .. .25 .25 .25 .50

Greasing . . . . . . .. 1.00 1.25 1.50 2.00

Engine cleaning. 1.25 1.50 1.75 2.25

Doing a cash business, the company is

not bothered with bookkeeping. A tag is

wired on each car as it is driven in and

the bottom of this is torn off and kept by

the owner. The top half is the record of

the operation, giving the time required to

render the service asked.

 

Motor Carnival for Montreal

MONTREAL, May 10—The Montreal

Automobile Association, in an effort to

revive the interest and limelight of the

old days, will hold a carnival of motor

sports, June 28. The programme is

being arranged by Secretary Thomas C.

Kirby, and President M. J. Stack has

donated a loving cup as one of the first

prizes.
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WHAT TO SAY WHEN THE PROSPECT SAYS:

 
 

  

My Old

Car

   

  

Is Worth More

THE THIRD

III , III

“ ERE’S one I buck up against

ALL the time!”

Young Roper, junior sales

man, ambled into Reilly’s office, where

the boss and his sales manager, Tommy

Trumbull, were engaged in a rather in

formal bit of conversation which looked

to Roper as though it might be inter—

rupted without disastrous consequences.

“Yes. What?" said Reilly.

"Well," explained Roper, “it’s this bird

who thinks his car is worth a million dol

lars. No matter what he is ofiered, he

thinks it is worth more."

"Yes," smiled Tommy; “I have found

such birds in isolated instances."

Arguments That Helped

“You know,” said Roper, “all those ar

guments we figured out on those guys

who are waiting for lower prices and

who don’t want to buy until day after to

morrow have helped me a lot, and I’d

like to see our next meeting settle the

hash of this bird who wants you to give

him a couple of hundred dollars so he

can buy a new car from you.”

“Looks like a good topic,” said Tommy.

“It IS good," said Reilly. “It has been

good for fourteen years to my personal

In a Series of Five

Car Sales Stories

III I]

By RAY W. SHERMAN

“Sure!” Roper agreed. “We're all sold

on that, but every little while you meet

a bird who keeps coming back and com

ing back to this old argument about how

much his old car is worth. He admits he

likes our car, probably will buy it and all

that sort of thing, but he's like a bar~fly

—he keeps coming back to the same old

place, and you don’t seem to be able to

shoo him away so he'll stay."

Hard Nut to Crack

“He is a hard nut to crack," Reilly re

plied, “but I've been able to handle some

of them successfully, especially if they

have any sense at all. Of course, if the

only thing in the world a man can see is

the price of his old car, and if he is a

hard-headed individual who has set out

with only that object in view, you often

have to step on him firmly and tell him

your terms are final and that you are

merely wasting HIS time by discussing

the subject further. There ARE certain

sales that it is better to lose. They help

business in the long run.

“But if there is any use at all in try

ing to sell the prospect, I would go at

him something like this: As a starter,

let us assume his car cost a thousand

when new, you have offered him five hun

dred and he wants seven hundred. Your

difference is two hunched dollars.

“He says his car is worth seven hun

dred dollars. I tell him that he is right

but that, while it may be worth ttnt

much to somebody who will take it and

use it, it is not worth that much to us.

Furthermore, before it will be worth

seven hundred to any man other than

himself it will have to be fixed up, and

here you get in a fine David Harum lick

by showing him all the things that there

are the matter with his car and which

he perhaps hadn't seen in just the light

you can present them.

Talk Convenience to Him

“Then ask him if he doesn't find it

very convenient to be able to come to our

salesroom to look over the cars that are

produced by a factory two hundred miles

away instead of having to spend his time

running down to the factory. Ask him

if he doesn‘t want to buy a car which

has a service station in Callawassa to

take care of his needs if he ever requires

assistance.

“Then tell him that you are in the

business of providing such a convenience

and service for him, and that to do this

you have invested your money and kwp

an organization of men and

women at good wages so that 

knowledge. I think it’s about time we

laid this gent out and ended

the parade of wonder-car mm,

owners.”

“I’m for it!" declared Ro

per.

“Well, in the first place,"

speculated Reilly, “it goes

without saying that our job

is first to sell OUR car to

the man and keep away from

a discussion as to the value

of his car. The stronger our

sales work is on OUR car the

easier it is going to be to get

his old car at our price."
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The Five Stories in the Series Are:

1—“I’ll Wait for Lower Prices”. . . . (April 30)

2—“I’m Not Ready to Buy Yet”. . (Last Week)

3—“My Old Car Is Worth More”. . (This Week)

4—“Yom' Price Is Too High” . . . . . . . . (May 21)

5—“Your Competitor Cuts Prices”. . . (May 28)
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he may get maximum value.

out of the car he buys. All

of this costs you money, and

to continue in this business

you must make money.

“Tell him, also, that the

people of Callawassa are

proud of their city and its

growth. They are proud of

its pretty homes and pros

perous businesses, and that

any man who engages in busi

(Continued on page 45)
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Can’t Find Owners

Editor Motor World: We have two

cars, one of which has been stored with

us since last November and the other

since last July. We do not know the

exact address of the owners and have

been unable to get them to pay any stor

age, and we would like to know from

you whether or not these cars can be

sold for storage. If so, what proceed

ings shall we take in order to dispose

of them in a way which would be ab

solutely legal.——-Republic Garage, Re

public, Mo.

Answer—In the last compilation of

garagemen’s lien laws which appeared

in Motor World a few months ago

Missourt‘yms listed as one of the states

in which ga‘ragemen have a common-law

lien. That is, they have the right to

hold personal property on which they

have performed labor or to whose value

they have added by furnishing materials.

There is apparently no state statute in

Missouri giving a separate and specific

garagemen’s lien.

Under the circumstances, we cannot

inform you what the statute provides.

The only safe way for you to foreclose

in any event, however, is to do so through

a duly qualified member of the bar of

your state, as if you attempt to do it

yourself the chances are that you will

involve yourself in trouble and expense.

Still Owes $90

Editor Motor World: I would like

your opinion on the following proposi

tion: My salesman made a prospect the

correct price on Sedan. The next

day (Sunday) he came into me and

talked over the deal. I quoted him by

mistake $90 less than the regular price

and settled by note for the car.

Next day I found I made the mistake

and called him up by phone. He came

in and I explained my mistake; I told

him I would have to have the additional

amount or would take the car back.

He finally said, “Charge it to me and I

will give you a check later.” I did so

and have sent him statements, but he

doesn't come around.

Now my policy is the first time he

brings the car in for anything to hold

it for payment of the balance due, $90.

Can I do so? May I do so without a

suit?—Oschsenreiter Garage, Webster,

S. Dak.

Answer—There is a serious question

in my mind as to whether or not there
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THE LAW
By George F. Kaiser

was any promise on the part of your

customer to pay the additional $90. If

there was no consideration for this

promise, you cannot recover it. I do not

think you have any right to hold the

car for this $90 if it ever is brought

into your garage. The best thing you

can do is consult your local attorney,

as there are any number of facts which

must be explained by you before you can

be properly advised.

Is This Proper?

Editor Motor World: On Feb. 17 the

-—Motor Co. shipped us $357.80 worth

of repairs. The draft was not paid until

after Feb. 25. They accordingly issued

a debit memo of $17.88, being 5 per cent

on the invoice. Will you please advise us

whether or not they' were correct in do

ing this.

I am sure that I read in your paper

some time ago an item stating that this

was not correct, but I do not have the

issue before me and I would like to have

your advice on this.—Rosenberg Hard

ware Co., Lexington, Neb.

Answer—i cannot find the item to

which you refer. It is a common enough

practice to do what you say was done in

this case, and the amount involved is so

small that it would hardly be worth the

time you would have to spend and the

trouble you would have to go to to es

tablish the fact that this is not a correct

charge. There would certainly be no

harm in your so advising the company,

however.

Mail Driver Must Be Licensed

The question as to whether a city or

town or the state has jurisdiction over

drivers of mail wagons came in court at

Brookline, Mass., a few days ago. One

of the drivers of a mail wagon had been

operating without a license, and also in

a manner that made some of the people

angry because of his disregard for dan

ger. So he was summoned into court.

He admitted that he had not taken any

examination for a chaulfeur's license, or

that he had applied for one. One of the

attorneys for the U. S. Department of

Justice appeared for the Government and

contended that an employee of the Gov

ernment was not amenable to state or

city laws, and that he could drive with

out being licensed. But the judge found

him guilty. There are many other mail

drivers operating without licenses, and

the Government attorney said he would

 

Perplexed P

Does some point of

law perpleae you?

Why don’t you ask

Motor World’s legal

editor to discuss the

question?

  

 

lllllllllllIlllllllllllflflllllllllllllllllfllllllllllll"IllllllllIlllIIIIIIF

EE==a EE ._='-: g 5 E E 55.1 E'E 5 EisE iEEi3a '5' saEsE 5s '5' 5g 5

take an appeal to the United States

court on the matter.

This One Is Funny

The Supreme Court of Iowa, in a re~

cent case, said that a “sidewalk is to be

defined as a part of the street exclusively

reserved for pedestrians and constructed

somewhat differently than other portions

of the street used by animals or vehicles

generally." Apparently, in Iowa, dogs

and baby carriages keep off the side

walks, and even automobiles do not dare

to cross. '

 

Order Blanks Good Contracts

According to a decision of the Supreme

Court of the City of New York handed

down in a case tried a short time ago the

usual form of order blanks used by deal

ers when selling cars contain enough of

the details of the transaction to consti

tute a binding contract.

A dealer was sued by a customer for

breach of agreement to sell him a Ford

town car on time. The customer testi

fied that he had negotiated for the pur

chase of this car and the exchange of

his old car with one of the salesmen.

The salesman thereupon presented an or

der blank containing all the terms of

the sale and it was signed by the cus

tomer and the salesman, the dealer‘s

name being at the top of the order blank.

The dealer’s treasurer testified that

these order blanks were furnished to

salesmen “for selling cars and marking

the price and deposit." The dealer

afterward sent the customer a “retail

buyer’s order agreement.” which the cus

tomer refused to sign on the claim that

its terms were entirely different from

the terms in the order blank. After the

customer refused to sign the latter con

tract, he brought suit under the original

order blank.

The court held that the order blank

was a perfectly good contract and that

the salesman's signature meant that the

order was accepted for the company, and

implied a promise on the part of the

dealer to sell the car according to the

terms contained in the order blank—

Moskowitz vs. White 166 N. Y. S.

 

Rolls Royce to Manufacture in America

NEW YORK, May 10—Rolls Royce,

Ltd, London, Eng., is preparing to manu

facture in America. No definite location

has yet been named but it is understood

that the plant will be somewhere in the

eastern part of the United States.
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ICan You Beat It! was“ BzM-uflce lumil
   

 
  

 

     

TAKE A TIP from

THE HAT GIRL

If she can do it in her hat

store—and she does—why can’t

you do it in your business?

 

 

 
 

THERE are many,

many instances like

those illustrated on these

pages. There are many

such instances in other

lines than yours. There

should be more in YOUR

line. You buy shirts, col

lars, neckties, gloves and

many other things that you

never intended-to buy when

you went into the store, but

the salesman sells them to

you. Just as he “picks on"

you and makes more money

for his store, why don’t

you “pick on" the people

who come to your store

and sell them things they

didn't come after but real

ly NEED? They’ll be glad

1fte-rward, just as you are

glad you bought the shirt

or necktie you didn’t in

Eend to buy. There are

nany groups of supplies

lhat “match,” around the

den of tires, car cleaning,

rafety and other things.

'1'y this matching idea and

-ee how much you make

but you didn't expect to

make

I YLL TAKE THESE

\iALVE WSIDESI

  

Some

GASOLINE

PATcHES

Foe me

roses ?

  

  
  

61g

  

   

AN EXTRA TUBB -_

IN CASE OF PUNCH/RE

on. BLOWOUT' ON THE

  

ROAD _?

AN ENGINE TIRF PumP?

ELIMINATEY PUMP/N6

BY HAND!

  

 

 

  

SPARE TIRE'?

ALWAYS ADVISABLEl   

  

 

  

MATCHING

BOOMS

BUSINESS
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There Are Eight Sales Features

In This Convertible

Farm Truck Body

  

been brought out by the Republic

Motor Truck Co., Alma, Mich., for

The body is

a. N all-purpose farm truck body has

use with Republic trucks.

designed to give the farmer a wider

range of use for his truck. Eight com

plete types of bodies are combined in

one, and so designed that one man can

adjust the body to any desired type in

a few seconds.

  

  

  

The new Republic body has hinged and removable sides, per

mitting quick changes to suit the body to a number of usex

The body is made of kiln-dried hard

wood lumber and well ironed so as to pre

vent rattles. The bodies are made in

two sizes, known as No. 1 and No. 2.

The No. 1 body is 9% ft. long and is a

combination platform and wagon box.

The bare body sells for $115. No. 2

body is 11% ft. long, similar to the

other, and selling for $135.

The extra side racks to convert the

1—Wlth the sides

removed the body is

particularly suitable

{or stone hauling

2—W1'th the sides

laid flat, the body

will do very nicely

for baled hay

3—.4nd this way it

is useful for haul

ing hay, wheat,

oats, corn stalks

4—This way, with

the high sides, it

will handle ferti

lizer and produce

1’.

B—T h i s arrange

ment is good for

hogs and sheep as

well as for small

lrults

6—Cotton, or other

bulky produce, and

also cattle can be

handled like this

  

body into grain, fruit and cattle types

are $33 on the N0. 1 size and $36 on the

No. 2. The weight of the N0. 4 body,

combination platform and wagon box

only, is 500 lb. and of the No. 2, 600 lb.

All the paint work on these jobs is stand

ard green with light green stripes.

The different types of bodies are illus

trated here, and some of the purposes

for which they are intended are outlined.
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A ‘Department of

BETTER MECHANICS

N0. 104

Wheng‘asking for information, please state whether you maintain a permanent

file of Motor World, as many inquiries are answered by reference to previous issues

E

E
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The Chevrolet Model 490 Gearset,

Universal Joint and RearAXle -

Best Method of Removing, Disassembling and Overhauling the Various

Members in the Transmission System

Chevrolet 490 are approved and

recommended by the Chevrolet

Motor Co., and are used in Chevrolet

service stations throughout the country.

These operations have been compiled into

the Chevrolet service manual.—Editor.

THE following operations on the

l—Removing the Gearset

l—Disconnect and remove the rear

axle, propeller shaft and brake-pull rods.

2~Remove the toe and floorboards

from the front of the body.

3—Disconnect and remove the gearset

top-cover assembly which consists of the

shifting lever and yokes.

4—Disc0nnect and remove the gearset

wishbone hanger support. Remove the

cap screws which fasten the gearset case

to the supports.

5—Slide the gearset to the rear until

the drive gear shaft is disengaged from

the clutch drive ring.

6—The gearset may now be lifted out.

II—Disassembling the Gearset

l—Remove the gearset assembly.

2—Remove the universal joint.

3—Remove the main-shaft-gear hear

ing cap, forward end.

4—Remove the universal-joint ball re

tainer, rear end.

 

HIGH 0 SECOND

SLIDING GEAR

mun snArr

can BUSH

IAIN SHAFT

6- CLU'I‘CH GEAR

MAIN SHAFT

BEARING FRONT

COUNTER SHAFT
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BUSHING

OOUNTERSHAFT GEAR

 

  

SECOND SPEED

COUNTER SHAFT GEAR

LOW G REVERSE

SLIDING GEAR

MAIN SHAFT
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lDLER SHAFT

LER SHAFT BUSHING

REVERSE IDLER SHAFT GEAR

lDLER SHAFT GEAR

  

LOW SPEED GEAR

 

 

Fig. l—Sectional view of the Chevrolet 490 gearset

5—The main shaft and ball hearing are

now removed by placing a bar of soft

metal or a block of wood inside the gear

set case against the clutch gear and de

livering several sharp blows with a ham

mer as shown in Fig. 2.

6—Take the spline shaft out through

the forward end.

7—Remove the high and intermediate

sliding gears.

S—Remove the cotter pin which holds

the countershaft and drive the shaft out

through the rear of the housing.

9—-Pick out the counter shaft gears.

10—Remove the pin which holds the

idler-gear shaft and drive the shaft out

through the rear end of the housing.

11—Put the main-shaft clutch gear in

a vise with the outer ring of the bearing

resting on the top of the jaws as shown

in Fig. 4.

12—Hold a block of wood against the

end of the shaft and strike several sharp

blows with a hammer until the bearing is

released.

13—Open the jaws of the vise wide

enough so that the countershaft sleeve

will pass through.

14—Drive out the sleeve and the four

round keys with a soft bar and hammer.

III—Removing the Universal Joint

l—Remove the rear axle and propeller

shafts.

2—Separate the universal joint collar

from the ball socket by removing the

clamp bolts.

3—Separate the universal-joint rings

by removing the bolts.

4—Remove the yoke.

5—Unscrew the nut which holds the

forward yoke to the gearset spline shaft.

6—Hold a bar of soft metal against

the threaded end of the gearset shaft

and hit several sharp blows with a ham

mer to loosen the yoke.
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7—H it is impossible to remove the

yoke by this method, reinstall the outside

ring and with two long metal bars placed

in the opposite holes of the joint rings,

force off the yoke from the squared shaft

by pressing the bars down against the

flange as shown in Fig. 5. The bars to

be used for this purpose should be about

18 in. long.

IV—Removing the Rear Axle Assembly

l—Place two jacks under the rear

spring brackets, one on each side, and

raise the rear end of the car far enough

to take the weight off the springs.

2—Remove the clips and bolts holding

the springs to the axle housing.

3—Disconnect the brake pull-rods

which operate between the pedals, hand

brake lever and the rocker shaft on the

propeller-shaft housing.

4—Slide the axle assembly from un

derneath the car.

VTDisassembling the Rear Axle

l—Remove the four bolts that clamp

the propeller-shaft housing to the rear

axle housings and lift off.

2—Remove the pinions bearing—lock

stud and with a lead hammer or piece of

hard wood held against the splined or

universal-joint end of the propeller shaft,

drive the shaft and bearings from the

housing.

Be very careful not to batter or dam

age the splined end of the shaft. If a

few blows will not loosen the bearing,

look the housing over very carefully. A

small burr will easily prevent the bearing

sleeve from sliding out.

- 3--Remove the cotter pin which locks

the adjusting nut on the drive shaft.

- 4—Unscrew the adjusting nut so that

there is 1A in. clearance between the nut

and the thrust bearing. It is extremely

important that this be done before going

any further.

5—Remove the cotter pin from the

drive-pinion nut.

   

  

 

Fig. 2—Remom'ng the main shaft

and ball bearing

6—Unscrew the nut.

7—Place a block of soft wood on the

floor and, holding the shaft in a vertical

position, drop it so that the threaded end

strikes on the block. This is usually suf

cient to loosen the pinion, but should it

not come off, it can be pried loose by

slipping a bar between the back of the

pinion and the bearing sleeve.

8—Slide the bearing off the shaft.

VI—Adjusting the Thrust Bearing

l—On the inner bearing race there is

a slot which should engage the end of

the pinion-gear key. ._, \

2—Draw the adjusting nut up snug

against the thrust bearing. Do not get

it too tight, but just tight enough so that

there is no end play.

3—Insert the cotter pin and spread it.

4—If the castellated nut will not come

in such a position that the cotter pin will

slip through its hole without making the

nut too tight or else too loose, it will be

necessary to make a washer out of sheet

brass or tin and insert this between the

adjusting nut and the middle thrust

bearing washer. Be sure to insert and

spread the cotter pin after fitting the

washer.

VII—Replacing the Propeller Shaft As

sembly in the Housing

l—Stand the propeller-shaft assembly

in a vertical position with the gear down

and slide the housing over the shaft.

2—At the upper end of the housing

there is a bushing through which the

shaft must pass.

3—Line up the bearing-lock stud hole

in the housing with the one in the outer

bearing race. After the hole in the race

has disappeared into the housing its

location can be determined by the slot

in the end of the race.

4—Do not crowd the bearing and do

not hammer on the end of the‘ shaft.

Doing so may either loosen the pinion

gear or break one of the balls in the

thrust bearing.

5—Insert the pinion bearing lock stud

and screw it down tight.

VIII—Removing the Difl'erential As

sembly

l—Slide the rear assembly from be

neath the car.

2—Remove the propeller-shaft housing

assembly.

3—Take off the rear wheels. I

4-—Remove the clamping bolts thatI hold the two halves of the axle housing

together.

5—Slide the housings ofl’ the shafts.

6—The differential case is in two

halves which are held together by clamp

ing bolts, and when these are removed

the cases can be separated.

7—Lift out the differential and spider

gears.

8—Remove the axle shafts with side

gears attached.

9—To remove the differential side

gear, press the gear on the shaft toward

the tapered end as shown in Fig. 10.

_ 10—This will release the two split lock

rings.

11—Press the gear off the shaft.

lX—Adjusting the Rear Axle Gears

l—Assemble the difierential and axle

shafts.

2—Paint the teeth of the drive gear

wilth lamp black or other suitable water

CO 01'.
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LONG BAP. 

 

YDKE

SQUARE END OF

TMNSfllSSlON DPWE SHAFT

  

 

 

Fig. 3—Disassembling the

countershaft

Fig. 4—Ren10vina the hearing from the

mam-shaft clutch gear

~

Fig. 5—Removinn the universal joint yoke

with 15100 bars
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JOINT BAIL RETMNEI COLLAR

\ unwrast Jomr RINGS

  

  

 

Fig. 6—Uni'versal-joint ball and

socket

3—Slide the axle housings in place and

bolt them together.

4—There should be no side play in the

differential and it should turn freely.

5—Install the propeller shaft housing

assembly. Place one light and one heavy

metal shim and also a paper gasket be

tWeen the propeller shaft and axle hous

ings.

6—Grip the splined end of the pro

peller shaft with a wrench and turn it

around for at least tWenty revolutions.

7—Remove the filler plug in the axle

housing and by throwing a light into the

housing with a trouble lamp or a mirror,

note the marks made by the pinion on the

drive-gear teeth. If things are as they

should be, the bearing should be along

the entire working surface of each. and

every tooth. ~

&—If there is any unevenness shown,

remove the propeller-shaft housing as—

sembly, separate and remove the axle

housings.

9—There are several thin metal wash

ers between the differential thrust bear

ings and the differential case. To move

the drive gear to the right, take out one

shim from the right side and put it on

the left side. To move the drive gear to

the left, take out one on the left side and

put it on the right side.

10-If the marks show that the teeth

are bearing on the thick or outer edges

of the teeth, move the differential to the

left.
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Fig. 7—Sectional view of the rear axle

ll—If the bearing is on the inner edge

of the teeth, move the differential to the

right.

12—After the adjustment is correct,

assemble the axle housings and bolt them

together.

13—Replace the propeller-shaft hous

ing assembly, putting the shims and gas

kets between the propeller shaft and axle

housings.

14—When the teeth bear pr0perIy, test

for back lash or lost motion between the

gears.

15—Hold the drive gear with a screw

driver passed through the filler plug hole.

Turn the propeller shaft and note the

movement obtained. This represents the

amount of play between the gear teeth.

This should be very slight, just enough to

permit the gears to revolve without bind

ing.
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Fig. 8—Rem0ving the propeller shaft. Fig. 9—Removing the difierential

16—If there is too much back lash, re

move the light shim from between the

propeller shaft and axle housings. It may

even be necessary to remove the heavy

shim to get the correct mesh.

17—If the gears are meshed too tight,

causing a bind, additional shims must be

placed between the housings.

18—Apply the proper lubricant to the

differential after the adjustments are

correct.

X—Fitting and Replacing the Drive

Pinion

l—Make a careful examination of the

pinion-gear key and see that it fits the

slot in the shaft snugly and that the

edges are not r-unded. '

2—Spread a thin coating of Prussian

blue in the tapered hole in the pinion

gear.

3—Slip the gear on the shaft and draw

up the pinion nut tightly.

4—Remove the pinion and observe the

markings of blue which will have been

transferred from the pinion to the shaft.

If the bearing is even, the blue mark will

be transferred evenly, whereas a poor fit

will show blue only in spots.

b'—If the gear is a poor fit, remove the

key and smear the hole in the gear with

some valve-grinding compound, slip‘ the

gear on the shaft and rotate it backward

and forward several times.

(Continued on. page 46)

  
  

 

 

Fig. 10—Rem0m'ng the diflerential

side gear
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Frontage on Two Strcefs

Character 0f business—Sales, service,

painting, battery repairs and acces

sory sales.

Details wanted—~Lot with frontage on

two streets with an alley on one

side. The frontage on the two

streets is 120 a: 180 ft. Two-story

building with elevator or ramp,

salesroom, rest room, accessory

store, battery service room, dead

storage, repair shop, paint shop,

live storage.

Name—Dimond Motor

Benton, Ill.

Answer—Your plot is so large that we

are not quite sure that you intended to

use all of it, but, lacking more definite

knowledge, we have drawn the plan for

a two-story building covering the whole

of it.

A ramp is much more satisfactory in

a building this size than an elevator, and

therefore one has been used.

There is a large showroom, a good

sized accessory store, an adequate office

and ample rest rooms for men and

women. The battery service work is

taken care of in a separate store, which

Sales Co.,

SHOWROOMS

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge.

send full details, including a sketch of the plot, showing position of streets

has the battery shop directly behind it.

Compared with the sale of accessories

and cars, battery charging is rather

rough work and therefore it seemed ad

visable to have a separate store for han

dling this business. There is no reason

why you cannot keep this store very

busy. We should also advise you to spe

cialize on vulcanizing as well as all

branches of electrical work. These lines

can be handled nicely from this same

store, which we might call a service

store. Remember that every department

of your business brings business sooner

or later to the other departments, so

every new line that you can handle suc

cessfully means more business all along

the line. If you can run a battery serv

ice department successfully there is no

reason why you cannot run a general

electrical service station, and no reason

why you cannot operate a vulcanizing

department at a big profit.

We are not so sure but that you would

like a used car showroom included in

this plan, or perhaps a'truck or tractor

showroom or both. We shall be very

glad to modify the plan to accommodate

these departments, if you so desire.

A standard arrangement has been used

in storing the cars on the first floor. For

the sake of economy of space another

 

‘= lllllllllllIllllllllllullllIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIlIllIIIIIIlllIlIIllIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIlIIIIIIIIIIIIIIIIIIIIIIIlllllIIIIIIIIIIIIIIIIIIIIIIIIIlIllllllllllIIIlIllllIIIIIIIIIIIIIIIIllllllIIlIIIlIllIlllllIllllllIlllIlllllllllllllllllllllIlllllllIllIIllllIIlllllIllIlIIIllIIlllllfllIIg

SCIENTIFIC CONSTRUCTION
REPAIRSHOPS

But be sure to
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arrangement, quite standard but not just

as well known, has been used on the sec

ond floor. You can, however, use the

first floor arrangement on the second

floor, if you prefer.

Just on the chance that you are not

familiar with this arrangement we will

explain it to you. You will note that one

row of cars is behind the other row.

Therefore, the fioorman, in placing the

cars each night, should see to it that the

cars in the back row are those which are

going out late in the morning, and those

in the front row are going out early, so

that the cars in the latter will be well

out of the way before the former are

called for. The same applies to the

other rows. Cars in single rows should

be those which are likely to go out any

time.

We were, of course, forced to guess at

how large a paintshop and repairshop

you wanted. If the dimensions are not

satisfactory we shall be very glad to

redraw this feature if you will supply the

information needed.

The accessory display window extends

not only across the front of the acces

sory store, but also the oflice. This

arrangement does not interfere with the

light in the office and at the same time it

gives you a lot 6f valuable display space.
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Be sure to use it to best advantage. Read

Motor World and adopt suggestions that

are given on window dressing from time

to time. Change your window display

every week.

Please do not say that this advice is

all very well for the man doing business

in a large town, for it does not matter

how small your town is, modern meth

ods will pay. Even if you had this new

building located at a country crossroads

you would still find that a showroom and

an accessory store would pay. No matter

where you are located you cannot get the

most out of your efforts unless you are

properly equipped.

._h

Storage for Nineteen (lars

Character of business—Storage, car

and tractor sales, repairs and serv

ice.

Details wanted—Showroom for cars

and tractors, stockroom, private of

fice, storage battery room, repair

shop, space for retail sales, acces

sories, etc., gasoline pump, wash
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This plan, drawn for A. M. Craw

ford, has a capacity of nineteen

cars and room is provided for

ofl'iccs, battery repairs and charg

ing, shop, salesrobm for cars and

tractors and accessories

rack. The property does not run to

the line on the front street but is

4 ft. back. This applies to the ea:

isting' building, and the new build

ing will be the same distance back.

Name—A. M. Crawford, Wingham,

Ontario, Canada.

Answer—The plan shown here has been

drawn exactly to meet your needs. We

were uncertain as to whether you wanted

the old building included in this design,

but decided that you did not.

You should have two gasoline stations,

one on Main Street and another at the

garage entrance. The former is to serve

customers who stop at the accessory

store. Another reason for locating it

here is because of its convenience to

Main Street trafiic. At the same time

you will probably require a pump in your

garage and so we have also placed one

there, directly inside of the door.

In case you are not familiar with the

car arrangement which we have selected

for your garage, let us explain that we

have placed two rows of cars on one side

of the aisle because this is the most eco

nomical utilization of the space which

you have. You may wonder how a man

with a car in row C is going to get out

until the car right in front of him in row

B is out of the way. The solution is

this: Cars in row B should be machines

which come in late and leave early, and

cars in row C should be those which leave

late and come in early, while those in

row A are ones which cannot be so classi

fied. Every time a new customer comes

in, inquiry by the floor man will show

whether he can be assigned to one of

the three rows permanently or whether

his plans for the next day must be ascer

tained each night and the position of

his car regulated accordingly.

The plan we have drawn makes it de

sirable to use the full 130 ft.

 

Brought Him $5,000 in Business

Editor Motor World: I can really say

that through your magazine last year I

closed over $5,000 business ofi" leads fur

nished by new garages being built.—

J. A. Conrad, Omaha, Neb.
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One-story building for I. O. Ivcrson

For an Inland Village

Character of business—Service, stor

age, sales and a room for ice cream

and soft drinks.

Details wanted—One~story tile block

building on a lot 50 a: 80 ft., base

ment 20 x 40 ft. for furnace and

coal, showroom, accessory store,

soft drinks, repair shop, oflice, stor

age, washroom, battery charging

room.

Name—I. O. Iverson, Perry, Wis.

Answer-—The plan we have drawn for

you is exactly as ydu requested. The

garage is small, as might be expected.

To get the most out of the space we have

put in two large doors and suggest that

you pack the cars in the spaces the way

you would blocks of sugar in a box. By

this method you may squeeze twelve cars

into the space.
.
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This is a very elaborate front suitable for a high-class salesroom in a large

city. ‘ The decorations are meant to attract the eye with their richness and the

second floor might be used for administration offices
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Watch Your Lawmakers

western states bring home to dealers every

where the need for watchfulness'on legislative

matters. It is easy for a drastic card to be slipped

into the legislative deck when no one is looking.

The first warning comes when the trade finds itself

tied up in a bad knot. Preventing the legislation is

many times easier than undoing the trouble.

In two western states laws have been passed

which give the customer an unreasonable whip hand

in the tractor business. He can use a tractor all sum

mer and then hand it back to the dealer on the

flimsiest of excuses. If this has been done twice,

what is to prevent the same thing being done half a

dozen times more in that many states?

Watchfulness is needed. It is not enough for the

trade to depend on newspaper reports for its warn

ings. State and local associations should have men

THINGS that have happened in a couple of on the job to spot these bills when they are intro

duced, so that an effort may be made to kill them

in committee. A bit of judicious work at this stage

is easy and inexpensive compared with any effort to

defeat the measure once it gets out on the floor.

It may cost a little money to maintain such watch

fulness, but isn’t it better to spend it there than to

spend a lot more later on? It was neVer truer that

a “stitch in time saves nine.”

National watchfulness can help. States should

watch their own legislatures and should notify the

national association whenever a bill is introduced in

order that the whole country may know what is

going on. Often the national association will be able

to help states in this work.

Some folks have an idea that the automotive trade

was made to be picked on, and several years of vig

orous defense are needed to upset this idea.

Demonstrators That Nearly Prevarica‘te

N some cities there has grown up a trade custom

of fixing up the demonstrating car in a manner that

savors of aristocracy, when comparison is made with

the stock models. This practice ranges all the way

from putting on slip covers or a radiator ornament to

equipping the car with a complete special body.

In one city a dealer fitted his demonstrator with a spe

cial body, and the result has been that he slowed up his

own sales. The public refused to believe that the factory

was not about to come out with a new body and assumed

a waiting attitude despite the protestations of the dealer.

The body work on some cars is far enough removed

from the aristocratic without special attention being

called to defects through a body that is not stock. What

can a customer's frame of mind be when he finds the

car he bought is not the car he gets? He is quite likely

to believe our business is still a game, and it is “0t un

reasonable to conjecture whether the dealer who sells

one thing and delivers another does not consider his

enterprise as rather gamey.

Too much of this special work makes selling harder

rather than easier, because the customer must first be

sold the demonstrator and then he must be sold the car

he is really going to get. And this second sale is that

much harder because he has the demonstrating body

with which to support his contentions.

If a dealer is going to sell stock cars let him demon

strate with a stock model that is in good condition. If

he wishes to make special body work a special side issue

let him go into it as a regular and understood practice.

There is profit in it. But to show a special model and

deliver something else is hardly worth while for the

dealer who hopes to retain his membership in the auto

motive trade and be with us a few years hence.

Start the Roads Movement

AST week Motor World suggested that the automo

tive dealer engage in conversation with some of the

leading men of his trade or city in an effort to inter

est them in good-roads work.‘Have YOU done this YET?

If dealers will do this thing they can get good roads.

If they do not do this thing the roads may be years in

coming to them. And every mile of good roads means a

great measure of prosperity rolling through the terri

tory that is served.

Trucks can’t be sold until there are improved reads.

Car sales will be restricted until there are good roads.

Tractors are not profitable until there is some way of

moving the crops. Good roads mean millions to

America’s automotive dealers.

The country is fairly well sold on the general idea

of good roads. What is needed is that the local appli

cation of the idea be sold to the home-town folks with

such emphasis that they will all get behind the move

ment in an organized way and BUILD THE ROADS.

Go out to—day and talk to somebody about good roads.
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Get N. A. D. A. Help

Editor Motor World: The Floyd-Mit

chell County Automobile Dealers’ As

sociation has been almost dead for the

past two years, and we have had no

success in trying to revive it. At the

time we were going good I believe that

we were of some use to all the members,

and I felt that we were doing some good.

The writer would like to see the asso

ciation started again with a push that

will carry it through, and I know that

something of this kind is needed in this

territory, and if you have any sugges

tions to offer in regard to reorganizing

I will be pleased to have them. Unlike

many associations that are dead, we

have a little money left in the bank, and

have always been able to keep up the

current expenses. Please feel free to

give any advice that you like.—A. H.

Case, Secretary and Treasurer, Charles

City, Iowa.

Answer—For a number of years Motor

World has endeavored to furnish ideas

and plans on organization for various

associations throughout the country

which wish to go more strongly into

organization work. We have always

been convinced that personal work was

far more effective than letters, and on

various occasions representatives of

Motor World have traveled a consider

able distance to lend their assistance

in the formation of an association. How

ever, it is now possible for many more

local associations to have the benefit of

personal assistance through the new plan

of the National Automobile Dealers’ As

 
 

Your Association?

Is there a dealers or trade asso

ciation in your town?

Is it successful?

Was it always successful?

How have you made it successful?

If it is not successful would you

like to have it made successful?

Maybe you have ideas on how asso

ciations should and should not be

operated.

Write a letter for publication on

this page where the other dealers

may learn what has been done—

or NOT done—in your town.

The association movement is going

better to-day than ever. Is it so

in YOUR town?

  

 

  

 

sociation, which now has field secretaries

in different sections of the United States

for the purpose of lending assistance

such as you need. We would therefore

suggest that you address a letter to

Manager Harry D. Moock, of the Na

tional Automobile Dealers’ Association,

St. Louis, with the request that at the

earliest possible moment the represen

tative of the association be sent to your

city to assist you in creating the organ

ization that you desire.

 

“Ibo Wants a Soldier blanager ?

Editor Motor World: Back home again

and mighty glad to be with you once

more. During our sojourn in France we

-the numerous automobile men in my

company—wondered why Reilly did not

show up. Many books and magazines

came our way but not once did Reilly

come to us. Maybe the dealers hated

to part with him and kept him on file

instead of using the one-cent-stamp

method to put him in A. E. F.

You may be interested to hear another

appreciation of the American soldier.

My company, a heavy mobile ordnance

repairshop, arrived at the front with no

transportation and none in sight but very

necessary for existence and comfort.

With their usual promptness and con

fidence, a small detail of expert auto

mobile repairmen went to a salvage dump

and in less than one 'day had resurrected

from the dead and disabled junk one

car and two trucks that gave us good

service for the six weeks that we were

at the front. And this with the ordinary

toolbox equipment only.

These men, expert machinists and

mechanics, did stunts like this all over

France. If an emergency had to -be

met I would rather have a good brainy

American bunch than the best shop and

its men I saw over there. Among the

odd jobs they did that were not in their

regular line, showing great-versatility,

were the following: Wiring barracks,

mounting machine tools, lining shafting,

laying bricks and cement, blacksmithing,

pipe fitting, all kinds of wood -work, and

even shoveling coal.

When the company was demoblized

and scattered over twenty-odd states, not

a man took advantage of the depart

ment’s offer to retain them in the ser

vice while getting a job. Confidence!

Yes, but backed by the spirit that lands!

We found the French roads were

generally worn down to the foundations,

but they continued to give good-service,

showing their excellent construction. At

one place I saw a battery of twelve

American steam road rollers, and I found

 
 

“TURN TO THE RIGHT”

By C. H. Stanton Massey'

Did you own drive through the coun

try— ~

Out by Barnesvllle, I mean.

In the springtime when the air was

sweet

And everything was green?

Perhaps you came to the cross-roads,

Where the hand once painted white

15 nailed to the old covered bridge

And tells you to "Turn to the right."

And.iMlster, when you came to that

s gn,

I know you turned to the right.

It you hadn‘t you'd have wrecked the

car,

And you wouldn‘t be here to-nlght.

Perhaps as you were riding along

You remembered your childhood

days.

When as a. barefoot boy you roamed

The green fields and the broad high

ways.

Well, I dld the same as you dld

A great many years ago.

A barefoot boy, I read that sign,

But then I didn‘t know.

But, Gee! I've wished many times

slnce

That I d done just what it said.

It I had, things would be different now

_ And I'd never have to hang my head.

So, Mister. you better take this warn

lng

From one who has lost Life’s fight.

When the time comes, if you're in

doubt,

Take a tlp. boss, and “turn to the

right."

'Foss-Hughes Co., Philadelphia.

  

 

 
 

 

some fine resurfaced roads thereabouts.

The German roads, back of their lines,

were in very good shape. We know how

they did it. It was a pleasure to come

across American M. P.’s in the small

German villages and to note what good

traffic cops they made.

I cannot speak highly of our railroad

experiences, as they produced our worst

nightmare. In this line the redeeming

features were the efforts of the R.T.O.’s

to get things done properly and the hard

work put in by the doughboy engineers.

The many things of value that the

war has brought out are receiving much

attention right now to help us in the

future. This is very interesting work,

but I look forward to rejoining the auto

mobile world at some time in the future.

If you hear of anything that looks

good let me know.—O. P._ Tyler, Captain

of Ordnance, War Department, Office of

the Chief of Ordnance, Training Section,

Washington, D. C.

(Before going to France, Tyler man

aged a factory branch in the East and

was active in trade affairs in a city of

150,000, having all around experience in

the automobile business. He is a grad

uate engineer and about 34.—En.)
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The Tax on Tires

Editor Motor World: As we under

stand the new tax on tires, 5 per cent is

to be added by the manufacturer to the

exact billing price of tires. We note that

the tire factories are adding 5 per cent

before the cash discount of 5 per cent is

figured oil' the cost of the tire. In other

words, our annual tire business is ap

proximately $300,000. If the manufac

turer adds the 5 per cent to the invoice

without figuring the cash discount, our

annual tax will be $15,000. If, on the

other hand, the 5 per cent is added to the

exact cost price to us, our tax would be

$14,250, or $750 less.

It would appear to us that inasmuch as

almost every dealer and jobber takes his

5 per cent cash discount on tires, the tax

should be added to the exact cast of the

tire after the cash discount is deducted.

We do not know the exact volume of tire

business done by all of the factories an

nually. However, as it runs into a very

large figure, the difl’erence in figuring

the 5 per cent tax would amount to a

considerable sum. We do not know

whether or not this point has ever been

thrashed out, but we think it is the Gov

ernment's intent that the 5 per cent is

to be added to the exact fiat cost.v

If you care to publish an article in

your paper pertaining to this matter, we

are sure that it will be of interest to all

jobbers and dealers whose tire business

runs into volume—United Auto Supply

Co., W. V. Smith, San Francisco.

Announcing a Vulcanizing Shop

Editor Motor World: Please suggest

some copy for a circular letter to an

nounce the opening of a complete vulcan

izing plant. I have the best equipment

possible to buy and use a new system of

retreading.

I also intend to push the sale of tire

seconds that are selected stock and re

treads built from the tires that I can pur

chase or trade. My materials will be of

the best and all work guaranteed. Would

also like something to be used as a fol

low-up to the first letter.—E. S. Curtice,

Meridian, Miss.

Answer.—Here is a first letter and a

follow-up letter:

Dear Sir:

Here is something that you have been

waiting for—a complete up-to-date vul

canizing shop where you will get prompt,

courteous attention and the best quality

work that can be turned out. We have

spared no expense in the matter of equip

ment designed to improve the quality of

the work and to get it through on time,

and we will guarantee all work.

Bring in some casings and tubes and

let us demonstrate what a good, quick,

reasonable job we can do.

Have these treads vulcanized before

the fabric goes to pieces. Tires cost

money, and you should get your money’s

worth out of them.

We invite inspection of our stock of

selected seconds and retreads. Retreads

W W fl

, WimgrlMSix Fqugm ‘

i 5‘ l
GARAGE - REPAIRS

~

C‘Illll.

"u

BOO-610 Ruck Avenue

, SIB Bonny Bullclnq Phone Preston I.“

t. e

Advertising from the Skies

Editor Motor World: Perhaps the first

instance in which commercial advertis

ing was done with the aid of aeroplanes

was a campaign conducted by our Hous

ton, Tex., distributers, the Consolidated

Motors Co., when 15,000 handbills like

the enclosed copy were dropped from six

De Haviland planes whose services were

secured through the courtesy of Col.

Brant, Commanding Officer of Ellington

Field, Tex.—General Tire & Rubber Co.,

Akron, Ohio.

Phone Preston 807.

l
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will not give quite the mileage of new

tires, but considering the cost, they will

stand you a surprisingly small amount

per mile. '

We extend a cordial invitation to you

to look over our shop and have a chat

with as. This will not obligate you in

the least, and we do want you to know

that we are in position to serve you.

Yours very truly,

Dear Sir:

Since the announcement of our open

'ing which was sent you some time ago,

we have been making rapid strides. Our

business is building up and our custom

ers are highly pleased with the tires that

we have repaired for them.

Our shop is equipped with every mod

ern time and labor-saving device that

will insure good work at reasonable

prices.

May we not have the opportunity of

trying to please you also? How about

throwing that old casing in the back of

the car and leaving it with us a couple of

days. You will be surprised at the re

sult, and you will find our charges very

reasonable.

Many cars in town are now using our

selected seconds and retreads and, con

sidering the remarkably low prices, cus

tomers express more than satisfaction

with them.

How soon shall we have the pleasure

of a visit?

Yours very truly,

Waterloo Association Grows

WATERLOO, IOWA, May 10—The

Automobile Dealers’ Association of

Waterloo recently held one of the most

successful automobile trade meetings

ever held in this section. As guests,

most of the dealers in Black Hawk

County were present, as well as officers

of the newly formed Iowa Motor Trades

Bureau. There is more enthusiasm for

organization in this section than there

" ~s been since the beginning of the in

dustry, and it is felt that it is needed

much more now than ever before, due to

legislation on road bills, lien laws and

automobile license laws.

 

These Men MadejlI(msme flieeting a Success

  

'I‘HESE are the State and national officials of the National Automobile Dealers'

Association whose presence, addresses and work contributed greatly to the suc

cess of the Texas State Automobile Dealers' Association meeting at Houston. 1—

P. W. A, Vesper of St. Louis, president of the N. A. D. A.; 2~C. E. Faulhaber of

Little Rock. Ark..

sentatlves from Arkansas;

and 3—G. F. G. Smart. Pine Bluff, Ark., state N. A. D. A. repre

4—H. L. Robertson. Houston,

association and a member of the board of directors of the N. A. D, A. Robertson

was elected 1919 president of the Texas association.

president of the Texas

5—T. L. Huber, Lake Charles

La., N. A. D. A. state representative from Louisiana. G—E. M. Bottom, Tulsa. 1—

M. H. Randall, Oklahoma. City, N. A. D. A. representatives from Oklahoma.
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MOTOR KlNfi PLUG

This is a spark plug in which

the insulator extends well down

Into the combustion chamber

and Is maintained at a high heat

which is claimed to burn off

carbon deposits as fast as they

accumulate. The protruding por

celain also forms a. petticoat

over the central electrode to

prevent oil running down onto

It. Made in all three sizes

and threads. Price SL—Motor

Spark Plug Co., 91-107 Lafay

ette Street, Newark, i'. J.

THE TROUBLE LINK

This is a repair link for non

skid chains and Is connected to

the chain by bending the open

arm shut with a hammer or by

pressing It In a vise. Put up

in small bags containing 24

lInks, price 40 cents per bag.

Fifty of these bags are put into

a large bag for dealers and job

bers. The link Is made of hard

ened steel.—-C. B. McAlIster,

Washington, Pa.

CRAIG-HUNT CYLINDER

HEAD $150

A period out of place made

the price of the Craig-Hunt

Sixteen Valve cylinder'head for

Fords appear as $1.50 In our is

sue of April 2, whereas this

should have been 8150. The

cylinder head is made by Craig

Hunt. Inc., Indianapolis.

SIMPLICITY POWER PLANT

FOR FORDS

This is an outfit for turning a

Ford car Into a power plant by

setting the rear axle on a

frame, removing the two wheels

and replacing them with two

dcmountable 35 x 2 sprockets,

these being connected to the

'power shaft by means of chains.

The plant will develop 8 to 10

tip—Simplicity W heel Co.,

Grand Rapids, MIch.

HILLIAFID FRICTION

CLUTCH

This is a friction clutch for

line shafts and may be operated

safely up to a. rim speed of 5000

ft. per min. A spiral thread

movement gives enormous pres

sure, easy starting, automatic

take-up for wear, and high

speed capacity. By means of

this clutch individual drive and

control of machinery is possible.

and countershafts may be elimi

nated. Sizes run from 6 In. to

20 In., the horsepower ranging

from 2 to 48. Prices range from

$28 to $180.——Hlllla.rd Clutch &

Machinery Co., Elmira, N. Y.
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UNITED SPARK PLUG

This is a plug with a "Lockt

Terminal" feature which pre

vents the terminal nut from

unscrewing. This is accom

plished by alternate depressions

and ridges in the cable terminal,

corresponding to grooves and

ridges in the terminal nut.

Made in sizes to fit tractors,

trucks and passenger cars.—

United Mfg. & Distributing

Co., Lake Shore Drive and Ohio

Street, Chicago.

LOOP HEAD TIRE CHAINS

These are skid chains for

tires consisting of a long chain

going around the rim on each

side of the tIre and cross chains

with loop heads at intervals

around the tire. The loops are

so arranged that any breakage

of the cross chains can be re

placed by simply hooking the

loops Into each other. For

July, 1920, delivery.—Galesburg

Chain Co., Galesburg, Mlch.

UNIVERSAL CONNECTING

ROD ALIGNMENT GAGE

This Is an alignment gage for

testing the alignment of the pis

ton pin and the truth of the

piston crossbore. The big end

of the connecting rod Is clamped

to one of the arbors which is

the same size as the crank

shaft and another arbor the slze

of the piston pin Is clamped at

the top. The movable table has

six test blocks. each having

three sides true. It is moved

with the handle till the upper

arbor rests on the top of the

blocks to test for twist and then

to the side of the blocks to test

for parallelism. Equipment in

cludes three bushings. Price

$65.—Campbell & Wochner Co.,

1618-1615 Third Avenue, Rock

inland, Ill.

RUBRBACK &. KHAKIBACK

TUBE PATCHES

Rubrback tube patch is a gas

oline patch for repairing punc

tures and blowouts and It ex

pands with the tire, preventing

a tendency of pulling toose when

the tire Is Inflated. Khaklback

is made from the same char

acter and quality of materlal.

excepting that It Is reinforced

by a covering of khaki cloth.

This Is Intended for use where

a non-stretchable repair Is

necessary. Packed In screw-top

contaIners, two sizes. Each out

fit contains sufl‘lclent cement

and emery cloth for making

numerous repairs.--North West

ern ChemIcal Co., Marietta,

Ohio.
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“6%;RETAILNst
MIDDLEWEST

Edward Seery and Theodore Revermsn

have opened a Gates Half-Sole service sta

tion in Toledo, and will cover surrounding

territory.

White Motor Sales Co., Toledo, conducted

by Leo and Albert Ries, will move May 1

into larger quarters. The same men conduct

the Stewart Products service station and

that business will also be moved to the new

quarters.

Autocraft Tlre 8‘ Supply 00., Jackson.

Mich, has Just opened another establishment

ln Jackson. This company was organized

5 years ago by Hengesbaugh Bros. The

company handles a line of tires and acces

sories.

Carllnvllie (iii.) Motor a Implement Co.

has been organized, composed of H. W.

Woodmansee, “I. A. Craggs, Alex Crawford

and J. E. Borman. A lot has been purchased

on North Broad Street and a modern garage

will be erected to cost $25,000. Cars and

trucks will be distributed and the firm will

do a general storage and repair business.

Morris-Adler Motor Car 00., Quint-y. Ill.,

has opened a branch at Mnywood, Adams

County. ‘W. R. Kelly has been placed in

charge. From time to time, similar branches

in the western Illinois and eastern Missouri

territory will be opened.

William Hamilton, Rock Island, 11]., and C.

W. Nash, late of Des Moines, have formed a

partnership and opened a garage at 1725

Fourth Avenue, Rock island, to be known as

the Auto Shop. Accessories will be handled.

C. W. Miller, Decatur, 11]., has purchased

the fixtures. vulcanizing plant and oil busi

ness oi the Bittei-Lefiwich Co., 241 “'est

Main Street. Miller was formerly of Sulli

van, 111. H. E. Chandler, who has been man

ager 01' the Decatur branch, has returned to

Springfield.

Ray D. Fern, Peoria, 111., has opened a tire

repairshop at 428 Liberty Street.

Fred Armstrong, Decatur, 111., has opened

a battery service station at 237 South Park

Street.

H. H. Towne, Rockford, 11l., has purchased

the stock of the S. M. Jacobs motor car

accessory store at Janesvllle, \Vis., known as

the Rink garage, and will move the business

to Rockford, consolidating it with the Cen—

iral Auto Co.

William F. Streit, 459 East \Vater Street,

Milwaukee, has been appointed distributer

of the Highway trailer in Wisconsin terri

tory. He is opening oflices, display room and

service station at 189 Wisconsin Street.

J. A. Strimple, Janesviiie, “’13., has ac

quired the public garage and repairshop

building at East Milwaukee and Division

streets. now occupied by J. A. Drummond.

Mertz Tire Shop, 6209 Greenfield Avenue,

West Allis. VVisn has been established by

0110 L. Mertz as a general motor car supply

and accessory house, specializing in tire sales

and service.

B. L. Van Lents, Racine, Wis, who re

cently acquired the Ford franchise at Two

Rivers, \Vis., opened permanent headquar

ters at 1518 Washington Street on May 5.

The business will be conducted under the

style of Van Lento Motor Sales.

A. Langerrnann, Superior. \R'is.. Dort and

Velie dealer, has opened a garage, sales and

service station under the name Allouez Ga

rage, in the East End of Superior, which

heretofore has had no establishment of this

kind.

F. Warren Coon, Edgerton. Wis._ has been

appointed state distributer in Minnesota ol'

the Highway trailer and has gone to Minne

apnlls to open headquarters.

COAST

Graham dt Sons. Coqullie, Ore., will build

50 x 100, concrete, one-story garage and

salesroom.

P. N. Shown, Fossil. Ore., will build one

story. fireproof, concrete garage, to cost

$10,000.

Evergreen Tire dl Tube Co., Lewiston,

idaho. will occupy a new brick building, to

be 50 x 125, two stories.

Parke Highway Garage, Bonners Ferry,

1daho, will build a two-story brick garage

and salesroom, 50 x 70, costing 511.000.

Pioneer Auto Co.,Seattle. will build a one

story concrete salesroom and garage at Mel

rose and Pine streets to be 105 x 60 and cost

$11,000.

J. Borkman 6. 00., Seattle, will build a one

story garage and salesroom. 64 x 122, at 1010

East Madison Street. A large machine shop

and tire shop will be installed.

Road Builders Equlpment Co., Portland.

has secured the agency in the states 01' Orc

gon and Washington for Menominee trucks.

Ford Sales 6. Service Co., Orovllle. “'ash.,

will erect a. one-story. 50 x 130, concrete and

tile garage and salesroom.

Adolph Eberharter, 903 Seaboard Bldg"

Seattle. will construct a two-story garage

and sales building at 503 Westlake Avenue

North. Structure will be of concrete, 108 x

60, equipped with tire shop, machine shop.

accessory room and electric elevator.

Daniel Buckley, Cobb Bldg, Seattle, will

erect a one-story masonry garage. 100 x 60.

to cost 510.000.

Western Motor: 60., Tacoma, has been in

corporated for 510.000 by Robert C. Field and

Louis W. Ross.

G. G. Gerber, Portland, radiator and fender

expert, will construct a new building, 100 x

100, costing about $18,000.

Stanley Griffiths, 502 Burke Bldg, Seattle.

will build a two-story, 108 x 120, brick

garage at 3rd and Virginia streets, to cost.

$20,000.

Cook & Glll, Portland, will occupy new

tour-story building. 75 x 112, of reinforced

concrete, at 10th and Burnside streets.

Hermleton Auto Co., Hermiston, Ore., will

build reinforced concrete salesroom. to be

two stories, 75 x 80, costing $10,000.

Rodhaln G. Vollum Auto 60., Portland, has

taken the agency for the Acme truck for the

state of Oregon.

Wentworth &. Irwin, Portland, G.M.C. dls~

tributers, have taken long-time lease on a

two-story building on Second and Tayor

streets, which will be completely remodeled

and overhauled.

New Method Tire Shep, Seattle, C. J. An

derson owner, has taken agency for the

Western Variable Tread Retreading machine.

SOUTHWEST

Cronacher &. Trlesch, dealers in Dodge

Brothers cars at Ft. Smith, Arkansas, are

remodeling their building by adding a new

showroom. _

Mendenhali Motor 00., Ford dealer. St.

Louis. has purchased the two-story building

at 2315-2321 Locust Street, which it has

occupied for the last 2 years. The structure

occupies a lot 100 x 150.

Harry H. Kraleman has acquired the Used

Car Exchange Co., St. Louis, which has been

a separate department of the Packard-Mis

souri Motor Car Co., for the sale of Packard

and other used cars and trucks.

Sterling Supply 4!. Service Co., St. Louis,

has been appointed city distributer 01' the

I.H.C. truck.

Crow-Burllnqame- Auto 00., with offices

and salesroom at 216-17-19-23 \Vcst Fourth

Street, Little Rock, Ark.. has been organ

lzed with a capital stock of $100,000. Officers

are: W. R. Crow, president; Ed Rackard.

vice-president; J. G, Buriingame, secretary,

and \Vhitney Harb, treasurer. The firm will

conduct an accessory and garage business.

Southern Garage, 713 Spring Street, is the

latest addition to the automobile industry in

Little Rock, Ark. It is operated by E. H.

Bowers. D. C. Dungan and H. R. Kidd.

 

  

PERL W. DEVENDORF took advantage of the Waterto'um (N. Y.) show and

dressed his window like this. The picture was taken at night and gives a

good idea of the excellent lighting scheme
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G. D. Eaton has opened a tire and acces

sory business in North Little Rock, Ark.

The firm Is known as the Auto Supply Co.

Robert White and Ed Staples have organ

ized the S. &. W. Service Co., with head

quarters at 1204 Main Street, Little Rock,

Ark. The firm will have a tire and acces

sory business.

NORTHWEST

Cadillac Sales 60., Davenport, has been

formed to handle the Cadillac in that terri

tory and has opened a salesroom at 409

Harrison Street.

W. F. Hegeman, St. Pail, formerly with

the Hudson and Cadillac agencies. has been

made salesmanager tor the Milton Rosen

Tire Co.

The Halllday Farm Light Co., Halliday,

N. D., has been formed by John Nordahl,

Fred. Hart and P. J. Forward to handle

farm lighting in the district.

Ed. Lambert, Oskaloosa, Iowa, has opened

a tire shop at 118 North Market.

Day-Sayre Co., Des Moines. has opened a

salesroorn at 544 Sixth Avenue to handle

Luthy batteries.

Warsaw-Markham Co. has opened a sales

agency at 611 Cherry Street, Des Molnes.

and will handle Federal trucks, Wheat

tractors and the Curtis trailers.

Dos Molnee Exlde Battery and Supply Co.

has been incorporated and will build a struc

ture at Thirteenth and Grand Avenue. 66 x

84 it. Art. Walker will be manager.

NEW SANFORD DEALERS

C. L. Kerr... . . . . . . . . . . . . . . . . . . . . . . . . .Geneva

H. H. Cornickj. . . . . . . . . . . . . . . . . . .Binghamton

James Pritchard & Sons. . . . . . . . . . . . . . .Ithaca

William Penn Auto Co . . . . . . . . . . . . . ..AltOOna

N EW GARAGES

Truck Service Co. (100 x 132)....Des Moines

Perfection Sales Co . . . . . . . . . . . . . . .Davenport

\‘l'ood & Moore ($32,000) . . . . . . .Oeiwein, Iowa

Oleary Auto Co (80 x 150). . . .Iowa. City, Iowa

Perkins & Glover. . . . . . . . . . .Bondurant, Iowa

Teshke & Conger. . . . . . . . . . . . . . .Eldora, Iowa

Davis & Engigritsen (addition 32 x 130)

Hawarden. Iowa

Fredrick & Stansell. . . . . .New Virginia, Iowa

Elliott & Howe. . . . . . . . . . . . . . .Waterloo, Iowa

Hawkeye Tire Co. . . . . . . . . . . . .Dubuque, Iowa

Gus Gunderson... . . . . . . . .Elgin, Iowa

C. J. Highland. . . . . . . . . . . . . .Iowa Falls, Iowa

Odea Auto Co. . . . . . . . . . . . . . . . . .Clarlon, Iowa

Fleming Bailey. . . . . . . . . . . .Cedar Falls. Iowa

Luhn & Pleters. . . . . . . . . . . . .Burlington, Wis.

“Falter Miner \Velding Works,

Marshfleld. Wis.

Schroeder Bros (30 x 60) . . . . . . . . . .Milwaukee

Edward 8: William Beitz . . . . . ..Lomlra, Wis.

AIlouez Garage....East End, Superior, Wis.

“’est Salem Auto Co. (50 x 130),

West Salem, Wis.

W. J. Stollenwerk (30 x 120),

St. Anna, Sheboygan Co., Wisconsin

Merl Bros. (repairs). . . . . . . . . . . .Berlin. Wis.

Sweet & George . . . . . . . . . . . . . . . . . .Berlin, Wis

Central Garage... . . . . . . . . . . . . . . . . . . . . .Akron

Gildner Bros . . . . . . . . . . . . . . . .Rock Falls. Iowa

Schermann 8.: Kay . . . . . . . . . . . . . .Farley. Iowa

Van Horn Bros . . . . . . . . . . . . . . .Rodman, Iowa

Shaw Garage . . . . . . . . . . . . . . . . . . . .Traer, Iowa

Auto Supply Co.... . . . . . . . . .Estherville, Iowa

The Lisle Co . . . . . . . . . . . . . . . . .Clarinda, Iowa

Wm. Heisterkamp 620,000. 75:100),

Breda. Iowa

Gaby and Eckert . . . . . . . . . . Northwood, Iowa

0. B. Burrichter . . . . . . . . . . .Monticello, Iowa

G. V. Metcalf (addition)... . . . . .Slbley, Iowa

  

This picture is typical of the farm implement tractor distributor establish

ments in Los Angeles. Tractors and other farm equipment are displayed on

the street or sidewalk in the usual “cinmtry toum" style

 

Slehl and Horton . . . . . . . . . . . .Slbley, Iowa

Goft and Roberts Garage. . . . .Knoxville, Iowa

Buick Garage . . . . . . . . . . . ..Forest City, Iowa

Auto Inn (addition) . . . . . . ..Whiiemore. Iowa

E. H. Trewett . . . . . . . . . . . ..Dindey, Iowa

George Schuler . . . . . . . . . . . .Grlswold, Iowa

Charles Selling . . . . . . . . . . . . . . . . ..Boone, Iowa

Exlde Battery Station . . . . . ....Atlantlc, Iowa

Mass Brothers . . . . . . . . . . . . . ..Davenport. Iowa

Willard Storage Battery Station.Tama, Iowa

Elmer Schneider . . . . . . . . . . . . . . .LeMars, Iowa

Hutchison & Short . . . . . . . . ..Greenfleld. Iowa

A. C. Rohde, 50 x 148 . . . . . . . . ..Sheldon. Iowa

Burd Auto Co. ($18.000)..... .W'aterloo, Iowa

Moser Auto Co. (44x132).Dallas Center, Iowa

Bulechek & Corbett. . . .. .Cedar Rapids. Iowa

C. W. DeLong. . . . . . . . . . . . . . . . . . .Coli'ax, Iowa

Baraboo Auto 8: Supply Co... .Baraboo, Wis.

Buick Garage Co. (50 x 160)..Kenosha, Wis.

H. J. Dunham & Son . . . . . . . ..Wyocena, \Vls.

Elmer E. Tuttle (44x70) . . . . . . ..Antlgo, Wis.

Raab-Thleman C0. (80x100)..Sheboygan, Wis.

Kenosha Motor Sales Co. (55x12'l),

_ Kenosha. Wis.

Smart & Phillips (74x165).....Madison, Wis.

it. E. Kamm (add). . . . . . . . . . . .Ashland, Wis.

Paul Welsch (30x90) . . . . . ..Mazomanle. \Vis.

NEW BEEMAN AGENCIES

The Beeman Garden Tractor Company of

Minneapolis. Minn.. has recently closed job

bing contracts with the following: Carolinas

Beeman Garden Tractor Co., N. 8; S.. Caro

lina; R. R. Ridgeway, Western Kentucky;

Pool Tractor Co., Southern Ohio; Garden

Tractor Co., Louisiana and Southern Missis

sippi; Beeman Garden Tractor Sales Co., Ten

nessee; Iowa Beeman Garden Tractor Co.,

Iowa: Chester G. Caetsch. & A. W. Sergeant

Co., Western New York; Sharon Motor Co.,

Northwestern Pennsylvania; John Holahan,

parts of Illinois; Automotive Products Co.,

Australia, New Zealand, Philippine Islands.

Hawaii and Japan.

Stafi 82 Eckhouse in New York

NEW YORK, May IO—Stafi‘ & Eck

house, manufacturers' representatives,

have opened a New York office at 1834

Broadway, in charge of George E. La

Vietes. The company, which began oper

ation some months ago, now has world

distribution for Beardsley never-slip

valve lifters and grinders; Simplex ball

thrust and roller bearings' for Fords and

Chevrolets; Hyway oil-less timers and

oil-less front springs for Fords; W. & C.

double-arm cantilever shock absorbers

for Fords, pistons for Fords, and auxil

iary radius rods for Fords.

The company has established connec

tiOns in several cities. Charles E. Scott,

formerly of the Spencer-Carroll Co., Dal—

las, and Campbell Wood, formerly a Red

Seal battery man in Texas, are handling

the lines out of Dallas as Campbell Wood

& Co.; Vaughn E. Lipe, formerly with

Chanslor & Lyon, San Francisco, and the

Automobile Supply Co., Chicago, is han

dling the lines with an office in San

Francisco; A. H. Fraser, a specialty man,

has the representation in Toronto, Win

nipeg and Vancouver. Headquarters are

maintained at 616 Michigan Avenue, Chi

cago, where both the partners, J. Wads

worth Stafl‘ and Walter Eckhouse, are

located.
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Exhaust side of the Sayers-Continental engine, showing mounting of

Delco equipment

Sayers Improved

To Be Marketed in a

illuch Larger Way

One Model With Continental Unit

Power Plant, Borg & Beck

Clutch and Hotchkiss

Drive

duced in a very limited way for the

past few years, is now to be put

through in much larger quantity by the

Sayers & Scoville Co., Cincinnati, Ohio.

Previously, this company, which is an

old carriage and wagon company, had de

voted itself to turning out ambulances,

hearses, service cars and other public

service vehicles.

For the present only one style of body

will be furnished, this a 5-passenger

touring with long graceful streamline

and center cowl. Plenty of room is pro

vided in the tonneau and the instruments

and switches are mounted on a panel in

strument board within easy reach of the

driver's seat.

The Power Plant

THE Sayers six, which has been pro

Clutch, gearset and engine are iii a

unit. The engine is a Continental Red

Seal, 6 cylinders, 3% x 4% in., the cylin

ders being cast in block and with a

pressed steel oil pan. A Zenith horizontal

type carbureter is mounted directly on

the cylinder block and is fed by a Stew

art vacuum tank from a large gasoline'

tank carried at the rear. Cooling water

is circulated by a centrifugal pump

through a high honeycomb radiator. A

16-in. fan revolves on ball bearings.

The clutch is a Borg & Beck dry-disk

type and the gearset is selective sliding,

providing three speeds forward and one

reverse. The gears and shafts are nickel

The new Sayers touring mode

and

steel and the shafts are mounted on ball

bearings.

A Hotchkiss form of drive is used with

double universal joints, which are com

pletely enclosed. The torque is taken

through the springs. The axle is float

ing with spiral bevel differential. The

housing is pressed steel, bridged type,

and the gear ratio is 4.75:1 on high gear.

'The wheels are mounted on roller bear

ings. Two sets of brakes operate on the

rear wheels, one set being contracting

and the other expanding.

The front axle is an I-beam drop forg

ing and the front wheels are also mount

ed on roller bearings. The springs are

graded to insure easy riding, those in the

front being 88 x 2 in. and the rear 54%

x 2 in. Both sets are semi-elliptic, the

rear being underslung. Artillery-type

hickory wheels are fitted with demount

able rims and 32 x 4-in. tires. The wheel

base is 118 in.

Starting, Lighting and Ignition

A Delco two-unit system provides for

the starting, lighting and ignition, and

all wires are well insulated and easy of

access. The Willard storage battery is

stored under the front seat.

The upholstery is in genuine leather

in the cushions and backs, this being long

 

Salient Features of the Sayers Sta: 1‘

EnginkContlnental, 6 cylinders 314 x 4% ln.

Body—5-pass. touring. '

Clutch—Borg 8.: Beck.

Weight—2700 lb.

Starting. Lighting and Ignition—Delco.

Cnrbureter—Zenith.

Tires—32 x 4 in.

Rims—Demountable.

Wheelbase—118 in.

Upholstery—Lester.

Color—Black chassis. dark blue body.

Rear Axle—Floating.

‘1Iillillll llllllllll

  

l, which has a refined streamline body

center cowl

French plaited and supported with deep

soft springs. The chassis is black and

the body a dark shade of ultramarine

blue.

K. C. Dealers Mix in Civic Afl'airs

KANSAS CITY, May 2.—The Kan

sas City Motor Car Dealers' Association,

having determined (responsive to the

spirit that is pervading the dealers gen

erally) that it should engage more act

ively in civic affairs, proceeded so to

engage. It jumped into the discussion

on traffic regulations, succeeded in bold

ing up temporarily a drastic rule of the

police commissioners and a proposed city

ordinance quite as drastic, and secured a

promise that motor car dealers, as ex

perts on traffic, would be consulted when

traffic rules were to be made.

The Motor Car Dealers’ Association

entered heartily into the project to or

ganize a Good Roads Association of

Greater Kansas City, and the dealers'

representative on the good roads organ~

ization, Estel Scott, was elected chair

man of the board of directors of the new

body. R. C. Greenlease, president of the.

dealers’ association, was a delegate to

the Good Roads Association from the City

Club, and he was elected to membership

on the board of directors, which has

seven members.
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An Insurance Man

Wrote This:

DEAR Sm:

You

Being one of

New York’s

Men of Afiairs,

Presumably with

An assured income,

Might be interested

In the UNUSUAL,

Which in this case

Is an

Accident policy for

$40,000 for

$85 a year.

For further

Details I shall

Call to-morrow

And ask for

A few minutes

Of your valued time.

Thanking you, I am,

Very truly ~yours,

EDWARD F. W000.

At the bottom of the letter from the insurance man is a blue slip,

2 x 5, giving the principal points in the policy. You can give the prin

cipal points of your car or attach lightly a return card.

Stealing Another: Man’s Stuff" 1 §

_The Automobile Dealer

Can Use This:

DEAR Sm:

You,

Being one of

Callawassa's

Men of Afl'airs,

And desirous of

Having the best,

Will be interested

In the Model H

Sennett car

Which we are

Now able to supply

For Spring

Touring.

If you will

Ask your secretary to

Send the attached

Slip, with a date

Filled in, we

Shall follow your

Directions in

This matter.

Very truly yours,

 

 

 

Gramm-Bernstein Develops

New 1V2-Ton Capacity Truck

HE Gramm-Bernstein Motor Truck

Co., Lima, Ohio, has for some time

had plans perfected for a new Ike-ton

truck, but contracts for Class “B” trucks

for the army has tied the factory up

until just recently. These contracts

have now been completed and the way is

being cleared for production on this new

model. The outstanding features are an

internal-gear-drive rear axle and a com

bination body which is really three

bodies in one, the construction being

such that the owner may have a flare

board express body, a high sided body

or a tarpaulin covered body with but

slight change in the body parts. The

chassis price is $1,895.

A Continental Red Seal 3% x 5 in.

engine is the power plant in this new

model, and electric starting and light

ing system of Northeast make is stock

equipment, but the starter is figured

extra. The dry disk clutch and selective

sliding gear set are both of Fuller manu

facture and are made in a unit with the

engine. There are three forward speeds

and one reverse, the total gear ratio on

high being 7.22:1.

The rear axle is of the internal-gear

drive type, being of Clark manufacture.

Propulsion is taken through the springs

and driving torque also. The springs are

of vanadium alloy and the frame is es

pecially strong and has thick cross mem

bers integrally gusseted with two rear

diagonal braces to prevent torsional

strain and misalignment. Two sets of

brakes, both operating on the rear

wheels, are controlled one by the pedal

and the other by the hand lever. The

steering wheel is at the left and the gear

shift lever in the center. The propeller

shaft is in two pieces with three uni

versal joints to prevent whip in the long

one-piece shaft. The radiator is of

Gramm-Bernstein make, being of cast

type and cushioned to the frame by

springs. The standard wheel base is

138 in. and the tread, both front and

rear, ‘56 in.

37% Pennsylvania Farmers Own Cars

PHILADELPHIA, May 10—Thirty

seven per cent of the farmers of this

state own motor cars, according to an

nouncement made by the State Depart

ment of Agriculture. This is an increaQe

of 14 per cent in the last two years. The

actual number of cars owned by farmers

in Pennsylvania to date is 81,505.

/

How to Make Best Use ‘

of Colored Crepe Paper

The rough side of crepe paper is the

right side—that is, the side which should

be uppermost. If you can’t tell the

rough side by feeling the paper, hold it

to the light. The dull finished side is the

one you should use.

When tacking crepe paper fold the end

over four or five times. That gives

enough body to hold and the paper will

not tear.

Don’t be afraid to stretch crepe paper

taut when using it. Usually, a roll can

be stretched four or five inches to ad

vantage. If this is done, it will not sag

in case of damp weather. It insures

neatness for the window—and that is of

prime importance.

Don’t be afraid to handle crepe paper

s-it’s tough!

To make a “tube”—use a piece of

paper 6 in. wide and from 6 to 18 in.

short of the distance to be covered. Fold

one end of the strip until the two edges

come together. Tack thisfolded end in

place. Then fold the other end in the

same way and stretch the whole strip

until it fits. Then tack down second end.

Don't crease the folds.

Always try to take the stretch out of

all paper used in a display equally. It

will givg your window a more finished

appearance.

When you want to produce “puffing”

effects, cut the paper into third parts

and tack it down every few inches, al

lowing the paper to put! between the

helm—The Goodrich.

Metcalf Forming Truck Associations

PHILADELPHIA, May 10-—~W. H.

Metcalf, secretary of the Motor Truck

Association of Philadelphia, who recent

ly went to Lancaster, Pa., especially to

form the Lancaster Motor Truck Asso

ciation, obtaining for it a start of 48

members, now is working with the object

of forming similar truck associations in

every county in the state. Metcalf, in

addition to his duties as secretary of the

Motor Truck Association of Philadelphia,

is president of the Automobile Accessor

ies Business Association'and representa

tive of the Wire Wheel Corporation of

America.

 

tor operator.

 

MAN who is naturally irascible and unreason

able hardly ever makes a good and efficient trac

Such men have no patience with me

chanical imperfections or troubles and are disposed

to fly off the handle upon little or no provocation. A

man who, because his silo filler was not working to

his satisfaction, jumped on the belt and broke his

leg, as actually happened in a case in Wisconsin, is

a risky prospect for a tractor_ sale.

the dealer who sold him a tractor now has a lawsuit

on his hands because the farmer claims the tractor

would not do what was claimed for it.

In this case
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NO. 2125—STEAM HOOD FOR BAT

TERY

A steam hood for softening the seal

ing compound of the battery is connected

to the tire vulcanizer or tube plate so

that an individual steam generator is not

necessary. The hood itself is made of

tin cut out the right size to fit the'battery ‘

and soldered along the seams. A short

piece of %-in. pipe is soldered into the

top and this is connected to any steam

pipe on. the vulcanizer. To make the

hood fit tightly to the battery and pre

vent the escape of steam, sections of

inner tubes are rolled up and riveted

around the inside of the hood where it

fits on the battery box.——Fred L. Gray,

Jewell, Kan.

NO. 2126—REMOVING BEARING

RACES 0

Ball or roller bearing races are re

moved from housings by drilling two

%-in. holes opposite each other in the

housing and steel pins or punches are.

inserted in these holes. The pins will

bear on the outer race and blows from

a hammer on alternate pins will drive the

bearings out. The holes are plugged up

afterwards—Georges Grillier, French

Machine Shop, Red Bank, N. J.

NO. 2127—ECONOMICAL GREASE

CONTAINER

Grease is economically and convenient

ly handled by means of an upright pipe,

10 to 13 in. in diameter extending from

a tripod support on the first floor through

the ceiling and floor to a point about 1

ft. above the second floor. A flange helps

to support the weight. The bottom is

capped and fitted with a 3-in. gate valve

through which the grease is drawn off.

Filling is done through the top and the

barrel is left there to drain out. The

pressure will easily force the grease

through the valve.—J. M. Gintcr, Jr.,

(linter’s Garage, Wooster, Ohio.

NO. 2128—HANDY TROUBLE LAMP

A trouble lamp which will throw light

up to the mechanism of the car without

shining in the workman’s eyes is made

from an old headlamp and a block of

wood.‘ The lamp standard is heated and

bent at right angles. The regular lamp

socket is removed and the trouble-lamp

cord slipped through the hole and well

taped above and below so that the lamp

is held upright. The block is 2 x 10 x 8

in. with the lower corners rounded so it
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Repairshop Shortcuts

From Motor World Mechanics
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Make a Dollar

HOW often have you been com

pelled to rack your brain to

overcome some difliculty? But

when you did find a. solution—what

satisfaction it was! Well, here's a

chance for you to dig some of those

life-savers out of their hiding

places and put them to work for

your fellow-craftsmen. Send them

to Motor World. We will pay you

a dollar for every one accepted for

publication.

The only requirements are these:

1—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—Write on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

 

  

will slide along on the floor. The cord

goes through a screweye and is taped

on both sides to take the strain of

pulling. A wire sc een protects the

lamp—F. L. Helmes, sheonta, N. Y.

{\LO. 2129—REMOVING VALVE KEEP

ERS FROM OAKLAND SIX

Keepers are removed from Oakland Six

valve stems by using a slotted bar a

little over 1 ft. long, 1A; in. thick and 1 in.

wide. The slot is started 5 in. from one

end and is $4 in. wide and 3 in. long.

The slot is slipped over the valve stem

and the bar pressed down, using one

hand and the knee. The keeper is then

taken out with a scratch awl.—C. R. Pier

son, Hart Motor Car Co., Salineville,

Ohio.

NO. 2130—I’ISTON-CHUCKING JIG

A self-centering piston jig is made in

the form of a cone section with a square

lug on the small end, a standard taper

shank being turned on the other end.

The taper shank fits the headstock of the

lathe and any piston placed with the

Immamnmmnnmnmnnnmmnnnummmnu

bottom of the skirt against the conical

surface will be automatically brought

in center. The square lug goes between

the piston bosses and turns the piston

around'with the headstock—D. S. M..

Motor Inn, Emmetsburg, Ia.

NO. 213l—PORTABLE TOOL RACK'

A portable tool rack for shop use is

made by nailing four boards together and

putting a fifth square one a little below

the top to form a recess which may be

subdivided into as many compartments

as desired. A leather handle is fitted

for carrying and the sides are fixed

with nails, screws and straps to hold the

different service tools that may be

needed. A strip of wood under the strap

will prevent the tools from sliding all

the way through. A convenient size is

18 in. high, 12 in. square at the bottom

and 8 in. square at the top.—Rivesville,

W. Va.

NO. 2131—COMBINED T AND CRANK

WRENCH

A combination T and crank wrench for

Ford connecting-rod bolts is made by

straightening out a spark-plug wrench or

No. 174-B wrench. It is then cut off 7%

in. from the socket and a piece of 1ié-in.

cold rolled steel welded to the socket

piece and bent to the dimensions shown

in the illustration—Fred J. Long, Mas

sillon, Ohio.

NO. 2133—REMOVING A BROKEN

DRILL

A drill which has been broken off

flush in a casting can be removed by

drilling a larger hole around the outside

of the broken drill with a hollow drill.

Such a hollow drill is made from a piece

of steel tubing, the inside diameter of

which is the same as that of the broken

drill or a trifle larger. Teeth are cut

in the end of this tubing with a triang

ular file and the end hardened and tem

pered. It is only necessary to drill to

a sufficient depth to catch the broken

drill with a pair of pliers. If sufficient

body of metal is left, the hole is con

tinued through the same size as the

broken drill, otherwise the hole will have

to be drilled larger.—Georges Grillier.

French Machine Shop, Red Bank, N. J.

'Nn Name to This One. —Repalrshop

Shortcut No. 2131 was sent to us without

any name and address, consequently we are

unable to forward the dollar to this con~

lributnr. If“ the contributor will send us his

name and address we wlll send the dollar.
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Avoiding Used Car Pitfalls

A Toronto an Recently Told This Story at a rude Con

vention and It Contains Some Good 'Ideas

help you to determine the

value of the used car offered

is to have printed a “taking-in-'

sheet,” and when an owner brings

his car to you have your me

chanic go over it thoroughly and

mark down in detail the actual con

dition of the whole car.

It is surprising the number of

things you can find wrong with a

large number of used cars. It is

also surprising the effect it has on

what kind of a deal you can make

A. GOOD plan and one that will

when this sheet is put into the.

owner’s hands with the true facts

as to the condition of his particu-'

lar car. Try it out, but not in a

fault-finding way. A proper sheet

will not let you overlook anything

from radiator to tail lamp. Mark

each irregularity down, price cost of

putting into shape, total his figures

and deduct the amount from his

asking price.

While it is not always the case,

I cannot help express disappoint

ment at the number of owners who

hold back telling about the some

times serious faults in their cars

when offering them for sale or ex

change. On the other hand, if a

dealer has a used car to sell he is

classed as a crook by the same

people if he does not tell the whole

truth about it.

An instance: Owner drives his

car to my door to sell it. I look it

over and take a ride in it. The

car is small, the price is low and

it runs pretty_well on three cylin

ders. I am just about to buy it

without further inspection when I

discover water coming out of the

muffler. I question him about it,

whereupon he volunteers the infor

mation ‘that “in tightening up the

manifold he cracked the water

jacket inside.” Now had he told

me this at the start I would have

doubtless bought the car at his

price, but the moment I discovered

he was “too small" to come out with

the truth I told him I would not

buy at any price.

Be sure of the true ownership of

used cars in these days of “time

sales.” The dealer who buys a

number of used cars or even an

occasional one requires to take pre

caution to see that the party who

offers it is the true owner, and,

even at that, find out if there is

any debt against it. It is hardly

likely that a man in a community

trading his used car in on a new

one will do so unless it’s paid for

in full, but watch out for those

from whom you buy outright.

I have had “some” experience

and expect to pay for. my foolish

ness in neglecting to search records

in the registry office before pay

ing for some cars which had lien

notes registered against them. I

have also bought cars that were not

paid for,» but as the former seller

did not register his lien notes it is

up to him to get his money the best

way he can. Therefore, search the

records when buying, or insist on

receiving a bona fide bill of sale

from the former owner or concern

from whom the car was bought.

I have a little scheme for “trip

ping up" the smart fellow who

llllllllllllflllllilllflllllllllllflllllllilllllll-lllllllllllllllilllllillllllllllllllllllilllllllll Illllllll lllllllllllllll|lllllllll"ll-liilllllllllllllllllllllfllmlllllmlj

thinks he is going to put one over

and sell me his car though not paid

for.

When I have decided that I want

to buy a certain car I first test it

out and then run it into my prem

ises. The car now being in my

building, I proceed to pay for it by

check, but on the back of the check

I print the following condition,

with a rubber stamp: “This check

is payable at bank upon which it is

drawn on presentation of clear bill

of sale from former owner. In full

payment for car serial number so

and-so, license number so-an-so, of

which I am sole owner and against

which there is no debt whatsoever.”

My opinion is that apart from

this first paragraph a man will

think twice before he endorses

check with suCh a condition as the

latter, even though he could not put

his hands on the original bill of

sale.

Remember, the car is in my build

ing and if he is trying to work

something he cannot change his

mind and drive the car away. His

position is an awkward one if he

  

THESE THREE MEN are the new firm of French,

Beamer & Wiasler, which is going to distribute the

Hassle-r shock absorber in Iowa. They have all been

associated with the Herring Motor Co., Des Moines,

for eight years—L. L. Wissler as sales manager,

J. Z. Beamer as buyer and E. T. French as salesman.

They will travel six men and operate at 1723 Grand

Avenue. Des Moines
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R. W. WALTON,

Treasurer

  

cannot prove ownership or take the

car away without owning up that

it is not paid for in full.

My resolve when I started the

used car business was to sell used

cars on the level or quit. I have

developed a feeling of fearlessness

and do not hesitate not to misrepre

sent cars to sell them. And in order

to keep up this standard I ofier to

refund the money for any car sold

by me if it is not absolutely as

represented.

Set this standard for the sale of

D0 These Things

Do You Summon Neigh

bors?

When I make a delivery of a

tractor I ’phone all the farmers in

the neighborhood to be at the cus

tomer's farm when I get there.

I've had as many as 20 or 30 to see

me start a tractor for a neighbor.

I find it’s mighty good business to

do this.—-I. A. Murphy, Cedar

Rapids, 1a., Cadillac and Moline

Universal.

Get the Spirit!

Every tractor salesman has got

to learn to operate a tractor him

self, I don't care who that sales

man may be, from the big noise

down. The salesman, no matter

who he is, can’t work up any en

thusiasm over something he doesn't

know anything about. One of my
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THOMAS K. QUIRK

President

all used cars and you will see to it

that you do not misrepresent them.

In closing this rambling talk I

would emphasize three things. In

sist on the seller telling you the

faults as well as the good qualities

about his car. Ask him if he has

told you all that he would tell his

own brother if selling him his car.

See that it is paid for in full.

Register your own lien notes and,

last but not least, don’t allow too

much for old “crocks."—P. A.

Breakey, Toronto, Ont.

Make Money in 1919

Make More in 1920

dealers at first didn’t think he ever

would care anything about selling

tractors. He learned to run one

himself and took it out to deliver.

It was the first time he had tried it.

When he got that into the field and

really worked it himself he couldn't

get back to town quick enough to

telephone for two more machines,

saying he was going to hop to it

and sell them pronto.—I. A. Mur

phy, Cedar Rapids, Ia., Cadillac and

Moline-Universal.

Try This One

I tell my customers that they are

buying service, not so many miles

on a gallon of gas. "I asked one

man who always stopped at the

Blackstone when he went to Chi

cago if he went there because the

food was any better or just because

the service was worth the price?

.I. HARRY SCHUMACKER.

Vice-President
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W. H. METCALF,

Secretary

He saw the point and I sold him a

car on that basis—I. A. Murphy,

Cedar Rapids, 1a., Cadillac and

Moline-Universal.

Have You a Mailing List?

A complete mailing list of all car

and tractor owners and prospects

for either cars or tractors should

be compiled by the automotive

dealer, and this should be kept

strictly up to date. It is not pos

sible to trust the memory with such

things. Some of your best pros

pects may be forgotten or the time

for calling upon a prospect may go

by unused unless there is some

thing in the ofiice which will re

mind the manager or the salesman

of the fact. A well developed mail

ing list is an asset to any automo

tive business.—Lloyd Edson, Sales

Manager, Rude Auto Co., Cedar

Rapids, Ia., Ford and Fordson.

Keep Careful Records

Careful records of the sales of

all departments of an automotive

business should be kept by every

dealer. These are invaluable for

purposes of comparison and as

guides to buying and the conduct

of the business. Once each year

at least a careful inventory of

everything on hand should be

taken. The sales records for at

least the last two years should be

compared to ascertain what are the

best selling features in the line

and what part of the year brought

the largest demand for them.

Lloyd Edson, Sales Manager, Rude

Auto Co., Cedar Rapids, la.
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Demand Ahead of Sales

In the Nation’s Capital

WASHINGTON, May 9—Sales of auto

mobiles would be greatlydncreased if the

factories could deliver in proportion to

the demands of the dealers, according to

statements made by distributers in .Wash

ington. With the exception of the Over

land dealer, none of the distributers are

receiving a sufficient number of cars to

meet demands. Overland has been par

ticularly fortunate and is securing cars

in quantities that meet the sales de

mands.

The Luttrell Co., Packard distributor,

has received the first car to-day for many

months. Orders for twenty cars are now

on the books. Conditions, it was said,

are very favorable and a prosperous year

is anticipated.

The demand for Fords is greatly in ex

cess of production, although the Ford

branch here stated that shipments from

the factory are beginning to come in in

better quantities than in the past few

years. The outlook for the future is said

to be very good. Buick and Chandler

dealers are considerably behind on ship

ments and have many orders booked

ahead. Sales could be greatly increased

if they could get cars. Chandler stated

that two or three times as many cars

could be disposed of if they could be se

cured from the factory.

 

More Money for Eccolene

DETROIT, May IO—The Eccolene

Mfg. Co., maker of Eccolene, has in

creased its capitalization from $10,000

to $500,000 and will push business more

aggreSsivly than ever. A big advertis

ing and sales campaign will start soon.

 

Sell Motor Cars Plus Safety

(Continued from page 13)

Foley of the Illinois Central Railroad

by W. L. Wasson, an automobile dealer

of Lincoln, 111., suggesting that dealers

could eliminate many crossing acci

dents:

“We suggest that there is no better

place to begin the school than with the

dealer who sells and teaches his new

owner of this fact—that he MUST NOT

CROSS A RAILROAD WITHOUT

SEEING BOTH WAYS, even if he has

to get out of the car, and you have on

your road in this county two places

where this must be done.

“In selling for 16 years (and in that

time we have sold about 800 cars) we

have so taught purchasers that in no

case have we ever had a crossing acci

dent.

“We also teach them about crossing

at an angle, where a levee is to be con

sidered, that they must not look back

and hold the wheel tight, as they will

pull the wheel and go 011’ the levee, as

has been done many times, with death en

suing.

“We feel that we have done our part.

“One man you killed on your tracks

near Clinton many years ago tried to

buy of us, but he could buy at another

place and get a discount and he did and

was killed near a railroad track. It

would not have happened if we had sold

him, for I CAN PUT THE SCARE

INTO THEM SO THAT IT WILL

NEVER LEAVE THEM ON AP

PROACHING A RAILROAD.”

 

Sunday Trade for Little Rock

LITTLE ROCK, May 10—Forty Little

Rock dealers in gasoline, automobile ac

cessories, and operators of service cars,

who last week received orders to close

their establishments on Sundays, met

with Prosecuting Attorney George Emer

son Friday night. Mr. Emerson said,

“let your consciences be your guide as

to whether you keep open Sunday or

not." The dealers said Saturday that

their conscience would direct them to

keep open Sunday.

 

Erie Dealers Banquet Themselves

ERIE, PA., May 10—More than 100

members of the Erie Automobile DealersI

Association heard Edward S. Jordan,

president of the Jordan Motor Car Co.,

and George M. Graham, sales manager

of the Pierce-Arrow Motor Car Co., at

the annual meeting of the ass0ciation last

Wednesday night. Jordan spoke on

“Salesmanship” and Graham took “Or

ganization and Co-operation” as his

topic.

 

New Association for Wilmington

WILMINGTON, DEL., May 10—The

Wilmington Automobile Association,

formed primarily to promote the annual

shows, is being replaced by the Wil

mington Automobile Trade Association,

which is in process of formation. This

association will take in not only the

car dealers, but accessory dealers as

well, each branch is being represented

in the officers. A committee on constitu

tion and by-laws is at work, as soon as

its report is in shape a meeting will be

held for organization.

K-W Wins Switch Litigation

NEW YORK, May 10—The K-W

Ignition Co., Cleveland, has won its suit

against the Goodrich-Lenhart Co. for in

fringement of certain patents on ignition

locks. The United States District Court

for the Eastern district of Pennsylvania

has held that patents Nos, 841, 844 (Bur

net), 1,015,300 (Cox) and 1,258,470 (Cox)

under which the K-W Ignition lock

switches are made are valid and infringed

by lock switches made by the Goodrich

Lenhart Co. The latter company has

paid certain damages to the K-W com

pany and is allowed to dispose of a

comparatively small quantity of lock

switches which it now has on hand.

 

Transport Truck Plant Going Up

MT. PLEASANT, May 10—Work on

the new plant of the Transport Truck

Co., has commenced. The buildings will

cost $150,000 and will be ready for op

eration before the end of the year.

Means of Des Moines

Adds Farm Light Agency

DES MOINES, May 12—Another

pioneer Des Moines motor company has

gone into the farm-lighting field. George

Means, who has been in the motor car

field here for many years, has organized

the Means Electric Farm Lighting Co.,

and opened sales offices and service rooms

at 412 Locust street. The concern will

handle the Universal plant. H. O. Hud

son is secretary and treasurer of the

new firm and will act as manager. Means

is optimistic over the outlook for farm

lighting systems and thinks that if the

same efficient methods which the motor

car sales organizations have used are

put to the farmlighting business Iowa

will be fruitful field. The new company

will control the entire state of Iowa from

the Des Moines oflice.

Emerson Successor Hits the Rocks

NEW YORK, May 10—The Campbell

Motor Car Co., which emerged as the re

sult of the reorganization of the Emer

son Motors Co., Kingston, N. Y., in Sep

tember, 1917, has been placed in the

hands of a receiver. It is stated that the

action is a friendly one, brought about

largely through a shortage of ready

cash, and that there is a strong prob

ability that the company will be reor

ganized. In the meantime the receiver is

to continue the business. The action to

have receivers appointed was brought by

Abel L. Smith, who holds 166 1/3 shares

of the company’s stock. The receivers

are Marcus Helfand and E. V. Wilson. It

is stated that the company 'is at pres

ent solvent, though President J. A.

Campbell admits that debts amounting

to some $60,000 are pressing.

Wayne to Help Oil Station Men

FORT WAYNE, May 10—The Wayne

Oil Tank & Pump Co., has inaugurated

a new Consulting and Advisory Service

for oil men, in charge of F. A. Bean,

Consulting Engineer, to take charge of

this work.

There is to be no charge connected

with the service of this department. All

advice, plans, etc., are to be given gratis.

The function of service includem

Standardization of equipment; economi

cal operation and maintenance of equip

ment; designing and planning of build

ings, ground layout, etc.

 

How They Are Buying Cars

BOSTON, May 10—A. H. SOWers, who

took over the distribution of the Lexing

ton for New England just before the

motor show, and opened his retail sales

rooms on Boylston Street show week,

has sold 30 Lexington cars at retail,

secured distributers in Worcester, Provi~

dence and Springfield, who have each

taken 50 cars, making a total of 180 cars

ordered in a little more than six weeks.

Other dealers also are doing a fine busi

ness.
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Organization Better Than Money

So Says Schlecht, and Applies the Rule in Building

Up His Dealer Force

I do not know, but I am convinced

that it will not be long as meas

ured by years, when a well ordered, loyal,

workable business organization will be

better than money in the bank, and to

that end I am now working," said Joseph

A. Schlecht, president of the Mound City

Automobile Co., St. Louis.

Mr. Schlecht had been discussing pres

ent and past business when the talk

turned to the future. Taxes were the

immediate question under discussion

when he made this remark. He ex

plained it somewhat by this remark:

“There are many things that one can

learn from the tax blanks besides the

amount he has to pay. One of these

things is that the master business men

who designed these blanks were strong

for business promotion and in their ideas

of what was good for business they

placed no penalties on promotion. You

can go the limit on promotion and not

have to pay for it. It is about the only

privilege you have."

Then Mr. Schlecht went a bit more

into detail in discussing his ideas. “It is

the history of business," he said, “that

a free buying period is followed by a

reaction which weeds out the weak mem

bers of the business world. It is a

house-cleaning and test that ends in the

survival of the fittest.

T HERE is coming a time, just when

Shook OE Undesirables

“A good many motor car distributers

learned a lot about their-dealers last

year when the test came on who would

stick, cars or no cars. Some whole

salers were almost repaid for their hard

ships by shaking off a lot of undesir

ables. Our house did not have many of

these, but I know full well how some

weak links in the chain broke. '

“Just now, with so much trade to be

had, I fear that some wholesalers al

ready are forgetting the lessons of last

year and are taking on any one they

can get who appears to sell a few cars.

In extending our list of dealers I am

doing anything but that. I am putting

my retail prospects through a harder

course of training than ever. I want

only the best in each community where I

decide to place my lines. I am putting

five wholesale travelers in the territory

where previously we only had two.”

Here Mr. Schlecht digressed to discuss

the instructions he gave the last whole

sale man he started on the‘ road. After

he had explained what he wanted in the

way of results, the man said:

“Why, Mr. Schlecht, such results

would not pay you."

“Not in the matter of direct busi

ness," Mr. Schlecht told him, and then he

explained that he expected some of the

retail men to sell more cars, but what he

was trying to impress _upon the sales

  

man was that the future merchants

should be of a class that are not found

every day and that he wanted the sales

men to be sure by every test that the

man he selected to join the Mound City

chain of dealers was “one who by his

methods of doing business belonged."

“The big idea behind my present

plans,” said Mr. Schlecht, “is this: After

the rush of after-war business is over

and the matter of selling motor cars set

tles down to competition, and when cus

tomers and money are not as plentiful

as they are now, I want a chain of deal

ers who will keep on hitting the line. I

want men who have taken up our line

because they were sold to our line and

our methods, and not merely sold on the

prospect of retailing a few cars.

“I am carrying this idea a bit further

by placing heavier advertising contracts

plant.

I—Ford Power Plant.

II—Rear assembly.

III—Front assembly.

l—Removing the engine from the car.

2—Taking down the engine and trans

mission. .

3—Testing the crankshaft and rebabbit

ting the block.

4—Burnlng in the bearings.

5—Reboring the cylinders.

6—Allgning connecting rods.

7—Refacing valve seats and reaming

valve-stem guides.

8—Rem0ving carbon and grinding valves.

9—Fitting new pistons and piston rings.

 

Make Money in 1919
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Coming! Coming! Coming!

Save Money in Ford

Repalrlng!

LOWER CHARGES AND MORE PROFIT

A complete course in Ford repairing will be

conducted in the Better Mechancis Depart

ment of Motor World. It will show how to

PERATE with labor-saving methods and machinery. Weeks of

time and hundreds of dollars can be saved by the use of modern

methods and machinery. Some of this machinery you already have,

but many shop operators have found that there are uses for their

machinery that they didn’t know about. And often the addition of

some small tool will make it possible to perform a series of opera

tions in a way that saves time and money. You can’t afford to miss

this series—and you should preserve it and have it always avail

able for study by your organization. It will put your shop in posi

tion to do work at lower prices and more profit.

The series, beginning June 4, will take up first the Ford power

The major subjects in order are: '

The Ford Power Plant chapter will be sub-divided as follows:

Coming June 4—Don’t Miss the First Story

with the papers that cover our trade

territory than we ever carried before.

I am doing this knowing full well that

we do not need this advertising to sell

our allotment of cars this summer, but

I want to take advantage of the pres

ent to get our firm and the names of the

cars we are selling before the people.

“Recently, while at the Auburn factory,

I told of my plans in this direction and

found that the same idea was under con

sideration there. The day after the

discussion, the sales department re

ceived almost the same idea through one

of the business service bulletins, so I am

not setting this forth as. a novelty but

merely as my opinion, as my idea of ap

plying a theory that appears to have

developed in many quarters and daily I

see evidences of its being carried into

effect.”

Maxwell Producing 200-250 Daily

DETROIT, May 10—The Maxwell

Motor Car Corp. is running between 200

and 250 cars daily. Sales are exceeding

production of this company by 33 1/3

per cent.

llllllliilllIllllillililillllllilllll'

IV—Chassis frame and dash.

V—Body, top and windshield.

VI—Steerlng gear.

10—0vsrhauling the transmission.

ll—Testing. repairing and overhauling

the magneto.

12—Assembly of engine and transmission.

iii—Testing the engine.

14—The ignition system.

lR—The Radiator.

iii—Gasoline tank. pipe. strainer. muffler,

lamps and equipment.

17—Replacing the power plant and equip

ment in the car.

0
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Make More in 1920
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California Makes Drastic Changes in Her

Motor Vehicle Laws

New Measure, Becoming Efl'ective July 1, Makes It a Felony to

"Borrow” Cars, Increases Speed Limit and Revises

Dealer License Plate Regulation

LOS ANGELES, CAL., May 3—Several

drastic changes are made in the revised

motor vehicle laws for California which

become effective in July. Representa

tives of all motor trade industries and

owners conferred upon the bill before it

was enacted and the new law is believed

to provide a number of improvements.

The principal new provisions are:

Prohibiting persons under the influence of

liquor or habitual users of narcotics from

operating motor vehicles.

Increasing the speed limit in daylight on

unobstructed portions of highways to 35

m. p. h.

Making it a. felony for a person to take a

car without the owner's consent and use it

with or without the intent to steal.

Requiring new license plates each year. In

case of transfer or sale the number must

follow the car instead of the owner.

Prohibiting discharge of firearms from

motor vehicles.

Restricting the use of headlights.

Requiring all motor vehicles used for com

mercial purposes to be equipped with wind

shields and when the body projects more

.than 12 in. beyond the driver’s seat a mirr0r

must be used.

Necessltating various arm signals when

turning.

To try and overcome the joy riding "evil"

and the driving of cars by intoxicated per

sons or those addicted to the use of nar

cotics severe penalties are imposed. A

prison sentence of not less than 1 Year or

more than 5 must be imposed upon the Joy

rider. There is no alternative of a fine. In

case of violation of the section relating to

liquor and drugs a fine of from $500 to $5000

may be imposed or in lieu thereof imprison

ment in the county jail for not less than 6

months nor' more than 1 year or in state

prison for not less than 1 year nor more

than 3.

The new signaling section provides that

before turning, stopping or changing the

course of a motor vehicle the driver shall

give warning by the use of his arm, or where

the vehicle is so constructed that arm signals

would not be visible, mechanical or electrical

warning devices must be used. Arm ex

tended upward indicates turn to the right;

pointed horizontally indicates turn to the left

and downward indicates slowing down or

stopping.

The headlight provision requires that

headlights be so arranged, adjusted and con

structed when the car is fully loaded that

any pair of headlights must produce a light

which:

1. \Vhen measured on level surface on

which the vehicle stands, at distance of 200

ft. directly in front of the car and at some

point between the said level surface and a

horizontal passing through top of the head

light reflector or lens, is not less than 1200

apparent candiepower.

2. When measured at a point 100 ft. di

rectly in front of the car, and at a height

of 50 in. above the level surface on which

the vehicle stands. does not exceed 2400

apparent candlepower; nor shall this value

be exceeded at a greater height than 60 in.

3. When measured at a distance of 100 ft.

ahead of the car and 7 ft. or more to the

left of the axle of same and at a height of

60 in. above the level surface on which the

vehicle stands, does not exceed 800 apparent

candlepower.

Motor car dealers are required to pay $10

for the first set of number plates and $5 for

each additional set instead of $25 for the

first set and $2 for each additional set as at

present. The idea is to reduce the number

of dealers' plates in use.

The name of the legal owner of a. car must

appear on the bottom line of the registra

tion certificate. This is new and is to prO

tect the proposed purchaser against mis

representation of ownership. Application for

a transfer of ownership must be signed by

both the transferee and the legal owner.

Upon transfer, title to the number plate

vests in the transferee. Dealers need no

longer make application to the department

for registration of a used car. He can enter

into joint indorsement and make transfer

direct by forwarding the certificate thereon

to the motor vehicle department.

A feature of the new law to which truck

operators already are objecting provides that

chartered cities are permitted to vary the

maximum weight per inch of widths of tires

prescribed by the act. Boards of super

visors may require lighter loads for widths

of tires than those prescribed. The penalty

is a fine of $20 for each ton carried in excess

of the limitations imposed. Truck operators

say they will be put to no end of inconveni

ence by this regulation because of the varia

tions they may have to meet when making a

haul that necessitates passing through sev

eral towns each of which may have a differ

ent regulation.

A Transfer Truck Carries the Cars to

Their Stalls in This Garage

A long-sought for condition, that of

being able to drive a car into a stall

without backing and filling, seems to

have been realized by the Traylor Motor

Garage Co., Allentown, Pa. The cars are

driven into the entrance door and on to

a transfer truck which has wheels run

ning on tracks, these tracks being cross

wise to the car. The transfer truck is

operated by an electric motor, and the

operator runs the truck with its load

opposite to the stall, and the car is driven

off the truck.

This all sounds very simple, and it is

very simple. The truck was made in the

garage and is nothing more than a strong

platform with steel beams fitted with

flanged wheels. The entire operating

mechanism, with a small platform for

the operator to stand on, is off to one

side of the driveway of the truck. Cur

rent is taken from three overhead wires

by a trolley pole.

A controller similar to the ones used

on street cars provides the control. The

drive from the motor to the wheel which

does the driving is by means of a chain.

The garage is so laid out that there

are three rows of stalls and two transfer

trucks are sufficient to serve these three

rows. It is never necessary to back or

turn the steering wheel.

 

Saxon Soon Under New Plan

DETROIT, May 12—The Saxon Motor

Car Corp. will soon be operating under

its new re-organization plan which calls

for the issuance of an entire new stock

issue to be absorbed by the creditors and

the cancellation of all present stock. The

proposed plan, as outlined some time ago.

was signed by all of the bankers and a

majority of the creditors at a meeting

in Cleveland, Friday.

 

White Leaves Cadillac Company

DETROIT, May 12—D. McCall White,

vice-president and assistant general man

ager of the Cadillac Motor Car Co., has

resigned his position with that company.

His resignation is to take effect at once.

He will not discuss his future plans. His

statement, however, that he would re

main in the automotive business and that

his operations would be very extensive,

has given rise to much speculation here

as to the possibility of a new automobile

company, with Mr. White as the head.

 

Would license Car “Watchers”

ST. LOUIS, May 3—The licensing and

regulation of watchmen of motor cars

parked in public places in St. Louis is

provided in a bill introduced at a meet

ing of the Board of Aldermen by Alder

man A. H. Niederluecke. It is forbidden

under the bill for any person to act as

caretaker of a motor car parked in a

public place where parking is permitted

free of charge or to enter, handle or

touch any part or equipment of, or any

property in, a parked motor car unless

he has been licensed by the Board of

Police Commissioners to serve as a

watchman, or unless he is the owner of

the motor car or has been authorized in

writing by the owner to act as care

taker. Such licensed caretakers must

wear uniforms and display badges pre

scribed by the Police Board.

 

Money in Radiator Work

“The motor vehicle industry has grown

to such tremendous proportions that it

is a natural sequence that specialization

in repair work should develop," says W.

H. Custis, Peoria, Ill. “There is a field

in every city of 5000 or over for an

enterprising man who will specialize in

radiator repairs. Most of this work has

been done in the past by the tinsmiths.

who plug the holes in the front and create

an unsightly appearance. The only proper

method is to apply the solder by means

of torches which produce a fine flame.

capable of penetrating the interstices of

the metal, checking the leak without de

facing the exterior surface. I use



May 14. 1919

4|MOTOR WORLD .

11H?

-m-'-—'

from the city mains only, and apply flux,

a cleansing material. I am able to

make repairs in one-fourth of the time

usually required by the tinsmiths and,

consequently, can quote lower terms. Due

to the high cost of alcohol and glycerine,

as well as their scarcity during the war,

radiator trouble has been increasing, and

there is a large amount of‘this work. '

The improper solutions honeycomb the

metal and leaks are the result. A me

chanic who wishes to embark in business

for himself will find a profitable field by

opening a radiator repairshop. If he will

install the proper machinery, he can make

repairs in a workmanlike manner and be

able to charge much less than the ordi

nary tinsmith, and, at the same time,

avoid defacement of the metal. With

proper business methods such a man will

soon build up a flourishing business."

Won Roads Appropriation

BAKERSFIELD, CAL., May 8—The

Kern County Automobile Trade Associa

tion tendered a dinner in honor of George

Haberfelde, its president, Monday eve

ning, May 5, in recognition of his work

in winning a difficult fight last week in

the state legislature to include in

an appropriation for state roads, the

Kern River road project, which from this

point will link the main highway through

the state with the Lincoln highway in

Nevada.

This road project was in open compe

tition with a road advocated by Los An

geles, which latter measure had already

been carried, and the success of Kern

County against such extreme odds was

due to the help of the California Auto

mobile Trade Association and the friends

and support that its members could com

mand. Haberfelde is vice-president of

the state association.

News of Indianapolis

By John B. Orman

Manager 0/ the Indianapolis Automobile

Trade Association

INDIANAPOLIS, May 8—The Indian

apolis Automobile Trade Association had

its annual dinner Friday night, May 2,

and it was the most successful we ever

held. Two hundred and twenty-six per

sons were present, and all pronounced

it a great affair. We had assembly sing

ing, led by song leader F. E. Ellis, from

Camp Sherman, and a vaudeville bill,

that would make Keith sit up and take

notice. Jazz orchestra selected from

talent from the 5th Infantry Regimental

Band of Camp Grant, and a beef-steak

dinner, cooked as they cooked in the old

home, when mother was boss of the

kitchen.

We also made the first showing of a

painting of our new automotive show

building that is to be erected at the

Indiana State Fair grounds. When Presi

dent Wagoner pulled the string that

dropped the cover from this picture, the

applause was wonderful in its earnest

ness. We had as our guest Thos. J.

Hay, treasurer of the National Automo

bile Dealers’ Association, and as Indian

apolis is Tom’s old home, we made quite

a fuss over him.

The Moon car has been taken on here

by the A. C. Webb Co., which will be

come the distributer of the car in the

Indianapolis territory.

B. F. Kelly, who has for some time

past been connected with the B. E. Grif- .

fey Motor Supply Co., and well known

among the high brows of the industry

here, has been appointed director of

sales for the Weidely Motors Co. Kelly

started in the business as purchasing

agent for the old Overland Automobile

Co., when this company had its plant

in Indianapolis.

J. R. Fletcher, for several years con

nected with the sales department of the

Underwood Typewriter Co., and for the

last year in the sales department of the

Losey-Nash Motors Co., has joined the

'sales force of the R. V. Law Motor Co.,

and in the future will push the sales of

Hudson and Essex cars in this vicinity.

The United Motors Service, Inc., has

established a branch here in charge of

H. H. Willits of Chicago. The Delco

Electric systems, Klaxon warning sig

nals, and Remy electrical service make

up the trio of leading items to be handled

by the company.

Twenty-five months’ service in which

over two million pounds of live stock

has been delivered to the local stock

yards is the record of a Federal truck,

owned by R. V. Cunningham of Advance,

Indiana. Cunningham is an old timer in

the stock hauling business, and, in ad

dition to realizing big profits from his

hauling of stock, is building up a most

substantial business in return loads.

He stated yesterday that in his opinion

over 80 per cent of all live stock de

livered into Indianapolis within a radius

of fifty miles is hauled by motor trucks.

N. H. Cartinhour, vice-president of the

Indianapolis Automobile Trade Associa

tion, has been appointed commissioner

of the Commercial Vehicle Division of

the National Automobile Dealers’ As

sociation. Cartinhour is a member of

the Cartinhour-Bowman Co.

Bus Service for Detroit

DETROIT, May 10—Double-deck mo

tor buses, similar to the Fifth Avenue

buses which carry three and one-half mil

 

Maintains a'

L: ’

THE A. F. George Co., Los Angeles, has five service cars ready for use at any time. Tools and parts are taken

along on each trip. Adolph Joos, loading the tank, has been sent as far as Lower California in answer to a

On the right is shown the shop where tractors are brought for overhauling or when there is too much

work necessary on the tractor to do it on the owner’s premises

service call.

Mobile Repairshop for Instant Service
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MEET lVILLIE UNSICKER OF FORREST, ILL.

Here are two pictures of Willie Unsicker, age 11 years, the youngest tractor salesman that we know of. If there

are any other claimants for the honor, send them in

lion passengers monthly in New York

City, will be in operation in Detroit be

fore the end of this summer. Richard

W. Meade, former president and general

manager of the New York Coach Co., is

president of the Detroit Motorbus Co., re

cently incorporated and getting ready for

business. The company will operate the

first fleet of 20 buses in Jefierson Avenue,

with one terminal at Campus Martius and

the other near the Hudson and Chalmers

motor car plants, with a later extension

to Grosse Pointe.

 

Trailer Makers Open Offices

NEW YORK, May IO—Headquarters

for the recently organized Trailer Manu

facturers’ Association of America have

been opened here at 110 West Fortieth

Street. A meeting of the executive com

mittee is to be held shortly, when matters

of interest and importance to the trailer

industry will be considered and action

regarding various matters decided upon.

 

Acason Handles Sales Direct

DETROIT, May 10—Sales and service

of Acason motor trucks will be handled

direct by the factory according to an

announcement by vice-president and di

rector of sales, Harry Conlon, of the

Acason Motor Truck Co. The sale of

Acason trucks at retail in Detroit and

wholesale for Michigan will be handled

by a special department of the factory

which will be in charge of H. P. Mills.

Arthur C. Acason will assist Mr. Mills.

 

Buys Red Head Plug Business

NEW YORK, May 10—The Red Head

Spark Plug Corp. has been formed with

principal sales offices at 261 Broadway

and has taken over the Red Head spark

plug business formerly operated by the

Emil Grossman Mfg. Co., Brooklyn, N. Y.

The new company has no connection with

the old one. It will continue and enlarge

the business. A new insulating plant has

just been opened at Newtown, Pa.

Knee Pants;

1] Years Old;

Sells $50,000 a Year

ARING knee breeches and yet

being able to sell $50,000 worth of

farm tractors in a single season, that is

the remarkable record of Willie Unsicker,

the 11-year-old tractor salesman of

Forrest, Ill. He and his father, T. W.

Unsicker, who is a veteran implement

dealer of that place, disposed of 26 ma

chines last year at an average of $2,000

each.

When the parent decided to add trac

tors to his line of farm implements, the

boy, who is a natural mechanic and for

whom machinery has a fascination, made

a thorough study of the machine and

soon became an expert. Prospects are

turned over to him, he makes a clear ex

planation of the mechanism, runs the ma

chine up and down the street and then

gives an exhibition of plowing at a neigh

boring field. Skeptical farmers who

doubted their ability to handle the big

machines are won over by the skill of

the boy and feel that if the mere child

can handle it an adult should have no

trouble.

When the prospect has been told all

that there is to tell, he is turned over to

the parent by the youthful salesman, and

the latter seeks another, while the father

usually completes the deal and lands the

signed contract.

 
I

Truck Parts Service by Airplane

WABASH, l-ND., May lO—The first

regular use of aviation in commercial

transport was made Thursday when de

liveries of repair parts for Service trucks

were made by two airplanes, operated

by the Service Motor Truck Co. The

repair parts were ordered by wire by the

Firestone Tire & Rubber Co. for the

Service trucks operated by that com

pany in Akron. The telegram was 12

min. in transit and 18 min. after it was

received at the Service plant at Wabash

the first plane was on its way and the

parts ordered were delivered in Akron,

about 200 miles distant in 2 hrs. and 45

min.

The Service Motor Truck Co. has in

stalled four Canadian JN-4 planes to

render quick service. The planes are

operated by army fiyers, and it is ex

pected that this service will be espe

cially valuable. In addition to deliver

ing Service truck parts, the company is

organizing the Service Aviation Train

ing and Transportation Co., to train

aviators, arrange for passenger flights,

make express delivery and stage ex

hibitions.

.New York Office for Walden-Worcester

WORCESTER, MASS., May 10—

Walden-Worcester, Inc., has opened a

New York sales ofiice at 295 Broadway.

Howard H. Seward is in‘charge.

 

Huffman Bros. to Make Trucks

ELKHART, IND., May IO—Hufi‘man

Bros. Motor Co., formed recently, has

secured a plant in which will be manu

factured two types of medium—priced

trucks, one with internal gear drive at

$1,495, and the other with worm-drive

at $1,695. W. L. Huffman is president

of the company and other officers are:

Vice-president, F. C. Hufl‘man; treasurer.

Leroy Huffman; secretary, Verne C.

Cawley; general manager, R. S. Wil

trout; sales manager, N. L. Kubnen.

 

Mitchell Plans for 100 a Day

RACINE, May 10—The Mitchell Motors

Co. completed its government four-wheel

drive truck contract last week, and is now

returning to commercial production as

quickly as possible. It is expected that

the plant will reach a production of 100

cars a day within the next month.
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Tire Makers Reduce Prices 15%, Effective

Immediately

Practically All the Larger Companies and Many of the Smaller

Ones Make Similar Cuts—Expected That All Manufac

turers Will Fall in Line Soon

NEW YORK, May 12—A not alto-v

gether expected reduction in tire prices

becomes effective to-day in the case of a

number of the large makers, and it is

likely that practically all manufacturers

will fall in line before the end of the

week. The reduction amounts to approx

imately 15 per cent.

Late last week rumors of a forthcom

ing cut became persistent. Tire makers

however, stated that no change in sched

ules would be made in the immediate

future and a number of them went so far

as to present reasons why a revision up

ward was more likely than a revision

downward. Despite this the reduction

has been quite general. It is expected

that the new prices will hold for several

months. Following are new and old

prices of those companies that have made

reductions and comments of others re

garding the situation:

Fisk—Not heard definitely yet from factory

—assume prices will drop about 15 per cent.

Kelly - Springfield—At present engaged in

working out new prices—no information as

to extent of drop available. .

Lee—In conference on the subject of prices.

Result will not be known until late to-tiny

or possibly to-morrow.

United States—Will be reduced approxi

mately 15 per cent on all bra'nds except

the [1800, which will be reduced about 13

per cent. There will be slight fluctuations

in these reductions throughout the list

where manufacturing costs are higher or

lower in certain sizes.

Republle—There will he a conference at the

factory some time to-day to consider tht~

matter.

Braender— Reductions will be made,

lists have not been made up yet.

Carllsle—No reduction.

Ajax—“'ill undoubtedly meet the reduction.

No lists made or decision reached yet.

Empire—Not heard definitely yet from the

factory.

Hood—At present holding up billing in ex

pectation of a drop of 10 to 15 per cent.

McGraw—No change made as yet; no word

from factory.

Michelin—Probably will be a drop of approxi

mately 15 per cent to-day.

Portage—No word yet, and nothing will be

known for two or three days.

Thermold—May or may not be revision of

the list: not decided yet.

Pennsylvania—Lists and trade prices will be

reduced 15 per cent.

Auto Supply Reorganized

NEW YORK, May 10—Very shortly

the Auto Supply Co., which maintains a

Broadway store and does a large jobbing

and retail business in automotitve equip

ment, will cease to exist under its present

name. John Lurie, Inc., has been formed

with a capital stock of $200,000 to take

over the old company, which has been in

hut

 

business at its present stand since 1899.

Lurie has been a principal owner of the

company ever since its formation. Asso

ciated with him are Harvey W. F.

Adams, who long has been general man

ager of the company, and S. L. Swartz.

The company has just completed a very

extensive enlargement of its store, which

is at 1789 Broadway.

 

Will Finance Car Sales

DETROIT, Mich., May 10—The Motor

Bankers 'Corp. is the name of a new

company just organized here to finance

retail sales of new and used cars and

trucks, following in a general way the

approved methods of other finance and

guaranty companies. The directorate of

the new company includes Clarence H.

Booth, formerly manager of the Stude

baker Corp.; Alonzo P. Ewing, manager

of the Michigan Copper & Brass Co.;

Edward A. Loveley. of Stormfeltz &

Lovelev; Harvey B. Wallace, of the True

enough, attorney, and Richard D. Ewing,

recently discharged from the army as a

' captain in the oflice of the Secretary of

War. The last named will act as active

manager of the corporation.

 

To Permit Aero Insurance

ALBANY, N. Y., May 10—Three bills

amending the state insurance laws to

permit marine, fire and casualty insur

ance companies to insure against loss or

damage to airplanes, seaplanes, dirigibles

and other aircraft, have been signed by

the Governor. He also signed the Booth

bill requiring motor trucks operating on

state highways to be equipped with mir

rors or some reflecting device giving

drivers a view of the road in the rear.

Philadelphia To Hold Outing

PHILADELPHIA, May 10—The Mo

tor Truck Association of Philadelphia ,

will hold its annual outing on June 21, at

Kugler’s Mohican Club, with the Phila

delphia Automobile Trade Association,

the Automobile Accessories Business As

sociation and the Camden Automobile

Trade Association.

 

DeLissor Made Ajax President

NEW YORK, May 10—Horace DeLis

sor has been made president of the Ajax

Rubber Co., succeeding H. L. McLaren,

who resigned recently. C. R. Collins, ad

vertising manager, resigned a few weeks

ago. His successor has not yet been ap

pointed.

 

ing Wheel Tool Co.; Luman W. Good

NEW AND OLD PRICES OF GOODYEAR TIRES

 

Plain N. S. Regular Tube Heavy Tube

J x J \ \ r JL

New Old New Old New Old New Old

30 x 3 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$12.90 $15.80 $15.75 $18.50 $2.75 $3.35 $3.40 $4.35

30 x 3% . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 16.80 20.05 20.00 23.50 3.25 3.90 3.90 4.95

32 x 3% . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 19.45 23.50 23.35 27.45 3.70 4.20 4.25 5.45

33 x 4 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 27.40 33.50 33.35 37.40 4.75 5.80 5.25 7.45

34 x 4 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 28.10 34.30 34.10 40.10 4.95 5.90 5.50 7.65

34 x 41,4 . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 37.80 45.50 45.25 53.25 6.10 7.40 6.80 9.60

35 x 5 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 45.10 55.80 55.55 65.35 7.45 8.95 8.35 11.55

37 x 5 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. '. . 58.85 69.25 7.75 9.30 8.75 12.05

'This size not made in plain type.

NEW AND OLD PRICES OF GOODRICH TIRES

,—— Fabric Tires—fi
,——_Cord Tires—_—\ r——Tubes

 

 

Plain N. S. Ribbed N. S. Gray Rod

r—M'rfl r—_*—fi r—j—fi r———*——\ f—Afi

New Old New Old New Old New Old ‘ New Old New Old

30 x 3.....$12.90 -$i5.20 $14.75 $15.85 $2.75 $3.45 $3.30 $3.80

30 x 3%.. 16.80 19.60 18.70 20.65 3.25 4.20 3.90 4.60

32 x 3%... 19.45 23.05 21.85 24.25 $35.20 $39.30 $37.00 $41.25 3.70 4.35 4.35 4.80

33 x 27.40 32.15 31.20 33.70 45.85 51.30 48.10 53.85 4.75 5.65 5.35 6.20

34 x 28.10 32.95 31.85 34.55 47.20 52.75 49.50 55.40 4.95 5.80 5.55 6.40

34 x 41,5... 37.80 44.35 42.75 46.60 53.10 59.30 55.80 62.25 6.10 7.05 6.85 7.75

35 x 45.10 52.90 52.50 55.55 66.00 73.75 69.25 73.75 7.45 8.80 8.40 9.70

37 x 47.75 55.90 55.60 58.80 69.00 77.25 72.50 77.25 7.75 9.10 8.70 10.00

NEW AND OLD PRICES OF FIRESTONE TIRES

/———- Fabric Tiresé r—Cord Tires 4 , Tub s ,

Plain N. S. Triple Tread N. S. Gray Red

/__&——\ r——*—fi r—Jk—fi f'_'_JL—\ r—Lfi r—r%

New Old New Old New Old New Old New Old New __ Old

30 x 3.....$12.90 $15.55 $15.75 $18.00 . $2.75 $3.20 $3.40 $3.95

30 x . 16.80 19.75 20.00 23.00 $28.25 $38.75 $30.50 $41.75 3.25 3.80 3.90 4.00

32 x . 19.45 23.50 23.35 27.15 35.20 41.25 37.80 44.50 3.70 4.20 4.25 5.00

33 x 27.40 33.00 33.35 39.00 45.85 54.00 49.30 58.00 4.75 5.55 5.25 5.65

34 x 28.10 34.00 34.10 40.00 47.20 55.50 50.65 59.50 4.95 5.65 5.50 6.80

34 x . 37.80 45.50 45.25 53.00 53.10 62.50 57.00 67.00 6.10 7.15 5.80 8.75

35 x 45.10 57.00 55.55 66.50 66.00 77.75 70.80 83.50 7.45 8.75 8.35 9.90

37 x '. . . . 58.85 69.00 69.00 81.25 74.05 87.50 7.75 9.05 8.75 10.35

  

 

"This size not made in plain type.
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Resignations and Promotions Place Workers

in New' Places

Prominent Tradesmen Assume New Duties

Avery C. Hammond, who has been man

ager of the Columbus branch for the Good

year Tire & Rubber Co. for the past 6 years,

has been appointed manager of the mechani

cal goods department for the same company

for New Zealand and will sail in July to

take up his new work.

L. 8. Henry has been appointed manager

of the service department of the Briscoe

Motor Sales Co., distributers in St. Louis

for the Brlscoe and Liberty motor cars. He

formerly was with the Henry Motor Service

Co., which now is the St. Louis Motor Serv

ice Co.

Alex Steiner, recently discharged from the

army after 9 months in France as captain

of infantry in the 89th division, has been

appointed general manager of the Rotters

man Automobile 8|: Truck Co., St. Louis.

Before joining the service he was general

manager of the Velle Auto Co. in St. Louis.

George Schacfcr has been appointed serv

ice manager of the electrical department of

the Battery Exchange, St. Louis. He was

for many years connected with the Fred

Campbell Auto Supply Co.

Frank S. Grleslngcr has been made man

ager of the St. Louis branch of the Good

year Tire & Rubber Co., with which he has

been connected for the last 3 years in charge

of truck tire distribution in the Southwest,

with headquarters in St. Louis. A. G. Cam

eron, his predecessor, is now in charge of

the Australian export business of the Good~

year company.

J. W. R. Tennant, formerly vice president

of the Tennant Motor Co. and the Tennant

Oakland Co., of Chicago, has recently as

sumed actlve management of the Iowa. Guar

antee Mortgage Corp, Des Molnes. The Des

Molnes concern was organized about a year

ago to give special time payment banking

service to the motor car and truck dealers of

the state to finance their time payment busi

ness.

J. H. Weller, formerly assistant production

manager of the Packard Motor Car Co., has

just been appointed assistant to B. W. Burt

sell, president of the Herschell-Spillman Mo

tor Co., North Tonawanda, N. Y.. and will

be in charge of production.

George H. Hunt has been appointed sales

manager of the wheel leision of the Detroit

Pressed Steel Co. For several years he was

manager of the Detroit branch of the Strom

berg Motor Devices Co. _

G. R. Lundano has been placed in charge

of the New York office of the Black & Deck

er Mfg. Co., Baltimore, just opened in the

Equitable Building. He wlll supervise sales

in New York City and the state of Connecti

cut. Lundano was formerly service manager

for Thos. B. Jeffery Co., Kenosha. Wis, and

has recently been connected with Findeisen

& Kropf Mfg. Co., Chicago.

J. H. Malone has been elected a director of

the Hudson Motor Specialties Co., Philadel

phla.

C. C. Slgnor, Grand Rapids. Mich., for

many years associated with Ford distribution

and sales in Wisconsln and Michigan, has

joined the T. W. Melklejohn Co.. Fond du

Lac" “We, state dlsu-lbuter of the Fordson

tractor, as manager of sale. Signor was in

business as Ford dealer at Grand Rapids for

  

HARRY T. GARDNER

For several years manager of the

Syracuse Automobile Dealers’ As

sociation and manager of the Syra

cuse show, has been engaged as

manager of the Automobile Deal

ers’ Association of New York City,

which is expanding and planning

greater work. Gardner enters the

new position to-morrow, May 15.

Motor Car Securities

New York Stock Exchange closlng quate

tlona May 10, 1919:

Bld Asked

Fisher Body, com . . . . . . . . . . . . . . .. 57 58

Fisher Body, pfd . . . . . . . . . . . . . . . .. 98 98%

Goodrich, B. R, Co., com . . . . . . .. 71 71%

Goodrich, B. R, Co., pfd . . . . . . . ..107% 108

Kelly-Springfield, com. . . . . . . . . ..124 124%

Kelly-Springfield. pfd. . . . . . . . . . .. 94 96

Kelsey “’heel, com.. . . . . . . . . . . . .. 41 43

Kelsey Wheel, pfd . . . . . . . . . . . . . .. 94 96%

Keystone Tire and Rubber'Co... 95% 95%

Lee Rubber and Tire . . . . . . . . . . . .. 33% 34

Stewart Warner . . . . . . . . . . . . . . .. 93 991.1;

Stromberg . . . . . . . . . . . . . . . . . . .. 43 44

U. S. Rubber, com . . . . . . . . . . . . . .. 95% 95%

U. S. Rubber, pfd . . . . . . . . . . . . . . ..112% 113

Chandler . . . . . . . . . . . . . . ..153 154

General Motors, com . . . . . . . . . . . ..190 190%

General Motors, pfd . . . . . . . . 92% 93

General Motors, Deb . . . . . . . . . . . .. 90 90%

Maxwell. com. . . . . . . . . . . . . . . . . . .. 40 40%

Maxwell, lst pfd . . . . . . . . . . . . . . . .. 68% 69

Maxwell, 2d pfd . . . . . . . . . . . . . . . . .. 30 31

Pierce-Arrow. com. . . . . . . . . . . . .. 51 51%

Pierce-Arrow, pfd. . . . . . . . . . . . . ..104 105

Saxon . . . . . . . . . . . . . . . . . . . . . . .. 8 8%

Studebaker, com. . . . . . . . . . . . . . . .. 82 82%

Studebaker, pfd. . . . . . . . . . . 98 100

Stutz . . . . . . . . . . . . . . . 58% 58%

White . . . . . . . .. . . . . . . . . . . . . . . . . .. 58% 59%

VVillya Overland, com . . . . . . . . . . .. 34% 34%

Willys Overland, pfd . . . . . . . . . . . .. 967,4, 97%

two years, retiring to enter the power fann

lngfield. , , _ ,

Fred I. Tone, former vice-president and

chief engineer of the American Motors 00..

Indianapolis. and later chief engineer of the

_ United States Ball Bearing Co., is now with

C. Harold Wills. former chief of the Ford

Motor Co., who is making ready to enter the

car manufacturing field in Detroit.

Peter T. Hill has joined the sales depart

ment of the Torbensen Axle Co.

Guy erght, formerly assistant sales man

ager of the Buda Motor Co., Harvey, 111., has

been made sales manager, succeeding Lon 1%.

Smith, who resigned to become sales man

ager of the Midwest Engineeng Co., In

dianapolls.

Sherman W. Dorman, who for the past

three years has handled the buying of acces

sories for the Biddle Purchasing Co. for

domestic and foreign trade, is now cOnnected

with the Overseas Motor Service Corp. as

manager. The corporation will handle a

number of accessories in foreign fields ex

clusively. those controlled by the United

Motors Co. being prominent.

H. A. Flogaus has been appointed to the

engineering staff of the Maibohm Motors C0..

Sandusky, O. For 4 years he was auto

motive engineer with the Wlllys-Overland

Co. at Toledo, and later was with the Curtlsa

Aeroplane & Motor Corp., Buffalo.

George W. Brooks has been appointed rep~

resentative for Texas, Oklahoma, Kansas.

Arkansas and New Mexico for the Hudson

Motor Specialties Co., Philadelphia.

Lon R. Smlth has resigned as sales manager

of the Buda Co.. Harvey, 111., effective June

1, to become general sales and advertising

manager of the Midwest Engine Co., In

dianapolis. The Midwest Engine Co. was

formed late last year to take over the Lyons

Atlas Co. and the Hill Pump Co. It is capi

talized at $3,500,000 and will produce of]

engines and centrifugal and reciprocating

pumps.

J. M. Robbins, former district manager for

the Chalmers Motor Co., at Omaha, is now

at the head of the Fulton Truck Co. of

Nebraska. This company, just formed. wlll

dlstrlbute Fulton trucks In Nebraska, with

Omaha as headquarters, where he will open

a salesroom.

Capt. Wakcman Hackett, recently released

after 20 months in service, has become asso

ciated with the Oshkosh Motor Truck Mfg.

Co., Oshkosh, Wis. as factory representative

covering the Middle West.

Wllllam A. Blackburn. formerly factory

manager of the Cadillac Motor Co., has

assumed the management of the Gray Motor

Co. of Detroit.

Walter T. Reese, formerly in the purchas

ing department of the Studebaker Corp..

has become sales representative for the

Motor Materials Co., Detroit.

Russell Munro has returned from France

and has resumed his duties as assistant ad

vertising manager of the Ford Motor Co..

Detroit.

James G. Roe has resigned as advertising

manager of the J. C. Wilson Truck Co., De

troit, and has joined the Green-Fulton-Cun

nlngham Co., advertising agents.

A. E. Cryaler has joined the Commerce

Motor Car Co.. Detroit, as assistant to the

Director of Sales and Advertising.

Wllllam A. Blackburn, former factory

manager of the Cadillac Motor Car Co., has

assumed the position of manager of the Grey

Motor Co.. Detroit. He was with the Cadil

lac Company 12 years.
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month. The cars and trucks occupied the ground floor and the accessories were grouped in the galleries.

1.—

PATERSON HAD A FINE SHOW

This is part of the show that was held by Paterson, N. J., dealers at the Fifth Regiment Armory, the middle of last

The Paterson

Automobile Trade Association sponsored the show and H. Mac Guiley was manager

My Old Car Is Worth More

(Continued from page 17)

ness and doesn’t make money is hurting

the reputation of Callawassa and making

it a less desirable place to live in, and

that if nobody makes any money the

town would soon slump, its banks would

deteriorate, people would have to move

away from the city and the investments

of the people in their homes and prop

erties would be 'lost. We have just

enough pride in the city of Callawassa

to be one of those who are not going to

injure the town in that way. Doubtless

the prospect has similar ideas on the

subject of making money—for himself.

"As an added detail, state that every

time we roll a used car into our door it

costs us fifty dollars. We also decline

to sell cars that are not in tip-top condi

tion, and it will take, say, a hundred

dollars at least to put his car through

our shop and make it worth seven hun

dred. Furthermore, we decline to handle

cars on which we cannot make a profit

and on which the salesman who works

for a living cannot make a commission,

which means that we must add fifty dol

lars more in order to look real people in

the face and know we are operating on

sound lines. That makes our price to

him five hundred dollars—and NO

MORE.

“He also doesn't realize that his car is

NOT worth seven hundred dollars as it

stands. The major portion of the value

of a new car is NOT mechanical. Much

of the value is in the pride of ownership,

and when the car has been driven at all

this pride of ownership element has been

eliminated. If a man wants mere me

chanical value he can get it in a used

car, but the man who buys a used car is

not buying for pride of ownership. He

buys for service only, and if we ask him

to pay too much we ask him to pay for a

pride of ownership that isn’t there.

“Then, on this pride of ownership you

can mention in conclusion our pride in

our business, every man’s pride in our

city, and then you can get back again to

what a thing our new car is to be proud

of and you can drive the original sales

story in deeper than before."

 

Black Hawk County Organizes

WATERLOO, April 29—Waterloo

dealers to-day formed the Black Hawk

County Motor Trades Bureau, which is

to take the place of the former Waterloo

Motor Dealers Association. In cooperat

ing with the new state organization,

known as the Iowa Motor Trades Bu

reau, the Waterloo dealers believed it

best to form a county organization

rather than one for the city. A con

stitution has been adopted and already

most of the dealers, garageman, and

others connected with the industry have

become members. Every dealer and

garageman, etc., in the county is going

to be enrolled.

Tonight Waterloo dealers, as well as

many from Cedar Rapids and adjoining

area to the number of 75, held a monthly

dinner at which David Beecroft, direct

ing editor of the Class Journal Co., spoke

on his experiences in the war zone dur

ing November and December.

 

The Chevrolet Model 490 Gearset

(Continued from page 23)

6—Clean out the compound, test with

Prussian blue again and repeat the oper—

ation till the fit is snug at all points.

7—Replace the key.

8—Put the gear on the shaft.

9~Take a piece of pipe or tubing of

which the inside diameter is a trifle larger

than the end of the shaft and, holding it

against the gear, strike several smart

blows with a Hammer.

10—Replace the drive-pinion nut and

draw it up tight to the gear.

ll—Insert the cotter pin and spread it.

 

Fordson Plant Starts Again

DETROIT, May 12—The Fordson

Tractor plant at Dearborn is gradually

getting back into production again after

a 15-day suspension of operations for in

ventory. While it may be two or three

weeks before the company gets into full

production, operations started this week

with a fairly large force. The company

found that it was overstocked with cer

tain materials and to bring conditions to

a balance again, operations are being

pushed in the over-stocked departments

and curtailed in those departments where

conditions are normal. It will be sev

eral days before things adjust them

selves.
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National Tractor Demonstration for Denver

Tractor Club and Livestock Bureau to Co-operale in Staging

'Event June 8-14—Expect Record Crowd

DENVER, COL., May 10—It is now

settled that Denver will have a national

tractor demonstration June 8-14, the

Denver Civic and Commercial Associa

tion having agreed to underwrite the

necessary $6,000 for preparation ex

penses. The Denver Tractor Club and

the civic body’s Agricultural and Live‘

stock Bureau will also co-operate toward

the success of the enterprise.

A suitable tract of more than 2000

acres has been obtained near the city,

and committees have been appointed to

provide for an ample water supply,

motor transportation for visitors between

the end of the street car line and the

exhibition field, highway improvements,

traffic regulations, eating arrangements

and other detatils.

President A. E. Hildebrand of the

National Association of Tractor Manu

facturers, who was here last week con

ferring with local promoters of the

event, declared the present Denver lay

out the best he has seen in connection

with tractor demonstrations anywhere

in the last 8 years. He predicted an at

tendance from a dozen Western states,

reaching as far east as the Mississippi

valley. Fifty thousand visitors a day

are expected by the local men in charge

of the big show, with fifty or more trac

tor manufacturers to be represented.

 

Climber Starts in Little Rock

LITTLE ROCK, ARK., May 10—The

Climber Motor Corp., which will make a

car, truck and, tractor, has just com

pleted its new plant here. Machinery

is being installed and operations will

start before May 15. The plant is one

story, 100 ft. x 300 ft. Other units will

be built later. George Schoeneck is

chief engineer. He has been in charge

of a small shop in Detroit where the

first Climber experimental cars were

made. The plant will start work with a

force of 100 men. It is proposed to

produce ten cars daily during the first

year. H. F. Buhler is sales manager of

the company.

Cleveland Tractors now “Cletrac”

CLEVELAND, May 10--The Cleveland

Tractor Co. has adopted the name

“Cletrac” as the registered name of its

tractor. The phrase Tank-Type-Tractor

is to be used in connection with the

name, since the Cletrac is of crawler con

struction, and has the battle tank’s fa

cility for doing its work under the most

difficult conditions.

 

To Make Vim Tractor

MILWAUKEE, May 10—The Vim

Tractor Co. has been organized to take

over the plant and equipment of the

Standard Machinery Co., Schleisenger

ville, Wis, manufacturer of gas and

kerosene engines, which recently has de

veloped a tractor design to be placed

in quantity production by the new cor

poration. The Standard works are being

re-tooled and will be ready to begin

manufacturing tractors by May 15. Of

cers of the Vim company are: President.

Charles D. Storck; vice-president, John

F. Mayer; secretary, Dr. Philip M.

Kauth; treasurer, Peter Schuck; works

manager, Otto E. Zahn.

Canada Bdught 1135 Fordsons

OTTAWA, May 10—In 1918, 1135

farm tractors were purchased by the

Canadian Food Board of the Department

of Agriculture. The price paid was $750,

f.o.b. Dearborn. No duty was paid on

them. The retail price to farmers in

Ontario, Quebec, Nova Scotia, New

Brunswick, P. E. 1.. British Columbia,

was $750, f.o.b. Dearborn. The price to

farmers in Manitoba, Saskatchewan, Al

berta, was $795, f.o.b. point of delivery.

The tractors have all been sold.

 

Tractors Coming From Evansville

EVANSVILLE, IND., May 10—A new

company, capitalized at $1,000,000, has

been formed here for the manufacture

of farm tractors. Robert C. and J. B.

Graham, of Graham Bros., Inc., glass

product manufacturer, and Benjamin

Bosse, president of the Bosse World

Furniture Co., are interested in the new

concern. Besides a local plant it is

planned to have a branch at Loogootoo.

More Room for Samson

JANESVILLE, May 10—Contracts

have been awarded by the Samson Trac

tor Co., subsidiary of General Motors

Corp., for the construction of the second

unit of the new tractor plant at Janes

ville, where a total investment of $4,

500,000 is contemplated. The first unit,

200 x 500 ft., was finished late in March.

The second building will be an exact

duplicate of the original unit.

 

Michigan Licenses Jump

LANSING, May 10—-In 1909 there

were 11,718 automobile licenses issued in

Michigan, while last year the total was

262,125 and estimates for this year indi

cate a registration of 310,000. During

the first 4 months of the present year

63,108 licenses were issued in Wayne

County, 10,607 in Kent, 6598 in Oakland,

6325 in Genesee and 5628 in Ingham.

Canadian Branch for Auto Specialties

ST. JOSEPH, MICH., May 10—The

Auto Specialties Co. will build a branch

factory in Windsor, Ont. It will be a

duplicate of the plant in St. Joseph. The

company contemplates an expansion of

Canadian business.

Just Cans of Paint and Flags
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This window shows what can be done in the way of display with nothing in the

ivay of merchandise except cans of paint or varnish. The set-up is simple and

18 suggested by the Columbus Varnish C0. Clean out your window and try this

display for a week. Are you getting ready for May 30 displays?
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20,000 ARMY TRUCKS

TO BE USED ON ROADS

Part of 31,000 Surplus For

This Purpose Will Leave

None For Public Sale

WASHINGTON, May 8—Twenty thou

sand motor trucks are being turned over

to the Bureau of Public Roads, Depart

ment of Agriculture, by the War Depart

ment to be distributed to the various

states for use on road construction.

These trucks are part of the 31,000 which

were recently declared surplus by the

War Department, and this disposition

of them actually insures that there will

be no trucks available for sale to the

public or for resale to the manufacturers.

The Post Office Department has requi

sitioned 7000, and it is expected that

other government bureaus will absorb

the remaining 4000.

The trucks turned over to the Depart

ment of Agriculture are valued at $45,

000,000 and include 11,000 new and 9000

used vehicles ranging from 2 to 5-ton

capacity, all in serviceable condition.

The trucks are turned over under pro

visions of the Post Office Appropriation

Bill, which authorizes requisition of surl

plus trucks from the army by the dif

ferent government departments. They

must be used by the states on road con

struction under the Federal Road Aid

Act. The only charges which the states

will pay will be for loading and freight.

The trucks will be apportioned to states

only upon request of the State Highway

Department on the basis of the requests

received and in proportion to the finan

cial apportionment under the Federal

Road Act. Requirements of the law

prohibit the distribution of any of these

trucks to counties or individuals.

 

National Highway Plan Unanimously

Endorsed

ST. LOUIS, May 8—The national

highway policy and plan of vthe Chicago

Highway Congress was unanimously en

dorsed at the annual meeting of the

Chamber of Commerce of the United

States, held here yesterday. Because of

the recognized importance of highways

transportation, the appointment of a

Federal Highway Commission is recom

mended to take care of all questions

pertaining to the national road system.

Provision is also suggested for continued

federal aid for highways beyond 1921,

when the present Federal Aid law ter

minates. The resolution adopted reads:

"That highways are an integral part of

our nation's system of transportation has

been emphasized by the war and an enor

mous development is at hand. So important

as to require a comprehensive nations; policy

under which federal appropriation for high

ways will be applied to national need for

interstate commerce. agriculture, postal de

ile-ry. common defense and general welfare.

"Congress should create a Federal High

way Commission independent of present de

partments of the government. composed of

members from the different geographical

sections of the country to perform all execu

tive functions of the federal government

pertaining to highways, including those re

lating to existing appropriations in aid of

state construction. Such a commission

should act in coordination with any federal

agency that may have functions of articulat

ing rail, trolley, water and highway trans

portation.

“Congress should make substantial appro

priations for the construction and math

tenance of a national highway system to

serve the need for the maintenance of inter

state travel and traffic.

“The commission should report to Congress

a plan for continued aid for state construc

tion of highways in the period beyond 1921

to which time the. provision of existing fed

eral aid laws extend.

"Expenditure of funds should be permitted

only for highways which are of permanent

type having thorough drainage, substantial

foundations. sufficient width and a capacity

for traffic which will be reasonably adequate

for future needs."

Try ThZS One

OY STUEBER, manager of the 555

Tire Service Company of Little

Rock, has inaugurated a new “kink”

in rendering good road service to his

road patrons. Mr. Stueber has made

arrangements with the Arkansas Demo

crat for a large number of newspapers

each evening.

He stamps these words on the front

page: “Good evening, sir. Here is your

evening newspaper. With compliments

of the 555 Tire Service Company—a part

of 555 service.”

When the sbrvice boy arrives at his

destination he first presents the stranded

motorist with the newspaper. “In this

way not only is the customer provided

with entertainment, but his mind is kept

ofl" the job and the service boy can pro

ceed with his work without the usual in

terruption and correction.

 

National Organization of Liberty High

way -

SPRINGFIELD, ILL., May 10—At its

first annual convention held here to-day,

the national organization of the Liberty

Highway Association was effected.

Stephen Lawless, Liberty, 111., was

elected president and Truman T. Pier

son, Quincy, Ill., treasurer and national

organizer. Other officers are: vice

presidents, R. J. Holmes, Decatur, Ill.;

C. A. Hetrick, Asbury Park, N. J.; Joseph

T. Daniels, Columbus, 0.; George A. Bink

ert, Quincy, Ill., and W. H. Conkling,

Springfield, Ill. The organization has

been formed for the purpose of having a

hard surfaced highway built across the

continent from ocean to ocean.

 

Good Roads for Jackson

JACKSON, MICH., May 10—Jackson

County supervisors have voted to issue

and sell $500,000 worth of good road

bonds this year, same to be disposed of

at once. The program calls for the con

struction of 57.95 miles of‘ gravel roads

at a cost of $200,000 to $250,000. The

remainder of the program_will be out

lined later.

APPROVE ROAD PLANS

COSTING $16,261,326

Record Amount of Federal Aid

Sanctioned in April—Cov

ers Nearly 1000 Miles

WASHINGTON, May 6—During April,

1919, the Secretary of Agriculture ap

proved statements for 120 Federal aid

projects, involving the improvement of

923.53 miles of road at a total estimated

cost of $16,261,326.51, and on which

Federal aid in the amount of $7,520,

550.68 was requested.

This represents the largest number of

project statements approved, the largest

total estimated cost, and the greatest

amount of Federal aid requested during

any month since the passage of the

Federal Aid Road Act, March, 1919, had

surpassed all records in these items up

to that month.

During April fifty-five road projects

were approved and executed involving the

improvement of 521.51 miles of road at a

total estimated cost of $4,626,415.48, and

on which $2,039,614.99 Federal aid was

requested and set aside in the Treasury.

In addition, agreements to cover seventy

two other projects were placed in process

of execution during _the month.

Up to and including April 30, 1919.

project statements for a total of 1057

projects had been approved, after de

ducting all approved projects cancelled

or withdrawn by State highway depart

ments. The 1057 projects involved 10,

580.17 miles of road, a total estimated

cost of $92,933,121.81, and a total of

$36,576,857.48 Federal aid.

On the same date a total of 535 pro

ject agreements had been executed, in

volving 4,624.83 miles of road, a total

estimated cost of $39,059,327.44, and a

total of $15,614,929.61 Federal aid.

 

$40,000,000 for California Roads

LOS ANGELES, May 10——California.

will vote July 1 on a proposal to float

an additional $40,000,000 good roads bond

' ue. There is every reason to believe

t ‘at the election will carry as the popu~

lace of this state well understands the

value of permanent highways. The state

already has voted more than $10,000,000

for permanent highways.

 

Service Products Incorporates

INDIANAPOLIS, May 10—Under the

name Service Products Corp., a new

concern has been incorporated under the

laws of Indiana, with $50,000 capital, for

the purpose of manufacturing radiator

fans for automobiles, trucks and tractors,

with the following officers: Harry J.

Enders, president and superintendent; R.

B. Parrott, secretary and treasurer; R.

C. Root, chief engineer. Annular bear

ing fans will be featured. A factory at

301 Kentucky Avenue, at Missouri Street,

has been secured, and active production

will begin at once.



MOTOR WORLD
May 14, 1919

Races, Contests and Tours

Uniontown; Pa . . . . . . . . May 17 . . . . . . . . . .. Probably 112% miles.

Atlantic City, N. J...hiay 30 ..... ..- . . . . ..Airpiane race. Aeronautic Convention.

Los Angeles, Cal . . . . ..May 30-31 . . . . . . . . .. Third Annual. Los Angeles-Yosemite gasoline

economy run.

Richmond, Va . . . . . . . ..May 30-31 . . . . . . . . .. Dirt track meet, Virginia State Fair Grounds.

Indianapolis, Ind . . . . .. May 81 . . . . . . . . . . ..500-Mile Sweepstakes, lndianapoiis Speedway.

'Sheepshead Bay N. Y. June 14 . . . . . . . . . . . Speedway.

Atlantic City, N. J...July 4 . . . . . . . . . . . . .. Airplane race, Aeronautic Convention.

Tacoma, Wash........July 4.... .. Speedway.
  

Cincinnati, 0. . . . . .. July 5. . . . Speedway.

Uniontown Pa. . . . . . . . July 19. . . . . .Mid-Summer Meet, Speedway.

Bheepshead Bay, N. Y. July 26. . . . . Speedway.

'Middletown, N. Y... . Aug. 15 . . . . . . . . . .. Dirt track event.

Elgin, Ill.'. . . . . . . . . . . .. Aug. 22-28 . . . . . . .. Road race.

Sheepshead Bay, N. Y. Aug. 28 . . . . . . . . . . . Speedway.

Uniontown. Pa . . . . . . . . Sept 1 . . . . . . . . . . .. Speedway.

Bheepshead Bay, N. Y. Sept. 20.. .

'Allentown, Pa. .. Sept. 27.

Cincinnati. 0. . . . .. Oct. 1. . .

'Trenton, N. J .. Oct. 4. . .

  
. . Speedway.

.. Dirt track event.

. . Speedway.

. Dirt track event.

'Danbury, Conh.. . . . . .. Oct. 11 . . . . . . . . Dirt track event.

'Tentative dates.

Meetings and Outings

Washington, D. C.....June 3-6 . . . . . . . . .. Pan-American Commercial Centerence, Pan-Amer

ican Union Bldg.

Newark, N. J . . . . . . . .. May 21 _ . . . . . . . . . .. Spring Golf Tournament. Shackamaxon

Club, Westfield.

Country

New Jersey Automobile Trade

Assn.

Chicago, Ill . . . . . . . . . . .. June 2 . . . . . . . . . . .. National Gas Engine Assn., Hotel Sherman.

Hot Springs, Va . . . . .. June 2-8 . . . . . . . . .. Convention, Automotive Equipment Assns., Home

stead Hotel.

Ottawa Beach, Mich.. June 23-27 . . . . . . .. Summer Meeting, 8. A. E.

Philadelphia. Pa - - - - -- 5691- 23-25 - - - . - - -- Annual Convention, National Association of Pur

chasing Agents. Bellevue-Stratford.

Passenger Car and Truck Shows

Bristol, Va.-Tenn..... May 10-17 . . . . . . . .. Cars. Trucks. Tractors. Airplanes and Accessories.

Bristol Chamber of Commerce. C. W. Roberts.

Manager.

Foreign Shows

Paris, France . . . . . . . . ..Oct. 15 . . . . . . . . . ..Grand Palais—lnternational Automobile Manufac

turers' Congress.

Umdon. England . . . . . . November . . . . . . "Gamma—international Automobile Manufacturere'

ongress.

Aeronautical Exhibition

Atlantic City. N. 1.... May 1-June 1.....Second Pan-American Aeronautic Convention and

Exhibition.

Tractor Demonstrations

College Park, Md. . . . . May 30 . . . . . . . . . . . . . Power Cultivator Demonstration, Maryland State

Department of Agriculture.

Denver, Col . . . . . . . . . . . June 8-14 . . . . . . . .. Seatignai Tractor Demonstrations. Denver Tractor

u .

Wichita, Kan . . . . . . . . ..July 14 . . . . . . . . . .. Aqumotive Committee of National Implement

ssn. .

Aberdeen, 8. D . . . . . ..August 1842"... Sectional Tractor Demonstration.

Ottawa. Ont., Canada. October . . . . . . . . .. Inter-Provincial Plowing Match and Tractor Dem

onstration. _

Exhibits

Venezuela. 8. A . . . . . .. May 16-June 1....Nntional Exhibit of Venezuela.

 

New York Offices for Willys

TOLEDO, May 10—Permanent offices

of President John. N. Willys, of the

Willys-Overland Co., have been open?

at 1710 Vanderbilt-Concourse Buildin ,

New York. Mr. Willys expects to re

main in New York most of the time di

recting the affairs of the Overland and

allied companies.

 

Timken Bearings and Spiral Timing

Gears on Fords

DETROIT, May 10—The Ford Motor

Co. is now supplying Timken roller bear

ings to Ford dealers to replace the ball

hearings in the front wheels. The intro

duction of these hearings came with the

detachable wheels, and this bearing is

made interchangeable with the old type

ball bearing so that dealers or owners

can make the replacement without

changing any other parts.

The spiral timing gears which were in

corporated into the design of the engine

at the time the electric starting and

lighting system was placed on the en

closed models have now been made stand

ard on all the cars. For the time being,

straight spur gears can be obtained from

dealer and branch stocks for replacement

purposes, but as soon as these stocks are

exhausted it will be necessary to replace

both gears with the new spiral design if

one of the gears needs replacement. The

spiral gears are coming through the fac

tory regularly.

New Chicago Autocar Service Building

CHICAGO, May 10—The newest of

the large establishments in Chicago com

bining truck sales and service is the fac

tory branch building of the Autocar com

pany. This is a three-story building, es

pecially designed for this service, and

gives 63,000 sq. ft. of floor space. Pro

vision is made for two additional floors

when demanded.

The first floor is taken up with a show

room, executive ofiices and a garage. On

the second floor is a storage space, which

enables the Autocar company to keep a

stock of trucks to assure quick delivery

to buyers. The repairshop, blacksmith

' branched

and parts department are on the top

floor. The whole layout has been ar

ranged to give quick and eflicient serv

ice. The trucks come into the first floor

for preliminary inspection and minor ad

justment, and when more work is re

quired two elevators carry the trucks to

the third floor, where there is equipment

for complete rebuilding.

 

Newark Starts New Year

NEWARK, N. J., May 10—Having

chosen ofiicers and “got set” for another

year, the New Jersey Automobile Trade

Association will resume the series of get

together meetings held with so much mu

tual profit during the year just ended.

The first session will be held the evening

of May 15, at which time David Beecroft,

directing editor of the Class Journal

papers, will give a stereopticon talk on

his three months' trip through Europe

about the time hostilities ended.

 

Reading Dealers to Organize

READING, PA., May 10—Applica

tion has been made for a charter for the

Reading Automobile Trade Association.

Subscribers to the petition are: H. 0.

Keller, H. B. Schwartz, E. S. Youse,

Lewis T. Ganster, Lewis 0. Rothermel,

Howard \Melchoir and A. N. Kline. They

are the directors for the first year. The

petition states that the yearly income of

the corporation from other sources than

real estate shall not exceed $5,000, which

is to be derived principally from admis

sion fees and members’ fees. Any indi

vidual engaged in the automobile trade

or affiliated industries is eligible for

membership.

Changes in Allen Personnel

COLUMBUS, May 10—As a part of

the reorganization plan of the Allen

Motor Co., incidental to its removal to

Columbus from Fostoria, R. G. Ewell.

formerly advertising manager of the

company, has been made general man

ager of sales and advertising, and Homer

McKee has been retained as sales and

advertising counsel. J. F. Richman.

formerly general production manager of

the Cole company, has been placed in

charge of production of the Allen com

pany.

Business Good at Springfield

SPRINGFIELD, May IO—The motor

dealers of Springfield cannot get enough

cars. New agencies are being placed, in

dicating that the dealers have confidence

in the future. R. A. McKee 0f the Massa

chusetts Motors has taken the agency for

the Standard Eight. Joseph L. Finkel

has added the Studebaker to his list, and

the Parmenter-Graves company has taken

the Saxon. R. M. Sauers, who has the

Feder truck agency for Hampshire,

Hamp en and Franklin counties, has

out and added Worcester

County to his territory. E. B. Wilson.

branch manager for the Willys-Overland

here, has been promoted to take charge

of the company’s big branch at Los

Angeles.
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Hudson Dealers. Are Prosperous

Super-Six Brings Profits

Hudson dealers sell more fine cars than any other dealers in the world.

Their stores are among the finest. Everywhere they are growing more

prosperous daily.

Hudson dealers are of the highest type of business men. Their keen

ness and ability has been a great factor in Hudson growth. But they

will admit that without the Huson Super-Six their prosperity could not

have been so great.

Sixty thousand satisfied owners testify to the popularity of the Hudson

Super-Six. And each year adds to the number of pleased owners. Every

year the total in profits which our dealers share increases.

Production of Super-Sixes has never been able to keep pace with

demand. The Hudson is ever expanding. Hundreds of thousands of

dollars’ worth of machinery for increasing output has been installed this

year.

To take care of our rapid expansion we will add to our dealer force

some new organizations. There will be $12,000,000 in profits to be

divided among our dealers this year.

If you are a dealer of the Hudson type—one who wants to grow along

with Hudson—get in touch with us. This is the time.

Hudson Motor Car Company

Detroit, Michigan
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Requirements of Nash

Dealers Indicate Quality

of Performance

HE requirements of Nash dealers as

indicated by their demands on the

factory for Nash passenger cars and trucks

is convincing evidence of the high quality

of the performance of these Nash products

in owner service. Nash dealers are now

reaping the profits of a volume business

built upon the solid foundation of the

Nash reputation:

Nash Passenger Cars

Five-Passenger Touring Car, $14.90 Four-Passenger Sport Model, 81595

Two-Passenger Roadster, $1490 Seven-Passenger Sedan, $12575

Seven-Passenger Car, $16.40 Four-Passenger Coupe, $2850

1'. o. b. Kenosha

Nash Trucks

One-Ton Chassis. $1650 Two-Ton Chassis, $2175

Nash Quad Chassis, $8250

The Nash Motors Co., Kenosha, Wis.

Manufacturers of Passenger Cars and Trucks

Including the Famous Nash Quad

 

 

  

  

  

  

 

  

   

  

  



May 21, 1919

MOTOR WORLD

=I ..Iaag aE
lllllllllillllllliillllilllilllllllllllllllllllilllllllllllllllllllllllllllllllllllllllllllllllIlllllllllllIlilIllllllllllll|lllllllllllllllIIIIlllllllllllllilllllllIlllllilllllllillll|llillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllli|llllllllllllllllIlllililllllillllllillllllilllllilllllilililllilllllililllllllillIililllililillilllllIllIllllllllllllllllilllllllillllIlllllllllllillIilllillllllllllllllillllllllllllllilll

  

 

 

289 West 89th St, New York City.

PUBLISHED EVERY WEDNESDAY BY

'Phone Bryant 8760

The Class Journal Co.

U. P. 0. Building. 289 West 89th Street, New York City

Horace M. Swetisnd, President

I. 1. Ralph, VicePr-esident E. M. Corey. Trellumr

A. B. Swetiand. General Manager

 

Business Department

Charles B. Shanks. Manner

 

 

 

 

 

 

 

Editorial Department

David Beecroft, Directing Editor

Ray W. Sherman, Editor

Stanley P. McMinn, Managing Editor

J. Howard Pile

(hi I B dgnrnnfiahtolgllgif- 8t

engo— aliers i ., 59 s s on .

'Phone Randolph 6960

Detroit—95 Fort Street. West. 'Phone Main 1851

Cleveland—Guardian Bidg., 'Phone Main 1412

Philadelphia—Widener Bidg., 'Phone Wliuut 5801

Subscription. Per Annum (Postage Paid) . . . . . . . . . . . . . “$8.00

Canadian Subscri tions . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 5.00

Foreign Suhscrip ons. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 8.00

Single Copies (Postage Paid) . . . . . . . . . . . . . . . . . . . . . ..15 Cents

Horleless Age Subscribers

Subscriptions of The Homeless Age trlnsferred to the

subscription list 0! Motor World in the merging of the

two publications will be completed in full by the

weekly issues of Motor World to the dates of expiration

shown on the records of The Horseiess Age Co.

Postage stamps '11] be accepted in payment for subscri tions.

(hacks. Drafts and Money Orders should be made pays is to

Hm: Woun.

Cable Addrus‘, “MOTORWOBLD.” New York

litsred ls second-class matter November, 1900, at the gout

also at New York, New York. under the set at March 8. 1 79.

Owned by United Pubiishers Corporation, 2w West saw as.
New York. H. M. Swetinud. President: Charles G. Phillips,

Vice-President; W. H. Taylor. Treasurer; A. O. Pesrson.

Secretary.

Member of the Audit Bureau '0! Circulation"

Copyright, 1919, by he Class Journal Co.

a 0

Editorial Contents

Men You Will Meet at Hot Springs . . . . . . . . . . 10

First of Four Tractor Stories . . . . . . . . . . . . . .. 8

When You Come to New York . . . . . . . . . . . . .. 14

Departmentize . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 16

How a British Dealer Came Back . . . . . . . . . . .. 17

How to Train Employees . . . . . . . . . . . . . . . . . .. 18

Your Price Is Too High . . . . . . . . . . . . . . . . . . . . . 20

Better Mechanics Department . . . . . . . . . . . . . .. 21

Shooting Troubles . . . . . . . . . . . . . . . . . . . . . . .. 23

How to Equip a Trouble Kit . . . . . . . . . . . . . . . . 23

Scientific Garage Construction . . . . . . . . . . . . .. 24

Editorial Observation . . . . . . . . . . . . . . . . _ . . . .. 26

Letters from Readers . . . . . . . . . . . . . . . . . . . . . . . 27

Automotive Equipment . . . . . . . . . . . . . _ . . . . .. 29

The Retail News . . . . . . . . . . . . . . . . . . . . . . . . . .. 31

Repairshop Shortcuts . . . . . . . . . . . . . . . . . . . .. 32

Legal Department . . . . . . . . . . . . . . . . . . . . . . . .. 34

Specifications . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 45

Coming Events . . . . , . . . . . . . . . . . . . . . . . . . . . .. 44

Regular News Department . . . . . . . . . . . . . . . . .. 35

 

 

Advertisers Index on Pages 150-151

 

  

  

 

“ 0R!“ ”
)

PRECISION

BflLl. BEHRINGS
(Parenrsn)

  

_ Whether a machine be purchased for

pleasure or for profit, it is bought with the

idea of securing service from it—a service

representing earnings on its first, or invest

ment, cost. When that machine is laid up

for repairs or replacements, it is an idle

investment against which actual expense

is being charged, instead of earnings

credited.

Failure of a bearing in a magneto or

lighting generator destroys the earning

, power of the machine that carries it.

To guard against this, 'USIBM‘ Pre

cision Bearings have been adopted as

standards by the builders of this elec

trical equipment, having proved by

service tests the security which“W”

gives.

Be Sure—See That Your

Electrical Apparatus

ls "HQEGifl‘ Equipped.

  

THE norms commuy or amuse
NEW wouldI”9 BROHDWH9

Ball, Roller, Thrust and Combination Bearings
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Every garage man and accessory dealer

needs accurate records for two purposes

(D At the end of each year he needs a complete report of office and

service transactions to help make out his lncome Tax return.

® He needs these same figures every business day. He needs them

to control his business.

He needs these figures to know how

much money he. is making, and what it

costs him to do business.

Every garage owner and accessory dealer

can get a record of his daily transactions

in two ways—the old-fashioned way, by

hand, or he can get them by machinery.

A modern National Cash Register makes

accurate, unchangeable records. lt clas—

sifies, adds, certifies. lt saves work and

reduces expenses.

No man in the garage or accessory busi

ness should keep records by hand that

can be kept so easily by a National Cash

Register.

A post card will bring full information

about what an up-to-date National will

do to help you.

The National Cash Register Company

Dayton, Ohio

Offices in all the principal cities of the world

When writing advertisers please mention Motor World—it identifies you
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AFRICAN MOTORS LIMITED.

. ‘._-A M
  

-,-.- ._-,:-.=- fe 1'" T,

SOLE DISTRIBUTORS -n

h _ TELIOIAMU: "OVERLAND"

OVERLAND CARS. HEAwBAN. TILIPHONI No. 1082.

HARLEY-DAVIDSON

Moron Cchnl. 257, COMMERCIAL ROAD, P BOXPREST-O-LITE BATTERIES NIARITZBURG..

UNITED STATES TYRES

NEW DEPARTURE

BALL BEARINGS.

“L’AIA

March 27, 1919.

Hot or World ,

New York.

‘1 Gentle men:

Having given up my Vryheid business and taken

over the mmagership here I would be obliged

if you will please send my copies of MOTOR

WORLD to me at the above address. Andplease

do not forget to inform us in time when another

subscription is due.

I take in several motor papers, but would will

ingly forego the entire lot sooner than miss

your publication.

Yours very truly/
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Quality Equipment

‘
-
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.

DEPENDABLE electric

system is of utmost impor

tance. Electric equipment must

be correctly designed and pre

cisely built. A system bearing

the name “Gray & Davis” as

sures the owner of efficient per

formance at all seasons, under

all conditions. Essentially a

quality system for quality cars.

yin/anxlxu'5r‘
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GRAY & DAVIS, INC.

Boston Mass.
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AUTOMOBILE STARTING

LIGHTING AND LAMPS

  



 

 

No.1919May 21,

GARAGEMEN

 

 

 

 

  

 

 

 

 

 

  

eZ
0
1

y.
,
m

P
M

Y.
\
/

S
..

/
M

€
\
m
.

M
j

m

m
S
E

w

v
A“

t

E
.
r

w

m
a

O
u

p

J
.H,

e
S

i

M
M

,
I

ED

Xm

 

 

 

 

 

 

 

Vol



5 MOTOR WORLD
May 21, 1919

 

“ OW let’s give the tractor

a chance,” says Butler.

“Crowd the money spent on your

automobile motor in 5 years into

4 months and how does it look?

Get ready to spend as much

money or more on your tractor

motor every season. Measure

your motor in revolutions, not

years, and everyone will be satis

Every

fied.”

article.

will be:

ciety for Tractors.

From Your Tractor.

 

That is the theme of this first

The others in the series

2—Let’s Have a Humane So

3—Expect Less and Get More

4—Make Tractor Care a Habit.

 

Day

You Drive Your

Tractor240 “Car Miles”

By C. L. Butler

THE FIRST OF FOUR ARTICLES

On Tractor Selling, by C. L. Butler, president of Butler

 

cold facts.

it is better not sold.

neither will fiction.

The life of a gasoline motor is

measured in revolutions, not years.

In the mind of almost every man in

the country the gasoline motor has'

become so associated with the auto

mobile that he thinks of the two in

the same terms. He measures the

life of an automobile, and consequent,

ly his gasoline motor, in years. It is

vital that the mind of the public, and

particularly that of the farmer, be

made to distinguish between years

and revolutions if the tractor is to

become a real factor on the farm.

T RACTOR manufacturers and users must face

Must Satisfy Farmer

The farmer must be satisfied with

his purchase—otherwise horses will

continue to eat our bread. The man

who expects too much of his tractor

or his wife—is doomed to disappoint

ment. As long as the farmer is over

_ sold on the tractor, either in his own

mind or by salesmen, there is trouble

ahead. Let’s not kid ourselves. If

the man selling—yes, and even build

ing the tractor, does not know the

facts, what chance for the farmer?

The task ahead of the tractor man is

to bring the facts to light—and these

facts must be honestly presented.

Fooling the public with sales elo

quence will not give the tractor man

a bank balance.

If the truth won’t sell the tractor

If facts won’t run them,

 

WHY

This Story Was Written

DITOR Motor World: We have

followed with interest the three

articles by Clyde Jennings: "Why

the Man Who Is Going to Sell

Tractors Should Know Them."

“Why the Man “7110 Is Selling

Tractors Should Know Them," and

“Why the Man Who Has Sold

Tractors Should Know Them."

We know every man who is sell

ing farm tractors will benefit by

reading these articles. We have.

and we are making it a point to see

that this series of stories is read

by each of our dealers.

However, no matter how well in

formed or how capable the dealer

may be. the greatest problem is

still to pass on a portion of his in

formation to the purchaser. We

have found that practically all of

recent tractor troubles can be

traced to lack of tractor education

on the part 01' the user. The dealer

may be directly responsible for

this, but in an effort to aid him

in this educational work, we have

prepared the enclosed articles.

We believe they may help other

dealers as they have helped ours.

and with this in view are sub

mitting them to Motor World with

the hope that they may be of Some

use in the near future. Very truly,

Butler-Veltch, Oakland, 0211., Lloyd

Veitch.

 

Veilch, 1110., Oakland, Cal., distributer of Fageol producls

The motor in an automobile and a tractor is fun

damentally the same, but motors are measured by the

work they do—not the company they keep. The life

in motors of equally good design and

material is mainly determined by the

number of times the crankshaft re

volves. Factors influencing the m0

tor’s life in revolutions are the char

acter of the load or strain under

which it operates and the conditions

under which it is lubricated. Both

these latter factors are greatly in the

favor of the motor in an automobile.

The load under which an automo

bile motor revolves varies greatly,

and is generally very light, probably

under normal average conditions,

year in and year out, not more than

40 per cent of its rated capacity.

Stop to consider how long a motor

lasts in a racing car where it works

at probably 90 per cent. The trac

tor motor operates under constant

continued dead pull of about 75 per

cent of its capacity.

Car Has the Advantage

Lubrication in an automobile mo

tor also has points of advantage over

a tractor. First, the speed of the car

tends to cool the oil in the crankcase.

and secondly, the dust and dirt fac

tor is almost negligible. Grit in oil

makes excellent emery, and the mov

ing parts, such as the pistons in the

cylinder or bearings on the crank

shaft, wear themselves away in short

order. The field conditions under
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which tractors operate are such as

to cause, in spite of all precaution, a

great deal more dirt to reach the oil

than gets to that in an automobile, which

travels over surfaced roads. And even

when in dust the speed of the automobile

gets past it before the dust can enter

the vital parts. The answer, then, to

the lubrication problem is attention.

The operator of a tractor must keep the

oil clean. Whether it is necessary to

drain the crankcase and refill with fresh

oil once a week or once a day is de

pendent on the operating conditions, but

whether or not it is once a day the oil

must be kept clean in a tractor motor.

These two things are not the principal

factors—they are merely handicaps. Re

member them, however, in passing judg

ment.

Lubrication and character of load are

only factors. Work done in revolutions

is the real measure. Get these facts and

a new respect for the motor in your

tractor.

In the average automobile the motor

revolves 2300 times to the mile.

In the average tractor the motor re

volves 34,000 times to the mile.

The ratio of revolutions of the motor’s

tractor to automobile is 15 to 1.

This means that every time you drive

your tractor one mile your automobile

would have to cover 15 miles to do the

same work. During a season of 120 days

a tractor will average about 8 hours a

day in operation, at a speed of at least

2 miles an hour, or an average distance

of 16 miles a day. This is equal to 240

miles a day in an automobile. A day's

work with a tractor calls for more 'rev

olutions of its motor_ than a trip from

San Francisco to Fresno in an automobile

—-from San Francisco to Los Angeles

every two days. That would be 27,000

miles every four months. The life of an

automobile is figured at five years, and

the average automobile travels less than

5000 miles a year. The average tractor,

then, does more work in four months

than the automobile in five years. Con
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More

Cut Telephone Nuisance

W. S. Allard, proprietor of the

Woodlea Garage, Kansas City,

found that the use of telephones for

casual conversations by chauffeurs

in his front oflice was seriously in

terfering with the purpose for

which the telephones were main

tained. He installed extensions in

a room set aside for chauffeurs so

that owners could call chauffeurs—

and a check could he maintained on

calls out by chauffeurs.

5 11 Make ’Em Pay

‘ A Kansas City garage owner,

with a rich clientele, says they have

to be watched closer than less

wealthy patrons. “They are cheap,"

 

sideration of that fact inspires a new

respect for a tractor motor.

We all know automobiles. I use one—-‘

a good one, famous for speed on the

track and stamina across the continent.

It costs over $2000. It has been about

20,000 miles in the last two years. It

has been driven farther and probably

faster than the average—but not so

hard nor so fast as the motor in a tractor.

It has had good care. Yet to-day

there is over ten thousandths play in

the pistons—more than twice too much

—and the valves have been ground at

least six times, and the main bearings

on the crankshaft have been scraped

in once, and the connecting rod bearings

are all either new or have been refitted,

and the wrist pins in three or four of the

pistons are now oversized, and there

are some new rings on the' pistons—

leak proof to keep some of the oil

down in the case—and countless little

ignition, spark plug, carbureter, water

pump, generator, etc., etc., adjustments

and repairs. Oh! Yes! I know there

are some that run 50,000 miles without

ever lifting the hood. That sounds well,

but it seldom happens.

Am I disappointed with my car? Not

in the least. Has it cost too much to

operate? Certainly not. It has had

hard service—seen some rough trips.

Cost some money to keep it in shape——

sure! You can’t ride on the train for

nothing. My automobile did and is doing

all that can be fairly asked of it. The

longer it goes the more it costs to keep it

going.

Now let’s give the tractor a chance.

Crowd the money spent on your automo

bile motor during the last five years

into four months, and how does it. look?

Get ready to spend as much or more

on your tractor motor every season.

Possibly you run your automobile only

a year or two and then get a new one.

If so your repair bills are small. If you

were to get a new motor for your trac

tor every month or two, you would be

doing as well by it—the proportion of

Work done is the same. Use your reason

of Those Business-Getting

he said. “They are able to pay,

and will pay if one puts the price

where it belongs and sticks to the

price. We have made up our minds

not to be bufi‘aloed into reductions

—and are finding that the patrons

respect us more for our firmness,

since we give them service.”

That Falling Price Again

The argument that automobile

prices will be lower and the pros

pect will wait until the decline is

easily answered by our sales force.

We show him that the price on the

four-cylinder line of cars has been

advanced $100 recently, and thus

there is no chance in the world to

have the price on other models re

duced. This is generally efficacious
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when appraising the value of your trac

tor motor. You can’t bleed blood from

a turnip. Don't expect the impossible.

Measure your motor in revolutions, not

years, and every one will be satisfied.

And the sweet part of it all is that

the costs are not prohibitive. Say for

example that you operate your tractor

16 miles a day for 120 days. Assume

that you have 120 acres which you plow

once with a 3 bottom 12 inch plow and

cultivate ten times with implements 6

feet wide. Traveling 16 miles a day

with 3 12-inch bottoms you would plow

6 acres—cultivating you would cover

double that. In the 120 days’ operation

of the tractor 20 days Would be spent

plowing and 100 days cultivating your

orchard of 120 acres.

Plowing 6 acres a day X 20 days=120

(over once).

Cultivating 12 acres a day X 100 days

:1200 'acres (120 acres ten times over).

Total acreage covered in 120 days at

16 miles a day:1320 acres.

1320 acres at 10 cents per acre=$132.

One hundred thirty-two dollars in

telligently spent on your tractor motor

during every four months would keep

it in perfect condition and replace it

with a new or factory rebuilt one as

often as needed. This is, of course, pro

vided the motor is not abused.

The user of a tractor must prepare

himself to pay for his tractor work on

a basis of work done—not years in ser

vice. The manufacturer who assumes

responsibility for his machine over a

period of time instead of on a basis of

work done is a poor risk for a conser

vative banker.

This fact is beautifully illustrated by

the motor of a tractor. Working 8 hours

a day, average to travel only 16 miles,

the motor revolves 544,000 times or 16,

320,000 a month or 65,280,000 times a

season of 120 days. It looks like a

liberty loan and must be given as care

ful consideration by all concerned.

Tractor motors must be measured in

revolutions—not years.

H ‘ llllllllllllllllllllIIlIlllllllIlIlllllllllllllll

Ideas

and many times brings the results

desired—Manager Gilmore, Stude

baker Sales Co., Columbus, Ohio.

|lllllllllllllllllllllllllllllIllIlIIIIIIIIIIIIIIlllllE

Take Trouble 0n the Jump

The best way to convince the

farmer of the utility of the tractor

—both the farmer you already have

sold and the farmer to whom you

hope to sell—is to keep the tractors

you already have sold constantly

efficient for work. When trouble

comes hop right to it and shoot it

quick. Carry a complete stock of

repairs, have a service wagon or

truck and competent mechanics,

and don’t let the grass grow under

your feet when you are sent for.—

F. Le Cocq., Star Automobile Co.,

Pella, Iowa, Ford and Fordson.
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MEN YOU WILL MEET

At the Hot Springs Jobbers’ Convention, June 26

HESE names are arranged in two lists. In one list will be found the names of representatives

of jobbers who will attend the convention. In the other list will be found the names of repre

sentatives of manufacturers.

 
 

JOBBERS.

Andrea & Sons Co., Julius, Milwaukee—F. '1‘.

Andrea, Secy.

Automobile Supply Co.,

Brooks, Prest.

Automobile Supply Co.,

Witlmnnn, Prest.

Automobile Supply Co., Tacoma—E. W. Rey

nolds, Vice-Frost.

Auto Equipment Co.,

Collum, Prest.

Chicago—'1‘. M.

Kansas City—Otto

Denver—S. T. Mc

Auto Supply Co., Denver—J. \V. Foster.

Frost. and Mgr.

Auto Supply Co., Hutchinson. Kan.—-A. J.

Jackson, Prest.

Baughman Co., G. Norman, Tampa—G. Nor

man Bnughman. Frost. and Gen. Mgr;

Stanley K. W'allace. Purchasing Agent.

Beck & Corbltt Iron Co., St. Louis—J. S.

McGauly, Mgr. and Buyer.

Beers Brothers Co., Oil City, Pa.—W. S.

Van Horn. Secy.

Berrodln Rubber Co., Philadelphia—F. X.

Berrodin, Treas. & Mgr.

Borderland Auto Supply Co., El Paco—B. L.

Clements. Prest.

Bowman-Gould Co.,

Mgr.

Bur-well Supply Co., J. 5., Oklahoma City—

N. B. Burwell, Vice-Prest.

Cahall MOtor Supply Co., Philadelphia—R. J.

Cahall, Vice-Prest.

Campbell Auto Supply Co., Fred, St. Louls—

Fred Campbell, Prest.

Carolinas Auto Supply House, Charlotte,

N. C.—-.Tnseph G. Fltzslmons. Frost. and

Gen. Mgr.

Cedar Rapids Pump Co., Cedar Rapids, lows

—C. H. Srhuptrlne, Automobile Supply

Mgr.

Chanslor'd. Lyon Co., San Francisco—P. H.

Lyon, Secy.

Detroit—1.. C. Gould,

Chicago Automobile Supply House, Chicago

—-\Villlam M. Weber, Prest.

Child, Dav & Churchill. lnc.. Spokane—G. H.

Day, Prest.

Cody Co., W. E., Columbus, Ga.—\V. E. Cody.

Prest.

Collins Co., E. 8., Danvllle, lll.—E. B. Col

lins, Prest.; M. S. Collins, Buyer.

Cooper Rubber Co., I. J., Cincinnati—H. H.

'Brvnm-r. Gen. Sales NIng A. L. Johnston.

Purchasing Agent.

Crump Co., Benjamin T., Richmond, Va.—

P. A. Seaton, Secy. and Treas.

Cumings Brothers, Flint—E M. Cumings.

Prest.

Dine-DeWees

Presi.

Co., Canton—H. M. Dine.

Double Fabric Tire Co., Auburn, lnd.—C. l..

Stebbins. Sales Mgr.

Downing Electrical Co., Des Moines—H. C

Downing.

Duluth Auto Supply Co., Duluth—F. W.

Berg, Pur. Dept.; W. R. Whiteslde, Prest.

Electric Appliance Co., Chicago—W. “’, Low.

Prest.

Electric Appliance Co., Dallav—Mac F. Star

rett. Secy. and Mgr.

Electric Appliance Co., New Orleans-C.

Robert Churchill, Prest. and Gen. Mgr.;

Roy E_ Trask, Mgr. Automotive Equipment

Department.

Equipment Co.,

Prest.

Fisk Co. of Texas, Dallas—O. A. Evans, Pur.

Agent.

Front-Market Motor Supply Co., Harrisburg

——-Troy B. Wildermuth. Prest,

Gaul, Derr d. Shearer Co., Philadelphia

Franklln P. Gaul, Trcas. '

Geller, Ward It Hasner Hardware Co., St.

Louis—H. J. Hopkins. Director and Buyer.

General Sales Co., Detroit—Nelson J. Clark.

Vice-Prest. and Mgr.

Grant 00., J. D., Fargo—J. D. Grant,

Greene Co., C. W., Tampa—C. W. Greene.

Prest.

Griswold-Sohl Co., Columbus—Curtis Sohl.

Gen. Mgr. .

Hatcher Co., A. 5.,

Hatcher, Prest. '

Herring Motor Co., Des Moines—“7. E. Wiss

ler, Gen. Mgr.

Hlne-Watt Mfg. Co., Chicago—William H.

Wilking, Treas.

Hlppee States Co..

Liston, Gen. Mgr.

Holllday 6. Co., W. J.,

Tuttle, Secy.

Interstate Electric Co., New Orleans—Por—

clvnl Stern. Frost. and Gen. Mgr.

Jackson Motor Supply Co., Pittsburgh—C. E

Jackson, Prest.

Johnstown Automobile Co.,

George L. Brown, Sales Mgr.

Korsmeyer Co., Lincoln, Neb.—I.. \\'.

meyer, Vice—Prest.

Lockwood-Ash Motor Co.,

Lockwood, Prest.

Lowe Motor Supplies Co., New York—M.

“'hitelnw. Socy. and Treas.

McCauley-Ward Motor Supply Co., Waco.

Tex.—C_ 0. McCauley, Frost. and Mgr.

McCoy Notor Supply Co., Los Angeles—

Henry D. McCoy. Prest.

Kansas City—E. J. Hess.

Macon, Ga.—A, S.

Des Moines—Joseph H.

Indianapolis—C. E.

Johnstown—

Kora.

Jackson—A. l..

McCullough at San, J. H., Phlladeiphla—

George L. Fischer, Mgr.

M d. M Co., Cleveland—Vii. B. Davis, Presl.

Minneapolis Iron Store Co., Minneapolis—

.l. M. McClure, Buyer.

Missouri Auto Specialty Co., St. Louis—L. E.

Allmon, Prest.

Motor Car Supply Co., Chicago—Sidney F.

Beech, Prest.

Motor Equipment Co.,

bach, Prest.

Motor Hardware & Equipment Co., San Diego

—George W'. Calton. Prest. and Mgr.

Chicago—D. Rosen

Natlonal E 6, A Supply Co., Peoria—Theo

Bass, Prest.

Nebraska Buick Auto Co., Lincoln—C. is

Carper, Mgr.

Nevada Auto Supply C0., Reno, Nev.—-H. F

llolmshaw.

Northwestern Auto Supply Co.,

Mont.—E. C. Guthard, Gen. Mgr.

Nicols. Dean 0. Gregg, St. Paul—Sidney 8

Dean. Sec.

Ohio Rubber Co.., Cincinnati—L. F. Vollmer.

Mgr.

Ozburn-Abston G. Co., Memphis—N. Field

Ozburn, Dunbar Abston.

Pennsylvania Rubber & Supply Co., Cleve

Billings.

land—J, C. Him). Prest.: H. G. Smith.

Treas.

Piedmont Hardware Co., Danvllle, Va.—

Spencer James.

Picard &. Co., Inc., A. J., New York—A. J.

Plcard, Prest.; R. A. Picard, Vlce-Prest.;

J. J. Grace, Purchasing Agent.

Powell Supply Co., Omaha—Clarke C. Powell.

Prest.

Providence Auto Equipment Co., Inc.. Provi

dence—Francis F. Kellogg, Mgr. and Tress.

Remlck Co., James 5., Sacramento—James

S. Remick, Prest.

Repass Automobile Co.,

Clark, Vice-Prest.

Roberts Electric Supply Co., H. C., Syracuse

—H. I. McConnell. Mgr.

Roberts Toledo Auto Co..

Roberts, Prest.

Rubel & Co., Charles, Washington, D. C.—

Charles Rubel, Prest.

Shadbolt e. Boyd iron Co., Milwaukee—D. M.

Davis, Second Vice-Pro.le F. Hamilton

Suter. Mgr.

Shattuck George Iron Co.,

George, Prest.

Shuler Auto Supply Co., Inc., New Orleans—

A. H. Bordon.

Sleg Company, Davenport, lowa~R_ P. En~

glel art, Treas. and Gen. Mgr.

Southern Auto Supp‘y Co., Chattanooga—

D. A. Graves, Sony. and Trcas.

Waterloo—C. A.

Toledo—Stanley

WIchlta—F “'.
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Southwlck Auto Supply Co., Tooeka—F. S.

Southwick.

Talman Auto Supply Co., Inc._

B. \V. Payne, Prest.

Tenk Hardware Co., Quincy, ill.—F. J. Tenk,

Vice-Prest.; A. P. Nesta, Buyer.

Toledo Rubber Co., Toledo—~E. C. Deardori't.

Prest.

Waite Auto Supply Co.,

Waite, Pur. and Mgr.

Warnock-erth Co., Sioux

Warnock, Prest.

Welnstock-Nlchols Co., San Francisco—Rob

ert Weinstock, Gen. Mgr.

Western Automobile Supply 60., Omaha—

E. A. Pegau. Prest. and Gen. Mgr.

Western Motor Supply Co., Minneapolis—(J.

J. ParkerrSecy. and Trees.

Whittemore-Slm Co., New York—Louis R.

\Vhittemore, Pres. and Treas.

Co., Seattle—Fred F.

Richmond—

Providence—E. D.

City—“’iiliam

Wh lton Hardware

Hawks, Tress.

Williams Hardware Co.,

Charles R. \Villiams, Prest.

Wood C0.. W. 0.. Minneapolis—W. C. Wood,

l'rest.; R. L. Bartholomew, Sales Mgr.

York Supply Co., Greenviile, Ohio—Charles

l<‘_ York, Prest.

Minneapolis—

CANADA

Canadian Falrbanks-Morse Co., Ltd., Mon

treal—A. J. Hopkins.

Cutten G. Foster, Toronto—L. F. Cutien,

Vice-Prest.; \V. L. Moncur, Mgr.

Hyslop Brothers, Ltd., Toronto—George M.

Mac\\'illiam, Gen. Mgr; Cecil Dixon, Sales

ML'r.

Mlllen 8. Son. John, Montreal—J. Ernest

Milien, Frost. and Managing Director.

Northern Electric Co.,. Montreal—M. .‘5.

Alien, Sales Mgr.; L. H. Bartholomew.

Buyer Automotive Equipment Sales.

Western Motor Supplies, Ltd., Regina. Sask.

--T;Viiliam Ellis, Mgr.‘

MANUFACTURERS

Albertson G. Co., Sioux City, Iowa—H. A. .la

cobson, Secy.

American Ever Ready Works, Long Island

City—L, H. Keller. Gen. Sales Mgr.; H. B.

ltamey, Sales Mgr. Storage Battery Div.

Alien Auto Specialty Co.. New York—William

A. Allen. Prest.; Richard A. Crooker, Sales

Mgr.

Apco Mfg. Co., Providence—’1‘. F. Wilson.

Prest. and Treas.

Atwater Kent Mfg. Works, Philadelphia—

H. E. Rice. Sales Mgr.; H. R. Carlisie, Mgr.

Replacement Sales.

Au-to Compressor Co., Wilmington, Ohio—

J. W. Lawhead, i'rt-st.; J. C. (iriiflths, Sales

Mun; R. O’Kevl'e, Rep; A. ll. Kilburn.

Rep.

Badger Mfg. Corp., Milwaukee—C. H. Hath

away. Prest.; H. D. W'akefieid, Salesman.

Bouncy Vise 11 Tool Works, inc., Allentown,

Pa.—i-‘. S. Durham. Vice-Prest. and Treas.

Brunner Mfg. Co., Utica, N. Y.—George L.

Brunner. Treas. and Gen. Mgr; J. H.

.\iehan, Sales Mgr.

Burd High Compression Ring Co., Rockford,

lll.—-O. P. Hand. Prest.

Cassidy Co., E. A., New York—Edward A.

Cassidy. Prest.; Gregory Fiynn, Vice

Prest.; Lawrence M. Lloyd, Director of

Advertising.

Central Brass &. Fixture Co., Springfield,

Ohio—P. P. Crabiil, l‘rest.; James Turner,

Gen. Mgr.

Champion Spark Plug Co., Toledo—R. A.

Stranahan, Prest.; F. D. Stranahan, Trez|s.;

F. B. Caswell, Sales Mgr; H. L. Corcy.

Adv. Mgr.

Chicago Fuse Mfg. Co., Chicago—Arthur S.

Merrill, Sales Mgr.; Walter 0. Rom‘h.

Eastern Sales Mgr.

Columbus Varnish Co.,

Hanna, Vice-Prest.

Connecticut Telephone Q. Electric Co., Meri

den—C. E. Stahi, Asst. Gen. Mgr.; \V. .i.

.iohnston, Field Mgr. of Sales.

Continental Piston Ring (20-, Memphis—E. T.

Lindsey, Prest. and Gen. Mgr., or Louis

Emrich. Assist. Gen. Mgr.

Cooper Mfg. Co., Marshaiitown, Iowa—H. M.

COoper, Secy.-Trees.

Corcoran-Victor Co., Cincinnati—T. H. Cur

ruthers, Secy. and Trees; E. A. Bisson

ctte. Sales Rep; W. W. Eariey, Sales Rep.

Corning Glass Works, New York—Irving R.

Cary. Mgr. Conaphore Div.

Columbus—S. W.

_Curtls Pneumatic Machy.

Crescent Tool Co., Jamestown, N. Y.—C_ it.

lesshelm, SHIUS Mgr.

Co., St. Louis—

\V. C. Hecker, Vice-Prest. and Sales Mgr.

Davies-Young Soap Co.,

Heidbrink, Sales Mgr.

Dayton Wire Wheel 60.. Dayton—William E.

Laidlaw, Sales Mgr,

Disco Electric Mfg. Co.,

Prescott, Sales Mgr.

Dayton—H. ll.

Detroit—Harry F.

E. A. Laboratories, Inc., Brooklyn—W. Von

l'lim, Secy.

Edelmann & Co., E., Chicago—Ehrich Edel

mann. Prest.

Edison Lamp Works, Harrison—C. M. Bun

neli, in charge of Automobile Lamp Sales.

Edison Lamp VVks.; J. H. Vogt, Rep. Auto

mobile Lamp Sales. Chicago District.

Firestone Tire <1 Rubber Co., Akron—H. l'.

McVi-‘illiams. Brownie Carsiake, C. H. Ger

hold, Mgr.

Fulton Co., Milwaukee—S. A. Fulton, Presl.

and Treas; E. L. \Vorcester. Southern

Sales Mgr.

Gates Rubber Co., Denveth. H. Crary, .ir.,

Mgr. Sundries Dept; H. C. Farran. Fac

tory Rep.; N. Mattingiy, Factory Rep; Ell

ward J. Tesdeli, Sales Mgr. Jobbing Div.

Gemco Mfg. Co., Milwaukee—Grant F. Disch

er. l‘rest.; G. H. Treviranus, Sales Mgr:

F. N. Kintzinger, Northeastern States Rep;

H. E. Taylor, Southern States Rep.; A. A.

Lighttoot, Middle “'est States Rep.

General Asbestos 4. Rubber Co., Charleston—

C. B. Jenkins, Jr., Vice-Prest. and Sales

Mgr.; J. T. Jenkins, Secy.; John F. O’Brien,

Mgr. New York Branch; J. H. Bricker.

Mgr., Pittsburgh Branch; H. L. Parmentmz

NIng Chicago Branch.

Globe Machine & Stamping Co., Cleveland—

W. F. Edwards, Traveling Sales Rep.

Goodrich-Lenhart Mfg. Co., Philadelphia—

lvan F. Goodrich, Prest.: William F, Ed

wards. \Vestern Mgr.

Gray 6. Davis, Inc., Boston—W.

Engr.; Vv'iliiam Gray, Prest.

H G. D_Co.. Goodland, ind.—R. W. Romine.

Secy.

Halladay Co., L. P._. Streator, lli.—I.. l'.

Haiiaday, Prest.; \V. J. Helneke. Salt-s

Dept.; Dean L. Mnbt-rly, Sales Dept.

Haney 6 Co., J. H., Hastings, Neb.—D. 0.

Duncan, Asst. Sales Mgr.

B. Moses.

Harvey Spring &. Forging Co., Racine Junc

tion, WIs.—-T. H. Van Horn, Sales Mgr.

Hawthorne Co., Bridgeport—E. A. Haw

thorne, Vice-Prest.; E. H. Hawthorne.

Secy.; F. C. “'est, Chicago Rep.

Heinze Co., John 0., Springfield, omi—R. B.

Miller, Gen. Mgr.

Her: if; Co., New York—Gustav L. Herz,

Vice-Prest.

Hill-Smith Metal Goods Co., Boston—H.

Franklin Libby, Kansas City Sales Mgr.

Howe Lamp &. Mfg, Co., Chicago—Bert G.

Cochrane, Vice-Prest.; H. P. Rhodes, Sales

Rep. .

illinois Brass Mfg. Co., Chicago—Frank Pari

zek, Prest.

imperial Brass Mfg. Co., Chicago—James T.

Grecniee. Mgr. Automotive Parts Div.

J &. B Mfg. Co., Plttsfield—George H. South

ard, Jr., Treas. and Gen. Mgr.; Floyd A.

Knight, Sales Mgr.

Jefferson Electric Mtg. Co., Chicago—A. R.

Johnson. Secy. & Sales Mgr.

Jiffy Jack Co., Cleveland—D. C. Kennedy.

Sales Mgr.; L. W. Perkins, Gen. Mgr.

Judd &. Leland Mfg. Co., Clifton Springs,

N. Y.— M. L. Harlem, Salesman.

Kiaxon Co., Newark. N. J.—D. A. McCon

nell, Prest.; Walter P. Coghlan. Secy.

Laminated Shim Co., inc., New York—Brad

ford Darrach. .ir.. Gen. Mgr.

Lawson Co., F. H., Cincinnati—.1~ Arthur

Buhr, Secy.

Liberty Accessories Corp., St. Louis—J. C.

Stiles, Prest.

Luthy Hydrometer Co.,

Ready, Secy. Trcas.

McQuay-Norrls Mfg. Co., St. Louis—W. K.

Norris, Prest.; Charles L. Derrickson. Gen.

Rep.; L. A, Sati'ord, Second Vice-Prest.

Manhattan Electrical Supply Co., New York

--K. S. Byrd, Sales Mgr.

Marvel Accessories Mto. Co., Cleveland—S. 1.

Rose. Prest.

Mayo-Skinner Mfg. Co.,

Mayo, Secy. and Treas.

Metal Specialties Mfg. Co., Chicago—N. H.

Oliver. Gen. Sales Mgr.

Milwaukee Auto Engine 6“ Supply Co., Mll

waukee—B. D. Zimmerman, Prest.

Mosler & Co., A. R., Mt. Vernon,

J. W. Fischer, Jr_., Sales Mgr.

Mossberg Co., Frank, Attieboro—Walter i.

Tuttie, Gen. Mgr.; Frank T. Chase. Sales

Mgr.; H. E. Ring. Eastern Rep.; E. W.

Scott, Middle West Rep.; Frank W. Lynn.

Southwest Rep; John E. Coiiey and Fred

Minnich. Southeast Rep.

Mote-Meter Co., inc., Long Island City—E.

V. Hennecke, Sales Mgr.

Motor Specialties Co., Waltham—F. C. Her

see, Gen. Mgr.; A. Fraser. Sales Mgr.

National Lamp Works, General Electric Co.,

Chicago—Arthur W. Freund, Gen. Mgr.

National Standard Co., Niles, Mich.—R. W.

Smith. Sales Mgr.; E. W. Scott.

Nelson Mfg. Co., E. A., Chicago—Fred J.

Radioff. Secy. and Treas.

New Era Spring 6. Specialty Co., Grand

Rapids—Viiiiiiam Smaiiey Daniels. Prest.:

Burton “'ilson, Eastern Traveling Rep.

Niehoff 6. Co., Inc., Paul (3., Chicago—Con

rad E. Niehofi’. Secy. and Treas.

Northwestern Chemical Co., Marietta, Ohio—

F. R. Hall, Prest. and Gen. Mgr;

Casey. Southern District Mgr.

Nu-Back Mfg. Co., St. Louis—E. V. Wilkin

son, Prest.

Osgood Lens 6. Supply 00., Chicago—C. W.

Price, Sales Mgr.; W. B. McKeand, Mgr.

Detroit—J, Edward

Chicago—Franklin

N. V.—

V. V. -



12
May 2!, 1919

MOTOR WORLD

 

Motor World’s

Representatives

At the Hot Springs meeting of

the jobbers The Class Journal Co.

will be represented by: H. M.

Swetland, president of the com

pany; Ray W. Sherman, editor of

Motor World; Charles B. Shanks,

manager of Motor World; and

Howard Spohn, special representw

tive.

  

 

Packard Electric Co., Warren, Ohio—N. A.

Wolcott. Gen. Mgr.; R. W. Skillman. Cable

Sales Mgr.; W. F. Parker, Sales Mgr.; J.

Ed. Erickson. Sales Mgr., New York Office.

Perkins-Campbell Co., Cincinnati—M. D.

Campbell, Secy. and Sales Mgr.; H. Kern

mel, Chicago Branch Mgr.; J. P. Mills,

New York Branch Mgr.

Piston Ring Co., Muskegon, Mlch.—L. F.

Ivcrson, Asst. Sales Mgr.

Pyrene Mfg. Co., New York—Walter Bauer,

Prest.; G. P. Rogers. Gen. Sales & Adv.

Mgr.

Raybestos Co., Bridgeport—M. F. Judd. Sales

Mgr. ‘

Rowe Calk & Chain Co., Pianteville. Conn.—

L. B. Powell. Sales Mgr.

Russell Mfg. Co., Mlddietown, Conn.—L_ J.

Miley, Mgr. Chicago Office.

8 &. M Lamp Co., Los Angelee—James R.

Shirrefls, Prop.

Sears-Cross Co.,

Secy. and Treas.

Shaler Co., 0. A., Waupun, Wis.-—Robert B.

Dunlap, Sales Mgr.; R. E. Malone, Eastern

Rep.

Sharp Spark Plug 00., Cleveland—John F.

Johnson, Prest.; W. E. Hooker. Sales Rep.

Sparks—Withington Co., Jackson, Mich.—

XVllliam Sparks, Vice-Prest. and Gen. Mgr.

Spencer Metal Products Co., Spencer, Ohio—

George G. Bouthinon, Gen. Mgr; John B.

Firestone, Trees; Ben Asch, Sales Rep.

Splltdorf Electrical Co., Newark, N. J.—H.

Hucknali. Mgr., Chicago; C. J. Kephart,

Mgr., Kansas City; C. C. Munson, Mgr.,

New York; Jack Hiscock. Adv. Mgr.; H. R.

Curtiss, Pacific Coast Mgr,

Sterling Mfg. Co.,‘Cleveland—W. M. Scott.

Secy. and Sales Mgr.

Stevens & Co., New York—Louis Schwab.

Sunderland Mfg. Co., Chicago—George Sun

derland, Prest.; W. J. Sunderland, Sales

man.

Thermold Rubber Co., Trenton—Robert J.

Stokes, Edwin B. Knowles. Sales Mgr.

Tide Water Oil Co., New York—H. S. C.

Bacon. Eastern Division Manager; H. J.

Guthrie, Mgr. Veedoi Dept.; C. W. B.

Fisher; F. H. Dickison.

Tlngley & Co., Charles 0.. Rahway, N. J.—

William McCollum, Partner.

Tuthlll Spring Co., Chicago—D. S. Campbell.

Secy.

Van Cleef

Cleef.

Victor Mfg. &. Gasket Co., Chicago—Paul F.

Victor. Secy. Trees; Abner C. Deleon,

Sales Mgr.

Voorheee Rubber Mfg. Co.,

Brooklyn—Paul Muller,

Brothers, Chicago—Noah Van

Jersey City—
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tion to make more profit.
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Coming! Coming! Coming!

Save Money in

FORD REPAIRING!

MAKE MORE MONEY ON YOUR SERVICE

A complete course in Ford repairing will be

conducted in the Better Mechanics Depart

ment of Motor World.

PERATE with labor-saving methods and machinery. Weeks of

time and hundreds of dollars can be saved by the use of modern

methods and machinery. Some of this machinery you already have,

but many shop operators have found that there are uses for their

machinery that they didn’t know about. And often the addition of

some small tool will make it possible to perform a series of opera

tions in a way that saves time and money. You can’t afford to miss

this series—and you should preserve it and have it always avail

able for study by your organization.

The series, beginning June 4, will take up first the Ford power

It will show how to

It will put your shop in posi

 

plant. The major subjects in order are:

I—Ford Power Plant. IV—Chassis frame and dash.

II—Rear assembly. V—Body. top and windshield. =

III—Front assembly. VI—Steering gear. E

The Ford Power Plant chapter will be sub-divided as follows: E

l—Removing the engine from the car. 10—0verhaullng the transmission.

Z—Takiflg down the engine and trans- 11-Testlng. repairing and overhauling

mission. the magneto.

3—Testlng the crank5haft and Tebabblt' 12—Assembly of engine and transmission.

tmg the DIOCk' Iii—Testing the engine.

4—Burning in the bearings. 14_The ‘ nmcn 5 at

5—Reboring the cylinders. 5— 8 y em.

6—Allgnlng connecting rods. 1 The Radium“ E

7—Refacing valve seats and reaming Iii—Gasoline tank. pipe. strainer. mufl‘ler. g

valve-stem guides. lamps and equlpmem~ 5

8—Removlng carbon and grinding valves. iT—Repiacing the power plant and equip- é

O-Fitting new pistons and piston rings. ment in the car. g

Coming June 4—Don’t Miss the First Story g
e i

Make Money in 1919 Make More in 1920 s
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K. B. Spencer, Accessories Sales Mgr.; C.

L. Falkinburg, Salesman.

Walden-Worcester, lnc., Worcester—Lyman

H. Bellows, Secy.; Leland H. Craig, Mgr.

Chicago Office.

Walker Mfg. Co., Racine—W. H. Walker.

Vice-Prest.; \V. T. Walker, Secy. and

Trees; A. \V. Shattuck, Harry E. Smith,

J. H. Cooper, Salesman.

Warner-Patterson Co., Chicago—Howard E.

Patterson, Gen. Mgr.

Weaver Mfg. Co., Springfield,

F. Hodgson, Secy.

Weldenhoff Products, Chicago—Joseph and

Leslie VVeitienhoff, Sales Dept.

Whitehouse-Lecompte Mfg. Co.,- Newark,

N. J.—VViiiiam S. Holmes, Sales Mgr.

Wire Wheel Corp. of America, Buffalo—W. J.

St. Onge, Mgr. Service Dept.; M. W. Bart

lett, Eastern Rep.

"X" Laboratories, Boston—Louis J. Stern.

ChieiI Chemist and Mgr. of Sales.

lll.—Charies

CANADA

Canadian Lamp &. Stamping Co., Ltd., Ford

City, Ont.—C. ll. Hampton. Prest.

Champion Spark Plug Co. of Canada. Ltd.,

Windsor—F. B. Caswell, Vice-Prest_ and

Gen. Dir.

McKinnon Industries Ltd., St. Catharines,

0nt.—D. S. Brisbin. Asst. Mgr. of Sales.

Motor Products Corporation, Waikerviile.

Ont—H. J. Stoops, Mgr.

Splitdorf Electric Co.. Toronto—C. K. Nelsnn.

Mgr.

 

Boston Ford Building Turned Back

BOSTON, May 16—The Ford Motor

Co., which early in the war gave up its

building in Cambridge for use of the

government quartermaster department,

this week returned to its old home, the

army having vacated the building and

turned it back to its owner.
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THE NEW SCHOOL DAYS

  

    

Aw! THAT ONE'S A alum?

BUT THE ONE'THAT ans

ME iS HOW TO FIGURE Our

WHAT |§ THE RESISTANCE

0F 15 ANGLE WORMS' PER

SQUARE FOOT 0F 50H. ON A

THREE Barron PLOW

Hmqu T0 BIZI 20—30

     

CAN YOU DO THAT_ PROGLEM

ABOUT WHAT GEAR RATIQ |S

NEEDED TO GET 4 MILES PER HOUR

ON LOW WITH ENGINE RUNNING

AT A SPEED OF 950 RIO-m. ?

\____‘

  

 

Farmers’ sons will go to such s‘chools as Sweeney's and Rahe’s and learn tractor mechanics

(News Item in MOTOR WORLD)
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When You Come to Old New YOTk

For years New Yark dealers have wanted a real meeting place, and now they have one that is second to none. They

on these two pages. Harry Gardner, formerly of Syracuse,
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New Home of the New York Dealers

  

Y leased two floors above the Colt-Stratton aalosroom at 1845 Broadway and converted them as per the pictures

‘cretary, and the latch-atfing is always hanging out
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Brings Forbes a Profit

In the Combined Sale of Cars, Tractors and Farm Light in

a Small Illinois Town. Read About How He Does It

HE bigger the line the

bigger the profit. But—

-the business must be

organized on a basis of depart

mentization if maximum prof

its are to come.

Cars, tractors and farm light

.are being handled with profit

by L. E. Forbes, who operates

the Forbes Motor Sales Co. in

Clinton, 111., a rural town of

6000 population.

He sells, Paige cars, Delco

Light, and Moline, Plowman,

Titan and Samson tractors.

He has the work divided. He

manages the whole business

and roots into each activity as

occasion demands.

Forbes at the Head

At the head stands Forbes him

self. He has general supervision

over the entire organization, di

rects the sales and service and him

self takes a personal part in the

selling of all three of the automo

tive lines he handles.

In addition to himself he employs

(one special car salesman who

spends all of his time in solicita

tion. Incidental to his work on

cars this man connects with both

the tractor and light plant depart

ments, principally through report

ing the prospects for either he dis

covers in the course of his regular

work. He is not expected to take

an active part in the sale of any

thing but cars.

For the conduct of the tractor de

partment Forbes has formed a part

nership with Dave Gano. The latter

is the leading hardware and imple

ment retailer in Clinton. In addition

a special tractor salesman is kept

constantly at work soliciting tractor

orders. Forbes, the special man, and

Gano all sell tractors. The imple

ments which go with the tractors are

sold by Gano alone.

Similarly for the farm light de

partment Forbes has formed a part

nership with E. Kent & Co., a firm

selling electrical equipment. A spe

cial light plant salesman also is em

ployed whose whole time is devoted

to selling. Forbes and this special

man do all the selling of the farm

lighting plants.

All wiring, installation, electrical

equipment and electrical accessories

belong to E. Kent &’ Co., and with

these Forbes has nothing to do, with

the exception of pumps and water

supply plants. The Kent company

does the wiring and renders the

necessary service on light plants in

return for the privilege of the monop

oly on the equipment and accessory

trade which follows the introduction

of the lighting systems.

Service on cars is delegated in

much the same way. Forbes does not

operate his own shop, although the

shop is in his building, and is run

primarily for his benefit. In order to

relieve himself of the responsibil

ity of looking after it he rented it,

on April 1 last, to three mechanics

who were at the time in his employ.

These mechanics pay a small cash

rental and render in addition such

free service on cars and tractors as

Forbes elects to give. All 'repair and

service work on both cars and trac

tors, for which a charge is made, be

longs to the shop. The bills for such

services are rendered through the

Forbes Motor Sales Co. office and are

collected by the concern on a 10 per

cent collection charge basis. Forbes

reserves the right to determine arbi

trarily whether the service in any

particular case shall be free service

or shall be charged for.

This shop arrangement covers the

service on cars.

In the tractor department a special

tractor service man is employed who

looks after all tractor troubles and

who also assists in making tractor

sales.

Service on all farm operative

equipment sold with the tractors is

rendered by Gano, an experienced

farm implement man.

Service on farm lighting plants is

rendered by E. Kent & Co., especial

ly equipped to handle it.

Organization Not Complicated

This plan looks rather complicated,

but in reality it is very simple and

effective and is working out admirab

ly in practice.

It will be noted in particular that

Forbes himself, and the Forbes

Motor Sales Co., practically are re

lieved from direct responsibility in

the matter of rendering service by

delegating it in every case to factors

especially equipped and competent

to render it, while at the same time

reserving the right to say what ser

vice and how much shall be given

and whether it shall be free service

or service which must be charged

for.~
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Here 410 the organization chart upon which Forbes operates and the one that has made it possible for him

to concentrate his energies

 

How a British Dealer Got Back to Business

Read His Story and Find in It Inspiration That Will

Help YOU if You Ever Get Up Against a Hard Situation

DITOR MOTOR WORLD: I thankyou for

our letter of Jan. 25, 1919, in which

you invite me to write to you and tell you

of some of the problems which we are en

countering in this country in connection

with the distribution of automobiles. I

have been meaning to do this for a long

time past, but I have been so busy solv

ing the problems that I have not been

able to spare the time. I will endeavor

to tell you briefly what has happened

since the armistice.

My company distributes a well-known

British car in a large district in the

south of England, and prior to the out

break of the war did it very success

fully. In September, 1914, production

stopped, but as I was on active service

by this time I was not greatly concerned.

In September, 1917, a meeting of dis

tributors was held, and at their request

the factory decided to introduce a light

four-cylinder _car to sell for about $1,750

as a post-war model.

On Nov. 11, 1918, I sat down and care

fully thought out the position with a

view to booking as many orders as I pos

sibly could before all the British manu

facturers had formulated their plans. I

decided to take every advantage of the

fact that the factory I represented was

nearer production than any other.

All that I knew about the car was its

principal dimensions, and the leading

features of the specification, but what I

did not know about it was the price it

would be marketed at and when deliv

eries would commence.

I carefully studied the specifications and

selected the features which I knew would

appeal to the motorist about to purchase

a Post-War Model. They were:

Light gasoline consumption.

Entire absence of grease cups.

Suitability of the car to be driven by

the owner and cared for by him.

No chauffeur necessary.

I then launched an intensive advertis

ing campaign, and treated every inquiry

as something very valuable.

All these inquiries were carefully re

plied to and a series of follow-up letters

posted to each prospect at intervals of

one week. ‘

At the same time I wrote to every

distributer and manufacturer as a car

purchaser and very carefully studied the

replies I got. Ninety per cent of these

were mere acknowledgments of my in

quiry and gave no useful information.

I therefore decided that my letters

should give as much news concerning

my new model as they could, and the

fullest specification possible was inclosed

with each one.

This is where I scored.

The public, after spending three years

without being able to motor, were car

hungry. They wanted a new car at the

earliest possible time, but they also

wanted some idea of what that car would

be like.

My letters told them all about the car,

and, because they did this, conveyed the

impression that I should be giving earliest

deliveries.

As a result, before Christmas I had

sold every car'that I was likely to re

ceive during 1919.

Every order booked was accompanied

by a deposit which I agreed to return at

any time upon request. It might be

thought that as the order was in no way

binding it was valueless, but I calculated

that after Mr. Motorist had gone so far

as to place an order and give a deposit he

would cease to worry about investigating

other makes of cars. He had got his

name down for a new car, had got it

down early, and therefore stood a good

chance of getting early delivery. If he

cancelled and transferred his order, he

would have to wait so much longer be

fore he could resume motoring.

My supposition was correct.

In March of this year, the other dis

tributers and myself were called to the

factory to try out the new model and

hear the price announced. We went, and

found the car a wonderful job in every

respect, and one that would almost be a

self-seller. But the price!

Instead of $1,750 as we anticipated, it

was $3,500, owing to the cost of material

and the high rates of wages in force.

We were informed that the pre-war model

which was sold for $1,425 in 1914 would

have to be sold for $2,500 in 1919 to yield

the same profit, so high were the in

creased production costs.

Naturally this big increase in price

had a bad effect on my order list, and

50 per cent of the orders I had accepted

(Continued on page 44)
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HOW TO TRAIN EMPLOYEES

If You Are to Be a Leader in Your Line and

Make Money in 1.919, 'and More in 1920, You

Must Become a Leader of Your Men and PVomen

 
 

ou Should Teach Them to .'

‘ " l—rLive Better.

2—Look and Act Better.

3—Know More About Your Business.

4—Know More About salesmanship.

 
 

HE organization consists of men

who know how to co-operate to the

end of bringing business, and select

ing them and training them requires

a considerable period of time. Then,

,one always takes the chance of not

being able to replace a capable worker

with one as good.

There are many proprietors of re

tail businesses who do not realize the

importance of a well-trained sales

force. They hire people to fill differ

ent positions, give them a few premier

instructions, and then expect them to

go forward from that point and get

results.

This is scarcely fair.

In a large organization the sales

men are under the direct supervision

of a sales manager, whose business

it is to see that every individual un

der his charge is helped in every way

possible to become more highly trained

and more valuable to the house.

The heads of retail businesses are

coming to see the wisdom and neces

sity of training their selling forces.

The smaller the force, the more im

portant that the work be done right.

IF A MAN HAS ONLY ONE

EMPLOYEE, APPROXIMATELY

HALF OF THE SALESMANSHIP

WORK WILL FALL UPON HIS

ASSOCIATE, AND SO IT IS A

VITAL MATTER THAT THE MAN

HE HAS HIRED MAKES NO MIS

TAKES.

If there are twenty employees. the

business is divided into smaller frac

tions, but the proprietor is at the

mercy, as it were, of more people, and

so once more he must protect his own

interest by training his help.

Four Branches of Training

T may seem like a heavy responsibility

to attempt the training of clerks and

employees, with the idea of introducing

them to modern business methods. It

may seem also as though this would take

time and effort for which small return

would be received.

But this is not the case, for as soon

as ambitious people are started in the

right path, they are eager for improve

ment and become increasingly more valu

able. '

On the other hand, if an employee

doesn’t care to improve and is satisfied

to do his work in a way that will permit

him to “just get by," there is no encour

agement in trying to keep or train him,

and the sooner he is put on the toboggan

slide the better.

Every employer should be interested to

see that his workers are trained in the

four grand divisions of Preparedness:

(1) Hygienic living.

(2) Personal appearance, manners and

speech.

(3) Instruction in regard to the business

itself, its branches of service, the ideals

of service, the goal the business is

seeking to reach, and the actual poli

cies being carried out.

(4) Instruction in the fundamental prin

ciples of good salesmanship with a

special consideration of selling methods

adapted to the particular products or

goods being handled.

It is not enough to expect that em

ployees will pick up enough of these

matters themselves. Some may, but the

great majoritv will not. Then, it is true,

too, that if an employee catches a vision

of what he may make of himself and

finds he is gaining in his own mental

and personal equipment, he will be far

more likely to be satisfied to remain on

the job and to take an interest in it, than

if he is a mere time-saver.

Concerning Hygienic Living

HE average retail business man is in

clined to say to himself, “I haven't

time to train my help as to how to eat

and sleep, and work and play. They are

supposed to be reasonably mature when

they come to me, and I have enough to

do without starting in at the very begin

ning with them. Besides, what my help

do outside of business hours is no concern

of mine!”

This is not a sound view to take of the

matter, for an employee who lives upon

rich, greasy foods; who cats and sleeps

irregularly; who lacks a proper balance

between work and play; who is out

nights, or who is careless about his per

sonal habits, will not be a good invest

ment for the salary list. The term of

service of such a person is likely to be

short and unsatisfactory, and that is

wasteful in the extreme for the business.

How this matter may best be ap

proached depends upon the size of the

organization. A co-operative plan is ex

cellent, whereby a dozen or so merchants

arrange for classes in instruction, giving

employees an opportunity to attend. If

this is not possible, it is a relatively sim

ple matter to prepare a pamphlet of in

structions or recommendations for em

ployees to follow.

This pamphlet can be printed or it

may be typewritten and mimeographed.

It should be concise and to the point, and

should show how important it is for per

sonal success that every man improve

himself, and in order that what he may

have to offer for sale to others may be

truly valuable.

It is possible, too, for an interested

employer to have personal talks With

those with whom he is associated, giving

a word of praise or suggestion from time

to time. It is necessary to give each and

every _one a vision of what he can make

of himself if he is willing to do his part

in the upbuilding of the organization.

Group talks of a thoroughly inspira

tional nature may be held at the em

ployer’s home from time to time, with

some local athlete, physician, or hygienist

giving an address especially suited to

the case.
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It is remarkable what may be accom

plished in the way of establishing the

highest ideals as to right living and the

development of a strong, sound body. This

is important because it takes a healthy,

right-living individual to-day to meet the’

requirements of modern business.

Improving the Outward Appearance

OT long since a business man of wide

observation explained the striking

success of a retail friend of his, as due

in large measure to the attractive force

of clerks he had at work. His remark

was, “When you go into that place every

one is‘pleasant, everyone looks prosper-_

ous and happy, and you instinctively feel

that you are in an atmosphere strictly

businesslike, yet friendly, refined and

cheery.”

THERE IS NO DISGUISING THE

FACT THAT CLERKS WHO MURDER

THE ENGLISH LANGUAGE, WHO

ARE NOT CAREFUL ABOUT THE

FRESHNESS OF THEIR LINEN, THE

GROOMING OF HAIR, FINGER NAILS

AND TEETH, AND WHO DISREGARD

THE SMALL COURTESIES OF LIFE,

ARE A LIABILITY RATHER THAN

AN ASSET. MANY A BUSINESS HAS

BEEN SENT INTO BANKRUPTCY

THROUGH INDIFFERENT, BOORISH

AND UNATTRACTIVE CLERKS.

It is not to be expected that the em

ployer can conduct a class in etiquette,

but it is not too much to expect that he

will look after his own interests to the

point at least of a pamphlet of sugges

tions, personal talks with individuals, and

placing upon his shelves a few books

which may be read on this important

matter.

One of the ways of encouraging the

right atmosphere in one's own organiza

tion, is to give an occasional hour, two

hours, or an afternoon off" to different

clerks who are to go out and visit other

establishments and bring in a brief, writ

ten report of their observations as to

rnanners and methods, as they find them

in other establishments. To have this

report mean the most, it must be dupli

cated and a copy given to the rest, or

they must be brought together and the

report read to them.

Still another way is to have social

affairs frequently for the business force

,_--a banquet, a picnic, a social, etc., etc.,

at which time different ones are given

special responsibilities to carry out and

to perform properly. All of these things

have a direct reaction upon the business

itself.

The Business Itself

F an employee is to have a vision of

the wonderful opportunities ahead for

everyone, and if he is to appreciate the

dignity of the task in which he is en

gaged, he must understand the scope of

5usi ness as a whole. He must know the

.mportant part that the particular line

Jf business in which he is engaged plays,

ir-“d be proud of what the unit of which

18 is a part is doing. It is surprising

low little some employees know of the

work they are doing.

Not long since a young man who was

ng2;ged in a retail grocery grumbled

im I n uh I! I n
Illlllllllll lllllllllllllllllllllll"

ORE than one Captain of

Industry h a s declared

that if his business were de

stroyed he could soon rebuild

and start again. But that if

his organization were annihi

lated or wiped out for any rea

son, that replacing it would be

a much more serious matter.

  
.... . Illi'lllldlfl n" mumlllllllllllmllwlllu

because he had nothing to handle but

butter, lard, lard compound, and edible

oils. He said that it was the most unin

teresting line in the whole place.

A customer who chanced to hear him

stopped to have a little talk with him,

telling him that he was mistaken, for it

was food that won the war, and more

over fats played an important part; that

it was not until the business men of

America declared that they would sell no

more fodder to Scandinavia and other

neutral countries until an agreement was

reached, that the fats derived from this

fodder would not be shipped into Ger

many—that the tide of war changed.

In fact, a recent writer in a prominent

magazine declares, “This one single de

cision of the American business men in

the War Trade Board did more to help

defeat Germany than any other one de

cision made in America.”

Salesmanship Efficiency

HE young fellow woke up and began to

take an interest in what he was doing,

and in the far-reaching importance of the

staples in his care. He is more valuable

to-day than he was a month ago.

It is surely the province of the em

ployer to interest the men who work for

him in what they are doing, and to help

them to do it well.

i ....m .m

The day has gone past when salesman

ship is a haphazard matter, or when

untrained men can hope to compete with

trained men. There is no excuse for

lack of training, for there are local

schools, clubs and classes, correspondence

courses, illuminating books and splendid

trade literature in abundance. Anyone

who wants to learn can.

The trouble is many employees do not

know what they lack, or what there is

available with which to help them them

selves. Here again is where the em

ployer comes in.

Many large industrial concerns pay for

courses of study for promising em

ployees. It would seem like a big ex

pense for a manufacturing plant to take

out two or three thousand tuitions in a

course at a hundred dollars each, but it

has been done, and the firm finds it a

good investment.

The retail business man may not feel

like doing this, but if he has a promising

employee he can offer ‘him an advance

in salary if he completes a certain

course, so as to make himself worth more

money, or he can pay for half the course

if the employee will pay for the other

half, thus making it certain that he will

appreciate his opportunity.

Or, he can call his attention to helpful

trade literature, asking his opinion on

certain books br articles, thus leading

the one he would help into the right

mental channels to find that help.

The strength of a business organiza

tion depends upon the caliber of its men

and the morale of the force. Business

principals who achieve success make defi

nite, far-ahead plans to build up a strong

organization which shall keep pace with

and perhaps lead competitors in the

field. .

This is merely working out the

obvious truth that “what we are inter

ested in, we enjoy doing, and usually

learn to do well!”

Marco Farm Light Plant

HE Marmon Chicago Co., Chicago,\ is

building the Marco electric light

plant in unit type. The engine and gen

erator are mounted side by side on the

base and the generator is driven by a

silent chain. The engine operates at a

speed of 800 r.p.m. and the generator

runs at 1800 rpm.

The control unit enables the current to

be tapered off as each cell is fully

charged, and this automatic reduction of

the flow of current takes place independ

ently of the engine speed. If the gover

nor should slip or be incorrectly set, the

control unit would prevent overloading of

the generator with consequent damage.

Everything, including engine and gen

erator, is mounted on a single compact

base. The engine can be removed in a

few minutes and mounted on skids or

field machinery when necessary. The en

gine develops 4 hp. and is air-cooled. The

generator has a capacity of 1250 watts

and will.handle an overload of 25 per

cent.
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WHAT TO SAY WHEN THE PROSPECT SAYS:

   

  

 

" ATEST suggestion from the sales

I I department on subjects for our

sessions on browbeating the pros

pect.”

Tommy Trumbull, sales manager in the

house of C. J. Reilly, Inc., dealer in the

Sennett car in and about Callawassa, laid

on the desk of the boss a brief note from

one of the boys. The note said:

“Got a bird who says our price is too

high. What shall I do with him ?"

“Hu-m-m!” hummed Reilly. “Nice

question, isn’t it? Of course, the thing

to do is sell him a car—if we can. The

only problem is how. Outside of that it’s

as simple as lying abed in the morning.”

“The other arghments we figured out,"

Tommy remarked, “on putting the bee on

the lad who is waiting for lower prices,

and the fellow who isn't ready to buy

yet, and the man who wants a million

dollars for his old car, are working out

well, so the boys say, and now let’s lay

for this gent who has an idea our price is

too high."

"Well," began Reilly in his usual way,

“maybe it is too high. If it is, there is

no use trying to sell the car to the man.

If a man can't afford to own a Sennett I

YOUR

THE FOURTH

PRICE

Is

TOO HIGH

By Ray W. Sherman

In

“You know, Tommy, the satisfaction

a man gets with a car is not because of

what the car does but because of what

the owner thinks- it does. If the man

buys a car with the thought that he is

going to get a lot of enjoyment out of it

and then finds he can’t get enjoyment out

of it he is going to put some of the blame

on the car. If wesell a Sennett to a

man who should not have paid that much

money, he is going to tell his friends the

car costs too much to run—and he will

be right, and also wrong. It IS too ex

pensive for HIM to operate, but it is an

ideal car for the man who can afford to

buy it and run it. Also, comparatively,

it isn’t an expensive car to own or op

erate.

Can He Alford a Car?

“Therefore, one'of our first jobs is to

find whether the man really can afford

our car. If we find that he honestly

can’t afford one, try to sell him a used

car, and if he won’t fall for that then tell

him to buy a new Kenton at a thousand

dollars. He’ll like you for it and some

day he’ll come back and get a Sennett

and be a satisfied owner.”

“That’s fine—so far," commented

Tommy.
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Car Sales Sloria

“Very well, then,” added Reilly. “We've

still got to get to the man who has the

money but thinks the price is too high.

We can’t reduce the price, so the only

thing we can do is increase the value of

the car, in his mind, by selling him still

farther.

Making Comparisons

“He probably is comparing our car in

his mind with other cars which are of

about the same size and power but which

sell for a little less. Maybe some of these

are about as good as ours and somewhat

lower in price, but even if this be the

case we still must make an effort to

make our car seem more valuable to him.

He probably never will regret paying the

price for it after he has had it a while.

“He probably doesn’t understand why

the car is better and therefore costs more.

For example, ask him to look at the way

the doors fit. Have him stand on the

side of the car away from the light and

look at the doors opposite. In a poorly

built car you can often see out through ‘

the cracks in the door when the door is

closed. But there’s nothing like this in a

Sennett.

“Take up with him several other of

these things that are perfectly obvious.

such as the quality of the up

holstery, the way it is fas 

don’t want him to have one. Any man

who buys a Sennett and

hasn’t money enough left to
get some insurance, pay for gum“““ '1

gas and oil and have some 2

spending money left to buy

roadhouse dinners isn’t go

ing to be very happy with

his car, and if he isn‘t happy

with the car he is not going

to be a satisfied owner. The

only way we could make him

satisfied would be to provide

him some extra change, and

that is not within the scope

of our service department.

  
The Five Stories in the Series Are:

1—“I’ll Wait for Lower Prices”. . .

2—“I’m Not Ready to Buy Yet" . . . . . . (May 7)

3—“My Old Car Is Worth More”. . (Last Week)

4—“Your Price Is Too High”. . . . (This Week)

5—“Your Competitor Cuts Prices”. . . (May 28)

nmnmnmnum

. . (April 30)

tened down along the body

rail, the way the hood fits,

the way the rims fit, the size

and quality of the steering

wheel, and a lot of little

things that he could have

seen for himself if he had

known enough to look for

them.

“Meantime you should.

have been giving the man'sl

clothing a good once over.

5 (Continued on page 44)
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Nash Quad Steering

Wheels
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Gear and

Rear Wheels Made to Track with Front Ones

byAdjustment on Drag Link—Removal of Wheels

HE Nash Quad has an irreversible

T steering gear, and the steering de

vice operates on all four wheels.

It should be so adjusted that the rear

wheels track perfectly with the front

ones. If this adjustment has been dis

turbed for any reason so that the wheels

do not track, it can be reset through the

steering drag links which connect the

steering device with the knuckle arms.

To make the adjustment:
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Fig. _1-(Above) Taking the end

plag out of the steering post

Fig. 2—(Right) Two men can

easily lift of a wheel by this

method

l—Loosen the locknut for the adjust

able ball socket on the left side.

2—Remove the socket plug on the sta

tionary or right side.

3—Detach the drag link rod from the

knuckle arm.

4—Turn the rod in or out as required

to make the wheels track properly.

5—Replace the parts as they were.

Care must be taken not to set the ball

socket adjusting plugs too tight, as this,

will result in the truck steering hard.

The adjusting plugs are held in place by

cotter pins which fit into the slotted head

of the plug.

End Play in the Steering Post

To take up end play in the steering

post:

l—Loosen the steering-gear-shaft lock

nut.

2—Turn the steering-gear-shaft adjust

ing screw up far enough to take out the

play. Both the screw and the locknut are
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Fig. 3—The wheel

and axle assembly,

showing details of

the mechanism for

steering and driving

the truck All four

wheels are alike in

this respect.

 

 

located in the bottom of the steering

gear box and bearing.

3—Tighten the locknut.

If the universal joint of the steering

knuckle becomes too loose, the play can

be taken up as follows:

1—Remove the four bolts in the uni

versal-joint-housing flange.

2—Remove one of the small shims.

3—Replace the bolts.

The Wheel and Steering-Knuckle

Assembly

The truck is both propelled and steered

through the wheel and steering-knuckle

assembly. The liee axle from the differ

ential, acting through the universal joint,

delivers the power of the engine to the

wheel by meals of a pinion mounted on

the end of the universal-joint yoke which

engages with the internal ring gear in

the wheel. The wheel is mounted on the

steering spindle on two roller bearings

and thesteering-knuckle spindle is se

cured to the axle bed by a knuckle pin,

the weight being carried on a pedestal

bearing.

Removing the Wheel

This requires two men.

l—Remove the hub cap, spindle nut and

washer.

Z—Provide two bars, 2 ft. long and

about 7/5 in. in diameter. Insert these

through the mud-chain-bolt holes in the

wheel.

3—One man stands in front of the

wheel and the other behind it, each lift

ing on the bar nearest him. The weight

of the wheel is not too much for two

men to handle in this way.

The axle bed should be firmly mounted

on jacks or blocks capable of withstand

ing the weight of the truck.

Before replacing the wheel:

4—Clean the internal-gear chamber

thoroughly with kerosene, freeing it from

all oil, grease and dirt.

5—-Wash the bearings with kerosene.

6—Lubricate the ring gear and bear

ings.

7—If new felts have been inserted in

the packing retainers, place a piece of

tin or strap iron around the felts so as to

decrease their diameter and thus permit

the brake drums of the wheels to pass

over them.

8—Replace the wheel on the spindle.

9—Tighten the wheel bearings firmlv

then release one turn to give the neces

sary freedom to the bearings. If the

bearings are‘too tight, breakage is liable

to result.

Removing Steering-Knuckle Pin

l—Rentove steering-knuckle-body-plug

lock screw.

2—Remove knuckle-body plug.

3—Insert a bolt (3 in. long, 1%; in. di

ameter, 18 threads) in the threaded hole

in the lower end of the knuckle pin. By

inserting a fork or wrench over the head

of this bolt and gently tapping down

ward, the knuckle pin is withdrawn from

the axle bed and the removal of the

knuckle is completed.

4—If the pin has rusted in place, a

more complete disassembly than called

for in operation No. 3 will be necessary.

B—Remove the spring and axle shaft.

6~Remove the wheel-universal joint

from the knuckle body.

7—Rem0ve the small knuckle-pin cap.

8—Place a small brass rod in the up

per end of the knuckle pin and drive this

downward. A

9—IAdjustment of the bearing is by

means of shims between the axle bed and

the upper pin bearing in the knuckle

body.
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How the High-Tension is Grounded on

the Ford

Editor Motor World: How is the high

tension current grounded on the Ford ig

nition system? I know the current from

the magneto goes to the coil box and the

other Wire goes through the timer and

back to the coil box, making a complete

circuit of the low tension current.——Roop

ville Garage, Roopville, Ga.

Answer—The high-tension current in

the Ford ignition system is grounded

through the low-tension wires from the

coils to the timer. In other words, these

wires from the coils to the timer are

carrying two separate currents at the

same time, the low tension and the high

tension. The ends of the high tension

windings are grounded to these wires in

the coil units.

The illustration shows only so much of

the Ford wiring as is concerned in the

MI|||||Ivlml'mlM'II
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present discussion. Starting from the

magneto terminal, a wire goes to the

magneto terminal on the coil box, the
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High-tension ground on the Ford
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right one looking at it from the front of

the car. This magneto current is sent to

all the coil units through the spring con

tacts on the units and it might be said

that the magneto current is "in" the low

tension windings at all times and is

ready to flow as soon as a complete cir

cuit is made by touching the other end

of the low tension winding to the ground.

This is done at the proper time by the

timer and as the high tension winding is

grounded to the wires that go to the

timer, the secondary circuit is completed

at the same time.

Your statement that the current goes

back to the coil box again is incorrect as

there are only four wires to the timer

and each of these is connected to one of

the coil terminals at one end and to one

of the insulated segments of the timer at

  

the other, so that the only thing that

happens when the roller in the timer

makes contact is that the current is al

lowed to flow from the low tension wind

ings in the coils to the ground and so

complete the circuit.

The high tension could be just as well

grounded to the magneto terminal wire

but the coils of the magneto would offer

a little more resistance—Editor.

How to Equip a Trouble Man’s Repair Kit

The Old ll’lOHO, “.1 Placc for Ercryf/n'ng and E'rcryfh'z'ng in I is Place,” Is the Basis of the Design

have in it all the tools that he needs

for all ,the different jobs he will be

called upon to perform, but there should

be an elimination of all useless junk and

duplication of tools. When the trouble

man is called upon to leave‘the shop, his

kit should be in such shape that all he

has to do is to grab the bag and g0,

knowing that he has everything that he

needs. The kit described here is designed

so that every tool has a place and it is

supposed to stay in that place until needed

outside. The tools are not intended for

shop use and should neVer be taken out

and spread around the shop.

The actual tools that will be included

in the kit can only be decided on when

the character of the trouble work is de

termined. Different cars require differ

ent tools, and the variations should be

taken into account.

A good size for the bag is 1.4 or 1/3

size leatherboard suitcase. This is fitted

with wooden trays which will easily drop

into the case. The bottom piece of each

tray is made of 3/16-in. hard maple and

the thickness of the top piece depends on

the size of the tools and the handles

which the particular tray is designed to

hold. The grain of the top and bottom

THE trouble man’s repair kit should pieces should be crossed to give addi

tional strength.

The average case will allow the use

of four trays deep and a full equipment

for almost any work can be carried.

The tools should be arranged in groups

in each tray. After selecting the tools

 

Sales riled-ings Show lV/zy

I hold a salesmen’s meeting once

a week. If a sale has been lost we

investigate to find the reason. If it

was through weakness in the sales

man we try to strengthen him in

the point on which he failed—F. M.

Ephland, Reamer Motor Co., Kan

sas City.

Believe in Your Truck

To be a good salesman an agent

must thoroughly appreciate the

fact that his own truck or car is

the very best on the market for the

purpose for which it is sold.~

M. A. O’Mara, White Co., Kansas

City.

  

 

that will be necessary, they are arranged

conveniently on the top or thicker part

of each tray, placing similar tools to

gether. Their outlines are then drawn

on the wood with a pencil and the wood

cut entirely away to allow. the tools to

lie flush. The bottom piece is then glued

on and further fastened by wire brads.

The buttons which hold the tools in

place are made of sheet brass screwedlto

the top piece and made so that they turn

easily yet retain the tools in the spaces.

The beauty of the equipment is that

when on the job, the trays can be taken

from the case and arranged convenient

ly around the work. Every tool will be

in plain sight and can be quickly reached.

When the job is finished, it is easy to tell

whether the man has all his tools, as

the empty spaces will quickly tell the

tale.

The general kit arrangement is:

Cover—Hammers strapped in.

Top tray—Solid-end wrenches.

Second tray—Solid-end wrenches.

Third tray—Screwdrivers and punches.

Fourth tray—Bearing scrapers, oil

stone, Prussian blue.

Bottom tray—Chisels and large

punches. Where only four trays are

used, the second may be eliminated.

 

 

 

 

 
 

 

 

  

 

 

 

 

 
 

   

 

  
 

  

This is how the trouble man’s repair kit looks
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GARAGES SHOWROOMS REPAIRSHOPS 5

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge. But be sure to ga

send full details, including a sketch of the plot, showing position of streets 2
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Two Floors and Basement

Character of business—Ford sales and

service.

Details wantedr—Two floors and base

ment on plot 45 a; 80 ft., parts and

accessory stockroom, ofiice, show

room, storage.

Name—Ford Motor Co. of Canada,

Ltd., St. John, N. B.

Answer—Nothing was said about

whether an accessory store was desired.

We believe, however, that you will want

one and have therefore included this fea

ture. If it is not wanted it is a simple

matter to ignore it, using the whole

front space for car display.

The accessory stockroom is also in

tended as the Ford parts stockroom and

is therefore adjacent to the shop as well

as to the store.

In arranging the bins and shelves in

the stockroom remember that they should

be placed lengthwise of the building, thus

permitting a man entering either door to

reach any point with fewest steps.

You should have the articles that are

most in demand near the door. That is,

the parts called for most often by the

shop should be nearest the shop door

and the articles most in demand in the

accessory store should be near that door.

However, in the latter case, the most

popular articles, if not the major por

tion of your accessory stock, will be on

the shelves in the store, the stockroom

serving as a place to store reserve stock,

bulky and unsightly accessories, and Ford

parts.
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Twenty-five car garage in building

80 a: 120 for G. W. Morton

A 25-Car Garage .

Character of business—Accessories,

sales, storage, service, battery re

pairs and charging, vulcanizing,

painting.

Details wanted—Accessory store so

arranged that part of it could be

used for a showroom for one car,

two large display windows, small of

fice so located that the attendant
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Two floors and basement for Ford Motor Co. of Canada

could cover the sale of accessories,

ladies' rest room, vulcanizing room,

battery room, paint shop, large re

pair shop with 25-car capaciti , com

plete machine-tool equipment, a por

tion of the machine shop large

enough to hold three cars and ma

chine tools, part to be partitioned

off in winter, accessory room, win

ter shop and paint shop to be ad

jacent so rooms could be heated in

winter, lot 160 x 160 ft., with street

on one side only, building on part

of lot only.

Name—G. W. Morton,

Mass.

Wollaston,

Answer—Herewith is a plan drawn ex

actly to your specifications. The two

main entrances to the shop are at the

side of the building. Inasmuch as your

plot is quite large, we found it conveni

ent to place the shop entrances at the

side and would advise you also to make

use of the ground in front of these en

trances for minor adjustments in the

summer weather.

You made no mention of garage space

for storage of cars and therefore we

have not provided any. If you require

some storage space simply extend the

building to the left as far as desired

and use the front half of the main shop

for storage and the rear half for shop

work. In other words, if you made the

building 130 ft. frontage instead of 80 ft.,

you would have exactly the same shop

space in the rear half and at the same

time have storage space in the front half

for about 30 cars.

Turning a Barn Into a Garage

Character of business—Storage, serv

ice, sales.

Details wanted—Barn and bottling

works 50 a: 50 ft. to be turned into

a garage; suggestions for using loft

without installing elevator.

Name—Cook’s Auto & Supply Co.,

Cooperstown, N. Y.

Answer—You have given so little in

formation regarding your barn loft and

its surroundings that the best we can do

is to suggest the uses that such a space

might be put to and let you decide which

is best. We have seen garages with the

following on the second floor: Roller

skating rink, dance hall, pool room, fur

niture torage, club rooms, gymnasium,

apartments, offices, etc. Whether you

can adopt any of these suggestions de

pends on the suitability of your loft and
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on a lot of local conditions on which we

have no information.

We are also inclosing a plan with an

other idea, and that is that you use a

strip across the front for electrical work

and vulcanizing and the remainder of

the space for a used-parts business. If

there is no one in your territory doing

such a business, here is an opportunity

for you. You buy old cars for whose

parts there is a demand, tear them to

pieces and sell the parts. If you are

interested in this suggestion we shall

be glad to go into greater detail.
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Addition 50 x 150 for F. H. Jacobson
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BASEMENT

Two floors and basement on lot 75 a: 140 for C. C. Dalry'mple

Addition of 50 x 150 Ft.

Character of business—Sales, service,

washing.

Details wanted—Addition of 50 x 150

ft., to be built on west side of exist

ing building 25 a: 70 ft., ofl‘ice, show

room, toilets, furnace and shop at

rear, wash rack, driveway between

buildings.

Name—F. H. Jacobson, Lexington,

Neb. ' e

Answer—Showroom and accessory

store are combined because we believe

that this is the way you wanted it.

The driveway is placed at the side of

the building so that your front windows

may be better utilized for car and acces

sory display. You will find that this

location of the driveway will cause no

inconvenience.

A Lot with Alley in Rear

Character of business—Storage, serv

ice, car and accessory sales.

Details wanted—Corner lot 75 a: 140

ft., alley in rear, showroom, oflice,

two floors, basement, etc.

. Name—Clark C. Dalrymple, Fargo,

N. D.

Answer—Here is a plan worked out

carefully to meet your requirements. The

plot lends itself readily to the use of a

ramp instead of an elevator and there

fore one has been used.

There is a showroom, accessory store

and general and private ofiices in one

unit at the front. The shop unit on the

second floor contains a battery room,

vulcanizing room, tool and parts room,

space for machine tools, and a locker

and wash room for the workmen.

 

Sales Expense 0 Profit

Don't try to skimp on your sales

expense. Hire good men and

enough of them properly to handle

your business. Unless a due pro

portion of your overhead is sales

expense you, are lopsided and suc

cess is problematical.—Swaney

Motor Co., Carroll, 1a., Ford and

Fordson.
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Play Fair With the Dealer

ment from some sections that some of the tire

companies may not be playing fair with the

dealers. It is stated by one small dealer in a letter

to Motor World that manufacturers have loaded up

the dealers with tires during the late winter and

spring and that the cut, coming at the beginning of

the selling season, leaves the dealer “holding the

bag.”

In any case in which this is true an injustice is

being done. In order to iron out the curves of the

industry and get the dealers to carry stocks during

slow seasons, manufacturers and distributers have

for several years urged dealers to aid in carrying the

load. They have been asked to stock up during the

dull months for two reasons. One reason is to make

sure of a stock on hand when selling begins. The

other is to help the factories, which must produce

on a more or less even volume throughout the year.

There are thousands of dealers who have heeded

this request, and the result has been that the curves

of buying have been brought down to something like

an even line. It applies to tires, equipment, cars and

everything else.

With this condition existing and with the dealers

‘ a f ITH the fall in tire prices there has come com in a spirit of co-operation, it is merely a case of

throwing a monkey wrench in the works if any manu

facturer has loaded up his dealers and then cut the

prices from under them.

An investigation by Motor World has disclosed that

many manufacturers—among whom are the biggest

in the business—have in their contracts a clause pro

tecting the dealer against price reductions. This

practice should be general. No dealer should be left

in an adverse situation because he has bought goods

that a manufacturer wished to sell him. Were such

practices pursued the good-will in the trade would

speedin be dissipated and we should become a dis

organized group of antagonistic units instead of a

solidarity with a single motive.

Let us not forget that one of the greatest benefits

that ever came to our industry was the guarantee for

six months or so on car prices at the time when the

back-to-business movement was begun. It helped

put the automotive industry in the van of reconstruc

tion. .

Let us do nothing which will in any way make our

own way harder. It is difficult enough combatting

exterior adversities. There must be complete co

operation, understanding, good-will and confidence.

The Flat Rate Plan

INCE the story on the Flat Rate Plan for Selling

Service and Repairs was begun in the Summer

Merchandising Number of Motor World, April 16,

several dealers, of whom Motor World knows, have

begun the installation of this system in their shops.

One such dealer applied to Motor World for refer

ence to some man who colild handle this installation,

supervise the working out of the times and rates and

revamp the dealer’s shop record system. When Motor

World has knowledge of such men it is glad to do'

this and wishes it might place thousands of capable

executives in positions where they could benefit the

trade in this way. Doubtless the majority of dealers

already have men who can handle the work.

Several readers have written to Percy E. Chamber

lain, who wrote the story, asking him to lend them a

complete copy of the little book illustrated in Form

No. 20 in the supplement to the Summer Merchandis

ing Number. These requests he does not wish to

grant, because the book would be useless so far as its

practical use is concerned. The figures arrived at in

this book depend on the rate paid for labor, the shop

equipment and so many other local factors that no

two dealers would arrive at the same set of figures.

In following up this story on Flat Rates Motor

World wishes to be of maximum service. It is

anxious to answer any questions, or refer them to

Chamberlain. who has kindly volunteered to be of

further assistance if' necessary. But, above all, it

would like to see the dealers with trouble-creating

shops and service stations try this plan and see if the

mechanical end of our trade cannot be placed on the

high plane on which it belongs.

E.

E
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BUILD NOW GOOD ROADS

Every time a good road is built from YOUR town to

the country it means more business for YOU and every

other merchant in your town. It means better living for 3

the farmers, a greater outlet for MORE food products.Take YOUR part in this work. ‘
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What Is Your Opinion on the Ford

Parts Business?

Your Comment Is Invited for Printing on This Page

Editor Motor World: I am in receipt

of the enclosed open letter Jack Fulton

of the F. H. & S. Co., Chicago, has

written to Mr. Brooks. There is a good

deal of truth in what he says, and think

ing perhaps you might want to use some

of it in an article calling attention to the

trade as to handling a cheap and inferior

line of Ford parts, I am sending it to

you. I believe this would make good

education for the industry.

I told Fulton I was going to mail you

this letter and he gave me permission to

do so.——Sidney F. Beech, President, Motor

Car Supply Co., Chicago.

Mr. T. M. Brooks,

c/o The Automobile Supply Co.,

Chicago, Ill.

MY DEAR MR BROOKS:

I am taking the liberty of replying to

yours of July 1 in an “open letter."

First, there can be no questioning the

fact that there will always be an enor

mous business in Ford parts. With a

million and a half cars in use, and more

than 5000 being shipped daily, there can

be no doubt about the volume of business

to be done. It is simply a question of

who will get this business. Will the

Ford Motor Co. successfully control it?

Can they frame and execute a policy

that will eliminate the makers and sellers

of duplicate parts? Or will the jobbers

continue a satisfactory volume in same?

Before the war the Ford Motor Co.

sold from 65 per cent to 75 per cent of

replacements parts through its agents.

During the war the bars were let down

and Ford agents were tacitly allowed to

get parts wherever they could. The war

is over, and now what is more natural

than that the Ford Motor Co. should

put the bars up again, rebuild their

fences. and get as much of this business

back as possible. We believe they will

regain much of what they lost due to

war conditions. But they will never con

trol over 75 per cent of the Ford replace

ment business, and I doubt very much

if they will ever regain and hold over 65

per cent.

The idea that a Ford agent in a town

of 2000 people—and say 800 cars—can

control the Ford repair business in that

q

town is absurd, and for two reasons:

First, the two or more other garages

in the same town are not so charitable

as to willingly patronize and help build

up a competitor's business. Second, the

Ford agent himself is not anxious to

assist his competitors in the repair of

Ford cars, which he considers his own

legitimate business. So the bargain

necessary to control the local Ford busi

ness lacks the support of the two parties

necessary to make that proposition

feasible.

Who then will supply other than Ford

agents? Obviously, the jobber who sells

the other garages. It may be only 25

per cent of the aggregate business done

on Ford repairs in that particular town,

but the volume of that 25 per cent is

enormous. The replacement on ring

gears alone is actually 6000 per day.

No jobber thinks of eliminating ring

gears from his stock, and yet of the

6000 sold for daily replacement the Ford

people supply about 5000, and we are

all doing a nice business on the other

1000. which is only 17 per cent of the

whole.

I am now coming to the important

matter which I wish to bring to your

 
 

What About It?

HOW do you fix the salaries or

commissions you pay your

salesmen?

What is the basis you use for

this calculation, especially if you

operate in a small‘town where you

really need more than one sales

man yet 5 per cent on the sales

would not be enough to pay two

men?

Motor World has had inquiries

as to how to fix the salary of the

salesmen in the smaller cities.

And dealers in the bigger cities are

also interested in having light on

this subject. -

Will the salesmanagers of deal

ers volunteer information on this

subject for printing on this page?

  

 

  

 

mind—the real danger that threatens the

jobbers and makers of Ford parts—the

real thorn in the side of the builders of

Ford cars. It is a matter which really

DOES threaten to ruin the parts busi

ness, and one for which I think the job

bers are wholly to blame. It is the

question involving the quality of the

articles sold as duplicate parts.

I recently had a long talk with a

“director general” of the Ford organiza

tion, and was told that the activity of

the company was prompted and carried

on, not so much to control as far as

possible a business that they felt was

rightfully theirs, as to eliminate the

criminally inferior “junk” parts that

were offered and bought by jobbers as

"duplicate" parts and sold as dependable

merchandise. He said if this condition

continued the business would in a large

measure come to them unsolicited. If,

on the other hand, high quality parts

were sold, they probably would not be

able to stop their sale, and did not nearly

so much care, as the use of good ma

terials did not jeopardize their particular

interests.

Don’t you think he is right? Don’t

you believe and know that a handsome

profit can be made on Ford parts of real

quality that are made right? Do you

blame the Ford Motor Co. for protesting

against a radius rod that is made of iron

tubing? Of gas pipe'.7 That is “spot”

welded? That, instead of actually being

a SAFETY FACTOR (built to buckle

from a sudden shock, but never break)

is in reality a death trap to the owner?

Price competition has driven the

quality of radius rods down to a point

where the jobbers will not pay for a

rod made from COLD-DRAWN SEAM

LESS STEEL TUBING, brazed and

pinned to the forgings. No! To undersell

their competitors, and on the theory

that anything is good enough for a

Ford, the market ‘is flooded with welded

tubing rods, iron pipe rods and even gas

pipe. And for life insurance, a lucrative

business is done ill so-called “auxiliary

radius rods," necessary only because an

owner has previously bought a junk

radius rod, which the jobber could buy



m
May 21, 1919

MOTOR WORLD

for 20 cents less, and which endangers

life except for the auxiliary.

You can buy a seamless steel rod and

sell it at a price showing both jobber and

dealer a handsome profit—and the last

few thousand which we have sold have

been as finely finished as any rod you

ever saw. The tubes alone in this rod

cost on the present market in eleven

gage, which we use, 25 cents more than

the BRAZED or WELDED tubes so

much used, and 50 cents more than iron

and gas pipe sold by several shameless

manufacturers. If you question these

statements, call up any tube firm in your

city for quotations and you will be con

vinced. We get from $1.20 to $1.25 for

this radius rod. And many jobbers con

tinue to buy the junk rods and help de

stroy a wonderful and growing trade,

and don't realize the injury they are

doing their own business.

Facts About Connecting Rods

Take connecting rods. Mr. Ford makes

his rods of vanadium steel. In spite of

this, the breakage is enormous. With

the encouragement of the jobber, who

cares not a fig for quality, and is in

terested only in an immediate and long

profit, the price of connecting rods is

down where to meet it you must sell

junk. Here are some facts in regard

to connecting rods:

The forgings in rods sold at prices

along the high sixties and low seventies

(sounds like a good golf score, doesn’t

it?) are made from “mild” steel contain

ing from 10 to 20 and up to 25 to 35

carbon. These forgings can be made

with six to eight blows of the forging

hammer. Steel containing 35 to 45 car

bon requires from ten to twelve blows,

and costs several cents more, aside from

a 10 per cent fixed additional charge at

the mill for the material. This is not

all. It costs 20 per cent more to machine

the higher carbon. It works slower.

Thus there is a cost of 6 or 7 cents

more for the forging and fully 5 cents

for the machining. The bolts should be

heat treated—few are, and the babbitt

can vary fully 75 per cent in cost. These

differences, added to the cost of the 70

cent rods, bring the figure up to where

it represents your golf score instead of

one made by Chick Evans.

What Forgings Really Cost

Now for a concrete case. This is not

a sales letter—it is directed at an evil

that must be corrected. We actually

furnish a connecting rod made from 35

to 45 carbon (we have sold over 70,000

of them), the forging alone costing 7

cents more than we were asked to pay

for 25 to 35 carbon; and you and I both

know that the 35 to 45 is none too good.

You and I also know the "mild" steel

is positively not good enough. We know

that most of the piston complaints result

from imperfect and poorly machined

rods. We also know that the jobber can

make a good profit selling a high-grade

rod.

We sell rods with heat-treated bolts

and nuts—but they cost more. We have

arranged to furnish for Ford rods the

well-known Kel-bab bearing metal. It

melts at 28 per cent higher heat tests

than the tin and lead base babbitt (472

degrees to be exactr—reference R. W.

Hunt Engineering Co., Chicago). It

must and does cost more- We sell such

a rod at about 80 cents. To sell it lower

spells loss.

What do you recommend? I am offered

so-called rods that I can sell you at

52 cents. Should I offer them, or preach

the gospel of QUALITY and avoid the

direct spear that Mr. Ford aims at those

who market inferior goods sold as “du

plicate parts"?

Special Ratio Gears are actually

furnished with “mild” steel pinions, not

withstanding the pinion is small and has

but little material in it. Ours, as you

know, are made of chrome-nickel steel

and cost 90 cents more than a pinion

made of “mild” steel. Shall we cheapen

our special ratio gears by putting in a

pinion that looks as good, but you and

I know, will not stand up, for the sake

of meeting a price?

Shall we sell a pot cast, poorly

machined piston ring and sacrifice ac

curacy to make our price one or two

cents less than it costs to furnish a high

grade, refined, individual cast piston

ring? When a man replaces the rings on

his pistons does he not do so to improve

the running of his motor?

Shall we use Hardware Grade balls to

save 6 or 7 cents in the price of a front

hub, and put in dust rings made of tin

and felt washers containing hair and

cotton, simply to beat the price of honest

merchandise and increase our own

profits?

These are the questions that must

sooner or later be answered and that

answer will spell the future of the

jobber in the sale of replacement parts,

and very largely the attitude of the

Ford Motor Co.

Steel Market Not Going Up

The steel market is not going up.

Forgings are easy in any quantity and as

far ahead as you wish to specify. Prices,

I believe, are practically as low as they

will go—they will not advance. I be

lieve most of my trade is too intelligent

to believe this tommyrot about higher

prices or scarcity of materials. The

truth is, these declines in price have not

been indicated entirely by lowering of

cost price. The reduction represents

largely a lowering of quality, a cheating

on materials to lower the price and un

der-sell, and by new concerns who got

in over their heads, dazzled by a vision

of an enormous quantity business, based

on war conditions, only to find them

selves up against an overproduction now

that Mr. Ford is back on the job offering

a better rod than they would attempt to

market. These are the things that

threatens to ruin the duplicate parts

business.

You have always told me that you

did not care so much for the price as to

be assured that the quality was right.

I have known you many, many times to

pass up lower prices from new, mush

room concerns who lacked experience

both in what materials to use and what

their ultimate c0sts would be. You have

known many, many cases where the

specifications read all right, but the in

experienéed manufacturer had to switch

finally to cheaper materials to save him

self from loss. You have been all through

this, so I tell you frankly: If the jobber's

lose out in the Ford parts business they

will have only themselves to blame. It

will be because they allow price com

petition from irresponsible concerns to

influence their better judgment in in

sisting and knowing and getting the

right materials in duplicate Ford parts.

I also say that unless you, and the few

other jobbing friends to whom I am

sending this letter, encourage the sale

of parts made of legitimate materials

——~unless the honest producer of parts

can have your support—we will all have

to quit. If the jobbers are going to en

courage the sale of radius rods made of

' gas pipe, I shall, of course, be forced

to quit, and say a seamless tube radius

rod is too good for my trade.

If, on the other hand, we all insist

on getting and demanding quality goods

in our duplicate parts that compare

favorably in material and quality with

the original—if enough jobbers will help

—it will tend in a large measure to re

move the imminent peril to the parts and

replacement business, and Mr. Ford will

not interest himself in this part of your

business any more successfully than he

does in preventing the sale of pneumatic

tires for replacement on his cars, and

which is probably 50 per cent of the

entire number of tires sold.

What do you think about it?—The

F. H. & S. Co., Jno. W. Fulton, president.

Department Store Puts On Show

CHICAGO, May 16—That the motor

car accessory department of large retail

stores can conduct successful shows was

amply demonstrated here last week when

Marshall l'ield & Co. staged a tabloid

motor car show which the company

ranks among its most successful, both

from the point 0. sales and general at

tendance.

Some twenty-four manufacturers of

accessories as well as three car makers

were invited by the store management

to put on displays of accessories for

which the company is representative.

Among the more pretentious exhibits

was a cutaway Cadillac chassis, a Cole,

with an elaborate display of camping

paraphernalia, and a Marmon engine

mounted on a pedestal. Lecturers were

in charge of these exhibits. Laboratory

methods of testing oil were shown, as

well as the process of making tires.

Stewart Warner had on hand its show

apparatus for demonstrating the opera

tion of the Stewart vacuum tank, while

other displays included Hartford shock

absorbers, Rayfield carbureters, Auto

scope windshield cleaners, K.P. Universal

rim, Monarch automobile lock, Detroit tire

pump, Ray socket wrenches, Lane jacks,

Gordon seat covers, Jeavons spring leaf

lubricators, Buell whistles and Sebring

tires. A gigantic model of the A-C spark

plug in action proved quite a drawing

card.
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HYRATE CELL TESTER

This is a cell tester consist

ing of two steel prods attached

to a handle and 3 in. apart at

the points. A special nickel

chromium resistance of about

.01 ohm is connected to the

prod also a voltmeter with a

2-0-2 volt scale. The resistance

varies but little with change in

temperature and the voltmeter

is dead-beat. The outfit can be

held in one hand and contact

maintained by pressing the

points into the post or strapped

across one cell. Each cell in

the battery may thus be given

a high rate discharge causing

the voltage to drop immedi

ately. Price 815 complete with

voltmeter. $7.50 without volt

meter.—Service Station Supply

Co., Detroit.

ROBERTS PRIMING COCK

This is a dust proof priming

cock very similar to the ordi

nary priming cock, except. that

the handle, wh'lch is a stamping,

has a small circular cover plate

integral with it. This is

twisted over so as to cover the

top of the priming cup when

the Cook is closed. This pre

vents the settling or dust on

the cup. Suitable for use on

passenger cars, trucks, tract

ors. etc—Robert Brass Mfg.

Co., Detroit.

BLUE STRIPE CLEANER

This is a cleaner for remov

ing grime and old polish. It is

intended only to remove the

dirt and is not intended as a

polish. Blue Stripe wax is a

separate polish intended to be

used after the cleaner has fin

ished its work. it has only

sufilcient filler to make it work

able. Price, pints $1, quarts

$1.50. gallons $4.50 for the

cleaner; polish 25 cents a box.—

Bayard J. Whitman, 200 Devon

shire Street, Boston.

FILLOMETER FOR FORDS

This is a combined filling and

measuring device for Ford

gasoline tanks. It slips into the

gasoline tank under the cush

ion and projects to the edge of

the seat. The part in the tank

is equipped with a cork float

connected with a gage at the

seat edge. This indicates the

number of gallons in the tank.

To fill the tank it is only neces

sary to raise the cap and in

sert the filling nozzle. Made

of 20 gage steel finished with

black rust-proof process. Price

$2.25—Apex Electric Mfg. Co.,

1410 West Fifty-ninth Street.

Chicago.

Hyrate Cell Tester
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Flilometer

Continental Axle Stand

  

  

Toledo Grease Cup
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CONTINENTAL AXLE STAND

This is a stand for holding

front or rear axles after they

have been removed from the

car or truck. The axle is

clamped firmly in position on

the adjustable vise and the

taper of the housing is taken

care of by the adjustmentf The

axle is at a convenient height

to work on and may be torn

down regardless of type. The

stand will handle any and all

types of axles both front and

rear. 'A heavy cast iron grease

pan takes care of the old grease

and oil. “‘elght 145 lb. Price

SIM—Continental Auto Parts

Co., Knightstown, Ind.

DYNOLITE SPOT LIGHT FOR

FORDS

This is a spot light for Fords

with a. focusing device which

does not require tools to change

- the focusing radius. The lamp

is turned on or of! by a simple

switch in the handle of the

lamp. The bracket is water

proof and fits all Ford cars.

It operates from the magneto

through a regulating device

which makes the illumination

uniform regardless of engine

speed. _When the spot light is

switched on the two headlamps

are automatically dimmed.

Price $6.85.—Detroit Starter

Co., Detroit.

REEVES MANIFOLD FOR

FORDS

This is a combined intake and

exhaust manifold for Fords.

The hot exhaust gas surrounds

the intake manifold from a

point a few inches above the

carbureter until it enters the

cylinders and the intake pipe

is so designed that an even

distribution of gas is made to

all cylinders. Price $9.—\V. G.

Reeves. Stockbrldge, Mich.

TOLEDO GREASE CUP

This is a grease cup with no

exposed threads. the pressure

being applied by means of a

hollow stem which is threaded

into the nipple 0f the grease

cup. “'hen the lower part of

the grease cup is turned

around. the plunger, which has

a leather washer. is forced up

ward. thus compressing the

grease in the upper part of the

cup and forcing it through the

hollow stem. The top is easily

removed with a side motion for

refilling. Ono complete turn

after filling locks the cap and

when the cap can no longer be

turned with the fingers, refilling

is necessary. Price 45 cents

each.—K-M Mfg. Co., Factor

ies Building, Toledo. Ohio.
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MIDDLE WEST

Fred H. Levengood and Walter W. Leven

good and June Rhoades have opened a

Goodyear tire. and service station in Jack

son, Mich. They will operate under the

firm name of Levengood & Rhoades.

Auto Owners Supply Co. has been organ

ized at Jackson, Mich. its membership con

sists of a large number of Jackson automo

bile 'owners and through its operation they

hope to obtain a 20 per cent reduction on

accessories am] 15 per cent reduction on

tires.

Ellis A. Bevler, Akron, Ohio, has opened a

tire vulcanizing establishment in Jackson,

Mich., under the firm name of Hevier, l‘eck

& 'l‘hornc.

Canaday Bros., \‘Vapella. 111., have opened

a new garage and sales agency. and will do

a general repair, storage and accessory

business.

James J. Moran, Decatur, 111., has let the

contract for a garage of one story at the

corner of Franklin and North streets, to cost

57,0410,

Twin City Tire & Accessory Co., (‘ham

paign, 111., has opened a store. at 106-108

\Vcst l'niversity Avenue. J. 1'). Sinnigcr,

late of Springfield. 111., has been appointed

manager,

Earl W. Stratton, Streator, 111.. has

opened a garage and repairshop at 116 North

Bloomington Street. He recently returned

from army duty in France.

Auto Supply & Accessory Co., Aurora, 111..

has opened branch stores in blight and

Joliet. The l'llgin plant is located in the

Flynn building, corner of \N'est Chicago and.

State Streets, while the Joliet plant is in the

Stevens Building, corner of Joliet and \‘an

Burcn Streets. The Aurora headquarters are

at 16 South La Salle Street. 1'}. H. Robinson

is president, and .l. A. Kremer, vice-presi

dent and general manager. Other branches

are in contemplation.

Moon Motor Car Sales Co., Peoria, 111., has

been organized and has opened a sales

agency at 1514-17 Main Street. Articles of

incorporation have been issued with capi

tal stock of $10,000. lncorporators: \\'. A.

lloerr, E. C. Leisy aml W. T. lrwin.

Al C. Webb, Indianapolis, of the motor car

company which bears his name, and \Val

ter H. Van lleuscn are now permanently lo

cated in Indianapolis as state distributers of

the Moon. These men have been business

associates for several years, but have never

been linked up before until the formation

01' the present company.

Paterson Motor Sales C0. has been incor

porated at \Vest Liberty, lowa. A building

120 x 40 has been erected from cement with

stucco front.

PACIFIC COAST

Lleut. D. C. Warren, l'ortland, has pur

chased a half interest in the ltocsch-tHson

Motor Car Co., Seattle, and will merge with

the l). C. \Varrcn Motor (far (‘.o., l’ortland.

The combined organization will be Pacific

Northwest distributcr for \‘elie and Peerless

cars and Vclie trucks.

James J. Grevley and Spencer Biddle,

l'ortland, have cstablished the Alt-mite Lu

bricator (30. at 432 Alder Street to handle

Pacific Northwest distribution for the Ale

mite lubricator.

NEWS
Watt Shipp, Salem, ()re., has purchased

from Vick Bl'oS., Oregon distributer for

Fordsons, their entire interests in the Valley

Motor Co. and \‘ick Bros. garage, at Salem.

The deal includes the. Marion county, the.

agency for Ford cars and Fordson tractors.

Bolton’s Service Station, Portland. has

moved into new quarters at Tcnth and

Couch Streets.

Distributers’ Corp., exclusive Pacific Coast

distributer for Hassler shock absorbers, has

established a branch at 101 Twelfth Street.

Portland. J. H. McKinley is in charge.

Portland,

  

Auto Electric Equipment Co.,

l’rest-O-Lite. battery agent. has leased a

site 100 x 100 at Broadway and Flanders

Street for a modern battery service station

to cost $16,000.

Kelly Tire Sales Co., Portland, Oregon dis

tributer for Kelly-Springfield tires, has

leased a 50 x 100 site at Burnside and Tenth

Streets and will remove about July 15 into

a modern concrete building.

La Grande Motor Car Co. is the new style

of the Galloway tees Co., La Grande, ()re.

0. H. McLain, formerly part owner of the

Overland Garage at San Luis Obispo. has

opened a general garage at Manteca. Cal.

J. S. Muncy and L. L. McComber have es

tablished the Manteca \‘ulcanizing & Bat

tery \\'orks at Manteca, Cal, specializing

on l’rest-U-late batteries and Firestone

tires.

Stith &. La Sarge have established a vul

canizing shop at Manteca, Cal., and stocked

Republic and llreadnaught tires.

0. W. Hunsucker, formerly of Turlock, has

purchased the Ford garage and taken the

Ford agency at Tracy. Cal. A new building

50 x 167 has been erected on the State high

way.

Wm H. Pope &. Sons haVe purchased the

West Side Garage, Tracy, Cal.

E. E. Hatch has erected a new building

How Do They Haul the

 

  

at Manteca, (.‘al.. known as the Ford 388 Streets, on Wm", will be bum a three

"“r‘me- ' story structure. the first floor of which will
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Garbage in YOUR Town?

1290 and f

Durkee-Sargeant Co. has secured a dis

tributing agency for Hood tires and opened

salcsrooms at 154-1 Van Ness Avenue, San

Francisco.

Frank A. Busse Sales Co. has opened at

tractive tire salesrooms, including solid tire

service station, at 1356 Van Ness Avenue.

San Francisco. The new company will dis

tribute Brunswick tires and C. \V. Kohl is

sales manager.

H. W. McKevitt has established a retail

automotive equipment store at 1332 Van

Ness Avenue, San Francisco, under the

name of McKcvitt Auto Supply.

L. H. Moses and E. E. Hardies have pur

chased t). 1']. lteed's tire store. and vulcaniz

ing plant at 1219 Van Ness Avenue. San

Francisco. and continue as Servewell Tire

Co. with a stock of Portage tires and BMW

tubes.

Edwards Tire Shop, Livermore, Cal, has

removed to larger quarters on Main Street.

Russell Bros. have opened a vulcanizing

shop at Tracy. Cal. '

Lucky McFall has taken possession of the

new building 50 x 100 at Manteca, 0111., de

signed especially for Chevrolet and Scripps

liooth sales and service.

SOUTHWEST

McQulllan, Bradford & Co.

over the motor car rebuilding departments

of the Packard-Missouri Motor Car Co., St.

Louis, and is now located at 4306 Forest

Park Boulevard. A. C. McQu'tllan and \V. T.

Bradford of the new firm were formerly with

the Packard agency.

Davie Motor Car Co.,

Louis for the Stephens, Daniels and l'llt-ar.

has leased the five-story brick building at

the. southwest corner of Nineteenth Street

and \Vashington Avenue. It has 45,000 sq. ft.

of floor space. .The building formerly was

occupied by the \\'right (.‘arriage Co., and

extensive alterations will be made.

National Motor Car Co., with headquarters

at Omaha, recently leased a two-story

building at 1727 McGee Street. Kansas City.

The Kansas City branch will distribute. in

five states.

Howard Motors Co., Kansas City. has

taken a long term lease on the 100 ft. site on

the southwest corner of Nineteenth and Mc

havc taken

distributer in St.
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In. Peoria it is hauled with trucks and trailers. This means sales for auto-mo

tier dealers.
Look over the situation in your city and see if there aren't some

live truch and trailer prospects there
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ROUGH BROTHERS started hand-ling Chevrolet cars in Bakersfield in a small way

three years ago, but they are now operating fire branches and sold 74 cars during

March—their sales being only crcrcdcrl by Chevrolet in Los Angelcs.

their establishment recently opened in Hartford, California.

The photo shows

The giant leaning against

the wall of the building is the sales manager. S. S. Meyer. who is reputed to be the

tallest man in the world and is recognised as the tallest automobile salesman in Hu

world. He measures 7 ft. 6 in. in his stocking feet.
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Arthur Browning (will erect).

Centervllle, Kan.

Chas. Beck (Im'gc addition),

Cawker City, Kan.

Hurry Sutton (50x70) . . . . ..I.c(‘0m|)10n. Kan.

Chas. Difnnl . . . . . . . . . . . . . . . . . ..St. Mary. Mo.

H. H. Mueller . . . . . . . . . ..(‘ape Girardeau. M0.

A. A. Sexton ($4000) . . . . . . . . . . ..Kennett, Mo.

Brown & Schal‘l'cr . . . . . . . . . . . ..Creighton. Mo.

William C. Barnett . . . . . . . . . ..Lexlngton. Mo.

h'llll'leX-(‘halit‘llt’ . . . . . . . _ . . . . .Ivlontserro 1. Mo.

Ililey Cook (will erect) . . . . ..l’lattsburg. M0.

It. F. Brokhnusen . . . . . . . . . . . . . . ..Tipton. Mo.

R. H. Recs. It. .\'. Barber (will crest. 75x100

at $12,000)....Hurlington Junction, Mo.

Frank Buell . . . . . . . . . . . . . . . . . . . . . .Altus, Okla.

I‘Zd. Harrison (erectingl . . . . . . . ..Byars. Okla.

Alex Garage (Oscar Vang-h) . . . . . .Alex. Okla.

Neil \Veddle . . . . . . . . . . . . . . . ...\lusk0gcc. Okla.

(‘larke Garage (100x140). . . . .Blackwell, Okla.

John Lanoltc . . . . . . . . . . . . . . .. \Vaurika, Okla.

McDonald & Blasengnmc. . . .I’awhuska. Okla.

H, I). Johnson, G. E. Sandel.....\rVaco, Tex.

(‘lsco Battery Co. (erecting) . . . . ..(‘isc0, Tex.

Mayer 8: Toolan Garage (75x150).

San Benito, Tex.

“’ayside Garagc . . . . . . . . . . . . . . . . ..Sisco, Tex.

E. B. I'Idmundson ($2500) . . . . ..Houston, Tex.

H. D. Honaker (80x120)...Fnrmersville, Tex.

Harvey Candy, Clifton l§ros...(?amer0n. Tex.

Hurt & Stafford . . . . . . . . . . . ..Colmnbus, Tex.

Ralls Garage (75x120) . . . . . . . ..Lubbock, Tex.

Gerald Miller . . . . . . . . . . . . . . . ..Greenfield, Iowa

,be a tiled, daylight salesroom. An elaborate

and complete mechanical department will

occupy the second floor. \V. C. Howard,

head of the company. is distributer in Mis

souri and Kansas for the Lexington and

Hupmobile.

J. Booth, manager of the Hutchinson Mo

tor (30.. Goldwater, Kan, has opened a sales

[‘00111 and service station.

Victory Motor Co., Kansas (‘It_\'. has been

organized to handle the Davis motor car at

2112 Grand Street. suhlcnslng from the I‘. J.

Downes (.‘o. -

Wallace Motor 00., Cameron. Mo.. which

recently bought the Pixlee Garage. has

opench salesrooms for the sale of Cadillacs

and Oldsmobiles.

Vlctory Motor Co., Beaumont, Tcx..

opened for business recently for the distri

bution of Min-hells in six southwest counties

of Texas.

0. J. Watson Motor 00., Wichita. Kan.

will erect a five story fireproof warehouse

to cost about $100000. It will be used large

ly for the storage of cars and Fordson trac

tors.

Crovye-Burllngame Co., Little Rock. Ark.,

with olfices and store-rooms in Little Rock.

has been organized with a capital stock of

3100.000. The company will conduct a. whole

sale accessory and garage equipment busi

ness. W. R. Crowe is president.

Fred B. Johnston, Fort Smith. Ark. Fed

eral truck dealer and the Langford Motor

Car Co. have been consolidated into what

will be known as the Federal Truck & Motor

(‘0. J. H. Parker is president. The com

pany will occupy a new building being con

structed for their business. which contains

H.500 sq. ft. of floor space.

8. 1.. Thomson, Herlngton. Kan, has

opened a service station primarily for Itco

cars and Molinc and Heider tractors. but he

will do all kinds of repair work.

NORTHWEST

Kallem &. Ettreim, Ellsworth, Iowa.

bought the A'nfinso'n Brothers Auto Co.

Agaard Brothers & Klrk, Exlra. Iowa. have

bought the Hawkeye Tires Sales (70.. At

lantic. Iowa. They will handle the Liberty

car in addition 10 the tire lines.

Howard &. Brannon, Des Molnes. have

opened a sales agency at 1210 Mulberry

Street and have secured the state territory

for (Torliss trucks.

R. V. Falrchild and George E. Oliver,

(mawa, Iowa. have formed a company to

handle Scripps-Booth and Chevrolet cars

in Monona. county.

Shaw Motor Co., Traer, Iowa. ls opening

a branch at Garrison. Iowa, which will be

under the management of Frank Sackctt.

W. E. Lyon and W. G. McMillan, Iowa

Falls. Iowa, have formed the Iowa Falls

Machine \‘Vorks and will do general garage

Work.

W. V. Evera and E. R. Gasser, Davenport,

Iowa. have bought the Henry .Iagcr Garage

213-17 East Fourth Street.

0. E. Luther and Son, Grand Junction,

Iowa have taken over the Lincoln Garage

haVe

there.

NEW GARAGES

City Garage (Schwender & “'all)

Enterprise, Kan.

R. B. Courtney . . . . . . . . . . . . . . . . . . ..I.ebo. Kan.

Krcamer & Green . . . . . . . . . . . . . ..Jewell, Kan.

\Vendall Noland . . . . . . . . . . . . . . . . ..Pratt. Kan.

Ben Jenkins . . . . . . . . . . . . . . . . ...\Iulberry. Kan.

C- J. Itinehart . . . . . . . . . . . . . . . . ..(‘ll1'ton, Kan.

4 'ontral Motor Sales Co. (100x120),

Osage City, Kan.

hubuque Auto Supply Co., 126 Main St,

Dubuque, Iowa

John Ilakc . . . . . . . . . . . . . . . . . . . . . . ..Ilake. Iowa

Klein Brothers . . . . . . . . . . ..\\'orthington, Iowa

H. J. Roy . . . . . . . . . . . . . . . . ..Storm Lake. Iowa

Long and Mendenhnll . . . . . . . ..Sac City. Iowa

Lee Lander. 1207 25th St........I)es Molnes

George Gruell . . . . . . . . . . . . . “Estherville, Iowa

Ackley &- Miller (concrete. $20,000, 105x113)

Tlllamook. ()rc.

Griffith & Lee (brick, $15,000)...

. Vancouver, B. C.

Frank Marble (.‘o. (concrete, $10.000), Yakima

R. R. Anderson (two-story, concrete. $30,000)

' Tacoma

McKinley Auto Co. (concrete, 80x105. $11,000)

\Vaitsburg. \Vash.

\\'akcficl(l Bros. (concrete, 55x125. $25,000)

Elma, Wash.

S. I) liturnstein (57x140, $15.000)..P0rtland

It. I Miller (nddn. to provide structure

193x100 f1., costlng $12,000....Seattle

F. E. King (one-story. concrete, ($10 500)

Portland

 

Pay-in-A(trance Storage

We have gone on a pay-in-ad

vance basis for monthly storage,

and will have no future losses from

accounts of owners who move in

the middle of the month. Nobody

has kicked—W. S. Allard, Wood

lea Garage, Kansas City.
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N0. 2134—REMEDY FOR CLOGGED

FORD OIL PIPE

When the oil pipe of a Ford is clogged,

remove the radiator and take ofl’ the

front gear plate. The cam gear is then

removed with a puller. This will expose

the end of the pipe and an air hose is con

nected to it and the air turned on, blow

ing the clog out. This saves tearing the

engine down which would otherwise have

to be done to remedy this defect—A. R.

Patterson, Linville Garage, Fairland, Ind.

No. 2135—AUTOMATIC ALARM FOR

OIL BARREL SPIGOT

An automatic alarm which rings an

electric bell when the spigot of the oil

barrel is left turned on is made by insert

ing an overflow device in the pipe that

goes from the drip pan to the container

in which the drip is collected. This over

flow device consists of one can placed in

side a larger can, the smaller one having

a small hole in the side about one-third

to one-half the way up. Normally this

hole takes care of the drip and the level

does not go above the hole, but if the

spigot should be left turned on, the hole

would be too small to carry off the oil,

the level would rise in the small can and

this would lift a float, thus closing a

switch and ringing the electric bell which

is in circuit with batteries—V. H. Grif

fith, Oberlin, Kan.

No. 2136—FURNACE FOR BLOW

TORCH

A furnace for heating small jobs is

made by mounting an old piston on three

strap-iron legs of a length suitable to

place the piston on a level with the

flame of the blow torch.—C. E. Opplinger,

Gibson-Overland Co., Vincennes, Ind.

N0. 2137—BREAKING OUT GLASS

CIRCLES

Glass circles such as are used in head

lamps are broken out cleanly and evenly

by making a number of straight cuts

from the circle to the edge of the glass

and breaking these small pieces out one

at a time. Care is taken not to cut in

side the line of the circle—Smith &

Hemenway Co., Inc., Irvington, N. J.

No. 2138—INEXPENSIVE STORAGE

JACKS

Storage jacks for taking the weight of

the cars off the tires while the cars are

in storage are made from boards 1 in.

thick, 8 in. wide and in a variety of

lengths ranging from 14 to 18 in. A

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllIllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllIlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll"llllflmfllllfllllllmmmfllflmmmmmm

Repairshop Shortcuts

From Motor World Mechanics
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Make a Dollar

HOW often have you been com

pelled to rack your brain to

overcome some diflieulty? But

when you did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of those

life-savers out of their hiding

places and put them to work for

your fellow-craftsmen. Send them

to Motor World. We will pay you

a dollar for every one accepted for

publication.

The only requirements are these:

l—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job. .

3—Wm'te on ONE side of the

paper only

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

  

 

board is selected of a length so that

when placed under the hub the tires will

clear the floor by 1 in. The two front

and two rear wheels are raised together

with an ordinary jack and the boards put

in place. They will not allow the car to

tip sidewise because the bottom of the

tire hits the board and prevents this.—

Joscph Giroux, Booth Cycle and Auto

Supply Co., Rochester, N. Y.

No. 2139—USING A VISE AS AN

ARBOR PRESS

A vise is used as an arbor press when

removing and replacing the bushings in

an Overland connecting rod. A piece of

1% in. pipe 4 in. long is placed on one

side of the rod bearing against the steel

forging. A piece of 1 in. rod 4 in. long

is placed on the other side and this bears

against the bushing. Tightening the

vise pushes the bushing out. To replace

the bushing, one jaw pushes on the rod,

the other on the bushing—C. E. Op

plinger, Gibson-Overland Co., Vincennes,

Ind.

Ilnllllllfllllllllllllllllllmllllllllllllll
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No. 2140—JACKS THAT STAY IN THE

. SHOP

To prevent shop jacks from being car

ried away in customers’ cars or tool

boxes, pieces of hardwood plank 8 x 15 x

1% in. are bolted to the bottoms of all

jacks. This makes the jacks unhandy to

carry away, but does not impair their

usefulness. The jacks are also made

steadier and are less liable to tip over.—

C. E. Opplinger, Gibson-Overland Co.,

Vincennes, Ind.

No. 2141—TOW-LINE HOOK

A tow-line hook is made in the form of

a corkscrew and is coiled about the rope.

It is only a matter of a few seconds to

attach or detach this and the hook will

never drop ofl’ or cut the rope—C. H.

Ober, Ober’s Machine Shop, Brush, Col.

N0. 2142—REPLACING FORD FRONT

TRANSMISSION BOLTS

The four bolts on the front of the

Ford transmission are replaced by one

man working alone by inserting the bolts

from' under the car, laying a block of

wood on top of a jack and lifting the

jack till the heads of the bolts are

pressed into the wood. This keeps the

bolts in place and prevents them from

turning while the nuts are put on.—-G. A.

Pellet, Lafayette Garage, Lafayette, N. J.

The Feminine Appeal

ARRY G. AUSTIN, manager of the

Washington Oakland Co., recently

bought a late fashion magazine for Mrs.

Austin and, as is the habit of men, for

got to take it home. In cleaning the

salesroom the janitor placed the maga

zine on the reading table that stands on

the Oakland salesfloor.

The result was that the reading table

commenced to attract the attention of

the women prospects that came to the

salesroom to see the 1919 models. That

gave rise to an idea. Austin figured that

if women were so much interested in the

new styles of motoring apparel he would

combine the latest styles with a display

of his cars and reap the benefit of the

natural curiosity.

Accordingly, arrangements were made

with the leading woman’s shop of the city

to have several of their latest advance

models in motoring coats displayed on

living models with Oakland cars as

backgrounds, “just to make the picture

seem complete,” acording to Austin’s

explanation. ‘
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Lien Covers Gas Pump

That a landlord’s lien for rent in a

state like Texas, where the law gives

the landlord a lien upon all property of

a tenant, attaches to a gasoline pump,

tank, etc., in front of a building, was

decided in a recent case.

In this case a man leased a lot to the

Kauk Automobile Co. On the lot was

a brick building. This building was in

the business section of the city and ex

tended up to and fronted on a cement'

sidewalk 12 ft. wide, running in front

of the building. There was a space of

unoccupied ground 4 ft. wide between

the sidewalk and curb of the paved

street in front of the building.

Awning Covered Pump

The tenant was engaged in the busi

ness of selling automobile supplies, ac

cessories, oil, gas, etc., and installed a

filling station in the vacant space be

tween the sidewalk and the curb. This

filling station consisted of a tank buried

in the ground and a pump with the usual

attachments above the ground to dis

charge the gasoline from the tank and

to automobiles waiting to receive it.

There was an electric light on the

pump, the wiring of which ran down

through the pump .and under the cement

sidewalk to a connection with the elec

tric wiring of the building. The awning

(f the building extended some 8 ft.

over the sidewalk and the front of the

building opened directly on the street.

It was decided that the landlord’s lien

on the pump and tank was good.

llisrepresentation

The Supreme Court of North Dakota

says that when a dealer represents that

he is selling goods of a particularly

well-known brand, when as a matter of

fact he does intend to supply goods

of the brand the buyer wants to buy, the

contract can be considered null and void.

There is then no real contract, because

both parties have not the same idea re

garding the goods which are to be sold-

Elliott vs. Lish, 1653 Northwestern, North

Dakota.

Case of Sham Transfer

In the case of Seamless Rubber Co. vs.

Reed, which reached the highest court

in Massachusetts recently, it was de

cided that a jury could determine whether

there was a sham transfer of a business
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where a party doing business under a

trade name transferred his business by

a bill of sale to a minor, but continued

to work at the place of business.

Buying a Garav'e
v D ’5

Editor Motor World: I would like to

ask your advice in regard to a garage

that I would like to have for this sum

mer, two of us going in together, both

experienced in cars, and I have had

charge of a garage two years.

The garage is at York Beach, Maine,

and is on the state road from Boston to

Portland. The owner built it as an in

vestment. He does not know anything

about automobiles but he ran it last

summer and cleared $4,000 just through

the summer months. The building is

50x60 ft., is a 60 ft. front and has two

doors. There is a gas tank and pump, a

portable air compressor and work bench.

Did Only Repairing

The owner did repairing only that one

man could do. Now I figure we can make

more money than he did by doing repair

work the whole year and selling auto

mobile supplies. We have some money

but we have made plans to buy tools and

supplies. We are going to hire a weld

ing outfit and other things. What I

want to know is this: ,

The owneryof this garage won’t lease

it to us. He wants his money back. He

wants $4,000 for everything. There is

a mortgage of $925 at a Portsmouth,

N. H., bank that can stand. Is there any

way we can get the garage?—Arthur W.

Clark, Medford, Mass.

Answer—I have read over your let

ter very carefully and I cannot see that

there is any question of law which you

have to ask. Of course you might go

ahead and put all your money .in the

purchase of- this business and buy your

machinery, tools, etc., on a conditional

bill of sale. One cannot go very far

now-a-days without money.

 

No Misrepresentation Here

The Supreme Court of Washington, in

a lately decided case, held that the mere

fact that a dealer represents a car to

be a six-cylinder roadster of the latest

type and model does not give the buyer

the right to rescind the contract on the

ground of fraud if model's other than

roadster models have been announced

before the sale is made.
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THE' LAW
By George F. Kaiser

 

Perplexed ?

Does some point of

law perplea: you?

Why don't you ask

Motor World’s legal

editor to discuss the

question?

  

 

The buyer in this case brought suit to

rescind the sale of the automobile, claim

ing that it had been represented to be

a “six cylinder roadster of the latest

type and model."

The buyer claimed that it was not the

latest type and model, and that it should

be allowed to recover back the $1,231.80

paid for the car on the ground of fraud.

The dealer, of course, denied that there

was any fraud and when the roadster was

tendered back, refused to accept it.

The court found that the car had been

so described and that the purchaser had

bought it relying on the description. As

to the claim of the buyer that “as a

matter of fact- the roadster delivered to

him was not a roadster of the latest type

and model but was a 1917 automobile and

was actually worth less than the sum to

have been paid," the court decided that

although the “19” series of cars had been

announced, as they consisted of a five

passenger “four,” a five-passenger “six”

and a seven-passenger “big six,” but no

roadster, there was no fraud or mis

description, as the roadster, in fact, was

the latest type and model at the time the

sale was made.

It appeared in the trial of the case that

the dealer, after the sale of this particu

lar car, had sold seventy-five more road

sters of the same type and model and

had one or two loads more on the way.

The court therefore found that the rep

resentations were not even inconsistent

with the facts and the dealer was ab

solved from blame, as it had not given any

information regarding future models be

cause it had none—Bates against Little.

179 Pacific, Washington, 794.

 

Can’t Blake Charge

Editor Motor World: A garageman

agrees to repair a car for $50. Parts

that needed to be repaired were fender,

radiator, axle, spring, thermostat and

headlight. All parts were to be paid for

by owner of the car. The garageman

took the radiator and had it repaired out

side his shop. Could he add an extra

charge for fixing radiator'Z—Levin 8r

Levin, Hartford, Conn.

Answer—I do not see how you would

be justified in making an extra charge for

one part even though you have it re

paired outside of your own sh0p where

you agreed to fix or repair a number of

parts for a certain stipulated amount.

If you made a contract you are bound by

it even though you may lose money in

this particular case.



May 21. 1919
35MOTOR WORLD

 
 

News Letters from Busy Sections

 
 

The Week in Indianapolis

By John B. Orman

Manager of the Indianapolis

Trade Association

rilllolllhlfih'

After the great noise of Home Coming

Day, and the final touches being put on

the Victory Loan, it seems that the auto

mobile business is lying down to take

a short nap so far as unusual activities

are concerned.

About the most important item is the

announcement of the Spake Machine Co.

that it is going to market a two-pas

senger car to retail at a price of $295.

The company announces that it will go

into production in about four weeks. The

car is a racing type roadster, equipped

with a Spake 9-13 de luxe motor, a twin

cylinder air-cooled engine, developing 9

to 13 hp. Fully equipped the car will

weigh 700 pounds, and have a wheel

base of 90 in. Tires will be 28 x 3, with

bodies painted a battleship gray. The

seats will be of the bucket type, the body

of pressed steel. There will be a steel

carrier box to carry the batteries and

tools, while Atwater Kent with hand con

trol off the dash will be the ignition

system.

Must Move Curb Tanks

A short time ago our city council

issued an order that all curb gasoline

pumps were to be removed from the side

walks. A local dealer filed a suit seeking

to enjoin the city from interfering with

or removing a gasoline pump or tank

from the sidewalk, in front of his place

of business. Briefs were filed in_ con

tention of facts set up by the parties,

and a demurrer was filed by Samuel

Ashby, corporation counsel.

The demurrer was to-day sustained

in the Superior Court by Judge Linn D.

Hay, supporting the contention that the

city had the right to order the removal of

a gasoline pump or tank before the

filling station and garage of the local

dealer, which means, unless carried to a

higher court and decision reversed, that

all curb gasoline pumps located within

a certain zone, which zone about covers

the business section of the city, will have

to be removed, and motorists will be com

pelled to buy their gasoline from filling

stations back in the premises off the

curb.

Dealers cannot carry any large amount

of gasoline in their stores, on account of

insurance, so it seems that unless relief

is found in the higher courts those

dealers who have been maintaining gas

stations in front of their stores will be

compelled to go out of the gasoline

selling business. Several of the big oil

companies maintain beautiful stations

here and it is believed that they are be

hind the movement to eliminate curb

stations.

Following the reports of strike troubles

at the Willys-Overland plant, Toledo,

Mayor Chas. W. Jewett has sent a tele

gram to John N. Willys, inviting him to

move his plant to Indianapolis. Mayor

Jewett sent the following wire:

“City of Indianapolis, where your in

dustry was born, invites you back to

your old home, where ideal labor, manu

facturing and transportation conditions

prevail. The whole official family and

civic family of Indianapolis will welcome

you with open arms."

The telegram Mr. Willys sent in reply

to the invitation was as follows:

“Deeply appreciate your telegram

which reached me here (in New York)

and thank you for your generous offer.

Am confident, however, that those of our

employees who left have been misled and

will eventually realize the justice of our

position, as do now nearly all of our

Toledo citizens. Your invitation is an

evidence of friendship that will not be

forgotten."

Scouts to Hear “Rick”

Captain Eddie Rickenbacker will arrive

in Indianapolis May 29, and in the even

ing will deliver a” lecture under the

auspices of the Boy Scouts. At noon on

May 30 the Chamber of Commerce will

give a luncheon at which the Captain

will be the guest of honor. Reservations

have been made for 400 guests, among

whom will be Carl Fisher, president of

the Motor Speedway; Jas. A. Allison,

treasurer; Arthur Newby, vice-president;

the.American Automobile Association

will be represented by Richard Kenner

dell, F. A. Croselmier and Clifford Ire

land. Others will be E. C. Patterson.

W. S. Gilbreath, G. G. Sinsabaugh, and

David Beecroft.

The Week in Worcester

WORCESTER, May 17—The J. W.‘

Maguire Co., agents for Pierce-Arrow

cars and trucks, has purchased land on

Park Avenue, where it will build a

large salesrooms and service station,

which will be ready in the Fall.

The H. J. Murch Co., Cadillac dealer,

is to move also to Park Avenue into a

new home in the near future, and this

will mean the moving of motor row

from Main Street.

H. L. Bossa & Co., Inc., has just been

organized to conduct a garage and ser

vice station business here. It is a $25,000

corporation comprising Harry L. Bossa,

Howard L. Pomeroygand W. S. Pomeroy.

The Week in Boston

BOSTON, May l'l—The Vim Motor

Truck Co., Philadelphia, has taken over

the sales of Vim trucks for New Eng

land to handle the business as a branch.

George L. Taggart has been placed in

charge of the branch. It was formerly

handled through Dunbar, Sanders &

Bowen, who market the Oakland here.

The new company leased the big Packard

Annex on Commonwealth Avenue for

a sales and service station, and at the

opening of the branch Mayor Peters

and representatives from the Governor’s

office and the Northeast Department of

the U. S. Army were present to give the

opening a real send-off.

Owen A. Cunningham, who controlled

the sales of Wondermist, with head

quarters at Boston, has joined the Ne

mours Trading Corp., New York, as di

rector of domestic sales, and that com

pany has taken over the distribution of

the product, and also some other auto

mobile accessories. It is now consider

ing the marketing of a headlight brought

out by two Massachusetts Institute of

Technology men in Boston.

Joseph S. Downey, for some years with

the Boston Cadillac Co. in the used car

department, and one of the well known

racing drivers of the days of Lowell and

Ormond Beach events, has gone into

business for himself marketing used cars

with headquarters on Braintree Street,

Allston.

John L. Snow, of the Peerless, and

George L. Osborn, of the Osborn-Mac

Millain Co., are receiving congratula

tions upon being members of the winning

team which won the trapshooting contest

from a team sent over from New York '

to clean up the New Englanders.

A. B. Mann, well known in legal

circles here, has gone into the motor

business He has formed the Mann

Motor Car Co., and leased salesroom.;

on Boylston Street to sell the Maibohm.

Arthur Cundy, formerly managing a

large service department at Cambridge,

is just back from the war, and he is

looking for the agency for a car. He

brought back the sales rights for an Eng

lish shock absorber. He is a former

president of the Massachusetts Auto<

mobile Operators Association.

Vice-President Emlen S. Hare, of the

Packard Motor Car. Co., Detroit, was

a guest of the Alvan T. Fuller organiza

tion at a dinner on Thursday evening, at

which he spoke on good roads and motor

truck topics. It was held at the B. A. A.

and attended by the sales and service

force of the Packard organization from

Boston, Portland, Manchester and other

New England cities; those present in-,

cluded Congressman Alvan T. Fuller,
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Robert B. Parker, J. W. Patterson, D. O.

Earle, I. H. Boles, C. P. Cary, P. W. Dan

forth, C. S. Crummett, C. G. S. Sheldon,

D. E. Fitzgerald, E. W. Allen, J. W'. Mac

Robert, W. P. Naylor, N. F. Neer, B. L.

Afileck, H. A. Bonnelli, C. R. Thompson,

J. T. Pace, D. P. Lowell, A. K. Osden,

A. N. Davis, J. P. Kane, E. W. Howe,

W. Durfee, C. E. Norris and C. L. Evans.

President J. H. MacAlman of the Bos

ton Automobile Dealers’ Association and

John H. Johnson, of the Buick Boston

Co., have been appointed on the com

mittee to put over the Salvation Army

drive among the motor trade the coming

week. Johnson has just returned from

a Spring trip to French Lick Springs.

Russell A. Field, of the Martin Kelley

Agency, came to Boston last week and

took up the cudgels for the motor dealers

and manufacturers on the question of

publishing news regarding the automobile

trade. For several months, except during

the week of the motor show, the Boston

papers, with one exception, have had a

ban on regarding motor stories. Field

went to each publisher and got his views,

and as a former newspaper man who

handled the automobile department for

a Brooklyn paper, he said that it did

not seem fair to harpoon the entire

motor news because there was such a

load of slush poured in.

Lift Ban on Motor News

After two conferences the ban was

lifted, and now each paper will use two

columns of motor news each week, which

should eliminate a lot of the mediocre

stories written merely for publicity, and

which it was agreed was not worth print

ing anywhere.

N. F. Neer, for several years with the

Curtis Publishing Co., with headquarters

at Philadelphia, has come to Boston as

advertising manager for Alvan T. Fuller,

who handles the Packard in Eastern New

England.

President J. S. Hathaway, of the Bos

ton Commercial Vehicle Dealers’ Asso

ciation, manager of the White branch,

has been busy with conferences dealing

with motor truck fees, at which repre

sentatives of the legislature and the

Highway Commission have been trying

to reach a solution.

Bay State A. A. Entertains

Fred T. Moore, manager of the New

England branch of the Goodrich tires,

who is president of the Bay State A. A,

is putting that club (in the map With

monthly entertainments at which prom

inent military and civic officials are

guests and speakers. The next event on

Wednesday evening is expected to be

such a live one that it is limited solely

to members, as there would not be room

for guests.

R. W. Harris, formerly with the Gray

& Davis Co., who is now New England

distributer for Oldfield tires, has opened

salesrooms on Boylston Street, Boston,

next door to the Pieroe-Arrow and the

newly opened Lexington agency, which

makes quite an addition to old motor

row.

/

TO TAKE TRUCK SHOW

OVER ROADS TO FARMS

St. Louis Trade to Have Travel

ing Exposition of Over

100 Vehicles

 

ST.‘ LOUIS, May 17—Most of the

details of the St. Louis Motor Truck

Expedition, which will bring a motor

truck show to the farmers and residents

of small towns in Missouri and Illinois,

have been arranged. The expedition is

under the auspices of the Commercial

Car Bureau of the St. Louis Automobile

Manufacturers' and Dealers' Associa

tion.

There will be 100 or more trucks in

the train which will leave St. Louis,

June 2, at 6 a. m., for St. Charles, La.,

and Hannibal, Mo.; Quincy, Rushville,

Beardstown, Jacksonville and Alton, 111.,

back to St. Louis. The distance is about

372 miles. To make as many stops as

possible, the time for the trip was fixed

at seven days.

The committee in charge is composed

of L. H. Amrine, chairman, C. E. Light

foot, C. A. Aldrich, J. N. Magna and

J. Dunker. Preston W. Duffy, truck

man for the Chevrolet retail store here,

will be tour master. He was in motor

transport work with General Pershing

on the Mexican border.

Speakers will accompany the train

and deliver talks on “Modern Trans

portation,” “Good Roads," and other

timely topics. A moving picture pro

jecting machine and screen will be

brought along, and it is proposed to show

films illustrating the work of trucks and

good-road propaganda on the public

squares of towns where the expedition

rests at night. There will be no night

driving.

The schedule of miles per hour will

depend upon road conditions, not to

exceed 10 m. p. h. Any size truck may

be entered up to and including two tons.

Passenger cars will be barred, except

official cars necessary to operate the

train. Customers will be invited to take

part for such benefit as they may derive

from advertising their business.

Entries close May 26, and co-operation

of dealers is asked to put St. Louis on

the map as a truck distributing center

and to visualize the needs of modern

transportation.

The idea of the expedition originated

with Harry G. Moock, business manager

of the N. A. D. A. He departs to-morrow

night for Detroit, where he will outline to

dealers a plan for a similar expedition.

Kansas City dealers are also considering

the idea.

The Week in Springfield

SPRINGFIELD, May 17—H. M. Lyall

has taken the agency for Paige-Detroit

cars for Hampden and Hampshire Coun

ties with headquarters here, and he has

opened sales and service stations at 326

Dwight Street.

The Berkshire Motor Co. has just been

formed here by Oliver C. Pease, George

C. Belding and E. E. Fuller, all of whom

worked in the service department of the

Stoddard Motor Car Co. They decided

to go into business for themselves and

took on the Bethlehem truck for a starter,

and they are now in the market for

passenger cars. They have located at

the corner of West and Plainfield Streets.

A. C. Wigglesworth has secured a per

mit to erect a salesroom and garage at

Chestnut and Franklin Streets which will

be one of the largest and best in Massa

chusetts. It will vbe fireproof, of con

crete and steel, and have accommo

dation for 150 cars in the garage with

ample room for salesrooms on the ground

001'.

Johnson Brothers have just taken on

the agency here for the Auburn.

 

Ferrier Heads St. Louis Association

ST. LOUIS. May 17—W. L. Ferrier

was elected president of the St. Louis

Motor Accessory Trade Association at

the annual election held last Tuesday

evening. Other officers elected were:

Vice-president, E. J. Methudy; secretary,

Robert E. Lee; treasurer, A. R. Baxter,

sergeant-at-arms, C. W. Edwards; direc- '

tors: John F. Shuford, E. S. Marvin, L. E.

Allmon, W. L. Patterson and A. C. Bauer.

A plea for members of the association

to keep complete and accurate records of

the accessories they sell, using the manu

facturers’ serial numbers, was made by

Chief of Police Martin O’Brien. He said

that thefts of motor cars had been de

tected by means of numbers on com

paratively unimportant accessories, when

serial numbers of motor body and chassis

had been obliterated. Other speakers

were George A. Chappell, who recently

returned from France, and T. A. Peek,

sales engineer of the Pierce Oil Cor

poration.

 

Simmons to Distribute Jumbo Trucks

NEW YORK, May 19—The John Sim

mons Co., which is a large firm of ex

porters and since last August has had

charge of all export sales of Jumbo

trucks for the Nelson Truck Co., Sagi

naw, Mich., has become New England

distributer as well for the Nelson com

pany. The Simmons company will con

trol all the New England states as well

as the northern part of New Jersey,

Pennsylvania as far east as Altoona, and

the Metropolitan area around New York

City. Service and sales headquarters

for the East are to be established in

Long Island City. The company will

operate as both wholesale and retail

dealer in and around New York. An

organization of dealers throughout the

Eastern territory is now being arranged.

 

Des Moines Banquets Rickenbacker

DES MOINES, IOWA, May 19—Eddie

Rickenbacker has had another banquet

tendered him. This one was by the

Motor Trades Bureau of the Des Moines

Chamber of Commerce. The bureau

hired the Coliseum for the occasion and

filled it without any trouble.
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N. A. D. A. HAS TRUCK

SALES DIVISION NOW

Cartinour in Charge of New

Bureau to Help Solve

Sales Problems

ST. LOUIS, May 17—The. National

Automobile Dealers Association is to

help its members sell more motor trucks

and trailers. This important work is to

be done through a new division of the

association known as the Commercial

Vehicle Division, of which H. N. Car

tinour of the Cartinour-Bowman Co.,

Indianapolis, Indiana, distributers of

Federal trucks, has been made Commis

sioner. The division will handle all prob

lems that arise solely in the truck-sales

trade. , '

“Many of the N. A. D. A. members sell

both passenger and commercial cars,"

said Harry G. Moock, business manager

of the Association, in outlining the pur

pose of the new division. “In many in

stances, commercial cars were added

after the passenger car lines had been

handled successfully and dealers failed

to realize that the two presented a dif—

ferent selling problem altogether. Deal

ers, therefore, became discouraged with

their line of motor trucks and dissatis

fied with the results of their investment.

“Dealers realize that the two selling

problems are different and they are writ

ing to the N. A. D. A. presenting their

problems. As the endeavor of the as

sociation is to furnish dealers only with

the best practical advice possible it was

deemed sufiiciently important to create

the new division and handle the sugges

tions from the standpoint of money mak

ing for the dealer."

Cartinour is working on plans for

commercial car sales promotion. In

quiries in regard to the work should be

sent to the Commissioner of the Com

mercial Vehicle Division, National Au

tomobile Dealers’ Association, 3124A

Locust Street, St. Louis.

Tractor Demonstrations for Pennsylvania

HARRISBURG, May 19—The State of

Pennsylvania is to hold four two-day

tractor demonstrations during the com

ing season. These will be held in dif

ferent sections of the state. Representa

tives of various tractor companies have

agreed on this schedule. There is a

little uncertainty regarding the rules

covering these demonstrations, as‘some

of the tractor makers want to furnish

their own rules and the State Depart

ment feels that it should have a voice in

framing them. -

Folger Heads Charlotte Dealers

CHARLOTTE, N. 0., May 19—Lee

Folger, sales manager of the C. C. Cod

dington Co., Buick distributer, was elect

ed president of the Charlotte Automotive

Trade Association at the annual meeting

of that body May 12. Other oflicers

elected were: Vice-president, H. S.

Dowling, Dowling Motor Co.; secretary

treasurer, R. E. Saunders; directors, H.

L. Morrow, Osmond Barringer, Joe

Fitzsimmons and H. M. Clark. '

That Lock Switch Litigation

Editor Motor World: Last week you

published a notice to the effect that the

K-W Ignition Co., of Cleveland, Ohio,

had won its switch litigation against the

Goodrich-Lenhart Mfg. Co. The facts of

the matter are as follows:

The suit brought by Warren R. Cox,

the owner of the patents under which

the K-W switch is made, and our suit

against Warren R. Cox were amicably

settled. Under the terms of the settle

ment agreement which we made with

Mr. Cox, we are not only permitted to

repair any lock switches that we have

sold in the past or may sell for an in

definite period of time, but we also are

absolutely free to sell a great many

thousand lock switches, the amount being

so large that under present conditions we

can supply our trade for a long period

of time, which we approximate to be

somewhere in the neighborhood of two

years. .

In addition to the above we would

direct attention to the further fact it was

agreed under penalty that there would

not be any interference with our right

to sell these lock switches, so that our

trade is well protected.—Goodrich-Len

hart Mfg. Co., Philadelphia, Fred Ihreg.

N. A. C. C. Will Fight Chassis Tax

WASHINGTON, May 19-—-The Na

tional Automobile Chamber of Commerce

has filed a protest with the Treasury De

partment against the rulings on the tax

for chassis. Under the present ruling if

a manufacturer sells a chassis directly to

a consumer there is one tax of 5 per

cent paid. If a manufacturer sells a

chassis to a dealer there is no tax paid

by the manufacturer if the dealer knows

for what purpose it will be used and the

dealer fills out certain necessary papers.

If, however, the dealer is unable to

definitely specify how the chassis will

be used, by whom, etc., the manufacturer

pays a tax of 5 per cent. If the manu

facturer sells the chassis to a distributer

and he in turn sells to a dealer, both pay

a tax. If a dealer sells a chassis he pays

no tax unless he attaches a body to it,

when it is regarded as a manufactured

vehicle and again becomes subject to

taxation—3 per cent for a truck and 5

per cent for a passenger car. It is ex

pected that there will be some time re

quired before the tax department will

give a new ruling on this.

Chevrolet Canadian Distribution from

Winnipeg

WINNIPEG, MAN., May 19—Winni

peg will soon be made the distribution

center for the entire Canadian west for

Chevrolet cars by means of the estab

lishment of zone distribution head

quarters here.

PROTESTS RULING _ON

MOTOR TRUCK CHASSIS

N. A. D. A. Wires Internal Reve

nue Bureau of Injustice

of 5% Tax

ST. LOUIS, May l7—A vigorous pro

test against the ruling of the Inter

national Revenue Bureau that a truck

chassis is a “part,” and as such is tax

able at 5 per cent, is being made by

the National Automobile Dealers’ As

sociation. In addition to a protest to

Commissioner Roper, the association has

asked the secretaries of 57 dealers'

associations throughout the country not

only to wire protests on behalf of the

organizations but to have each indivi

dual member do so. The ruling is effec

tive Feb. 25, although just announced.

The telegram of the N. A. D. A. to

Roper follows:

“Treasury decision, article 15, regula

tion 47, classifying truck chassis as a

part is contrary to all sales usages.

Truck chassis is a sales unit and is the

basis of all truck sales regardless of the

type or kind of body used. Therefore,

classification as a part is not only an

injustice, .but greatly impedes truck

sales and is a penalty on business. Re

vision of decision, therefore, should be

made so that truck chassis when sold

complete as a unit takes 3 per cent tax,

which we believe was intended when the

1918 revenue bill was framed."

Here are the reasons Business Mana

ger Moock gives for a revision of the

ruling:

“Dealers have been selling on the pre

sumption that a'chassis is a truck and,

therefore, taxable at 3 per cent. Thus

the ruling will cost the dealers thousands

of dollars. The 1918 decisions of the

revenue bill classified the chassis as the

unit of sale. For three months the

dealers have been parting with truck

chassis with only a 3 per cent tax against

them, as passed on by the manufacturer.

It is very probable that the manufac

turers, because of their contracts, will

be able to-collect the additional 2 per

cent from their dealers, but the dealers,

having completed the transaction with

their customers, will be unable to collect

the 2 per cent additional thus passed

on."

Moock also sent a telegram to George

Graham, chairman of the motor truck

division, National Automobile Chamber

of Commerce, advising him of the protest

and stating that the N. A. D. A. would

send a delegation to Washington if neces

sary.

The local dealers acted quickly on the

suggestion of the association. Telegrams

were sent yesterday by nearly every

man in St. Louis sellin'g trucks.

A special war tax bulletin has been

sent by the N. A. D. A. to its members,

giving complete information on the de

cisions of the treasury department on

the application of the new tax.

a
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In the Ford wiring diagram on page 30 of Motor

World of April 30 the figures on the commutator

i and coil and the colors on the ignition wires were in

improper order. Paste this chart over the one shown

April 30. Do not use the April 30 chart
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Advertising Service for Dealers

TOLEDO, May 16v—A merchandising

and advertising service for automobile

dealers intended to build up the dealer

himself as the predominant factor in

trade circles in his community is some

thing new to be offered to the trade by

the John O. Munn Co., which will operate

as a specialist in dcaler.advertising. The

new company is headed by John 0. Mann,

who for 9 years was assistant advertis

inpr manager for the Willys-Overland

F0. The Munn merchandising and ad

vertising service will provide the dealer

with publicity, merchandising counsel,

advertisements and sales advice.

Still Larger Invasion of Canada by

General Motors .

TORONTO, May 19—General Motors

of Canada, Limited, is the name of the

new corporation recently organized with

an authorized capital of $10,000,000. R. S.

McLaughlin, president of the McLaughlin

Motor Car Co., Ltd., the Chevrolet Motor

Car Company, Ltd., both of Oshawa,

Ontario, and a director, vice-president

and a member of the executive committee

of General Motors Corp., has been elected

president.

Extensive additions to the Chevrolet

and McLaughlin plants at Oshawa are

under way. When completed McLaughlin

and Chevrolet cars will be Canadian-made

throughout. A $6,000,000 plant is being

erected on a section of the 38-acre site

recently purchasesd by General Motors

at Walkerville. When the entire plant

is constructed it is the intention of the

 

 

new Canadian company to build the en

tire General Motors automotive line in

Canada for the Dominion and Imperial

markets.

Waterloo Becomes Black Hawk

WATERLOO, IOWA, May 19—The

Black Hawk County Motor Trades Bu

reau will take the place of the Waterloo

Automobile Dealers’ Association. The

new association is larger in scope than

the old, for, as its name indicates, it

will include tradesmen from every city

in the country. Officers are: President,

C. A. Clark; vice-president, A. L. Alex

ander; secretary, Vern Orr; treasurer,

Harry Bird.

 

Bumper Coming from Owosso

OWOSSO, MICH., May 16—W. S.

Booth, formerly of the Field Mfg. Co.

and Biggam Trailer'Co., has organized a

new company and will begin the manu

facture in Owosso of a bumper which

he recently patented. He hopes to make

10,000 bumpers this summer. The A. E.

Palmer & Sons Co. will make the bump

ers for him until he gets his own plant

running. Mr. Booth was at the head of

a Detroit manufacturing concern before

the war.

AC Speedometers Coming

FLINT, May 17—The Champion Igni

tion Co., manufacturer of the AC spark

plug, has decided to manufacture speed

ometers. Production will start this

month. The new product is of the mag

netic type.

New Plant for Liberty Cars

DETROIT, May 17—Percy Owen,

president of the Liberty Motor Car Co..

has approved plans calling for a new

factory which will be located in the dis

trict adjacent to the Hudson Motor Car

Co., the Continental Motors Co., Wads

worth Mfg. Co., Maxwell-Chalmers and a

number of other automotive plants.

With the new factory the company

hopes to double its present production.

Its present plant, the old R. C. H. cor

poration group of buildings at the foot of

Lycaste Avenue, is proving unequal to

present manufacturing demands.

 

New Home for Maibohm Motors

SANDUSKY, OHIO, May 16—The

Maibohm Motors Co., moving here from

Racine, Wis., where its plant was de

stroyed by fire, will occupy a new fac

tory having 75,000 sq. ft. of floor space.

The plant will be 620 x 120 ft. It will

be of one story, sawtooth design and

modern fireproof daylight construction.

It will have a capacity of 50 machines

daily.

 

More Capital for Tower Truck

GREENVILLE, MICH., May 15—The

Tower Motor Truck Co. has increased its

capitalization from $200,000 to $500,000.

New buildings will be erected at once to

accommodate production increases on

both the 2- and 3%-ton models. The

sales department of this company states

that increased distributing facilities have

brought about a demand for trucks which

makes it impossible for the present plant

to keep up with orders.
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UNIONTOWN RACE TO

MILTON AT 96% M. P. H.

Dueaenberg Pilot Takes 112

Mile Sweepstakes—Chevrolet

Second, Mulford Third

UNIONTOWN, PA., May Iii—Driving

a non-stop race with competition keen

every lap, Tommy Milton won this after

noon’s Victory Sweepstakes of 100 laps,

112% miles, a purse of $3,000 and his

first leg on the Universal trophy cup

He made the grind.in a Duesenberg in

1:10:09.32 at an average speed of 96%

m.p.m. Second honors went to Louis

Chevrolet and third to Ralph Mulford,

each driving Frontenacs

The driving of Milton, Chevrolet and

Mulford was the most spectacular wit

nessed here since the Speedway was

opened 3 years ago. From the first lap

the three cars stepped away from the

pack and lap after lap were separated

only by car lengths. So much were they

in the lead. Mulford, driving third in the

87th lap, went to the pits for a tire

change and returned to his old position.

Chevrolet had the pole position and

led the field for the first four laps when

he gave way to Mulford, who held it

until the 48th. For the first half of the

race Milton was content to drive an easy

third, being at times a half lap behind

Mulford and Chevrolet. At the 35th he

commenced to speed up and passed Chev

rolet on the 39th, the Frenchman keep

ing a half car length behind. In the Slst

Milton drove into the lead and re

tained it to the end.

A weakening tire prevented Chevrolet

from showing his usual spurt in the fag

end of the race. The tire commenced to

go down on the 89th, but Louis nursed

it along. On the last lap when Milton

had already got the flag, the tire blew,

but Chevrolet kept speeding along,

crossing 'the tape 21 seconds ahead of

Mulford.

The elimination process was com

menced in the first lap when Fred Mc

(‘arthy, driving a Hudson, .went to the

pits for engine treatment. He re-entered

the race but did not figure. Joe Boyer in

a Frontenac had a tire change in the sec

~ the past.

:7 \i'1v>l<f*4r unbuk

A (listincthe new four-door. four-passen

ger car for all-season use, the Sportsedan.

has been brought out by the Cole Motor Car

(‘0. From frame line to roof. the sides are

'unbroken by any overhanging of the super

structure, new flush panel design being in

troduced to, replace the conventional over

hanging construction which has been used in

The upholstery is gray or blue mo

hair velvet. The fittings match the color

Schetne. Ventilation to accommodate the car

to the requirements of both summer and

winter driving has been provided by the in

  

stallation of automatic regulators to adjust

the upper glass panels at each of the doors.

There is a heater in the floor. A distinctive

feature is the employment of solid rear quar

ter sections, which are provided with perma

nent octagonal windows to correspond with

the beveled glass panel at the rear of the car.

The Sportsedan may be had either in Aero

Gray or American Flag Blue with the solid

panels and top in black. Special painting

and trimming. or the substitution of wire or

steel wheels may be had at extra charge.

Price, saws.

 

ond lap but drove a consistent race, fol

lowing the leaders throughout although

a lap behind. Gaston Chevrolet had

much trouble with his Frontenac, making

several tire changes and tinkering with

his engine a number of times.

There were two spills to thrill the

crowd, both within a few seconds of each

other. Both occurred in front of the

grandstand. Joe Thomas in coming out

of the northwest turn loosened a tire and

spun around the apron several times

and finally bumped against the inner

guard rail. A few seconds later on the

same lap Toft kicked off a shoe entirely

when entering the northeast turn. The

tire bounded around the turn but Toft

safely landed his mount against the rail.

Neither driver was injured.

Fourth place in the race went to Clifi’

  

Here is the new Hudson, which has been much refined and sells in its new

form for $1,975

Durant in a Chevrolet Special; fifth to

Joe Boyer, in a Frontenac; sixth to Louis

Le Cogue, Roamer; seventh to Kurt

Hitke, Roamer; and eighth to Denney

Hickey, Stickel Special. Drivers start

ed but not finishing were Omar Toft,

Fred McCarthy (Hudson), Wilbur

D’Alene and Gaston Chevrolet. ‘

 

More Foreign Drivers Arrive

NEW YORK, May 15—Another con

tingent of French racing drivers for the

Indianapolis race arrived on the steamer

Espagne to-day and consisted of Louis

Wagner and Paul Bablot, who will drive

Ballot cars, and André Boillot, a brother

of Geoges Boillot, the famous French

racer who appeared at the May 27, 1914,

Indianapolis Race, and -who was shot

while serving as an aviation pilot in the

war. André Boillot will drive one of the

Peugeot cars. He will be a driving mate

with Jules Goux, who arrived from

France some time ago.

 

Champion Schedules Sales Convention

TOLEDO, May 17—The Cha pion

Spark Plug Co. will hold its ourth

annual sales convention and banquet on

Saturday, May 24, at the factory. The

banquet will be at the Toledo Club.

 

'Cassidy Adds Tilton Belts

NEW YORK, May 17—The Edward

A. Cassidy Co., Inc., has added another

account. It has been appointed manu

facturers’ representative and will act as

the sales department for Tilton endless

woven belt.
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Resignations and Promotions Place Workers

in New Positions

‘-‘.'-- ~ -
. —

Roy F."'Fike has resigned as manager of

the used car department of the American

Automobile Co., Tacoma, to become a stock

holder and secretary and general manager

of the Apperson agency for' Oregon, at Port

land. The name of the agency has been

changed from. Apperson Motor Car Co. to

Elke-Horn; Motor Car Co., with G. F. Horn

as president.

Guy N. Stevens. assistant secretary of

the Olympian Motors Co., Pontiac, has re

signed and been elected vice-president and

treasurer of the Rex Tool & Machine Co.,

Pontiac. Stevens is also assistant secretary

of the Power Truck & Tractor Co., Detroit.

Blaine McGrath, former Republic advertis

ing manager. has entered the sales depart

ment of the Republic Truck Co. He has es

tablished headquarters at Birmingham and

will cover Alabama and parts of Mississippi.

Tennessee and Florida.

Earl B. Wilson has been appointed direc

tor of sales of the Buick Motor Co., Flint.

He was formerly manager of the company's

Philadelphia branch.

Major B. Hawxhurst. formerly representa

tive of the \Vestinghouse Co. in Detroit, is

now president ‘and general manager of the

Automotive Products Co_ of Detroit and Chl

cago.

Edwin A. Godlov, formerly connected with

the eastern division of the Overland Motor

Car Co., and with the Olds Motor Works,

has been made general office manager of

the Republic Motor Truck Co., Inc., Alma.

Thomas H. House, former Republic travel

ing representative in northwestern territory.

has been appointed Pacific Coast manager.

His territory includes Washington, Oregon,

Idaho. Montana and parts of Wyoming, Utah,

Nevada, California and British Columbia.

0. A. Cole has been appointed general

sales manager for the F. 0. Meyer Motor

Co., St. Louis, Republic truck dealers. For

more than a year he was in charge of out

side territory saies for this company.

S. L. Garvey has resumed his former posi

tion as service manager of the Newell Motor

Car Co., Paige and Stearns distributor in

St. Louis. He has just returned from France

with the 138th (St. Louis) Infantry. He has

been in the service since September, 1917.

J. N. Magna has been made sales manager

of the Federal Truck Co. of St. Louis.

Frederick W. Smith, formerly manager of

the B. F. Goodrich Co., has resigned and will

go in business for himself under the name

of Central Cut Tire Service Station.

Karl A. Elchhorn, formerly of the Packard

Motor Car Co., is manager of the new offices

opened in Detroit by James Barr & Co., pub

iic accountants, New York City.

Cliff,Knoble, formerly advertising manager

of the Liberty Motor Car Co., and Norton

Brotherton, formerly of Seelye-Brother

ton-Brown, advertising agents, have formed

a new agency, known as the Brotherton

Brown Co., with offices in Detroit.

6. C. Thomas, sales engineer for the Den

by Motor Truck Co., Detroit, has resigned

and joined the force of the Field Mfg. Co.,

Owosso, Mich.

C. T. Turner, president and general man

ager of the firm of the Turner & Burkett

Sales Co., Toledo. has returned from France

to resume his former duties.

“f; _ Prominent Tradesmen Assume New Duties

 

Lieut. Avery Gilleo and George D. King

will have Joined the forces of W. B. Ray

burn, Grand Rapids. local agent for the Re

public.

A. E. Mason, who has been connected with

the Chalmers Motor Co. as superintendent of

sales in Wyoming and Colorado territory, is

now connected with the Western Motor Car

Co., Omaha. Neb. '

C. V. Lyons has been appointed eastern

sales manager of the Nelson Truck Co., Sag

inaw, Mich. He will have charge of the dis

tribution of the John Simmons Co., New

York City.

S. H. Houser, formerly sales manager of

the Standley Skid Chain Co., Boone, Iowa, has

joined the sales force of the Gray-Heath Co..

Chicago.

S. H. Small has resigned as advertising

manager of the L. A. Young Industries, Inc.,

Detroit.

Tractor Corp., manufacturer of “'heat Trac

tors, in the same capacity.

W. E.'Mannlng has joined the sales force

of the Samson Tractor Co. He is to repre

sent the Samson ln the territory tributary

to Kansas City, which embraces the western

half of Missouri and all of the State of Kan

sas.

Stanley K. Wallace has been appointed

purchasing agent for the G. Norman Baugh

man Co., Tampa. He succeeds Mr. Pettin

gili. who has severed his connection with the

company to go in the truck business for

himself.

NEW YORK STOCK EXCHANGE CLOSING

QUOTATIONS MAY 17

Bid Asked

Fisher Body, com . . . . . . . . . . . . . . .. 75% 77

Fisher Body, pfd . . . . . . . . . . . . . . . ..100 102

Goodrich. B. F., Co., com . . . . . . .. 71% 72

Goodrich, B. R. Co., pfd . . . . . . . ..108 108%

Kelly-Springfield, com . . . . . . . . . . ..122 123

Kelly-Springfield, pt’d . . . . . . . . . . .. 94 95

Kelsey Wheel. com . . . . . . . . . . . . . .. 51 52

Kelsey Wheel, pfd . . . . . . . . . . . . . .. 97 98

Lee Rubber & Tire . . . . . . . . . . . . . .. 33 331,4

Stewart Warner . . . . . . . . . . . . . . . . .. 93 991,5

Stromberg Carburetor . . . . . . . . . . .. 44% 45

U. 8. Rubber. com . . . . . . . . . . . . . .. 98% 98%

U. 8. Rubber, pid . . . . . . . . . . . . . . ..113% 114

Chandler . . . . . . . . . . . . . . . . . . . . . . . . .153 154

General Motors. com . . . . . . . . . . . ..18-i% 185%

General Motors, pfd . . . . . . . . . . . . .. 90% 91%

General Motors. deb . . . . . . . . . . . . .. 90 901/"

Maxwell, deb . . . . . . . . . . . . . . . . . . . .. 45% 46

Maxwell, 1st pfd . . . . . . . . . . . . . . . .. 68% 69

Maxwell, 2d pfd . . . . . . . . . . . . . . . . .. 35 35%

Pierce-Arrow. com . . . . . . . . . . . . . .. 51 511/»;

Pierce-Arrow, pfd . . . . . . . . . . . . . ..104 105

Saxon . . . . . . . . . . . . . . . . . . . . . . . . . .. 9% 9%

Studebaker, com . . . . . . . . . . . . . . . .. 82% 821,4

Studebaker, pfd . . . . . . . . . . . . . . . .. 99% 100

Stutz . . . . . . . . . . . . . . . . . . . . . . . . . . .. 51‘ 57%

White . . . . . . . . . . . . . . . . . . . . . . . . . .. 58 58%

Willy Overland. com . . . . . . . . . . .. 34% 34%

W'illys Ovariand. pfd . . . . . . . . . . . .. 96% 971/,

 

Perfection Heater Division Sold

CLEVELAND, May 16—The Perfec

tion Heater & Manufacturing Co. has

acquired the entire organization of the

Perfection heater division of the Standard

Parts Co. The new company, which is

capitalized for $300,000, has leased a

to go with the Hessian Tiller & '

building on Carnegie Avenue, near East

Sixty-fifth Street, and increased produc

tion to 1000 heaters per day. W. A. C.

Smith is president, and other ofiicers are:

Vice-president and general manager, C.

S. Polton, connected for seven years with

the Perfection spring and heater divisions

of the Standard Parts Co.; secretary and

treasurer, F. D. Kellogg. E. L. Jones,

for a number of years with the Remy

Electric Co. and the Standard Parts Co.,

will be special factory representative.

L. H. Peck, formerly machine tool de

signer for the Foote-Burt Co. and recent,

ly released from aviation service, has

charge of engineering and production.

 

Foster of Prbvidence Dies

PROVIDENCE, May 15—James A.

Foster, one of the pioneer automobile

dealers of Rhode Island, died suddenly

to-day at Fostmere, his home at War

wick Neck. Heart troLble was the cause

of death, and although he had been in

poor health for a year he attended to

business up to yesterday.

Mr. Foster was the senior member

of the Foster-Smith Co.,\state distributer

of Winton, Chalmers and Woods Dual

Power cars. He was also a member of

the Cadillac Auto C0. of Rhode Islano

handling the Cadillac, and the Broadway

Sales Co., distributer of the Dodge.

To Make New-Truck Attachment

DETROIT, May 15—William Coat.

worth and M. A. Zoulek have formed the

Coatworth & Zoulek Mfg. Go. here to

make a pulling tread truck attachment.

This attachment will be made for all

sizes of trucks, and it is said it will

enable them to run out of ruts and mud

holes on their own power. It is used on

both rear wheels, providing a track on

which the wheels run, and is made of

hardwood block, with pipe spacers be—

tween them, through which a steel cable

passes. The shoes provide traction, and

not power, and are 4 ft. in length, weigh

16 1b., can be attached to any truck, and

are made to correspond with the width

of the tire.

Profits for Columbia Employees

DETROIT, May 17—The Columbia

Motors Co. is installing a profit-sharing

plan through which it is proposed to dis

tribute stock in the company to every

worker and department head. The com

pany has set aside $150,000 treasury

stock and this has been placed at the

credit of the workers.

Every employee who has been in the

service of the company one year and

who has been recommended by his fore

man as a dependable and trustworthy

employee will share in the profits. The

stock will be issued directly to the em

ployee to do with as he pleases.

Additional Road Construction Planned

WASHINGTON, May 16—The U. S.

Forest Service plans to construct 1643

miles of roads during 1919 at an expendi~

ture of $12,000,000.
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SELL YOUR CARS NOW,

NEVER MIND DELIVERY

New Jersey Association Told

This Is No Time to

Slow Down

NEWARK, N. J., May 16—The New

Jersey Automobile Trade Association

held one of its monthly meet

ings last evening at the Washington.

These m'eetings are a part of the associa

tion plans to make members interested

in the association work and make the

oiganization more valuable to the trade.

The meeting was addressed by David

Beecroft, Directing Editor of the Class

Journal papers, who gave a stereopticon

talk on his trip of three months through

the factories of England, France and

Italy, and over the battlefields, immedi

ately following the signing of the Armis

tice.

George Blakely of Jersey City, a for

mer president of the association, spoke

briefly in favor of the association work.

He stated that at this particular time

the factories are having an immense

amount of trouble with labor and other

adverse conditions and that the troubles

of the dealer are small in comparison.

He said that this is not time to slow

down but that dealers should go ahead

and get all the orders they can on their

books and worry about getting cars

afterwards. He said there will always

be a certain amount of shrinkage in

orders and that it was up to every dealer

to keep going and not slacken his effort

in the' slightest.

Harry Woodruff, representing the In

ternal Revenue Department, explained to

the dealers that last year they were re

quired by the law to pay a -2 per cent

tax on the wages of heirs and employees

and that this year it is 8 per cent. This

was news to most of the dealers and they

were interested in Woodruff’s explanation

of how they could get from under much

of this difficulty, which is explained else

where in this issue of Motor World.

Have You Alien Employees?

NEW YORK, May 16—Have you any

alien employees in your place of business?

In other words, have you any persons

working for you who are not citizens

of the United States, or who have not

declared their intention of becoming citi

zens?

If you have, and you are paying them

$1000 or more a year in wages or salary,

you will be required to deduot 8 per cent

of everything over $1000 you pay them

and turn it over to the Internal Revenue

Department. In 1918 it was 2 per cent.

But there is a way to avoid withhold

ing any money from your employes. This

can be done by having every alien fill

out and sign Treasury Department Form

No. 1078 (Rev.). This is a declaration of

the citizenship of the alien. It tells what

country he is a citizen of, and explains

in effect that inasmuch as he may have

had to pay an income tax in the country

of his citizenship he should not be ex

pected to pay an income tax to the United

States Government as well.

It makes no difference whether the

alien is an enemy alien or not. He may

be a citizen of Great Britain, of France,

or Belgium, or any other country. If he

is not a citizen of the U. S. you must

either withhold 8 per cent ‘of his pay in

excess of $1000 in 1919, or have him

fill out this form, which exempts you of

all responsibility.

Tri-City Lets 'Em All In

BLOOMINGTON, May 15—Member

ship of the Tri-City Automobile Trade

Association, composed of the dealers of

Rock Island and Moline, in Illinois, and

Davenport, in Iowa, has been opened to all

dealers in the counties. In the past there

has been a restriction which excluded

those outside of the three cities. It is

believed that the extension of the scope

will be beneficial to both the urban and

suburban dealers. Iowa now has a State

organization of motor car dealers and

tradesmen, known as the Iowa Motor

Trades Bureau, and Davenport and Scott

County dealers will affiliate with the

State body. -

Smith Heads K. C. Roads Body

KANSAS CITY, May 15.-—The Good

Roads Association of Kansas City took

on new life with the advent of J. Frank

Smith as its manager. Smith had been

manager of the Kansas Good Roads As

sociation. He will have a free hand in

his work, the only thing asked of him

being that he surround Kansas City with

highways.

$823,300,000 ROAD

BONDS IN 26 STATES

Of This Amount, $177,800,000

Has Already Been Auth

orized in 7 States

 

WASHINGTON, May 15—Bond issues

planned or approved in.26 states for

highway construction total $823,300,000.

Of this, $177,800,000 have already been

authorized in seven states, $411,500,000

have been referred by legislatures in

twelve states to the vote of the people,

$135,000,000 are being considered in four

states and three states have voted against

measures totalling $85,000,000.

The issues ratified include Oregon, $10,

000,000; Nevada, $1,000,000; Utah, $4,

000,000; Wyoming, $2,800,000; Michigan.

$50,000,000; Illinois, $60,000,000, and

Pennsylvania, $50,000,000.

Bond issues which will be considered

shortly include Alabama, $25,000,000;

Georgia, $60,000,000; Florida, $10,000,

000, and Virginia, $50,000,000.

People will vote on highway bond

issues in the following states: California.

$40,000,000; Washington, $30,000,000;

Oregon, $2,500,000; Idaho, $2,000,000;

Colorado, $5,000,000; New Mexico, $2,

000,000; Oklahoma, $50,000,000; Texas,

$75,000,000; Minnesota, $75,000,000; West

Virginia, $40,000,000; Missouri, $60,000,

000; Maine, $10,000,000, and New York,

$20,000,000.

Would Restrict Cleated Tractors

HARRISBURG, May 16—Now it is

intended by certain state legislators to

place restrictions on tractors, as well as
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airplane of sheet fiber.

flash.
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traction engines, in so-called defense of

the public highways of Pennsylvania. At

a conference at the State Highway De

partment, on the Eyre bill, prohibiting

traction engines, or tractors on state

highways, it was unanimously agreed that

the provisions, which become effective

Jan. 1, 1920, be amended so as to provide

for the examination by the Highway

Department of all traction or tractor

clingiment for which a state license shall

be sked. Such engines as do not con

form with the regulations of the depart

ment will be denied a license.

It was further agreed to provide a

penalty for any tractor or traction en

gine not complying with therregulations,

a fine of $25 being provided for the

first offense, $50 for the second offense

and $100 fine and imprisonment for the

third offense. It was further agreed by

the representatives of the manufacturers

and the oflicials of the Highway Depart

ment that experiments be jointly con

ducted and a careful investigation made

of the effect of the operation of tractors

bearing cleats. It is now held that cleats

should be limited to a width not less

than 1 in. at road surface.

 

Auto Supply Reorganized

NEW YORK, May 17—Very shortly

the Auto Supply Co., which maintains

a Broadway store and does a large

jobbing and retail business in automo

tive equipment, will cease to exist under

its present name. John Lurie, Inc., has

been formed with a capital stock of

$200,000 to take over the old company

which has been in business at its present

stand since 1899. Lurie has been prin

cipal owner of the company ever since

its formation. Associated with him are

Harvey W. F. Adams, who long has

been general manager of the company.

and S. L. Swartz. The company has just

completed a very extensive enlargement

of its store, which is at 1789 Broadway.

 

Union Motor Truck To Expand

BAY CITY, MICH., May 19—The Union

Motor Truck Co. is about to enlarge its

business. The capital stock will _be in

creased to $500,000 and a new factory

built at once.

 

Many New Dayton Buildings

DAYTON, OHIO, May 20—Consider

able building is being done in this city by

the following concerns: George W.

Schroyer Co., Cadillac and Pierce-Arrow

dealer, and also a jobber; Bochers Auto

mobile Co., Saxon; Dayton Buick Co.

The Citizens Motor Car Co., Packard

dealer, built last year and the Heathman

Motor Co., Franklin dealer, is going to

put up a building near the Miami Hotel.

 

Has Equipment Week

PHILADELPHIA, May 17—The Sup

ple-Biddle Hardware Co. is concentrating

on the distribution of automotive equip

ment this month. May 19-24 has been

designated as “merchants' week," and the

trade has been invited to visit the store

and see the stock, which is displayed in

the midst of springtime decorations.

STANDARD RATING FOR

TRACTORS PROPOSED

S. A. E. Favors Formula Method,

Like That Used for Cars

and Trucks

CHICAGO, May 19—To get tractor

engine ratings on a mor! uniform basis,

to get more conservative ratings and to

get those states of the Union where leg

islation on tractors is pending towards

uniform action were among the subjects

brought up at the meeting of the Tractor

Standards Committee of the' S. A. E,

May 9. Representatives of the Interna

tional Harvester Co., Advance-Rumley,

Aultman-Taylor, Parrett Tractor Co., in

addition to other members of the com

mittee, including Prof. Chase of the Uni

versity of Nebraska were present.

After looking over the reports of the

Winnipeg, Salina and other demonstra

tions it appears foolhardy to try with

any degree of consistency to rate tractors

from the results obtained in field tests

on account of the wide variation of con

ditions.

After considering many proposed plans [or

bringing this about the committee felt that

the best solution at the present time would

be a method similar to that used in rating

motor cars and trucks, inasmuch as the lat

ter method is uSed satisfactorily and has

been accepted by all the states in issuing

licenses. While it is true that a car of one

make having the same rated horsepower as

a car of another make might out-perform

the latter. there nevertheless is a basis upon

which to make a comparison.

The new proposed rating would establish

a definite single basis on which makers

could rate the ability of their tractors and

incidentally make it easier for the farmer

to make'a selection.

Motor car engines are rated on about

11.733 cu. in. displacement per minute per

horsepower and from the fact that cars in

variably use gasoline and. the duty is much

lower than tractor .cngines, it was decided to

adopt the fpllowing formula, bases on about

13.000 cu. in. displacement per minute per

horsepower for tractors:

.7874 1)2

13,000

where D is the diameter in inches of the

bore, L, the length of stroke R, the number

of revolutions per minute and Nathe number

of cylinders.

Under the prescnt rating of tractors the

piston displacement runs anywhere from

about 9.000 to as'high as 16,000 cu. in. per

min. per horepower. An‘ average taken

from twelve different makes of tractors shows

a piston displacement per minute per horse

power ot 12.696, based on the tests at Colum

bus, Ohio, in 1918. Also the concerns who

are making tractors in any quantity come

very close to the propoSed 13.000 figure. Ob

viously if the new rating scheme is put into

effect, it will mean a change in the rating of

some tractors where the displacement is

figured on a piston displacement per minute

per horsepower of less than 13.000. '

LRN

 

Levy to Distribute Airplanes

CHICAGO, May 19—Airplane distribu

tion on a large scale through motor car

dealers has commenced with the com

pletion of arrangements by which the

James Levy Motor Corp., Buick dealer in

Chicago, becomes distributor for the en

tire central west-for the United Aircraft

Engineering Corp. of New York. Levy

has contracted for 150 Canadian JN-4

training planes and within the last two

days has sold eight of them to a Denver

dealer and several at retail in Chicago.

These planes are being sold at $2,500,

which is approximately one-fourth to

one-third of their cost price, and are part

of the equipment bought by the United

Aircraft Engineering Corp. from the

Canadian Government. They have 90

horsepower, eight cylinder OX-5 “V”

type engines, have double control and

weigh 1600 lb. They are capable of from

80 to 90 m.p.h. The possible market for

planes of this type at a low price is in

dicated by the results of an investiga

tion Levy made in Chicago which showed

that there were 6000 trained pilots in

this city alone. One of the planes will be

on display this week at the Levy show

room as James Levy is bringing one

from Detroit by air within the next few

days.

Cadillac Sales Manager Quits

DETROIT, May 20—S. C. Howard,

sales manager of the Cadillac Motor Car

Co., has resigned to take effect June 16.

Howard said to-day he was going to stay

in the automotive business, but hoped to

work for himself. It was rumored that

he will be associated with D. McCall

White in a new automobile venture.

Howard joined the Cadillac company in

1909, coming from the National Cash

Register Co., Dayton, where he was con

sidered a production expert. In 1910 he

was made assistant sales manager and

in 1912 was promoted to sales manager.

 

New Johns-Manville Denver Office

NEW YORK, May 1'7—The Denver

office of the H. W. Johns-Manville Co.,

has been moved from the Denver Gas &

Electric Building to the Iron Building,

1021 Seventeenth Street. Louis H.

Inglee remains as manager.

$6,000,000 G. M. Canadian Plant

DETROIT, May 17—Ground has been

broken for the $6,000,000 plant of the

General Motors Corp. at Walkersville,

Ont. Building plans call for the erection

of two structures, 300 x 350.

Hill 3A Spark Plug

Through a typographical error, it was

stated that the Hill 3A Spark Plug had

an electrode of special “tin” alloy, in the

description which was published in the

April 16th issue, page 98. This is, of

course, an error, and the word “tin”

should have been “thin.” This plug is

made by the Hill Insulating & Mfg. Corp.,

511-513 West 42d Street, New York.

 

Columbia to Declare Dividend

DETROIT, May 16~The Columbia

Motors Co. will shortly declare a 6 per

cent dividend.
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' COMING EVENTS

Races, Contests and Tours

  

  

  

  

  

Atlantic City, N. J.. .May 30 . . . . . . . . . . . ..Airpiane race, Aeronautic Convention.

Los Angeles. Cal . . . . . .May 30-31... . . . Third Annual. Los Angeles-Yosemite gasoline

economy run.

Richmond, Va . . . . . . . ..May 30-31 . . . . . . . . . . Dirt track meet, Virginia. State Fair Grounds»

Indianapolis, Ind . . . . .. 81 . . . . . . . . . . ..500-Mile Sweepstakes, Indianapolis Speedway.

'Sheepshead Bay N. Y. June 14 . . . . . . . . . . . Speedway.

Atlantic City, N. J...July 4..... .. Airplane race, Aeronautic Convention.

Tacoma, Wash. . . ...July 4. . . . Speedway.

Cincinnati, 0. . . .. July 5. . Speedway.

Uniontown Pa. July 19. .Mld-Summer Meet. Speedway.

Sheepshead Bay, N. Y. July 26. Speedway.

'Middletown, N. Y. . . . Aug. 15. . . . . . . Dirt track event.

gin, Ill . . . . . . . . . . . . .. Aug. 22-23 . . . . . . . . Road race. .

Sheepshead Bay, N. Y. Aug. 23 . . . . . . . . . . . Speedway.

Uniontown. Pa . . . . . . . . Sept. 1. Speedway.

Sheepshead Bay N Y. Sept. 20. Speedway.

'Allentown, Pa Sept. 27 Dirt track event

Cincinnati, 0. . . . .. Oct. 1. . . Speedway.

'Trenton, N. J. . . . .. Oct. 4. . . . . Dirt track event.

'Danbury, Conn . . . . . .. Oct. 11 . . . . . . . . . . .. Dirt track event.

'Tentative dates.

Meetings and Outings

Washington, D. 0.....June 3-6 . . . . . . . . .. Pan-American Commercial Conference, Pan-Amer

ican Union Bldg.

Newark, N. J . . . . . . . .. May 21 . . . . . . . . . . .. Spring Golf Tournament, Shackamaxon Country

glob, Westfield. New Jersey Automobile Trade

ssn.

Chi , Ill . . . . . . . . . . .. June 2 . . . . . . . . . . .. National Gas Engine Assn., Hotel Sherman.

Homrings, Va.. . . . .. June 2~6 . . . . . . . . .. Convention, Automotive Equipment Assns., Home

stead Hotel.

Philadelphia, Pa.. . . . ..June 21 . . . . . . . . . . . Annual

Truck Assn.

Trade Assn.

Outing, Kugler's Mohican Club. Motor

01’ Phila.. with the Phila. Auto

Automobile Accessories Business

Assn. and the Camden Auto Trade Assn.

Ottawa Beach. Mich. June 28-27 . . . . . . .. Summer Meetin S A I.

 

Philadelphia. Pa - - - - -- BODt- "-25 - ~ - - - - -- Annual Convent on; National Association of Pur

' chasing Agents, Bellevue-Strattord.

' Foreign Shows

Paris, France . . . . . . . . ..0ct. 16 . . . . . . . . . ..Grand Palais—lniernational Automobile Manufac

turers’ Congress.

London, England . . . . ..November . . . . . . ..Oiympia—lnternational Automobile Manufacturer-9'

Congress.

Aeronautical Exhibition

Atlantic City, N. J.... May l-June 1.....Second Pan-American Aeronautic Convention and

Exhibition.

Tractor Demonstrations

College Park, Md.....May 30 . . . . . . . . . . . ..Power Cultivator Demonstration, Maryland State

Department of Agriculture.

Denver, Ool........... Tune 10-12 . . . . . . . "Sgtignal Tractor Demonstrations. Denver Tractor

u .

Wichita. Kan . . . . . . . . ..Juiy 14 . . . . . . . . . .. Augomotive Committee of National implement

ssn.

Aberdeen, 5. D . . . . . ..August 18-2I..... Sectional Tractor Demonstration.

Ottawa. Ont., Canada. October . . . . . . . . .. Inter-Provincial Plowing Match and Tractor Dem

onstration.

F Exhibits

Venezuela. 8. A . . . . . .. Hay 1i-June 1....Nationai Exhibit of Venezuela.

Chicago, Ill . . . . . . . . . . ..June 2‘3 . . . . . . . . . ..Twelfth Annual Convention, Hotel Sherman, Na

tional Gas Engine Assn.

0

Your Price Is Too High but it wouldn’t wear so well. He never

(Continued from page 20)

If you find, for instance, that he is wear

ing a pair of sh0es that cost something

like twelve dollars ask him if he doesn’t

find that shoes come high these days, and

that while the prices of some shoes are

low the kind of shoe a man wants is one

that come high, because the lower priced

shoes aren’t there when it comes to wear

ing qualities and pride of ownership.

“Then go to some of the things he can’t

see about the car. Point out how cheap

stuffing can be used in upholstery and no

one can tell the difference until after the

car has worn for a time. Tell him of

the good curled hair in our upholstery

and why we added to our price to give

good goods rather than make a good

looking article that will sell—and that’s

about all,

“Tell him of the material in the parts

he never sees. Tell him that the clevis

pin and bushing in the Sennett steering

linkage are hardened steel. We could put

a common pin in there with a bushing,

would know why the thing loosened and

had to be fixed, but he would have to pay

the repair bill on it and put up with

noises and annoyance. To assure him

satisfaction we put a hardened pin and

bushing in there and still the car doesn’t

look a bit better and it costs more.

“In our crankcase we put aluminum,

which makes the cost higher. We could

save money by putting in cast iron, but it

would make the car about sixty pounds

heavier. This would mean that every

where the owner went he would be carry

ing sixty pounds of weight around with

him, which would be eating up his tires

and his gasoline and reducing his speed.

He can get cars with cast iron crank

cases if he wants them, but they invari

ably sell for less than the Sennett.

“Tell him some more about his clothes.

Tell him that a shoe to be a good shoe

must be made of good thread, good lining

and good findings all the way through.

The shoe COULD be made with part

cheap material, but no good shoe manu

facturer would make it that way and no

wise shoe buyer would ever buy such a

shoe.

“Tell him that all through the car are

little things that cost more on the first

price but save money and increase satis

faction in the long run.”

How a British Dealer Got Back to

Business .

(Continued from‘ page 17)

were cancelled, solely because $1,750 was

the limit my customers who cancelled

could afford.

I was not very worried about this be~

cause I also learned at the factory that

production would be very small to com

mence with, and that I should be receiv

ing about half the number of cars I an

ticipated. So in spite of the lost orders

I was still sold out for 1919.

However, I determined that all those

orders should not be lost, and I ap

proached a manufacturer who I knew

would market a car under $2,000. After

a short time I secured the distributing

rights for this car and in consequence l

was able to offer my once lost customers

something that would meet their pocket.

I got 30 per cent of those orders back

again, and a considerable number of fresh

ones, so that very shortly I was sold out

again, although distributing two makes

of cars instead of one.

You may wonder how I lived during

this period, because one cannot make a

profit out of deposits and no deliveries.

The answer is used cars.

I employed the best man I could find

to manage my used-car department, a

man who had the value of every used

car at his finger tips. He devoted his

whole time to buying used cars, and I

took care of the selling of them.

I specialized in the make I distributed

and some curious things happened. For

example, I purchased a used 1914 model

for $200 more than it sold for new, and

resold it at $450 profit, so that the buyer

actually paid $650 more than list price

for a five-year-old car.

So great is the demand for used cars

in this country to-day that every 1914

model in fair condition will sell from $100

to $1,000 more than it cost new.

The best example I know of is that of

a Rolls-Royce which changed hands the

other day for $20,000, after five years out

of the factory.

Knowing that so many cars had been

stored right through the war, I quickly

organized my repair works, and these

have been full up with work all the time,

complete overhauls being the majority of

the jobs.

In addition I have completely reorgan

ized my accessory department, which now

enjoys a big turnover. I specialized in

the supply of tires, knowing that many

cars would require these after having

been out of use from one to four years.

The above is very sketchy account

of what has happened, and I will write

you again soon, telling you how we con

duct our sales campaign. Yours very

truly, S. Gordon Marshall, London, Eng

land.
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Automotive

UTILITY PEDALS

55; For Fords

" v.1: -

  

UTILITY PUMPS

For All Cars $12.00

For Fords $7.50

I.

II

::
I’

 

 

ILITY l)l$.\P

PEARINU TRUUK

BODY. For Fords,

Price $38.50

unminrrnjiiunims.

  

Archer Avenue and Canal Street

1323 S. Michigan Ave.

  

For All Cars $9.00 to $25.00

"%:W=iaa= W"

  

Stock Now

The Season’s Here

It is only a matter of a few weeks now—

perhaps of only a few days—before the

wheels of practically every Ford car in

the country will be turning—for business

or pleasure. Millions of Fords need

UTILITY Pedals for safety. Owners who

try them pronounce UTILITY Pedals the

One Absolutely Necessary Accessory for

Fords.

UTILITY Pedals are the easiest $I.Z5 sale

you can make—with a liberal profit to

match.

Get them on the pedals of all the Ford

cars in your territory.

IT CAN BE DONE.

DEALERS: Order from your jobber.

JOBBERS: Get in touch with us.

HILL PUMP VALVE COMPANY

Mfrs. of UTILITY Products

Sales Department

THE ZINKE COMPANY

CHICAGO

  

‘ UTILITY Protected Heaters

  

I’roducts
  

CHICAGO

UTILITY

UNIVERSAL \VRENCH

For All Cars $3.50  
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SAVE
The Profits You Are Losing

0n Distilled Water

WHY pay good money to some one

else for distilled water. Produce all

you wantyourselflzit only lVZC a gallon

with the '

BARNSTEAD

WATER STILL

SO pure is the yield of the Barnstead Water

Still that analysis shows but I part mineral mat

ter to a million. “1th better could be desired?

That’s just the kind of distilled water the Barnstead

Still will produce for-you. Why not install one?

The money you pay out now to someone else's

benefit will quickly pay for the Still and, after that,

every cent saved is clear gain.

The Barnstcad operates 011 electricity, kerosene,

gasoline, or steam. Automatic operation—no atten

tion needed when running. Every still tested be

fore leaving factory. \Ve have Stills that meet

your requirements. Think this over and ask us to

send our illustrated booklet.

BARNSTEAD STILL

& STERILIZER CO.

5 LANESVILLE TERRACE, roass'r HILLS,

BOSTON, MASS.

189 wssr MADISON STREET, CHICAGO, ILL.

Barnstead

S t i l l s are

made in sizes

to produce

one-half gal

lon per hour

up of distill

ed water. A

still contain

ing one-half.

gallon capa

city c o s t 5

$18.70 and

will last in

definitely.
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Present Demand Exceeds

All Expectations

HE call of the open road has added to the unprece

dented demand for the Velie Six.

than double the number of Velie cars ever built before.

All the facilities of the Mile of Velie Factory are required.

Country-wide recognition of the Velie values is respon

sible for this enormous increase. There is universal ap

preciation of the quality in the Velie car; of its beauty,

of its high-grade features at a low price, and of the sin

cerity and honesty of purpose built into every model.

The Velie Six has the power, speed, comfort and depend

ability—every quality you want in the automobile you

sell. Dealer and owner alike agree that the Velie Six

ofl'ers greatest values for the price. '

If Your Territory Is Open— Write Today

VELIE MOTORS CORPORATION, 115 VELIE PLACE

MOLINE, ILLINOIS

Builders of Automobiles, Motor Trucks and Tractor;

Orders total more I
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ACCESSORY DEALERS !

 

 

 

Manufacturers and Jobbers of automotive

equipment will hold their big convention

at- Hot Springs, Va., during the coming

week. It will be the most important gather

‘ing of its kind in the history of the industry.

What is done by the convention will have a

direct relation to your business during this

season and the seasons to come. It is worth

while that you be fully acquainted with

what transpires at Hot Springs next week.

That you may have the advantage of the

full report MOTOR WORLD will publish, on

June 11th, the

\ JOBBERS’

CONVENTION REPORT

NUMBER

Don’t miss this forthcoming important

issue. If you will want extra copies please

send your order to us promptly.
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You cannot see the bearings has been tested for thousands

the car rides on and you cannot of miles before you get it.

see the Quality that is in the That is your greatest assu

bearings. But when ahearing ranc’e,aside from the care we

runs perfectly for thousands of take in regrinding it dial; it

miles you are sure of the quality will run thousands of miles

EveryAhlbergfleground Bearing Mmore foryounm

Mam/0'00er deer/v75 0% wt Maw/r4190 weéezra new éyfi/Jorda/a Jean/70' 610 lefléce flew

5 Ofifi Q é 0:1” FRANCngQ

. {a' Ah mellfl) Deanng/ompayy "

62.1 EAST 29'" ST. CHICAGO
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Six Important Articles .

ln Motor World This Week

And Why They Are Important to You

Look on

Page

I—Why You Should Play - - - -8

You know the old saying about all work

and no play? Well, it is just as true today

as it was 100 years ago. Play puts vim

and vigor into a jaded carcass.

2—What Play Didfor Los Angeles 1 0

It eliminated all petty jealousies and tied

the city’s automotive interests together so

tightly they all pull like one.

3—Keep Your Window Working 14

The success of a business can very nearly

be judged by the regularity with which

the window displays are changed. .Are

you successful?

Look on

Page

, 4-—-Tire Repairmen, Use Benzol - _ 22

Poor gasoline is causing a lot of grief'

Motor World

presents the opinions of a dozen big tire

among tire repairmen.

companies.

12

Is there any tractor salesman who has not

5—TractorSales Objections - -

had from one to a dozen seemingly un

answerable objections handed to him?

Here are the answers, all cut and dried.

17

Ever have a customer put this argument

6—Y0ur Competitor Cuts Prices -

up to you? “rho hasn’t? Well, here are

some answers that will clear the atmos

phere for you.
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Play'for a Day

If You Never Had an Association Outing, You

Missed Something—Let’s All Go, This Time

ET’S make ’er spin!

L Let’s forget all about the man

who is kicking about the rubber

on the used car he bought from you.

Let’s play.

Let’s get out a card to every dealer

in town TO-DAY, something like this:

Fellow slaves: The day of emancipa

tion has come. Come one, come all to

the First (or second, or third, or

fourth as the case may be) Annual

Outing of the Callawassa Automobile

Dealers’ Association. Play a day.

Hitch your bus to a star—which the

association furnishes, and jog along

to Smith's farm on the old Post Road.

Wear your old clothes; bring your

golf sticks, your running shoes and

your bathing suit. There’s a prize

for you in any one of FOURTEEN

EVENTS. You’re invited. Let's go.

That’s easy. Now get a couple of

the fellows together and arrange a

program. What to put on it? That's

easy, too. Here’s what Harry Gard

iner had up in Syracuse last year,

and he says “a pleasant time was had

by all":

What Syracuse D id

1. Snake Dance—A sure-fire method

of corralling all “outers” to the cats.

Headed by an officer, the band starts on

a tour around premises, everybody lock

stepping in single file behind in time to

music. Curves, letter S designs, etc.,

made on way to tables. Starts dinner

with pep.

2. Obstacle Race—Driving cars around

barrels, boxes, etc., without touching.

Timed event. Staying in second gear

and skidding rear end around obstacles

by braking provides a good spectacle and

makes winners. '

3. Auto Potato Race—Driver of car

and one passenger. Ten baskets or

boxes set in a big circle, passenger

equipped with 10 potatoes. Potatoes to

be dropped one to a basket as car circles

the field. Time event.

4. Baby Carriage Race—A better

laugh producer than the old wheelbarrow

event. Procure two or more baby car

riages from second-hand stores. Start

from line together, down the field and

around post and back to starting point.

“Baby” and “nurse” to each carriage.

Can be made into several events with

winners in an elimination race.

5. Nail Driving Contest~The biggest

success on the list. Entrant starts from

line with car. Drives 150 ft., stops car

and motor, leaves car and runs 50 ft. at

right angle to car. Drives five nails in

railroad tie or log. Returns to car,

starts engine and reverses to starting

point. Time event. Provide can of nails

and hammer at log. All nails must be

driven straight, crooked or bent nails dis

qualified. Spectators usually give ad

vice in bunches while contestant is driv

ing nails. A riot.

6. Whistling Contest—Contestant eats

three dry crackers, no washing down,

whistles tune for 3 minutes. Appoint

judges to determine winner.

7. Watermelon Relays—Five or more

men to a team. One from each team

placed together at various distances from

starting point, usually in a large circle

to make start and finish line the same.

Captains of teams are last in circle.

Watermelon relayed around. Winners

divide melons to the team. -

8. Monkey Race—200 ft. away from

finish line, line up men, standing. With

pistol, contestants drop on hands, run on

all fours, to finish.

9; Crab Race—Same as No. 8, only

backwards.

10. 100 Yards, Backwards—Race to be

run by contestants in upright position,

with backs to finish line at all times.

11. Bull Throwing Contest—Draw out

line of bull 8 in. long, 5 in. high, on

1‘/4.-in. board. Cut out with scroll saw,

take this model to any foundry and have

casting made of iron. A few daubs of

paint and it is ready; 6-ft. circle for

thrower to stand in, longest throw wins.

A whale of a story for the local papers.

12. Triple Contest—Have 3 tables,

with attendant at each, set 75 ft. apart

in a straight line. No. 1 table has corn

cob pipes, smoking tobacco and matches.

No. 2 table has blackberry pie, cut into

sections. No. 3 table, needles, with

medium-size eye and spool of thread.

Contestant starts at No. 1 table, assem

bles pipe, fills with tobacco, lights; then

runs to second table—is handed cut of

pie, which he eats—runs to third table,

threads needle and returns to table No. 1.

The pipe must be smoked during the en

tire contest, and not allowed to go out.

Timed event.

13. Human Wheelbarrow—Two men to

a team, “wheelbarrow” walks on hands

pushed by partner holding his legs.

14. Leap Frog—Two men to a team, '

at signal leap frogging, alternately over

each other to finish line.

15. Automobile Placing Contest—

Secret spot is designated. Auto nearest

this spot wins. '

16. Auto License Plate Poker—Owner

of car having best poker hand on license

plate wins.

17. Hand-Shaking Contest—An un

known member is designated as the off:

cial hand-shaker. Every tenth man he

shakes hands with wins a prize.

18. Guessing Contest—(To be put on

after first course has been served at meal.

Prize—small pig, dog or monkey). Have

pint jar of glass filled with beans—dis

tribute cards of each diner who writes

thereon—their own name, what the name

of the animal will be christened if they

win, and the number of beans they think

is in the jar. Nearest correct wins. Give

sex of animal!

19. Secret Time Run—Hand driver of

each car at assembling point a card like

this:

Syracuse Automobile Dealers’ Assn..

Annual Outing

I declare on my honor that my running

time from the Court House to Constan

tia was:

. . . . Hours, . . . . Minutes, . . . . Seconds.

Signed . . . . . . . . . . . . . . . . . . . . . . .

of . . . . . . . . . . . . . . . . . . . . . . . . . . .

Name of firm connected with.

Fill out and hand to . . . . . . . . . . .at Hotel.

Secretary sets time prior to outing,

when going to destination to complete

plans for that day. Driver nearest to

secret time wins.

The following do not need any expla»

nation:

20. Baseball.

21. Fat-men's race.

22. Standing broad jump.

23. Hop, skip and jump.

24. 100-yard dash.

25. 3-legged race.

26. Shoe off and on contest.

27. Tug of war.

What Newark Did

Our association, which, so far as We

know, is the oldest continually active

automobile trade association in the coun

try, has found it a very good thing to

hold outings and other forms of “stunts”

(Continued on page 41)



May 28. 1919

MOTOR WORLD

jThe ‘Gang’s All Here1llHail! Ha
W

,
r
I

/
/

v
;

I
”
?
!
I
”
,

,

   

 

;
.

i
f
,
»

.1
.7

.
.

i
.

.
,
\
5
.
7
.
:



MOTOR WORLD
May 28, 1919

  

LOS ANGELES, May 24—When it

was proposed to hold the annual super

jinks of the Los Angeles Motor Car

Dealers’ Association this year the desire

was expressed to make the affair some

thing different, to get away from any

thing that in the least might suggest

motor cars. Consequently it was decided

to hold the annual meeting in connection

with the jinks, to go to Catalina Island

for the purpose and to invite representa

tives of all the allied trades to partici

pate. -

Arrangements were placed in the

hands of a committee composed of Rob

ert Breyer, Harold Tuttle and O. R.

Fuller. It was stipulated that aside from

the association’s annual business meet

ing there was to be nothing connected

with the outing unless it had to do with

recreation and diversion.

This was the first time that represen

tatives of the allied trades had been

asked to participate in any event of the

dealers' association. The invitation was

accepted so widely that 225 responded to

the call and a special train was necessary

to take the crowd to the harbor. The

island management co-operated to the

extent that an excursion steamer was

. Here's a section of the party of Los Angeles dealers who went to

Los Angeles Dealer's Give Up TWO

More Than 225 Attend Annual Super-High Jinks at Catalina Is

placed at the disposal of the party and

St. Catherine Hotel, at Avalon, was

opened for the occasion.

Two days were devoted to the outing

and the affair went through with zip

and hang from the moment of assem

bly to take the train. Everybody wore

an identification tag and there was no

hanging back for introductions. Busi

ness talk of any kind was absolutely ta

booed. There was no set program and

the throng found amusement according

to individual taste in swimming, fishing,

baseball, mountain climbing and taking

a ride on the glass bottom boats to the

wonderful marine gardens. African golf

proved very fascinating and the sky was

the limit when it came to trying one's

luck with the leaping dominoes.

Train, Special Boat and

In the evening a banquet was served.

The directors of the association were

seated at one table and the membership

was grouped about at smaller tables

close by. There were few formalities

and the others present were seated ac

cording to their own preference. A

jazz band enlivened the time and profes

sional entertainers drove away all that

remained of dull care. They did not

have much of a job, at that.

President P. H. Greer opened the for

malities by suggesting a toast to Presi

dent Wilson as the most illustrious

American. President Greer expressed

the gratification of the association at

having so many present, indicating that

there are common interests between the

various lines of associated trades. He

  

And here’s the other section, which will give some idea of the big
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the outing of the Los Angelcs Dealers' Association at Catalina Island

Days to Play and Are Better for 1t _

land and for Two Whole Days Business Is Forgotten—Special)

Special Hotel All Help

did not present any formal report but in

commenting upon the past year said it

was the most tempestuous the business

ever had known.

“From a fair business last May, we

saw things going down hill until in No

vember there was practically no busi

ness for any of us and we wondered what

the end would be," he said. “Following

the signing of the armistice there came a

change and right at this very time all

of us would be enjoying the greatest

business ever known if we could get the

cars and supplies to meet the demand."

Major H. D. Ryus, a former member

of the association, was present in uni

form and related a number of anecdotes

from the front. He refused to discuss

the morbid aspects of war. Ralph Ham

crowd that turned out.

lin, the treasurer, presented his report

which showed the association has invest

ments in bonds and other assets amount»

ing to $12,000 and a bank balance of

$2,849. During the year there was re

ccived from membership fees and dues

$2,080. The association retains an at

torney, who also serves as assistant sec

retary, and he was paid $1,800 for his

services. Donations were made to the

Red Cross and other drives.

In appreciation of his services as man

ager of the Santa Monica road race,

which was conducted by the association,

A. M. Young was presented with an en

graved gold cigarette case. A silent

toast was drunk to Major Clarence

Smith, formerly of the firm of Smith

Bros., members of the association, who

The afiai'r is an annual one and lasted two days

  

was killed while leading his forces in

the Argonne forest battle. Maj. Smith

was a former president of the organiza

tion and one of its most active spirits.

According to custom, the election of

directors was held at this time. It re

sulted in the following board being

named: F. S. Albertson, H. L. Arnold,

E. C. Anthony, H. J. Coger, R. C. Ham

lin, P. H. Greer and L. V. Starr. The

new directors retired and upon return

presented the names of the following as

officers for the Succeeding year: R. C.

Hamlin, president; F. S. Albertson, vice

president; H. J. Coger, secretary; L. V.

Starr, treasurer. The membership voted

approval of their choices.

When the buying public was depressed

and the national business situation

looked discouraging, about the first of

this year, the Los Angeles Motor Car

Dealers’ Association stepped to the front

and brought about a revival in business

in this city that was nothing less than

wonderful. It was proposed that things

be started right by an hilarious carnival

and outdoor rejoicing New Year’s Eve.

Other merchants believed it would be a

nice thing, but as to contributing toward

(Continued on page 35)
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_ Tractor Sales ()bjcctions—

'And How to Meet Thcm_ -

 
 

THE FARMER’S OBJECTIIONS.~

I—My Farm isn’t big enough. How can I use a tractor?

Z—I will have to keep my horses anyway, so what use will a

tractor be to me?

3—Will it plow cheaper than horses? '

‘llv—Can I learn to run it?
\

S—I can’t afford to buy a tractor now.

6—I can’t pay cash, but must have time. How about it?

7—Supp0se it breaks down. What am I going to do?

8—Are you going to charge me for the service you give me?

9—What am I going to do with my old farm implements?

 

much the same everywhere.

This is because, fundamental

ly, the problems of the farm are

much the same wherever the farm

may be located.

Labor is the greatest factor in

farming, and, after all is said and

done, results on the farm must be

measured in terms of labor. Thus

whatever operates to afiect labor

one way or another has an interest

for the farmer. This interest, too,

is universal. This accounts for the

mental attitude of the farmer to

ward the tractor at the present

time.

FARMER psychology is pretty

That Horse Question

In the past all the farmer has

had in the way of a power plant to

assist him in putting in and har

vesting his crops has been the

horse. This he still has and he is,

for the most part, dependent upon

this animal.

The farms of the country which

actually are motorized completely

almost may be counted on the fin

gers of the two hands. Almost uni

versally the farmer figures power

in terms of horses, and in consid

ering the tractor he is inclined to

figure it also in the same terms.

But with this difference: The

farmer is looking to the tractor to

displace his horses, and he wants

to know how this is to be accom

plished and to what an extent he

also must enter himself as a' factor

in the process.

He Asks Questions

It follows naturally then that when

the possibility of buying a tractor is

put up to the farmer he asks certain

pertinent questions. The problem be

ing a common one to all farmers, they

are pretty apt to ask about the same

questions wherever they may be.

Among the commonest of the ques

tions asked are those given herewith.

Recently Motor World asked a

number of dealers who have been

successful in selling tractors what

answers they make to these questions

and objections. Among the tractor

salesmen who make answer is F. H.

Lang, who has charge of tractor sales

for the Dunlap Motor Co., Ames,

Iowa.

It happens that Lang is farm bred

and farm trained, not only as a boy

but as a man. For years he was cus

todian of the Story County farms

near Ames, and besides being a prac

tical farmer is also a thorough

mechanician. Also he has demon

strated his ability as a tractor sales

man for he has sold and is selling

tractors. Lang answers each question

in detail and tells how he meets each

query and objection.

l—My Farm Isn’t Big Enough.

How Can I Use a Tractor

on It?

Can’t you interest your neighbor?

Haven’t you some relative near you who

will go in with you on the purchase of a

tractor? If your farm isn’t large enough

to warrant your buying a tractor by

yourself, then buy one in co-operation

with some one else.

Lang believes there will be a lot of co

operative buying of this kind and says

he has a number of such deals under way

now, some of which he will surely close.

He admits farmers in the past have not

taken very kindly to co-operative buying,

but says they are getting over their ob;

jections to it and such buying is to be a

factor to be reckoned with in the future

development of the tractor trade.

2—I Will Have to Keep My

Horses Anyway, So What

Use Will a Tractor

Be to Me?

Keep your horses, by all means, but use

some sense of discrimination in the horses

you keep. Keep brood mares and work

them during the period of gestation, for

it is good to work them moderately at

that time. Raise pedigreed stock of the

big type of horse, for then you will have

the right kind of stock to sell when the

demand for it comes. The demand is

coming, never fear about that.

For this reason the farmer who stops

raising horses is foolish. Europe needs

millions of horses and must look to

America for them. The market now is no

criterion of what it will be, but it is as

good, perhaps, as it ought to be con

sidering the grade of horses now avail

able. Go into horse raising just as you

would into cattle raising—be a real hus‘
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bandman and raise the kind of horses

that will bring the best prices. Your

horses then will be a source of profit to

you and your tractor will become a

necessity.

3—Will It Plow Cheaper Than

Horses?

Most assuredly, yes. Remember your

tractor costs you nothing at all while you

are not using it. You have to charge

cost against it only during the time it is

doing the most useful work for you. In

the long run the cost of tractor farming

is very much less per acre than the cost

of horse farming, because you have to

feed your horses at constant cost through

out the year whether they are working

for you or not.

Ali—Can I Learn to Run It?

You buy instruction in how to run your

tractor when you buy your tractor. You

never will be left with it until you do

know how to run it.

S—I Can’t Alford to Buy a

Tractor Now

You know what working your horses

to the point you have to work them in

order to operate your farm does to them,

don’t you?

It will be wiser to relieve your horses

of the hardest of your work and thus

keep them in good condition so you can

sell them for a price when the time

comes. There are no surplus horses in

America, and a big demand is certain.

Buy a tractor and get your horses into

condition to command the top price.

7 There’s money in this for you, because

the difference in the value of your horses

when they are not worked to death and

their value when they are done up doing

your hard work will nearly pay the cost

of a tractor now. Of course, you can

afford it.

(3—1 Can’t Pay Cash, But Must

Have Time. How About It?

Every banker in our territory is sold

on the power farming proposition and

will let you have all the money you need

to pay for a tractor. Also we take care

of our own customers when it is neces

sary to do so.

7—Suppose It Breaks Down,

What Am I to Do?

Rely upon us for that. Our service,

which we are prepared to give, and

which we will give, will take care of any

trouble you will have. Our equipment is

such in machines, men and parts that no

customer of ours will be permitted to lose

the use of his tractor for a single day—

that's up to us.

8—Are You Going to Charge Me

for the Service You Give?

That depends. The amount of service

we will give you free is a matter of

judgment and must depend upon circum

stances. If the trouble is our fault, or

that of the tractor, then it will cost you

nothing. If it is due to your fault then

you will have to pay for it just as you

would for any other work done for you.

9—What Am I Going to Do with

My Old Farm Implements?

He answers them by telling them to

keep their old tools stored and in good

condition until the period of farm sales

comes around, and then sell them off at

auction. There will be a demand for sec

ond-hand farm equipment just as long

as there are farms worked by horses and

not every farmer is going to buy a tractor

at once.

Lastly, Lang puts stress upon the prob

lem of farm labor and how the tractor

helps to solve it. Farmers in Iowa are

now offering $55 a month, including board

and washing, for good farm hands, and

they can’t get them at that. The tractor

is a reliable and available substitute and

on this score alone is not only an econ

omy but a necessity.

Another factor of opposition, or_objec

tion, Lang has had to meet frequently, is

the farmer’s wife. She often can’t see

the necessity for a tractor. She is in

clined to say that nothing ever is done

to lighten her labor and she doesn't see

why her husband should invest in a trac

tor, in addition to all the labor-saving

equipment he already has, just to save

him more work.

Lang tells her she already has an auto

mobile, but always is kicking because

her husband can’t find the time to go

riding with her. The tractor, by lighten

ing the labor of her husband and enabling

him to get his work out of the way

quicker, is a time as well as a labor-saver

and thus will enable him to get more

time to devote to her and to his family.

These are arguments, in brief, of a suc

cessful tractor salesman who meets the

farmer every day of his life. The re

sourceful dealer can emphasize or elab

orate any or all of them to meet particu-‘

lar cases. They are presented here be

cause they constitute a complete and

logical course of argument to use in sell

ing tractors.

 

One-Act Moneylogue

I—Spare Time

II—A'n Idea

III—A New Business

URING the winter of 1917-1918‘

Dthe exceedingly heavy snow

which fell in and around the cen

.tral part of Pennsylvania, in fact the

whole country, practically put the ga

ragemen out of business for the time

being. It was of course very easy

for Miller Brothers of Lewisburg,

Pa., to live through the three or four

months of dull business, but the me—

chanics, to hold their jobs, had at least

to appear busy, and in cleaning up the

garage and attempting to put the place

in order they came across a large

amount of electric-light bulbs all

mixed up, some not even in paste

board boxes.

They got an ordinary packing box

and went out in the shop and built a

very crude sort of cabinet with about

a dozen different slides. In each slide

they bored about 100 holes. They then

fashioned handles on the slides and

sorted the bulbs according to size and

voltage. They also placed three small

drawers in the cabinet to hold connec

tions, etc.

Different salesmen from accessory

houses and jobbers calling on them

from time to time noticed the cabinet

in the garage office, and most of them

said they felt there would be a demand

for a product of this sort among the

garagemen of the country.

Miller Brothers proceeded to have

it patented, or at least applied for a

patent, and got a small box-manufac

turing plant in a near-by town to build

them in small quantities. In the mean

time they wrote to the jobbers who

were members of the Automotive

Equipment Association, asking them

if they would care to handle the cabi

net. About a dozen of them took them

seriously and a few of them placed

an illustration and description of the

cabinet in their catalogs. In this way

they have managed to sell about 2000

of these up to the present time and

have made arrangements with a large

box-manufacturing company in Hag

erstown to make these and deliver

them in thousand quantities.

This past February at the Harris

burg show a Motor World man ran

across one of the cabinets, and Motor

World showed a picture in one of the

February issues. The mention of this

cabinet in that issue of Motor World

brought in about 50 inquiries, some

of them from the Hawaiian Islands, in

fact, from all over the country. some

of them being orders with checks and

money orders enclosed. They also

have 800 orders on file that they have

been unable to fill on account of short

age of manufacturing facilities.

Moral—Use your spare time. Get an

idea. Put it over.
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Put your tire repair department on the map with a display like this

Keep Your Window Working

An Attractive Display Brings Business—How to Trim a Window

and Use Your Own Ideas

note a wideawake dealer as good

taste and care in dress denote a

successful business man. An attractive

accessory and supplies window not only

draws customers to buy what is in your

store—it implies in the most forceful

way that ALL the work behind that

window, whatever it is, service, garage,

repairs and so forth, is on the same

level of excellence. '

You may run an automotive business

on the most up-to-date lines behind an

untidy front, but your clientele would

be limited to those car and truck own'

ers who had accidentally discovered your

abilities or had been recommended by

satisfied customers. With an attractive

window, kept interesting by frequent

changes, you not only have the acci

dental and recommended customers—

you draw new ones every day who, con

sciously or unconsciously, accept your

GOOD window displays as surely de displays as a criterion of the character

of your business.

It will be obvious, therefore, how tre

mendously important your windows are,

as a factor in your success, especially

if there are competitors in the same 10

cality. If you are satisfied in your own

mind that your store or garage and

shops are equipped to provide the best

possible service to car owners, then it

is nothing short of a business crime to

neglect to advertise the fact by a clean

front and an attractive window that

shows taste and a well developed better

business sense.

Motor World has published from time

to time photographs of window trims

that have meant money to thousands of

readers who have used them as models.

This article is intended to give more

general advice that will enable a dealer

or garageman with original ideas of

window dressing, to put those ideas into

practice with the greatest advantage.

The summer season is just opening up.

It is a good time to decide that you will

make your windows PAY! Get busy

now, while the new car owners are look

ing around!

The things to bear in mind when acv

ing as your own window dresser are:

1. Keep everything CLEAN.

2. Don’t overcrowd.

3. Make frequent changes.

4. Arrange in logical groups.

Dealing with these in turn, which rep

resents their order of importance:

1. Cleanliness

Even a poorly arranged window is at

tractive if it is CLEAN. A clean man

is usually clean all the way through.

person, habits and business practice.

It’s human nature to assume one from
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the other. Let your window be the out

er sign of your mind in this particular.

Keep the glass clear and the articles

free from any trace of dust. This is far

and away the most important rule in

window dressing, artistic or otherwise!

2. Overcrowding a Serious Fault

It is not easy to refrain from putting

everything you have in a window, but

the sooner this restraint is put into

practice the better will be the window

from the point of view of appearance,

and, what is more important, the better

it will draw, the more value it will have

as a sales puller. It is infinitely better

to rely on a 100 per cent useful display of

a dozen articles than a 5 per cent useful

display of a hundred articles. It is pos

sible by skillful arrangement in sections

to crowd a great number of articles in a

window, and occasionally this is not a

bad plan. But as a general rule this

sort of window would suffer from these

two disadvantages: First, it would be

difficult for the prospective buyer to con

centrate on or even discover the particu

lar article he is in need of, and second,

the window would fail to provide the de

sirable feature of variety, for no matter

how often the articles were changed the

general appearance would be the same.

Which brings us to the third rule.

3. Make Frequent Changes

However good a window may be, it

will become stale to people who pass it

frequently. To casual passers by it will

remain attractive, but you are aiming at

the man who lives in your town. He

must be kept interested until it becomes

a habit to look over your display. If

you accomplish this he will be an unusual

man who doesn’t soon see things he

needs. And if he is attracted he will go

in and buy. Profitable business relations

are often begun just that way from a

simple purchase. Frequent changes that

are REAL changes are the best means of

promoting interest and the surest way

of demonstrating to the community that

you are alive and on the job. Exercise

your own ingenuity! Make 'em sit up

and take notice!

4. Logical Arrangement

Logical arrangement of a given set

of articles in a window is merely carry

ing further an application of common

sense which every dealer uses when he

puts winter accessories in his window

during the winter months and summer

eqnipment when the weather is warm.

The arrangement should be such that

the onlooker will be led in stages from

one article to another without confu

sion. For example all the equipment

connected with tires should be in a

group as far as possible. Blow out

patches, liners, filler gum, cement, tire

tools, etc., should be together with a

breathing space between that group and

the electrical accessories. A man in

need of one thing is then much more

likely to see other things that would be

useful to him in the same group. This

connection of related articles is of great

instinct and experience.
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1. An object in the center of a window gets the best display.
2. A large

article is often prominent enough at the side. This makes possible an inter

esting arrangement that breaks away from the ordinary sy'nwnetrical layout.

3. A small important article should be raised to bring it nearer the eye level,

and nothing but a plain background should be behind it

importance. If you can lead a man-'s

attention from one object which has in

terested him slightly to another which

might interest him strongly, that is,

enough to create the desire to buy, the

relation of those two objects is good,

answers the primary requirements of a

good window trim.

How the Eye Travels

The direction in which a man’s at

tention will travel when confronted by

a number of objects or the separate

points of interest in a picture, which is

the same thing, is a fundamental part

of an artist’s training. But most people

have a fair knowledge of this process by

For instance,

it is well known that the eye tends to

focus on the center of what is before it,

rather than on the edges; that it would

be attracted by a light or brilliantly col

ored object before darker or duller ob

jects; that it is attracted by large ob

jects before small ones; that an object

above the center is more prominent than

one below the center, and so on.

More people possess this knowledge

than use it. It counts strongly in intel

ligent window dressing.

Use a Quiet Background

The general appearance of things in

this world is drab.

light or brilliant in color naturally

stands out against this everyday back

ground. It is a matter of contrast. A

red automobile is conspicuous not only

because most automobiles are not red,

but also because red is a greater con

trast with the color of roads, houses and

the aspect of the visible world generally.

  

A few display stands of various

heights help in window dressing

Anything which is

For the same reason the background of

a window should be a dull unobtrusive

color, such as gray or brown, if you

want all the articles to stand out. Use

curtains, wood or compo board. The

last named can be made to look well and

is a satisfactory, easily worked material.

It is a good plan to divide it up into a

few panels by means of vertical strips

of paper or card ‘54 in. wide, a few feet

apart, either lighter or darker than the

shade of the background. This lends

height. Having built your background

remember that it is an essential part of

a window display and should not be en

tirely hidden behind a multitude of .ob

jects. One of the commonest faults is

the use of a background as a billboard

for all manner of highly colored posters

and ads. Incidentally it may be stated

that most of the posters and display

cards issued by manufacturers are good,

and answer the purpose for which they

were designed—if shown right—but no

pictures with reading matter on them,

however excellent, will stand jumbling

in a mass.

Then buy or make a few simple wood

pedestals of various heights. This gives

an opportunity of raising small objects

which you want to show prominently,

nearer to the level of the eye. Large ob

jects take care of themselves. Small

articles should be raised and have plenty

of space around them or a brilliant piece

of card behind them to make them stand

out.

Complete your window trimming equip_

ment by procuring a quantity of plain

cards of various sizes and tints, and

either become your own sign writer or

enlist the services of another. It isn’t

difficult to letter signs that will be read

by everybody who inspects your window,

Here’s an Example

Now that everything is ready, sup

pose we design a window. We will as

sume that you have a tire repair depart

ment that you know is as good as the

best, with the latest vulcanizing and

other equipment and a first class tire

man. And you decide to make a drive

that will give this department a reputa

tion. Begin by clearing out your win

dow, leaving only a few good accessories

and supplies around the edges. Devote

the center space to a display that will

show the quality of your repair work.

Mount a wheel on a tire stand or other

(Continued on page 41)
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Here’s the Chain Battery Station

Tobey Now Has Eight Under Construction

in Los Angeles—Owner Can’t Miss ’em

stations is credited to Los Angeles

and now has come an innovation—

the establishment in various localities of

battery service stations. A. J. Tobey of

the Western Auto Electric Co., Willard

representative in Los Angeles, is the orig

inator of the plan.

Eight battery service stations are now

under construction. Two are complete.

Locations in the residential districts of

the city have been selected in each in

stance. The stations are neat structures

finished in white with gray trimming

and with the Willard trademark worked

into the design of the building itself.

Tobey is a pioneer in the automobile elec

trical business, having entered it in the

year 1912.

Ensuring Battery Care

“Such strides have been made by the

builders of batteries in the lines of con

struction and materials used that the

only remaining problem was to see that

the battery received proper treatment

while in use," says Tobey. “Willard

service is now provided to 15,000 cars

in Los Angeles and the number increases

weekly. We were in such a position that

service facilities 'had to be enlarged so

we decided that instead of a huge cen

tral plant it would be more convenient

to users if we established numerous small

stations throughout the city. The more

convenient we can make our service, the

II‘HE origin of gasoline distributing surer are our patrons to get complete

satisfaction from their_batteries.

“Each one of the small stations will

.be a'completely equipped unit. Each

will be prepared to handle battery re

pair work and recharging as well as

give the regular testing and filling serv

ice and they will carry a complete stock

of rental batteries.

Skilled Men in Charge

“They will be in charge of skilled

battery men, practically all of whom are

now members of our main plant organiza

tion. Thirty-four men went from our

plant into the service. These men are

beginning to return and we find that the

small stations will provide us a way to

care for them without displacing the

competent men we hired during the war.”

Each service station will accommodate

six cars under roof at one time. Womén

drivers will find them very convenient

as they soon will learn the location and

know where to go when battery troubles

occur. A telephone call will bring a repair

man at any time. It is not the inten

tion to concentrate on Willard supplies

exclusively. One of the plans includes

a campaign of education laid out ex

pressly for battery users who say of

themselves that they are not mechani

cally inclined. The chief desire in the

Tobey-Willard system is to have users

take care of batteries but if they won't

then provide experts who can.

- , '{IJ
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One of the eight Willard service stations that will be part of Tobey’s chain
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This is A. J. Tobey

Sold _a Moving Billboard;

Not a Motor Truck

He has made some excellent sales, but

he has made them as advertising, not as

transportation. When he went to one

of the smartest clothing and furnishing

goods firms in St. Louis recently, the

conversation was something like this:

“Mr. Black, are you interested in de

livery trucks?”

“No, sir. The Merchants' Express

Company does our delivery work and

does it very well indeed, much below any

cost we could figure on doing it our

selves."

“I thought so, Mr. Black, but what

does your space on one billboard cost

you?

“Now I have a plan to sell you a much

more refined billboard, that instead of

being stationary in some place you do

not exactly like, will be moving about

town in exactly the places you want it.

Also it will make 'a lot of your customers

proud instead of ashamed of trading

with you.

“Did you ever stop to think how much

the woman is interested in the vehicles

that stops at her neighbor’s door? A

dingy Merchants' wagon goes there and

she tosses her head and goes on about

her business. Now a smart, well made

and well decorated delivery wagon stops

there and she goes to the window to

look at it. She sees that it is your wagon,

one in every way creditable to your

business. She says ‘80 Smith buys his

'shirts at Blacks’. I must tell Tom about

that,’ and she does. Next thing your

wagon is stopping there.

“Do you see what I mean by the mov

ing billboard?”

Black fell for this argument and tried

it with one pretty vehicle as refined as

his show windows and store. He is

figuring on more of them. Black is not

an isolated case. Some of the fleets of

Dodge-Graham delivery wagons are

growing very fast and the owners are

charging a part of the running expense

to the advertising account.
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WHAT To SAY WHEN THE PROSPECT SAYS:

YourCompetitor

Cuts PriCes

THE LAST

By Ray W. Sherman

‘6 ERE’S a hot one!”

H Tommy Trumbull, sales mana

ger for C. J. Reilly, Inc., Sennett

dealer in and about Callawassa, walked

into Reilly's office.

“What?”

“One of the salesmen says a prospect

told him that one of our competitors

cuts prices and that if we wouldn’t cut

on a Sennett he would go over to our

competitor and get a car at a cut price.

Fine kettle of suey, isn’t it?”

Reilly laughed.

And then Tommy laughed.

Thought Price-Cutting Had Disappeared

“I thought those things were pretty

well settled in this town," said Reilly.

“I thought most of that stuff passed out

in the year of the big flood and the rest

of it when the big war began.”

Tommy smiled. “So did I, but it seems

to be bobbing up again. I guess it’s

part of reconstruction as viewed by pros

pects."

“Who encountered this odd breed of

prospect?"

“Young Roper,” said Tommy. “He’s

developed a lot of speed in the last few

weeks and he's selling some cars, too.

He seems to have come to life with a

jump, and every few days he dashes into

the oflice with another new objection that

some prospect has made. He’s getting

some good out of these sales meetings

we've been having. This is his latest

suggestion for discussion.”

Wherefore, the next morn

ing when all the gang was

together in the little old

conference room and eyes and

ears were open as wide as

In a Series of Fire

Car Sales Stories

  

  

 

 

ions as he began to tell the men of his

business ideals.

“I thought these things had all been

settled,” he said. “There was a time

years ago when the dealers in this town

did cut prices, and it was a long, hard,

up-hill fight to get them to see the folly

of it. But year by year the boys who

cut prices fell by the wayside and those

who were left were of the more sensible,

substantial type.

“Of course, when one of the dealers

fell out generally there was a new one

to step in, and often these new ones

thought they were going to get the world

by the tail Iwith a down-hill pull by

underselling everybody on the Row and

getting an enormous volume of business.

But—some of those who came in bad

sense and joined the group of sane men

who realize that it cost money to do

business and that there isn’t any too

much profit in a car if you get it all

plus freight and everything else.

“Maybe one or two of the boys in

Callawassa still cut prices, but I have

my doubts. I KNOW that the real people

on the Row would laugh at a man if he

suggested such a thing. They have

learned the lesson. They look down on

price-cutting and the price-cutter as you

look down on the besotted bum in the

gutter who hasn’t sense enough to know

that he is his own worst enemy and is

benefiting no one and hurting himself

by his tactics—without the will to make

a man of himself.
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The Five Stories in the Series Are:

“When a man tells you one of our com

petitors will give him a car at a cut

price, tell him that he should feel very

friendly to this man who is willing to

hand him that much money and that, in

a spirit of friendliness, he should never

mention that fact to another soul, be

cause the price-cutter is a business and

social outcast in Callawassa and the

spreading of the rumor would mean a

great injury in several ways to the dealer

concerned.

Cut Prices? Not C. J. Rielly, Inc.!

“The spreading of such a rumor would

even be cause for a slander suit if it

could he proved. Of course, no Sennett

salesman would spread such a report

and, as far as you are concerned, the

story is safe and won't go any further.

“Furthermore, if it is true that this

dealer is cutting prices you want to know

it because you have been operating on

the assumption that he was not and if he

is it means much to the manner in which _

you conduct your business. Suggest to

the prospect that you telephone at once

to this man and find out if it is true,

because you have a personal friend who

is a ions to get a car at a bargain and

you ant to nd out if it’s really true.

“Tell him also that even though all

other dealers in town cut prices and

make long trades the house of Reilly is

going to continue in business and be here

year after year to serve the people who

have bought Sennett cars

from us and who need us

here to serve them and make

the ownership of their cars

pleasant and satisfactory.

“Tell him that we never

  

could be expected at that l—“I’ll Wait for Lower Prices” . . . . . (April 30) 2‘ have cut prices. We have al

hour in the morning, Reilly, _u , n 5 ways made money every year,

founder of the business and 2 Im Not Ready to Buy Yet ' ' ' ' ‘ ' (May 7) g and that’s why we are the

Who had made mare lmoney 3—“1141/ Old CGT Is WOTth More”. . . . . (May 14) 5 biggest and most successful

for some of the ea ers in , _. . , E automotive house in town.

town than they had made for 4_ ‘Your P7106 Is Too High ,' ' ' ' ' (LaSt Week) 2 We are just like other suc

themselves, smiled as he

mentioned the subject and

became very grave and ser

  

5—“Y0ur Competitor Cuts Prices” (This Week)
cessful institutions in Calla

wassa. We have operated
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Let’s 'Have a
El III III

. “Humane Society” for Tractors

THE SECOND OF FOUR ARTICLES

0n Tractor Selling, by C. L. Butler, president of Butler

Veitch, Ina, Oakland, Cal., dlstrlbuler of Fageol products

HE man who neglects his

Thorses can be disciplined by

the law. The man who

neglects his tractor will be dis

ciplined by the cost. Neither

ignorance of the law nor of the

tractor will serve as an excuse.

Before the tractor achieves

the success that both the far

mer and manufacturer antici

pate it will be known and cared

for. The farmer must be

made to appreciate the tremen

dous amount of work done by

a. tractor—and particularly its

motor—every season. He can

not continue to measure the

life of a tractor in years.

Things happen too quickly.

The crankshaft revolves too

many times—65,000,000 times

an average season. Before long

he will respect the tractor for

its worth—for the amount of

work it does both in acres cov

ered and in work done under

the hood. As soon as the

farmer expects less he will get

more from his tractor.
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WHY This Story Was Written

DITOR Motor World: We have followed with

interest the three articles by Clyde Jennings:

“Why the Man Who Is Going to Sell Tractors

Should Know Them," “Why the Man Who Is Sell

ing Tractors Should Know Them" and “Why the

Man Who Has Sold Tractors Should Know Them."

We know every man who is selling farm trac

tors will benefit by reading these articles. We

have, and we are making it a point to see that this

series of stories is read by each of our dealers.

However, no matter how well informed or how

capable the dealer may be, the greatest problem is

still to pass on a portion of his information to the

purchaser. We have found that practically all

of recent tractor troubles can be traced to lack

of tractor education on the part of the user. The

dealer may be directly responsible for this, but in

an effort to aid him in this educational work, we

have prepared the enclosed articles.

We believe they may help other dealers as they

have helped ours, and with this in view are sub

mitting them to Motor World with the hope that

they may be of some use in the near future. Very

truly, Butler-Veitch, Oakland, Cal., Lloyd Veitch.
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By C. L. Butler

than usual as you pulled up the

long back slope.

At first you thought it was

low on water. The water sure

was hot, but there was plenty

of it. It was a mighty hot day,

at that—perhaps that was the

reason. So away you go on up

to the turn and around the cor

ner on to the down slope. About

this time you remember that

you forgot to fill with oil when

you left in the morning. A

look shows that the level is low,

all right, but the gage on the

dash still shows oil.

You figure to yourself: “That

tractor agent told me not to run

without oil, but I guess she’s

got enough. I sure don’t want

to foot it back to the house,

and I can’t quit this time of the

afternoon. Oh, well, a couple

of rounds won’t hurt it. Be

sides, she seems to be doing

better on the down pull."

The tractor cools off enough

before you reach the lower

turn for you to just about for

To the man who knows them, gaso

line motors are simple. There is noth

ing mysterious about carbureters,

magnetos, water pumps, connecting

rods, clutches, gears, and the likej It

takes time, but not excessive time, to

make repairs. The good mechanic un

dertakes his work with his mind at

ease. He knows that haste makes

waste with a gasoline motor—abso

lutely and always. He knows, too, that

a stitch in time saves nine—both in

time and money.

It is not work—or the dislike for it

—that bothers the farmer in the care

of his tractor. It is uncertainty—

doubt. He is not sure what is wrong.

Nor will he be until he and the tractor

get acquainted. The first tractor a

farmer gets will cost him more than

his second—it did with automobiles.

I guess it did with horses.

You've probably had your brother’s

boy come from the city to visit you.

Wanted to give him a good time, so

you loaned him a horse for a ride. He

was used to speed, so he galloped right

along. Some city lads are ornery, but

your brother's boy is not—just lots of

enthusiasm. He wanted speed, and

got it. Before he knew it, your horse

was in a frothy sweat. So the lad

stopped at the river to give him a

nice long drink. If it weren’t for the

chickens it would have been a total

loss. It sure happened quick—and the

lad meant well. It cost $200 to re

place that horse.

Now get thisl Ignorance about

tractors—and horses—costs money.

Here is an example: It is about four

in the afternoon and 2 miles to the

house. You forgot to put oil in the

motor when you came out in the morn

ing. You didn’t realize it then. The

tractor seemed to be heating more

get it. Around you swing, and up the

slope. Pretty- soon she seems to lag

a little. “It doesn’t look like a hard

pull—the plows seem to be coming

along mighty nice, but it sure is need

ing more throttle. By gosh! What’s

the matter? Is this cheap heap goin’

to lay down on a pull like this? Thun

der! The oil gage isn't running.

Well, if the darn machine ain’t stalled!

Lordy, boy, she sure is hot! Smell

'er,'won’t you! Don’t look like she'll

finish out the day. Too hot to do any

thing now. Guess I'll lay off and bring

out the oil in the morning."

But it’s all over—the damage is

done. In the morning you find that

she won’t turn over. Can’t crank her

on a bet. Naturally not! Oil so low

that the up pitch dropped the level

below the rods and the oil pump. Hot

when you rounded the corner, the m0

tor froze tight as a drum in a few
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minutes on the up grade. Too little oil

and the pistons and cylinders are melted

right together.

If you are lucky a reboring job and

new oversized pistons will save some

thing. Otherwise it’s a new motor. A

trip back to the house would have taken

a good hour, but it would have saved a

couple of hundred dollars and a lot of

time. '

of an overload is a terrible beating to a

motor. It will stand a lot of work if it

is given a chance, but it will quit in a

few minutes of abuse. Remember, this,

that your tractor motor does more work

in a season than your automobile does

in all its life. Respect it for the won

derful work it does and care for it ac

cordingly.

If a horse goes lame he gets a rest or

nothing; it will cost money to run a sick

tractor as it does to run a sick horse.

Some day the farmer will be as sensitive

to the abuse of a tractor as he is to the

abuse of a horse. His senses will warn

him before the damage is done. In the

meantime it will cost him more to oper

ate his tractor. Education costs both

effort and money; but it is worth it.

Manufacturers will eventually organ

Neglect costs money. Too much

water killed the horse—not enough oil

ruined the motor. A little in each would

have saved both.

You wouldn’t beat your horses

through a hard pull. Then why beat

your tractor? The slow lugging strain

ize a “Society for the Prevention of

Cruelty to Tractors"—possibly under

another name. But the work to be done

is the same—a more concerted effort to

get the information to the farmer and

see that he uses it. It will sell more

tractors and keep them sold.

a veterinary. If a tractor goes lame—a

missing cylinder, say—it gets more

work. Oftentimes the operator does not

even recognize the difference—except

maybe the job seems short of power. Or

if he does he figures he can get by till

quitting time. He can—but not for

All Set—NOW Going Ahead

THE 0. R. Fuller Co., Los Angeles,

has prepared for after war business

by building and occupying a new struc

ture that represents an investment of

‘ $200,000. This firm distributes White

trucks and passenger cars and Stephens -

cars. For years it occupied a building

remotely removed from automobile row,

but the new home is on Figueroa Street,

the new center of trade, and occupies one

of the most prominent corners directly

across the street from the quarters of

the leading women’s club of the city.

  

  5-" '. _ t» . _

Q; ~ wag W‘f‘t; ________

  

. . "in": . b

-- “ .r' la -n

.--* - QWF‘Y‘ _



20 MOTOR WORLD “"28"”

  gm"ummmnmn1|muiuuumnnmmmlmuunlm|lulln|mluuulllnmmnlmun11mm: W n “mam mm w-w-u mu . Hm ‘ m m m w i l ‘1 M l‘ 1‘ ‘1 i ‘1‘ ~"W"H"11!"Iillllllwlllmlllmfllllfllmllmmlmfi

\
'

2 When asking for information, please state whether you maintain a permanent

5 file of Motor World, as many inquiries are answered by reference to previous issues

fillllllllllllllllllllllllllllIlllilllllllllIll!HilllllilllllllllllIllIlI!|lll|Illlllllllllllll‘llllllllllllllllllllllllullhmilnll.ll.llilliilli|lillilllllllldtlllitllLilixl‘llllldli‘nlU H'l‘ l‘T‘lKl‘J ‘l 1".” “H' 1%“ ‘i ‘1 “ l ‘i I. ‘ . ‘ '. M “l Hi l l l I“ i‘ ‘H‘, l‘ \‘ ll! l l“ l‘w“li‘1Hl,illl.llill!lIU!llllilllllllllllllllfllllnlli'lTilJfiiJELllillién
Ell]llllllllllllllllllllllllllllIllllIlJl1llilllllllllllllllllilllili|Ullll||ll|llllllllllllllllllllllllllllllllllllllllllllllllllilllllllllllllll'llllllllllIlllllll|llllllllllllllllllNullllllllllillllllllllllllllllllllllllllIlllllIlllllllllllllfllfllmllll|ll|llIlllI|llllllllllllllllllllflllllllllfllllllllllllllllllll"llllllllllllllllllllllllllllllllllllllllllllllILIlllllIllIllIlll|l|lllHlllIllllIllIllIll"IlllllH|llllllllllllllllllHlllllllllllllllllll

NEXT WEEK—

Save Money in

FORD REPAIRING!
MAKE MORE MONEY ON YOUR SERVICE

 

A complete course in Ford repairing will be

conducted in the Better Mechanics Depart

ment of Motor World. It will show how to

PERATE with labor-saving methods and machinery. Weeks of time and hundreds of dol

lars can be saved by the use of modern methods and machinery. Some of this machinery

you already have, but many shop operators have found that there are uses for their machin

ery that they didn’t know about. And often the addition of some small tool will make it

possible to perform a series of operations in a way that saves time and money. You can’t

afford to miss this series—and you should preserve it and have it always available for study

by your organization. It will put your shop in position to make more profit. '

The series, beginning next week, will take up first the organization of the shop, then

the Ford power plant. The major subjects in order are:

IV—Chassis frame and dash.

V—iBody, top and windshield.

VI—Steering gear.

I—Ford power plant.

II—Rear assembly.

III—Front assembly.

The Ford Power Plant chapter will be sub-divided as follows:

I

10—Overhauling the transmission.

11—Testing, repairing and overhauling the magneto.

12—Assembly of engine and transmission.

13—Testing of the engine.

14—The ignition system.

l—Removing the engine from the car.

2—Taking down the'engine and transmission.

3—Testing the crankshaft and rebabbitting the block.

4—Burning in the bearings.

5—Reboring the cylinders.

 

6—A1igning connecting rods. 15—11‘he radiator.

7—Refacing valve seats and reaming valve-stem 16—Gasoline tank, pipe, strainer, muffler, lamps and

guides. equipment.

8—Removing carbon and grinding valves. 17—Replacing the power plant and equipment in the

Q—Fitting new pistons and piston rings. car.

Coming Next W/eek—Don’t Miss the First Story

Make Money in 1919 Make More in 1920
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Here is a group of labor saving machinery

for Ford service. This installation was

Modern Machmery for Ford Serwce—massstains.12:25:22.5".2hss

to better advantage the machinery they have
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Tire Repairmen:

If Gasoline Gives Trouble, \

ENZOL can be used as a satis

Bfactory substitute for gasoline

in tire repairing. Some of the

larger tire manufacturers, in fact,

recommend that it be used entirely in

place of gasoline, because of the possi

bility of greater uniformity of good

results.

With present grades of commercial

gasoline there is always the danger

that the large amount of oil in the gas

will result in poor adhesion between

the repaired parts.

Cleanliness is one of the prime

requisites of good vulcanizing. It is

largely to obtain perfect cleanliness

that gasoline is used. The idea is to

remove the last vestige of oil and

grease from the parts to be repaired.

But if the gasoline contains a large

amount of oil—and it is scarcely pos

sible to tell the difference between

gasoline and kerosene, these days—

great care must be taken to see that

every bit of gasoline evaporates be

fore any attempt is made to complete

the repair.

Some vulcanizing men are getting good

results by purchasing only high test gaso

line. This is a little more expensive, but

the expense is offset by the certainty of

better results.

How to Test Gasoline

In general, a fairly good way to test

gasoline for oiliness is to put perhaps

a teaspoonful on a sheet of clean paper.

If it all evaporates in a reasonable time,

leaving no oily residue, it is safe to use

the gasoline. But if the lighter parts

evaporate quickly, leaving an oil ring

that takes a long time to vaporate, the

gasoline is hardly suitable and should be

used only if nothing else can be obtained,

and then only with great care. Be cer

tain that it has plenty of time to dry.

This precaution is particularly neces

sary in mixing cement with gasoline that

gives indication of being oily. Such gaso

line may evaporate fairly rapidly when

used only for cleaning, but when mixed

with stock to make cement it evaporates

Substitute Benzol for It

Leading Tire Makers Recommend 'Benzol to Overcome Difficulty

' Caused by the Excessive Amount of Oil in

Present Grades of Gasoline

much more slowly, and a correspondingly

longer time must be allowed for the solu

tioned surfaces to get "tacky."

Benzol Eliminates Trouble

In the opinion of many of the larger

tire companies, all these difficulties can

be overcome through the use of 'benzol.

In fact, they find only one disadvantage

to benzol, and that is its quality of solidi

fying at normal winter temperatures.

Benzol'will crystallize, or, in other

words, freeze, at about 32 deg. Fahr.

This makes it very difficult to use in the

winter unless the shop is well warmed.

However, this trouble is not present in

the summer, of course.

Another possible disadvantage to ben

zol is the fact that it evaporates much

more rapidly than does gasoline. This

is an advantage in that it shortens the

time ordinarily required for repairs. But

it brings the danger that cement may be

come a little too dry—pass the “tacky”

stage—before the repair can be com

pleted. In other words, the repairman has

to watch more carefully when benzol is

used than when he is using gasoline.

The quick rate of evaporation of benzol

requires a well-ventilated shop. There

have been some complaints from work

men using benzol on this score, the prin

cipal trouble being headache. But if a

shop is well ventilated, particularly in the

winter, there will be no trouble.

Benzol is a coal-tar product very much

like gasoline in appearance. It is highly

volatile—much more so than gasoline—

and the workman must be careful not to

bring an open flame near it. It is readily

obtainable at practically any gasworks,

and the present price is about the same

as for high-test gasoline.

In order to get the opinions of a num

ber of leading tire and vulcanizer manu

facturers on this subject, Moron WoaLo

wrote to a couple of dozen. Their Te

plies are given herewith:

 
 

WHAT TIRE MAKERS THINK OF BENZOL

 
 

Editor Motor World: It has been the

experience of our tire repair department

when using '56, 58 and sometimes 72

gasoline, to attribute faulty work to the

quality of the solvent, and as a matter of

safety we have for some time been using

benzol for this purpose, with very good

results.

It would be our recommendation to the

trade to use benzol not only for cleaning

repairs and materials but also in thin

ning cements when necessary.

There is no economy in using the

cheaper grades of gasoline, as oil is con

sidered the natural enemy of rubber.—

Firestone Tire & Rubber Co., James D.

Fitzharris, Sales Engineering Depart

ment.

Benzol a Better Solvent

Editor Motor World: We beg to ac

knowledge receipt of your letter of the

6th, in which you state you have heard

some complaints recently from the tire

repairmen with regard to the quality of

gasoline they are getting and the diifi~

culty they have in using this gasoline in

making proper repairs.

You ask us our opinion on this subject

and also on the comparative value of

benzol as a solvent in repairing tires.

Will say we are using both gasoline

and benzol in the making of our tires and

in preparing our sundries. At the pres

ent time we are getting a quality of

gasoline that is entirely satisfactory, and

we have no fault to find with the quality

of the benzol.

There is no doubt but what benzol is a

better solvent for rubber than any other

solvent known. It has no disadvantages

when used in cements or in repairing

tires other than the fact that in ex

tremely cold weather it will freeze.

At the time when benzol was about

300 or more per cent higher than gaso

line it was always the desire of the re

pairmen to use benzol in their cements.
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but I find since benzol has become

cheaper than gasoline that there is a

great objection to its use, principally due

to the fact that repairshops are generally.

small and ill ventilated and the quicker

evaporation of the benzol causes consid

erable annoyance to the men engaged in

the repair business.

Just before the armistice was signed

there was in this section of the country

at least a shortage of gasoline, and as

our supply was not reliable we under

took to use benzol entirely in our work

and also in the making of our cements.

This cement was very widely distrib

uted among our distributers and we re

ceived a very serious complaint from our

Denver branch. It seems that according

to some municipal regulations rubber

cement was not permitted to be kept in

the stores, but had to be stored in an

outbuilding, and as the weather in Den

ver during the winter is extremely cold

the cement froze and the Denver man

ager in making the complaint said that

when he wanted any of it he had to go

to the outbuilding for it and had to cut

it off in chunks with an axe instead of

drawing it out in a liquid form, and

therefore he returned the cement to us.

With the exception of this disadvan

tage in cold climates the use of benzol

is superior to any gasoline that is made.

—Lee Tire & Rubber Co., John Kearns,

General Manager.

No Gasoline Necessary

Editor Motor World: We have had

some little trouble in cleaning repairs

properly with the lowest grades gasoline

which are on the market, and while we

have had success by using higher test

gasoline, we have never attempted to use

benzol.

In a majority of tube repairs and in

some casing repairs the use of gasoline

may be dispensed with providing the re

pair is given a thorough cleaning with

sandpaper or a rag. The cement will

take hold of a surface cleaned that way

just as well as it will if gasoline is used.

and really the only purpose of the gaso

line is to wash off the dust and scrapings

which are stirred up by the use of the

sandpaper or the rag.—C. A. Shaler Co.,

M. E. Faber, Adv. Manager.

Does Not Recommend Benzol

Editor Motor World: I have investi

gated here in the factory repair depart

ment and find no such difiiculties have

been experienced and no reports from

elsewhere of a similar nature have been

received.

I am informed that the amount of oil

that exists in the present grades of gaso

line isn’t too great to prevent good re

sults. In fact, our experiments have

shown that even where added oil has been

used the best results have been obtained.

I am inclined to believe that the diffi

culties experienced are not due to the

presence of oil, but to lack of proper

handling of the stock under the condi

tions. It is very likely that the stock

isn’t allowed to dry sufficiently before

applying it to the repair, which would

naturally result in improper adhesion.

i

The same difliculty would be experi

enced from allowing it to dry too long, as

if not allowed to dry enough there is a

certain point when the rubber acquires

a certain tacky condition when it should

be applied, and this is acquired, of course,

with experience, and even with the exist

ence of oil, it the proper time is used,

we are sure the best results will be

obtained. ,

Regarding the use of benzol as a sub

stitute for the present grade of gasoline,

we would not recommend this, because it

dries so rapidly that it is much more

difficult to operate with. The object in

using gasoline is to produce the tacky

effect on the rubber, which is only ac

quired through the rubber absorbing the

gasoline, and the benzol dries so quickly

that the rubber compound hardly absorbs

it, unless applied in unusual quantities.

We would recommend the use of the

present gasoline in preference to the

benzol for the reasons mentioned, and,

as stated, we are satisfied that satisfac

tory results will be obtained under the

proper drying process—The B. F. Good~

rich Rubber Co., M. E. Fassnacht, Man

ager Service Department.

Benzol Very Satisfactory

Editor Motor World: We find that

the average commercial gasoline has so

much oil in it that it is not suitable for

use in repairshops.

After the gasoline evaporates it leaves

a thin film of oil wherever it has been

used, and this of course is very injurious

to rubber.

We are recommending that all repair

shops secure very high-test gasoline, or,

where it is available, benzol. In our

factory we use large quantities of benzol

and find it very satisfactory. Recently

we have been making a few experiments

with Energine and find that it works out

very well in our tire repair school.—

Goodyear Tire & Rubber Co., H. A. Lane,

Products Department.

Benzol Would Improve Work

Editor Motor World: The usual dif

ficulty encountered with using gasoline

is due to the fact that the present-day

commercial gasoline is little better than

the material that was previously sold as

kerosene. As mentioned in your letter,

it contains hydrocarbons whose boiling

points are so high that the solvent evapo

rates very slowly. Furthermore, these

high boiling point hydrocarbons are

rather poor as solvents of rubber at or

dinary temperatures.

We have used benzol extensively as a

substitute for gasoline, and find that it is

extremely satisfactory so far as the qual

ity of the work is concerned. There'is

some objection, however, due to the

physiological effects of its vapors. While

not dangerous, if used in a poorly venti

lated room it is likely to cause the repair

man headache. Good ventilation takes

care of this perfectly.

Another fault that has been found with

benzol is that, due to its high rate of

evaporation, it condenses moisture from

the air on damp days, and consequently

on such days care must be taken to get

good adhesions. This matter is usually

remedied by working in a warm room,

and so far as practical use is concerned

this practice to our knowledge has not

appeared serious so far.

We believe that if benzol were substi

tuted for gasoline in all repair work there

would be a great improvement in the

quality of the work—The Miller Rubber

Co., M. M. Harrison, Chief Chemist.

 

Here’s a Desert Garage

  

S OMETIMES the dealer must have a lot of nerve. as C. W. Fischer certainly did when

he built a concrete garage of mission type in the town of Palmdale, Cal. There are

not a dozen houses in Palmdale. which is located about 75 miles north of Los Angeles.

Scattered about the mountain slopes that encircle the valley are many ranches.

Their sole means of transportation is by motor. Fischer realized these ranchers could

not exist without automobiles and last year he sold 26 cars to them. This year he

He represents the Buick and Chevrolet lines,expects to make the number 30 at least.

ahd this spring took on a tractor line in addition.
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Some Questions on Design

EDITOR Moron WORLD: We have

been commissioned to design a garage

for H. F. Butterfield & Son, the R80

agents in this vicinity. The site is of

irregular outline, as indicated on mar

ginal sketch.

l—Mr. Butterfield contemplates

utilizing the basement space for stor

age, with a ramp to provide accesso

ries. Inasmuch as the site is practi

cally level, and the only possible means

of gaining light and ventilation into

this space is through the windows

along the south wall, beneath the worlg

bench, I am wondering what your rec

ommendation would be as to the utiliz

ing of this space.

2—What is your judgment as to the

slope of the incline, which in this case

will drop 11 ft, in 44 ft. of length.

3—I also would be pleased to have

your judgment as to the proper load on

which to compute the strength of the

first floor. We contemplate that this

building shall be of fireproof construc

tion.

4—The building may eventually

have the work shop located on the sec

ond floor, the live storage on the first

floor, and dead storage either on the

third floor or in the basement.

5—What is your idea of a reasonable

charge per month for dead storage and

live storage .9—John Hanifen, Archi

tect, Ottawa, Ill.

We are inclosing a plan, but before

discussing it let us answer the questions

raised in your letter.

l—We have no use for a basement

except as a place to put a furnace or

perhaps, in some cases, store accessory

stock. Better have a second story in

stead. Then you will have light, venti

lation, dry floors and not only will the

space he more in demand but it will

command a higher price. Garage space

is an article of merchandise, and base

ment space is an inferior brand not

usually much in demand.

Z—Twenty-five per cent is a rather

steep grade for a ramp. A car in fair

running order will climb it, but it is

really so steep that it is dangerous, par—

ticularly because brakes may not hold.

There are quite a few cars being driven

around, especially in level country, whose

brakes are not in condition to keep them

GARAGES

SCIENTIFIC CONSTRUCTION
REPAIRSHOPSSHOWROOMS

We shall be glad to draw a plan for you or give you any other aid in your building, free of charge. But be sure to

send full details, including a sketch of the plot, showing position of streets

2E.=. E E E-=E

in control on a 25 per cent grade. Fif

teen per cent is a conservatively safe

maximum.

3—Safe load may be taken as 150 lb.

per sq. ft.

4—Whether the workshop is located

on the ground floor or the top floor de

pends on conditions. If the shop re

quires close supervision by the same man

who looks after the showroom, accessory

store, etc., then it is convenient to have

them on the same floor. At the same

time the shop on the top floor offers ad

vantage in that the light is better.

Apart from these considerations, really

usually of secondary importance, we 10

cate the shop according to where it fits

best into the remainder of the plan; this

is the reason it was placed on the first

floor on the plan herewith.

5—It is impossible for us to state what

is a reasonable charge for storage in

your territory inasmuch as this varies in

almost every town. Figure out what the

space costs per car per month, add a rea

sonable profit and use that. If this rate

should be high and it is really necessary

to meet competition rather than selling

your trade up to your price, then tele

phone a few neighboring garages for

their rates. It is not necessary to dis

close your identity in doing this, if there

is any objection in so doing.

Plans for first and second floors

drawn for John Hanifen

.{fC‘O/VD F1001

 

 

 

The plan should be clear except for

two or three details. The washrack is

the width of two cars and machines can

be stored here when washing is not being

done. A thin partition on the third side

will prevent spattering adjacent cars.

A series of sliding doors gives en

trance to the shop. Their use makes it

possible to run a car into any part of

the shop without maneuvering, assum

ing that cars in the front row will usually

be out during the day.

 

Large Garage on Corner

Character of business—Sales, service

but no storage.

Details wanted—Corner lot 128 a: 200

ft., two floors on main street, bal

ance one floor, liberal size show

room, oflices, stockroom, battery de

partment, general garage require

ments, space for 60 cars.

Name—Frank F. Matheson, Wilkes

Barre, Pa.

Answer—It is exceedingly difficult to

lay out a building of this size and have

our ideas meet your ideas at every point,

and therefore, if you find that it is not

just what you wanted we shall be very

glad to change it to suit “you.

The showroom is a large unbroken rec
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A very large and

comprehensive plan

for a building in

tended for sales and

service only—no

storage. There is

space for sixty cars
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tangle which utilizes practically the

whole of the frontage, thus giving you a

maximum of window display space.

It was deemed advisable to place the

otfices for sales manager, president and

conference room at one end of the show

room. The president’s office is lighted

from the street, and the sales manager’s

office gets its illumination from glass

panels in the partitions between it and

the president’s office and it and the show

room. The conference room is similarly

lighted. The latter is for morning meet

ings, and during the day may be used by

salesmen for closing prospects.

The most desirable place for the office

seems to be adjacent to these rooms and

it can be adequately lighted and venti

lated through a skylight if windows can

not be used.

The shop is placed along the rear and

is provided with a series of sliding doors

so that a car may be run right into the

space which it is to occupy. The space

directly in front of these doors is desig

nated for car storage, but this will not

cause any difficulty if these cars are ones

which are usually out in the daytime—

demonstrators and the like.

The second floor is devoted entirely to

the display of used cars. If you consider

the matter carefully we believe that you

will agree that this is by far the best

place for this department.

  

fl IGCARE MQKM and a second floor

r; it}, _ _ __ _ _ __ ____ l“ is to be built over

i the front portion.

' ( Designed for Frank

‘ F. Matheson
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The shop departments which you asked

for have been placed at the rear along

the wall and can be adequately illumi

nated and ventilated by skylights in case

windows cannot be used on this side. In

addition to the rooms you requested we

have added a locker room and lavatory

for the men, a welding room and a locker

room for owner’s belongings. The last is

a feature that we feel sure you will ap

preciate. When a man brings his car in

for an overhaul, all movable articles

such as lap robes, spare tires, tools and

the like are carried off to the locker room

and locked up in a compartment there,

thus protecting them against loss or in

jury.

You failed to state which corner your

plot is on, so it may be that our plan is

the obverse of what you desire.

There i storage space for 87 cars.

We have shown the first-floor plan only,

as the layout and extent of the second

floor is very simple to work out.

Turning a Barn Into a Garage

50 Ft. None Too Wide

Character of business—Service, sales,

tires, accessories, washing, storage,

oil and gasoline in town of 1000 pop

ulation.

Details wanted—Showroom, stock

room, office, battery room, toilets,

shop, storage space, heating system

in basement.

Name—Reader, Breckenridge, Mich.

Answer—We strongly advise you not

to build on a plot less than 50 ft. wide,

as otherwise your aisle will be too nar

row. In order to demonstrate the diffi

culty in maneuvering cars in and out of

spaces in such a garage mark out a space

on the ground 7 by 39% ft. The lot is

41% ft., but subtracting 1 ft. for the wall

at each side leaves 39% ft., and 7 ft. is

about right for the width of a car space.

Plabe one car in one end of this '7 x

39% ft. oblong and then attempt to back

into the other side with another car,

the same as you would have to do in your

garage. After backing in, try driving

out also. You will find that such a

garage is barely usable when short cars

such as Fords are used, but with a couple

of light sixes it is out of the question.

The only way to use this narrow plot

successfully is to employ a swivel jack of

some sort to swing the car in and out of

its space. There is no really serious

objection to this as far as we can learn

except that an attendant must always be

on hand to man it. For this reason their

use is not very general.

 

Packard Buys Airplane Field

DETROIT, May 23—The Packard Mo

tor Car Co., about to comme ce pro

duction of a commercial airpl e, has

purchased a large tract of land on the

outskirts of Detroit for use as a private

experimental flying field in the develop

ment of its aviation program. The field

lies between Detroit and Mt. Clemens

and is large enough to permit the landing

of any‘ kind of airplane.

 

Knudsen Heads Duluth Dealers

DULUTH, May 24—New officers of

the Duluth Automobile Trade Associa

tion are: President, H. B. Knudsen; vice

president, J. T. Peacha, Jr.; secretary,

Gilbert Sherman; assistant secretary,

George Wilson; treasurer, R. W. Foster.
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A l-purposo garage for “Reader”



iEditorial Observation

That War Tax

is discovered that it is not settled at all, or, .if it

is settled, that it is settled in such a manner that

protest by the dealers is necessary.

Under the old law which went out as the new one

came in February 24, it was held that a dealer who

adds a body to a chassis becomes a manufacturer and

must pay a tax, less any tax fliat had been paid.

Dealers, especially truck dealers, had not been

anticipating any such ruling and many of them 'were

caught at the end of the year with an uncalculated

tax assessment which meant a severe money loss. An

effort was made to secure an adjustment, but nothing

much happened.

And then came the new law. When this was made

effective Motor World wasassured by the New York

office of the Department of Internal Revenue that all

taxes were to be collected from the manufacturers of

chassis andbodies and that the dealer was not to be

molested. As Motor World sees it, a point must be

severely strained to construe a dealer as a manu

facturer in such cases as these.

On the basis of the assurance of the revenue man,

Motor World passed this ruling along to numerous

inquiring readers. Then one reader wrote in and

said hi had been notified that if he put a body and

chassis together he would be classed as a manufac

turer. Wherefore, Motor World ran this ruling down

and found that several local collectors had so ruled.

In one case, when the matter was taken up with

the local collector he stated that the dealer was

mistaken. He said that if the dealer established his

status as a dealer he could put a chassis and body

together without tax.

Here were conflicting rulings by different local

representatives of the Government’s revenue depart

ment. Meantime Motor World’s Washington repre

sentative had made futile efforts to get the revenue

department headquarters to say something definite

on the subject. No definite ruling could be secured.

At present the matter stands in a somewhat un

certain state.

Meantime, Motor World, its representative having

failed to get personally a definite answer to questions

from officials in the department, laid all the facts

before Commissioner Roper in a letter, setting forth

the structure of the trade, that a manufacturer is one

thing and a dealer is another and stating the opinion

of the local collector who seemed to understand this.

JUST as the war tax seemed to be all settled it At present we are waiting for an answer to the

letter.

Efforts are also being made to get the facts before

Commissioner. Roper through other channels, and it

is not unlikely that the National Automobile Dealers’

Association will take some definite action if the mat

ter is finally and definitely ruled to the disadvantage

of the dealers. '

No one has any criticism to make of Commissioner

Roper. He is an able man at the head of a big de

partment. To help him he has many assistants.

Many of these men do not understand the fabric of

business. They do not understand how raw materials

begin at one point and go through a series of steps

to the consumer and that there is such a thing as a

manufacturer and such a thing as a dealer. They

cannot be expected to understand everything because

they are only human, but a better knowledge of the

motor car and allied businesses would help amazingly

at this time.

Wherefore, the matter will, if possible, be laid

before Commissioner Roper himself and it is hoped

that he will establish once and for all the principle

that the dealer who buys a chassis in one place and

a body in another is simply a merchandiser and is

not trying to evade any tax. The tax has already

been paid by the manufacturers, and any additional

tax that is levied becomes simply a tax on the dealer’s

profit, which the law, we believe, never intended

should be taken.

Prudence should be exercised by both sides in this

matter. The trade should remember that the busi

ness of being a Government official and the business

of being a business man are two entirely different _

things. There are matters in which each can help

the other.

However, the Government officials should not for

get one big point, which is that the Government is

supposed to be of the people, by the people and for

the benefit of the people, and that any attitude or

arbitrary rulings which work a hardship or which

create ill-will toward the Government are bad judg

ment.

Meantime, if local collectors rule in any way what

soever there is only one way out and that is to observe

the ruling, attaching any protest you see fit.

OBSERVE THE LAW, pay what taxes are de

manded and be ready to render support if it is

needed.
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LETTERS from READERS
When asking for information, please state whether you maintain a permanent file

of Motor World, as many inquiries are answered by reference to previous issues

 
 

Wants Catalogs

Editor Motor World: Will you kindly

mail us a copy of the Summer Mer

chandising number which was issued

several weeks ago? Our office and

garage here at Lehighton was destroyed

by fire last week. You might make

. mention of the fact in the next issue

of the Motor World. All our price lists

and catalogs were destroyed in this

fire; you might mention this fact and '

state that we would be pleased to receive

catalogs and price lists from accessory

and automobile manufacturers.—Serfas

Motor Car Co., Lehighton, Pa.

Charging Batteries from a Farm

Light Plant

Editor Motor World: We have a

Delco light sytem, 110 volts, and wish

to recharge storage batteries and mag

nets on magnetos, and would thank you

for this information.—Roggen Motor Co.,

Roggen, Col.

Answer—You can very easily recharge

storage batteries from the 110-volt

lighting plant that you have. You can

charge these batteries either one at a

time or you can put two batteries in

series, thus shortening the time when a

number of batteries are to be charged.

In order to regulate the amount of cur

rent that goes through the battery it is

necessary to use a rheostat or a lamp

bank resistance. If a rheostat is used it

is placed in series between the battery

and the source of current and the arm of

the rheostat is swung around until the

proper amount of current is going

through the battery.

The charging rate varies according to

the size, capacity and thickness of the

plate of the battery. Every maker has

experimented on this subject and a chart

of charging rates can usually be obtained ,

 
 

Shop Machlnery

TO-DAY is the day of labor sav

ing. Men don't do work that

machinery can do as well.

Are you doing anything of this

kind in your shop?

Have you saved labor by install

ing any new machinery?

If so, tell the other readers of

Motor World what machines you

are using to save labor. Tell what

they have done for you.

Did you see the little question on

this page May 7 about building?

We have received a wonderful

answer on the subject. It is full

of inspiration and will appear on

this page soon.

Meantime, let’s have a word

from YOU on this subject of shop

machinery.

What you say may help some

other man.

 
 

 
 

 
 

for" each different make and model. A

rough rule that will be approximately

correct for all makes of batteries is that

the initial charging rate should be one

tenth of the ampere-hour capacity of the

battery and the finishing rate should be

~one-twentieth of the ampere-hour capa

city of the battery.

In order to get this charging rate

correct, it is advisable to use an ammeter

in the circuit and this will show exactly

the number of amperes that are passing

through the battery.

If a lamp-bank resistance is used the

amount of current going through the

battery is controlled by the number of

lamps which are cut in. As a rough

rule one 16 c.p. lamp will allow % am

pere to pass, one 32 c.p. lamp will allow

1 ampere to pass, etc. If you want to be
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In arranging letterheads according to Motor World designs, the local dealer

Ihould make his printer follow the indicated type styles very carefully.

Much depends upon this

1

exact, the current should be run through

an ammeter as with the case of the

rheostat and then you can tell just how

much is going through the battery, be

cause the lamps may vary, owing to dif

ference in make, age, etc.

In connecting up the batteries, it is

vitally essential that they be connected

in the right way or damage will result.

The positive lead from the current source

is connected to the positive of the bat

tery. The negative of the battery is

connected to the negative of the current

source. If two batteries are being

charged in series the positive of the

current source goes to the positive of

one battery, the negative of that battery

to the positive of 'the next, and the

negative of the second battery to the

negative of the current source.

We would refer you to answers which

were published in our issues of Jan. 1,

Jan. 22, March 19, and April 2.

We assume from your question that itI is your intention to remagnetize magnets

on the Ford magneto. It is not advisable

to attempt this because it is almost im

possible to magnetize magnets uniformly.

The practice is not recommended by the

Ford Motor Co. nor is it practiced in

any of their branches or in any of their

service stations.

Letterhead Design

Editor Motor World: I am a sub

scriber to the Motor World and have

seen letters from different readers ask

ing that you design for them letterheads

and cards, and I have seen some good

ones. Now I wish you would make a

good one for me. I expect to open a

repair shop at Kennebunkport, Maine,

and I am going to have an Ambu Elec

tric Trouble Shooter and do oxyacetylene

welding and general all-around repair

work. I wish you would get me up a let

terhead and a business card.

I do not expect to carry any supplies

this year, as I have a small shop.—-A. W.

Clark, Medford, Mass.

Answer: We are printing a letterhead

which we hope will suit you. We have

not made up a business card, but suggest

that in the center of the card you put the

name of your company, in the lower left

hand corner your name as proprietor or

manager, and in the lower right-hand

corner your address. Do not attempt to

put much more than that on the card.

It’s a Dandy!

Editor Motor World: We have that

long-looked-for Summer Merchandising

Number and, believe me, it’s a dandy;

chock full of golden ideas—H. R. Wolf,

The H. R. Wolf Garage, Cleveland.
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Double in Three Years

Editor Motor World: I have been a

subscriber for Motor World for several

years and look for it every week to get

some real first-class pointers for good

business.

I am enclosing a copy of a letter I sent

every Ford owner in this county, and am

also sending you a photograph of my

garage. I only have a little over‘ half

of the county and by close watching

after the owners of cars have doubled

the size of my building in less than three

years—Jess D. Heybach, Leitchfield, Ky.

The Letter

The time has come when you will

want to enjoy your Ford. 1 have a

few thihgs to tell you and every other

Ford owner in Grayson County. I

have added a building, 40 x 107, to

my garage in order to give better

service and to take care of you this

summer. You know by past treat

ment that you are always welcome, so

drive in.

Now before you start out this

spring, come in and let us look your

car over and advise you as to what

you need. Let us take the old oil out.

flush your motor with kerosene, put in

a gallon of new oil and fill your dif

ferential, for which we have a force

pump, putting the grease where it be

longs. I want every Ford owner to

get the best out of the best car made.

I have in stock a full line of the

following tires: Goodyear, United

States, Firestone, Fisk, Hartford and

Michelin; with tubes of same make.

A complete stock of Ford parts, and

right here let me tell you one fact. do

not let anyone use anything but genu

ine Ford parts in repairing your car

My advice to you is always go to the

Ford dealer. He, more than anyone

else, is interested in your car, and it

stands him in hand to give you the

best.

I have a parcel room where you can

store your packages, leaving them in

perfect safety. The Ladies Rest Room

your families have already enjoyed. so

let‘s make the Ford Garage in Leitch

field a real get together place Where

you will always find us ready to do

the best we can for you. I have three

(3) of the best mechanics in the State.

They are the type of men who are al

ways on the Job. They are co-workers

with me in the service which we, with

your co-operation, are trying to give

the Car Owners of Grayson County.

Now a word about the Fordson

Tractor. I have this machine in stock

 
 

Boy, Put On the Chain8

By C. H. Stanton Massey'

“'hen the day grows dim and the

sun goes in,

Don't wait until it rains.

Before the “old bus" glides and her

rear end slides,

Boy, put on the chains.

When you feel the first drop, it‘s

time to stop;

It will pay you in the end.

You're prepared for the worst, and

you’ll get there first

Without anything to mend.

And it's just the same, in life’s great

game,

With its Joys and with its pains,

When you start downhill and its

slippery, Bill,

Boy, put on the chains.

You might take the first drop, but

then it's time to stop;

If you don‘t, who gains?

It might sound like kidding, but.

Bill, you're skidding.

Hoy, put on the chains.

'Foss-H ughcs 00., Philadelphia.

 

  

 

 

 

ready to show you. Also the Ford

One Ton Truck, and every up-to-date

farmer needs them both. When he

owns them he will value them the same

as he does his Ford Car.

New in conclusion, remember that I

sell no higher than any other firm,

and every cent of profit is going right

back into the business for equipment,

more room and better service. So

after all, you are interested in my

business from a business standpoint.

If you know of a friend or neighbor.

who is interested in Car, Tractor or

Truck, will you kindly give me his

name and address and I will greatly

appreciate it. Thanking you for past

favors and for any you may extend to

me either by patronage or your in

fiuence.

I am, yours for the best service pos

sible,

Jsss D. HEYBACH, Ford Dealer.

 

Progress Based on Service

Editor Motor World: Under separate

cover we have mailed you a copy of our

1919 Automotive Equipment Catalogue,

together with confidential Trade Price

List applying to same.

Special interest attaches to this issue

as it commemorates our jubilee. In

1869, fifty years ago, the late John Millen

 
 

Editor Motor World :

Commerce.

 

' Ideas Which Must Be of Benefit

Congratulations on the big Summer

Merchandising Number of Motor World!

representative list of advertisers in the industry, but scores of new

ideas for the dealers, which if followed must be of benefit to those

who manufacture as well as those who sell.

The number was a highly creditable presentation of the present

status of the automobile industry, its needs and its possibilities.—

Alfred Reeves, General Manager, National Automobile Chamber of

It not alone furnishes a

 

 

  

 

started in business developing through

hardware, sporting goods, bicycles, street

railway supplies and finally to automo

tive equipment.

The theme of the two-color cover is

Progress Based on Service, and typifies

the modern change to tractor, truck,

automobile and aeroplane.

Over 300 pages, over 3000 items, pre

serve a lead as the most complete cata

logue issued in Canada, with the con

fidence of the trade in our cars and ex

perience in listing lines of proved sale

ability and value—John Millen & Son,

Limited, Montreal.

Will Increase Their Profits

Editor Motor World: I want to compli

ment you on your April 16 issue of Mo

tor World. If your dealer subscribers

will give this issue the consideration it

deserves it is the writer’s opinion that

they will find many things of interest to

them which will increase their profits.—

Service Motor Truck Co., Wabash, Ind.

A Regular Gold Mine

Editor Motor World: I ordered your

“1500 short-cuts” in book form a short

time ago. I think it is a regular gold

mine for a repairman. I consider Motor

World the most valuable trade paper I

have ever read—Harry Ypma, Los An

geles, Cal.

Makes Facts Interesting

Editor Motor World: I believe that

Motor World is the best trade medium in

the industry because your editorial stafi’

makes dry facts and figures over into in

teresting and educational reading matter.

—R. A. Loftus, Cleveland, Ohio.

Massachusetts Highway Commission

Merged

BOSTON, May 24—The days of the

Massachusetts Highway Commission, as

it is now known, are numbered. The

Legislature has before it a bill which

calls for the reorganization of 100 boards

and commissions into 20 departments,

and so the Highway Commission is

thrown into the discard with the rest.

To be more truthful, it will be merged

with Waterways and Public Lands and

the two will be known as the Department

of Public Works. There is to be one man

at the head of it, with deputies handling

the departments.

 

Felony to Steal Cars in Pennsylvania

HARRISBURG, PA.,May 24—Governor

Sproul has approved the Hollingsworth

House bill making it a felony hereafter

for anyone to steal a motor vehicle in

the State of Pennsylvania. The measure

increases the penalty for such thefts,

and for being an accessory thereto, or

receiving or buying a car known to have

been stolen, to a maximum of $5,000 and

10 years in prison.
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Lien Law in Kansas

Editor Motor World: Please advise

regarding the lien law in Kansas. We

would like to know where we stand in

regard to holding or picking up a car for

repair bills. We can get the answer

through Motor World.—Deerfield Motor

Co., Deerfield, Kansas.

Answer—As Kansas hasn’t any real

garageman’s or automobile mechanics’

lien law, you cannot take back a car after

it has once gone out of your possession,

even though there may be a bill standing

against the owner for repairs.

Under the Kansas law there is a lien

in favor of any blacksmith, horseshoer,

wagonmaker, garageman, or any other

person upon any goods, chattels, or other

vehicles or automobiles and any farm im

plements of whatsoever kinds, which

shall have come into the possession of

such blacksmith, horseshoer, wagon

maker, garageman, or any other person

for the purpose of having work on said

property, or repairs, or impovements in

anywise pertaining thereto.

The lien shall amount to the full

amount and reasonable value of the serv

ices performed, and shall extend to and

include the reasonable value of all ma

terial used in the performance of such

services. Under this law you only have

the right to hold the car for your bill

while it is in your possession.

Lend Money Carefully

That one who loans a dealer money

with which to buy cars loses his mort

gage lien if he is aware that they are

bought for resale, is a decision in a re

cent South Carolina case.

Suit was brought by the holder of a

mortgage who had loaned money to a

motor car dealer to recover possession of

an automobile which was covered by the

mortgage.

It seems that the dealer had bought

these cars and that when they arrived

he had borrowed money to pay the drafts

against them and gave a mortgage on

them for his loan. The dealer then sold

a car to a man named Crim, who in turn

resold it to a man named Rogers. The

lender was to recover possession of the

car sold to Rogers under his mortgage.

The court decided that he was not en

titled to possession of the car, as having

taken the mortgage as security he, in

the absence of a stipulation to the con

trary, impliedly consented to the sale of

all the cars covered by the mortgage and

therefore could not claim a lien against

 

those buyers whether they knew of the

mortgage or not.—Cudd vs. Rogers, 98

South Eastern. South Carolina. 786.

 

Who Is Responsible?

Mere proof of the ownership of an

automobile and that it was used at the

time of an accident under the owner’s

permission, while prima facie evidence

of responsibility for accidents, does not

bind the owner for negligence if he could

show that the person driving was in fact

not his agent, is the holding in a recent

California case.

A dealer’s employee, while driving a

car owned by the dealer, was negligent

and caused an accident for which suit

was brought. The court decided that

whether or not the dealer was liable de_

pended upon whether there was a relation

of principal and agent between the dealer

and the chauffeur and that such a rela

tion did not result merely from the fact

that it appeared that the employee had

borrowed the car from his employer.

The court further decided that the

dealer in a case like the one in question

must be allowed to show, if it could, that

the car was being used by the borrower

for his own business and not as its agent.

—Brown against Chevrolet Motor Co. of

California. 179 Pacific, California, 697.

 

Ohio and Mississippi Tax Laws

Editor Motor World: Will you please

advise us if in Ohio and Mississippi it

has ever been decided that it is uncon

stitutional to levy a personal tax on

automobiles in addition to the state

license tax? What is the law of the

matter?—L. L., Columbus, Ohio.

Answer—It is well understood now that

a license tax is not really a tax within

the meaning of the organic law relating

to taxation. It has therefore been de

cided in numerous cases in the various

states that an ad valorem tax upon the

car itself and also a license fee‘ipon the

use of the car can be levied without

being double taxation.

 

How to Collect a Bill

Editor Motor World: What is our

best course to take to collect a bill for

repairs amounting to about $200 on a

car which the owner refuses to take and

pay for, saying we can keep the car

and dispose of it to satisfy our claim?

We have had the car over six months,

thinking he might change his mind and

want the can—A. W. Chatfield, presi

 

.Perplexed ?

Does some point of

law perplea: you?

Why don’t you ask

Motor World’s legal

editor to discuss the

question?

  

 

dent Chatfield’s, 312 West Fifty-second

Street, New York City.

Answer—Of course the simplest thing

to do would be to sell the car as your

customer tells you to, but in that case

you might get into difiiculty if he after

ward denied giving you authority to sell

for his indebtedness.

Under the New York law you have a

lien for the amount of your repair bill.

It would not be so simple to sell, the

property under your right of lien as to

sell it the other way, but it would be

much safer, as your customer will then

have no comeback. Any attorney ad

mitted to practice in the courts of this

State can foreclose your lien for you. I

would not advise you to attempt doing

it without an attorney because it is a

technical proceeding.

The Dealer Is Liable

The Supreme Court of Mississippi re

cently decided that when a motor truck

is sold through a printed form of con

tract containing the manufacturer's

name which has been scratched out to

permit the dealer's name to be inserted

the buyer must recover the money he

paid from the dealer, as he cannot get

it back from the manufacturer.

An automobile truck dealer had pur

chased a truck from the manufacturer

and afterward sold it and received $250

as an initial cash payment.

The written agreement between the

dealer and his customer was a printed

order blank containing the manufacturer’s

name, address and the usual blanks for

the specifications and style of the truck.

It appeared that the name of the manu

facturer had been stricken out and the

name of the dealer had been put in its

place. The court decided that if the

truck was unsatisfactory the buyer must

look to the dealer for the return of his

money, as he had no contract with the

manufacturer.

 

 

A replevin action between a repair

man and a car owner cannot- be re

viewed by a court of equity in Illinois,

according to the courts of that State.

A garageman who had repaired a car

letit go out of his possession and after

ward brought an action of replevin and

recovered possession of the car under

his right to a lien pursuant to the Illinois

laws of 1907, page 567. The car owner

brought an equity suit to have ,the re

plevin action reviewed, but relief was

denied him on the ground that he should

have reposed the replevin action.
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EAST

Armory Garage Co. has succeeded to the

business of the Fulton Garage and will con

,duct a. general garage business at 27-29

Sherman street, Albany.

Oxford Bquy Co., Philadelphia, will erect

a. large building and in addition to selling

automobiles will conduct a garage and gen

eral repairshop.

SOUTHWEST

G. L. Ramsey, P. S. Cauvel and George

W. Ramsey have purchased Coerbers Ga

rage, Deerfield, Kan., and changed the name

to Deerfield Motor Co.

G. H. Bllheimer 6. Son, Little Rock, Ark.,

garage and repair men for the past five Years,

would like to be put on mailing lists for

accessories, tires, tubes, etc.

NORTHWEST

Motor Sales & Finance Corp., capital $500,

000, fully paid in, has recently been organ

ized at Sioux Falls, S. D., and has taken

over the general distribution of the Kala

mazoo truck throughout South Dakota,

North Dakota, Minnesota, Nebraska and

\‘Vestern Iowa. General offices have been es

tablished at 321 South Phillips Avenue, Sioux

Falls. The officers and directors are: C. J.

Johnson, president; W. I. Thompson, vice

president; Eugene Reiley, treasuu'; M. C.

Smith, secretary. The above four and H. L.

Harri constitute the board oi directors. 0.

A. Kruse is sales manager.

Nelson Brothers, Kanawha, Iowa, have

sold their garage to Oscar Thompson and

Ray Watkins.

Charles Bryant, Centerviile, Iowa, has

bought an interest In the Ford garage at

Seymour, Iowa.

8. H. Tyler, Fountain Green, 111., has pur

chased the garage at Birmingham, Iowa,

from Anderson Bros.

Harry E. Sanders, of Grinneli, Iowa, has

sold his motor car business to H. D. Wil

son of Clarinda. Wilson will add the Stude

baker and Chevrolet to his line.

A. R. Hoenk, Ft. Dodge, loWa, president

0! the Swaney Motor Car Co., and Edward

Rehder of the Rehder Cadillac Co. have or

ganized a new company to handle the Cadil

lac agency at Mason City, Iowa, and Mr.

Hoenk will move to Mason City to take ac

tive charge.

Rude Auto Co., Perry, Iowa, which oper

ates branches in a number of Iowa. towns.

has announced plans for the immediate con

struction of a modern three-story plant at

Cedar Rapids. The new building is to be

located at Church St. and First Ave. and

will be 80x180.

Dakota Motor Co., Pierre, S. D., has been

formed with $30,000 capital. Incorporators

are A. Bruner, E. C. Smith. C. B. McCaIlag

and A. W. Ewert.

Faide 8t Daniels, Canton, S. D., have

bought the Big Soo service station, and will

handle motor oils, greases, Goodrich tubes

and casings.

E. E. Theurer Motor Co., Wessington

Springs, S. D., has succeeded the 'l‘heurer

Gall Motor Co., Mr. Theurer buying Charles

Gall out.

A. E. Mills, Stewartville, Minn., bought the

interest of E. G. Ballard In the garage 0!

Vallard & Mills.

Sagluor &. McMillan Auto Co., Plainview,

Minn., has sold its garage and repair shop

to George Graner and Jess Heron of We.

basha, Minn.

J. Arthur Matthews 6. Co., Ortonville,

Minn., has been formed by Mr. Matthews

and H. L. McDowell of Olivia, Minn. ' The

firm has begun work on a garage of brick

and concrete.

Warren Overland Co., Warren, Minn., has

been formed and the business of the com

pany will be transacted in the Warren ga

rage. -

Erick Arndt and L. D. Ward, Zumbrota,

Minn., have taken over and will operate

what is known as the Empress garage.

C. W. Turnbull, Albert Lea, Minn., has

sold his garage business to his sons, Clarence

Babcock and Bud Babcock.

Lomen Auto Co., Albert Lea, has been sold

to George H. Haskson of Mason City, Iowa.

M. lrglno, Kerkhoven, Minn., has sold his

garage and business to E. 0. Nelson of Will

mar, Minn.

C. F. Roth, Henderson, Minn., has bought

the Hentor garage and will continue the

business.

_ T. H. Bunn, Pine Island, Minn., has bought

the Pine Island garage from W. H. Finn

and will operate it.

Rothsay Auto Co., Rothsay, Minn., has

sold its garage and 25 it. of land in the rear

for an extension to Oscar Mobraaten and E.

Johnson, both of Fergus Falls, Minn.

Motor Inn, Bemidji, Minn., has succeeded

the Letford garage. F. M. Goughnor and C.

L. Savage are the new owners.

Peter Reverlng, Parkers Prairie, Minn.,

has bought the interest of George J. Kraem

er in the Urbank garage.

Auto Sales Co., Brainerd, Minn., incorpo

rated at $25,000. Roy Sherlund is president.

Automobile and garage men who are incor

porators are Fosko Bros., W. E. Lively, John

T. Ingrund, Motor Inn, and C. W. Hoffman.

George McCoy, Rapid City, S. D., has

gone into business with his brother, .1. L.

McCoy, as the McCoy Motor Co. McCoy will

be manager of the Briscoe agency estab

lished by Capt. D. Jones of Sioux Falls.

Western Automotive Co., Mitchell, S. D.,

incorporated by C. L. Voss as secretary and

manager, with $100,000 capital.

Redman-Frasch Auto 00., Menno, S. D.,

has been incorporated at $50,000 by Eman

uel and Jacob Redman and John Frasch.

Lotta Miles Tire Co., Sioux Falls, S. D.,

has been formed with $25,000 capital by W.

K. VanBrunt, K. J. Campbell and V. V. B.

Campbelb

Kidder Garage, Kidder, S. D., has been in

corporated. The capital Is $25,000 and the

incorporators are H. Seibei. Edward Britzius

and L. D. Ehlers.

F. W. ElwelI, Winner, S. D., has bought

a half interest In the Liberty garage from

Gaol Dakin and the name will be Elweli 8:

Hurlbert.

Ovenauer & Golz, Eureka, S. D., automo

biles and garage, has changed again with

the withdrawal of J. F. Ovenauer and Chis

tian Goiz, Ludwig Naasz oi’ Arias taking

their place. His partner is Adam F. Ove

nauer, who has a half interest.

Ole Johnson, Hayti. S. D., has sold his ga

rage to C. Roger and R. E. Schulz, who

are residents of Bruce, S. D.

John Goodwin and Warner Peter, Oacoma,

S. D., have bought the garage 0! A. J. Boa!

and will operate It.

Hanten & Weaver, Watei'town, S. D., has

been formed, Frank L. Weaver buying an

interest in the Hanten garage.

PACIFIC COAST

Wymore and Hengen have purchased the

Portervllle Tire & Vulcanizing plant at Por

terville, Cal.

’ Central Garage, Porterville, Cal., will han

dle the Fordson tractor.

B. B. Kreider & Son have purchased the

Porterville Battery Works and Willard serv

ice station at Porterville, Cal.

Weldo Brothers have opened Oldsmobile

and Oakland salesrooms at Porterville, Cal.

A. H. Karpeo Implement House has been

appointed dealer for I. H. C. and Rumer

tractors at Bakersfield, Cal.

L. D. Prough, Chevrolet dealer at Bakers

field, has opened a. branch at Tait. Cal.

Auto Electric 6. Battery Co., operating a

\Villard seriiice station at Bakersfield, has

been reorganized and W. H. Eiweli is now

acting as manager.

Kern County Motor Co. has opened Oak

land and Nash salesrooms at 1711 19th

Street, Bakersfield, Cal.

J. 0. Main has established the Economy

Tire Shop at 611 19th Street, Bakersfield,

Cal, specializing on Gates Half Sole Tires.

T. H. Buckmaster &. Son of Lindsay, Cal.

have entered the automotive field with the

International Harvester Co. tractor and

truck and have also stocked a line 0! acces

series.

Universal Auto Co., Lindsay 0111., has been

appointed ofi'lcial Fordson tractor service

station.

Cate &. Woollomo have purchased the lor

mer Lindsay garage at Lindsay, Cal., and

renamed it Cate & Wooilome's Garage. They

have secured the agencies for Oakland and

Overland cars.

Central California Electric Co., which op

erates service stations for Exide batteries.

Bosch magnetos, Eisemann magnetos and

Westinghouse, Autolite, North East and Bi

jury systems, at Lindsay and Exeter, Cal.

has opened a branch at Visalia.

Hayden-Rodgers Co. succeeds Hayden

Auto Accessories Co. at Porterville, (311.,

and has moved to spacious quarters at 516

Main Street, in which besides a. complete

line of accessories a sales department for

Velie cars and trucks has been added.

Charles Aylmore has become sole owner of

the repairshop at 2317 Chester Avenue, Ba

kersfield, Cal.

Hand &. Metzner have retired from the

grocery business in Bakersfield, Cal, and

opened salesrooms for the Stephens car at

1011 Baker Street, East Bakersfield.

Randall H. Sylvester and Charles M. Mc

Millan have opened the McMillan Tire &

Rubber Co. at 2019 Chester Avenue, Bakers

field, Cal.

Waltham Investment Co., Portland. will

construct a. one-story garage at Ninth and

Everett, to be 50x94, costing about 310.000.

L. P. Peters, Portland. will construct a

one-story concrete garage, 100x100.

Kelly TIro Sales Co., Portland, will occupy

a new one-story brick building. 501: 100. to

be built at 10th and Burnside Streets, at a

cost of $10,000. '

Vick Broo., Salem, wholesale distributers

for the Fordson tractor, will leave Salem.

and establish an exclusive wholesale agenc!

in Portland.
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Frank Zlkmund, Seattle, will construct a

one-story masonry garage. 114 x 62%, at 1654

20th AVenue, near East Olive St.

Wicks Tire &. Rubber Products Co., Seat

tle, has practically completed construction

of its tire manufacturing plant, located be

tween Seattle and Kent, and plans within

30 days to begin the manufacture of tires.

The concern is headed by R. S. Wicks,

President, and P. T. Stangland, Vice-Presi~

dent. Grant Lambi-ight of Akron, is super

intendent. The company will build a fabric

tire in all the popular sizes. The plant

buildings cover an area of 100 x 295 ft., and

will employ about 160 workers.

Distributors Corp., Portland, exclusive Pa

cific Coast distributor for Hassler shock ab

sorbers, has recently opened a branch at

104 Twelfth Street, headed by J. H. McKin

ley.

Regner 0. Fields, Portland and Chevrolet

dislributers, have recently opened a branch

at Gresham, in charge of the Peninsula Mo

tor Sales Co., which has been incorporated

by F. S. Belcher'and R. W. Buck.

Louis Roesch, Seattle. distributor of Atter

bury and Stewart trucks, will erect modern

garage, 120x 108 ft., at Third and Bell

Streets, Seattle.

Diamond Truck 00., Portland, will build

one-story concrete sales building, 50x100,

on Ninth and Everett Streets.

Pohlo & Son, Salem, 0re., will build con

crete garage and salesroom, one-story, ‘55 x

75.

Cook 8; Glll, Portland, will move to large

new sales building to be built at Eleventh

and Burnside. Structure will be 72x112,

two stories. of reinforced concrete.

W. J. Orton, Puyallup, Wash., will build

concrete garage, costing $10,000.

W. H. Wilde, Vancouver. Wash., has pur

chased the Vancouver branch of J. H. Gra

ham, distributer for the Denby truck, Case

cars and tractor, and the Chevrolels. The

new owner will take on-r all these agencies.

Mltchell Motor & Service Co., Seattle. will

move to a new structure to be built at 417

Pine Street. Building will be three-story,

120x 92, of brick and concrete.

A. H. Meagley, Portland, will build a one

story brick garage and salesroom at Second

and Main Streets, to be 100x100,

C. Splnkle 4'. Co., Spokane, will install a

modern machine shop in a new fireproof con

crete and brick, one-story building to be

erected at 110 North AVenue. Building will

be 50:: 70, with concrete floor.

MIDDLE WEST

Columbia Motor Car 00.. Milwaukee, Wis.,

has been organized with l. L. Van Lare as

general manager to act as dislributer of

the Columbia in Wisconsin and Northern

Michigan. A sales, display and service sta

tion will be established in the downtown

section of Milwaukee as soon as possible.

McIntyre Motor Products Co., Chicago,

builders of seven-passenger bodies for Fords.

have taken larger quarters at 5417 S.

State St.

Brandt-Froellch Co., Appleton, Wis., has

been incorporated with an authorized capital

stock of $35,000 to take over and continue

the automotive business and garage of the

Brad-Ford Co., Ford and Fordson dealer,

Appleton. August Brandt is chief owner

of the Brandt Auto & Implement Co., Black

Creek, Wis., with a number of branches,

and George Froellch is a. former resident of

Milwaukee who will be the active manager

of the garage and service station.

Elmer Olson and Elmer Ramstead, Wash

burn. Wis., have formed a partnership as

Olson & Ilamstead to deal in the Stude

baker.

J.' F. Meeker & Son, Delavan, Ill., have

completed a. new garage with a frontage of

150 ft. and of the same depth. This firm

opened a. small machine shop 8 years ago

and commenced to repair cars upon a small

scale. The repairshop will be in the base

ment. Each room and department is con

nected by telephone and the plant has other

advantages, usually found only in the metro

politan garages of modern construction.

Emll J. Hoefer, Freeport, 11]., has opened

a motor car accessory shop at 116 Exchange

Street, following his recent return from

army duty in France.

Wood G. Oakwood, Danville, 111., have pur

chased the Atwood garage, and will make a

number of improvements, several additions

to be made to the buildings and some new

departments to be inaugurated.

SOUTH

The J. F. Llfsey-Smith Corp., Atlanta, Ga..

has taken the representation of the Pierce

Arrow. This is the first time the Pierce

Arrow appeared on Atlanta's motor row.

The Victory Automotlve Co., Montgomery,

.-\la., has taken the agency for the Moon.

The company will locate at 121 Commerce

St., and they will cover Central Alabama.

The Rainbow Automobile Co., Montgom

ery, Ala., is a new corporation which will

handle the Briscoe. Mr. Owens is manager.

NEW GARAGES

H. G. Decker. . . . . . . . . . . . . .Whltefish, Mont.

H. B. Hendrickson . . . . . . . . . .Kalispell, Mont.

-Bert Hofer, Jr. . . . . . . . . . . . . . .Harrison, Mont.

Deak & Allen. . . . . . . . . . . . . .Hamiiton, Mont.

Arthur Marks . . . . . . . . . . . . . . . . .Neihart, Mont.

Power- Wilson Co. . . . . . . . . . . . . .Valier, Mont.

Walter Huge . . . . . . . . . . . . . . . . . .Reserve, Mont.

W. M. Cady. . . . . . . . . . . . . . .Great Falls. Mont.

Huffer Garage & Motor Co. Livingston, Mont.

Carl Johnson. . . . . . . . . . .Square Butte. Mont.

Paul Guimont (accessories). .Superior, Mont.

Heges & Moore. . . . . . . . . . . . . . .Toston, Mont.

J. Frank Young . . . . . . . . .Lodge Grass, Mont.

Laurel Garage (addition) . . . . ..Laurel,v Mont.

Sunset Garage (addition)

Billings, Mont. (W'alter VVelch)

  

Joseph Brenifl.. . . . . . . . . . ..Broadview, Mont.

Ralph Conway (repairshop)

Harlowton, Mont.

\R'alter Lindsay . . . . . . . . . . . . . . . .Twodot, Mont.

K. W. Hay . . . . . . . . . .. . .Great Falls, Mont.

John Brown... . . . . . . . . ..Three Forks, Mont.

Clioteau Vulcanizing Co.. .Great Falls, Mont.

William Caldwell . . . . . . . . . . . . ..Helena, Mont.

James Stewart . . . . . . . . . . . . ..Browning, Mont.

J. E. Skyles . . . . . . . . . . . . . . . . .Whitefish,- Mont.

O. P. Songer (accessories)...Chinook, Mont.

A. M. & C. Holland . . . . . . . . . . . ..Fargo, N. D.

Park River Auto C0 . . . . . . ..Park River, N. D.

Edward Olson . . . . . . . . . . . . . . ..lidmore, N. D.

T. G. C. Kenneily . . . . . . . . . . . . ..Martin, N. D.

Ablen 8: Pomeroy. . . . . . . . ..Cleveland, N. D.

Reuben Marshall (repairshop)

Devils Lake, N. D.

L. C. Steuwig . . . . . . . . . . . . . . . . ..Oriska, N. D.

A. Sauer (repairshop)... ‘essenden, N. D.

Anton Kreitinger...............Golva, N. D.

John Goodman (auto paintshop)

Edinburg, N. D.

Meggers Bros. (rcpairshop)...Rhame, N. D.

Henry Lehman. .. .Sentlnel Butte, N. D.

Edw. Wolf.......... . . . . . . . . ..Wishek, N. D.

James Gorman... .Oriska, N. D.

Stephen Stenson (salesroom) llillsboro, N. D.

Adolph Peterson (repairshop)

Minnewaukan, N. D.

Robert Lent . . . . . . . .....Minnewaukan, N. D.

M. Norman & Sons . . . . ..Grand Forks, N\ D.

Curtiss Sampson . . . . . . . . . . . ..Rowman, N. D.

R. Mahoney (rcpairshop) . . . . ..Bisbee, N. D.

Storms Bros . . . . . . . . . . . . . . . . . . . ..Oakes, N. D.

  

Nels Ohlesson................lchllie, N. D.

W. Sittanuer ................Sykeston, N. D.

Speiser Motor Co...........Fessenden, N. D.

Elgin Motor Sales Co. (sales)

Grand Forks, N. 1).

John \Vanner..... . . . . . . . . ..Dickinson, N. 1).

Jul. Firkingslad (vulcanizer) Hettlnger, N. D.

A. H. & M. A. Stuttum..Turtle Lake, N. D.

Independent Garage Co.....Bismarck, N, D.

H. J. McGown & Sons . . . . . . . . . . ..Ayr, N. D.

Kiei‘er Auto Co. (addition)....Fargo, N. D.

Minnewaukan Auto Co., Minnewaukan, N. D.

\Vuttke & Lee (repairshop), Kemare, N. D.

Western ‘Auto C0.... . . . . . . ..Mandan, N. D.

G. F. Pelke (vulcanizer) . . . . ..Center, N. D.

Rudolph Gollnick.........Great Bend, N. D.

August Parker . . . . . . . . ..Minnewaukan, N. D.

Dr. W. E. Heller . . . . . . . ........Fargo, N. D.

Martin Ihlen . . . . . . .. ...Hamberg, N. D.

S. Harrison . . . . . . . . . . ......Knox, N. I).

G. O. Walters (wholesale accessories)

Fargo, N. D.

Amidon Garage . . . . . . . . . . . . . ..Amidon, N. D.

Olson & Anderson (autohospital)

Brantford, N. D.

Park River Motor Co. . . . . . . . ..Parker, N. D.

Paul Mattheis...... . . . . . . ..Ellendale, N. D.

Edw. LeGallais . . . . . . . . . . . . ..Gascoyne. N. D.

Northwestern Garage (addition)

- Linton, N. D.

James Lyster . . . . . . . . . . . . . . ..Halliday, N. D.

Mielke & Bomstad . . . . . . . . . ...Coulee, N. D.

D. J. Price......... . . . . . . . . . ..Kildeer, N. D.

Bartles Oil Co. (station)....Pembina, N. D.

Red River Auto C0.... . . . . . . ..Fargo, N. D.

Martin & Phinney . . . . . . . . . . ..Stanley, N. D.

K. R. Juvet..... . . . . . . . . . . ..Mayville, N. D.

Rollo 0. Long... . . . . . . . ..Grand Forks. N. D.

T. L. Berry...... . . . . . . . . . . . . ..Fargo, N. D.

\Villiam R0w........ . . . . . . . ..Langdon, N. D.

A. Lanterman . . . . . . . . . . . ..Mandan, N. D.

B. A. Vassau . . . . . . . . ....Forest River, N.

C. E. Jaberg . . . . . . . . . . . . . ....Sanborn, N.

H. T. Boyle.. . . . . . . . . . . . . ..Sheldon, N.

Hodges & Murphy.. . . . . . . . ..Parshall, N.

Peterson & Berke . . . . . . . . . ..Ambrose, N.

Hegge & Bell . . . . . . . . . . . . . . .....Elgin, N.

Austin Moen . . . . . . . . . . . ..Fordville, N.

.I. & D. McDonald... . . . . . . . . ..Milton, N.

Edw. Boren... . . . . . . . . . . . . ..Mclntosh, N.

State Auto Co. . . . . . . . . . ..Devils Lake, N.

Don “'iley (tireshop) . . . . . . ..Grafton, N.

Josund & Brecte . . . . . . . . . ..Fessenden, N.

Anton Kiemmons . . . . . . . . . . ..Kenmare, N.

Sinclair Refining Co. (station)..Fargo, N.

Western Auto Club.. . . . . . . .....Fargo, N.

Dr. G. Hoey . . . . . . . . . . . . . . ..Tower, N.

Albert Hanson . . . . . . . . . . ..Luverne, N.

Master Oil Co. (station) . . . . . . ..Fargo. N.

F. G. Kruger . . . . . . . . . . . . . . . . ..Fingal, N.

Hughes & Wheeler (repairshop)

New Rockford, N.

G. F. Pelke (tireshop).§. . . . . ..Center, N.

Moore & Rebne (addition)..Columbus, N.

Herbert Wolfe (City Garage)

Devils Lake, N.

B. Everetts.. . . . . . . . . . . . . . ..Mlnot, N.

Henry Boule (tireshop) . . . . ..Mcl-Ienry, N.

Baughman Bros. (repairshop)..Pierre. S.

C. G. Munce (filling station), Humboldt, S.

Clarence Jost. . . . . . . . . . . . . . . . . . .Presho, S.

George Pulver. . . . . . . . . . . . . . . . .Canton, 3.

Philip Schaefer . . . . . . . . . . . . . . . .Parker, S.

,Schiefelbein & Rickabaugh, Clear Lake, S.

K. J. McDonald (vulcanizer). .Lemmon, S.

Andrew Giessenger..... . . . . ..Milbank, S.

L. J. Case (repairshop) . . . . ..Milbank, S.

F. E. Wurfel . . . . . . . . . . . . . ......Huron, S. .

Arthur Stewart.... . . . . . . . ..Elk Point, S.

J. G. Funstan (repairshop)..Mitcheil, S.

F. V. Schneider (battery supply)

Scotland, 8. .

Ford Garage (Philadelphia service)

Desmet, S.

Riddle 8: Miller . . . . . . . . . ..White Butte. S.

DuBois-Barton Tire (‘0. (tireshop)

Watertown, S.

Anton Eickholt (vulcanizer)..Kimball, S.

Mayor Halbower...... . . . . . . . . ..Miller, S.

U9575"?UppuppppppppppppF797?Qpppppppppppppppppp
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Repairshop Shortcuts

From Motor World Mechanics
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No. 2143—ADJUSTING WRENCH FOR

FORD HORN

An adjusting wrench for the new type

Ford horn is made by forming two loops

in a Ford carbureter dash-control rod

and bending the forked ends together to

fit the 5/16 in. hexagon nut on the

diaphragm. A screwdriver is made to

fit in this special wrench. It is made

from key stock or cold-rolled steel turned

to a round section where the loops en

circle it so as to let the screwdriver turn

freely. The nut is held with the wrench

while the screw is turned with the

screwdriver.—-D. L. Jones, Albion Garage,

Albion, N. Y.

No. 2144—CYLINDER-HEAD LIFTER

A cylinder head is easily lifted by

using two handles made from 1,fl-in. iron

pipe and two tees. The handle pieces

which are threaded on one end are 7 in.

long and the nipple that screws into the

spark-plug hole or an extra long piece

of pipe with additional %-in. threads will

make the lifter adaptable to all cars.—C.

E. Oppliger, Gibson-Overland Co., Vin

cennes, Ind.

No. 2145—WRENCH FOR HOLLEY

CARBURETER JET

A special wrench for removing and

replacing the jets in Holley carbureters

is made from a Ford piston pin with two

notches cut in one end to fit the two

lugs on the jet. The other end of the pin

is ground square on an emery wheel to

permit of the use of a wrench in turning

it.—E. C. Stillger, Ollson Bros. Garage,

Ithaca, Neb.

No. 2146—WRENCH FOR ENTERING

FORD DRIVESHAFT

A wrench for turning the Ford drive

shaft in such a position that it will enter

the square hole in the transmission is

made of two pieces of heavy sheet iron,

each a half circle a little larger than the

diameter of the universal joint housingf'

with a square hole cut in the center the

size of the driveshaft. These pieces are

hinged together at one corner and two

Ford valves are slit and riveted to the

pieces to act as handles. In action, the

wrench grasps the driveshaft, the rear

assembly is pushed up close to the trans

mission and the wrench turned till the

driveshaft enters the transmission. The

wrench is then slipped out and the hous

ing bolted up.-—F. B. Potter, Potter’s

Garage, Potter Brook, Pa.

 

Make a Dollar

HOW often have you been com

pelled to rack your brain to

overcome some difliculty? But

when you did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of those

life-savers out of their hiding

places and put them to work for

your fellow-craftsmen. Send them

to Motor World. We will pay you

a dollar for every one accepted for

publication.

The only requirements are these:

l—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—Write on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

 

 

 

No. 2147—ENLARGING A BUSHING

WITHOUT A REAMER

In case a reamer the desired size is

not available, the hole in a bushing may

be enlarged by cutting down a stick to

fit it, putting some grinding compound

in and then rolling the bushing forward

and backward on the bench, bearing

down on the stick and keeping the stick

from turning. The resulting hole will

be almost as true as if done with a ream

er providing care is used in grinding out

both ends evenly.—-George W. Sjoboem,

Jewell Car Exchange, Muskegon, Mich.

No. 2148—MINIATURE CLAMP

A miniature C-clamp is made by cut

ting out one side of a large square nut

as shown in the illustration, leaving a

slight boss at the bottom and then drill

ing and tapping a hole directly over this

for the clamping screw which is made

from a cap screw. The nut is case hard

ened afterwards to make it stronger and

harden—P. Steiner, United States Navy.

No. 2149—TAKING THE

OUT OF A BELT

The static electricity can be taken

from shop belts by fastening a piece of

1,é-in. sheet copper with teeth toward the

belt in such a position that the teeth

are just clear of the belt. A No. 14 cop

per ground wire connects the place with

the ground and this device carries all

the static as fast as it is generated by

the belt—C. C. Spreen, Detroit.

“STATIC”

N0. 2150—ELECI‘RIC BULB

REPLACER

A device for removing and replacing

overhead electric lights is made by

equipping a broom handle or other stick

with four pieces of stiff wire “fingers.”

These wires are fastened to the end of

the stick and then bent to such a shape

that they will grasp the bulb firmly and

turn it in or out. The wire has enough

spring to permit its being slipped in and

off bulbs without damaging them.-—-Law

rence Sly, Service Repair Shop, Carbon

Hill, Ala.

No. 2151—CHARGING LARGE AND

SMALL BATTERIES AT THE

SAME TIME

Motorcycle batteries are charged at a

low rate at the same time as automobile

batteries and from the same circuit by

connecting them in series—parallel in

such a way that a proper proportion of

current goes through each set. This is

accomplished by using an ammeter on

each series set and a resistance made of

iron stove-pipe wire. The smaller bat

teries will have to be cut in at some

other point than the terminal unless the

required current can be made the same

in both sets—J. L. Smith, Keystone

Garage, Warren, Pa.

 

May Revise Truck Chassis Ruling

NEW .YORK, May 24—The Treasury

Department ruling covering the tax on

motor truck chassis is being reconsidered.

Following protests from 57 dealer asso~

ciations, including the National AutomO»

bile Dealers’ Association, Commissioner

Roper telegraphed the N. A. D. A. as

follows: “Ruling regarding tax on chas

sis being reconsidered. When decision is

rendered you will be notified." The rul

ing in question classifies a truck chassis

as a part and as such requires a tax of

5 per cent. The contention is that a

truck chassis is a sales unit and should

be taxed as a complete unit at 3 per cent.
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STAHL MODEL SIX RECTI

FIER

This Is a motor-generator

rectifying set which will charge

any comblnatlon of batteries

from 18 to 33 cells on each cir

cuit. Because of an indepen

dent regulator for each circuit.

three circuits can be charged

at any rate from 4 to 12 am

peres. One circuit can be

charging one line of batteries

at the rate of 10 amperes; an

other circuit can be charging at

a rate of only 5 amperes; while

a third circuit can be charging

at an entirely different rate.

all three operating at the same

tlme. The capacity Is 3221

watts direct current and the

device is built for either 110

or 220 volts. Weighs 375 lb.

Price $450 complete with am

meters. voltage regulator, cir

cult breaker. main starting and

stopplng switch, and all neces

sary equipment.—Stahl Rectlfier

Co.. 1401-1405 West Jackson

Boulevard, Chicago.

STROMBERG TYPE “L”

CARBURETER

This model differs from the

older styles in that it is a

plain-tube pipe having air pas

sages fixed in size while the

gasoline ls automatically and

accurately measured by the air

flow itself at all speeds and

loads. The mixture proportion

is maintained constant by the

air bled nozzle construction in

which a small amount of air is

mixed with the gasoline before

it reaches the jets. There are

three adjustments, the high

speed. the extremely low speed

or ldle and the economizer.

Made in three sizes. L—l, which

Is 1 ln., $24; L-2 1% in.. $26.50;

L-Zl 1% in.. $32.—-Stromberg

Motor Devices Co.. 58-68

Twenty-fifth Street. Chicago.

CONTINENTAL RADIATOR

STAND

This is an adjustable stand

for repairing and soldering

radiators. The radiator can be

turned in two difl'erent direc

tions so that any part can be

brought to a level position.

The frame can be locked in

any position. As the stand Is

portable it is not necessary to

take the radiator off the stand

In testlng for leaks. The

clamps are covered on the ends

with rubber so as not to in

lure the finish on the radiator

and the supports are made of

wood for the same reason.

  

  

Stahl Rectifier

Continental Radlator Stand

SELF-LOCKING

  

 

Detroit Crankshaft TIre Pump

\Msw“\W\\\\_\w..\-~w.

///////,

Cyclomlzer Gaslfier

 

 

Shipping weight 150 lb. Price

$25.——Continental Auto Parts

Co., Knightstown, Ind.

DETROIT CRANKSHAFT

TIRE PUMP

This is a tire pump direct

driven from the front end of

the engine crankshaft and is

attached in exactly the same

way that the handcrank is at

tached when needed. It is

locked in positlon and held from

turning by a clamp or screw

and is connected to the end of

the engine crankshaft by a

ball-joint shaft or coupling

which drives it. When the em

gine is started. each downward

stroke of the piston draws in

free air and each upward

stroke forces It through the

tube to the tire. YVhen not in

use the pump may be tucked

anywhere out of the road as

it ls small and takes up little

room. It weighs 5 11)., height

7 in., bore 2 in.. stroke 1 3/16

In.. capacity 1,000 cu. in. or

80 lb. in 4 mlnutes at 500

r.p.m. Price $12 complete in

cluding 14 ft. of hose and quick

detachable tire connections for

pocket gage—Detroit Accessor

ies Corp, Gratiot and Fisher

avenues, Detroit.

KEYSTONE PNEUMATIC

TIRE

This is a fabric tire made in

non-skid tread only and con

structed of pure rubber and

Sea Island duck fabric. Made

In sizes from 30 x 3 to 37 x 5.

Red and gray tubes in these

sizes range from $3.20 to $10.35.

—Keystone Tlre & Rubber Co..

Broadway and Sixty-second

Street, New York City.

CYCLOMIZER GASIFIER

This is a gasket with twelve

perforated fan-shaped wings

which protrude into the intake

manifold at the point where

the carburetor joins the manl

fold. All of these wings hare

small perforations and as the

raw gasoline passes by, the

wings mechanically break up

the drops into smaller atoms.

The device ls installed by re‘

moving the cap screws which

connect the carbureter with the

intake manifold, dropping the

carbureter and inserting the

devlce with the wlngs protrud

ing into the intake manlfold.

Price $4.50.—Automotive Prod—

ucts Co., 112 Market Street.

San Francisco.
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WOULD ELIMINATE ALL

MHAESMESDUES

N. A. D. A. Starts

Looking to Their Repeal

Movement

—Unnecessary Now

 

NEW YORK, May 26—The National

Automobile Dealers' Association has

launched a movement to have removed

all war taxes on automotive equipment

of every character. Business Manager

Harry Moock has sent a bulletin to

every local association suggesting that

they in turn tell their members to write

or wire their legislative representatives

urging the elimination of such taxes.

Here is the letter Moock is sending

out:

To Officers and Directors National Automo

bile Dealers Association and Secretaries

Local Automobile Associations:

Gentlemen:

Now is the time to seek the repeal of the

present war taxes on automobiles, trucks,

accessories and parts.

The war is over. The reason for their col

lection has passed.

President Wilson in his message to the

extraordinary session of the 66th Congress

asked Congress to abolish these taxes. He

laid:

“Many of the minor taxes provided for

in the revenue legislation of 1917 and

1918, though no doubt made necessary by

the pressing demand of the war time, can

hardly find sufficient justification under

the easier circumstances of peace, and

can now happily be got rid of. , AMONG

THESE. I HOPE YOU WILL AGREE.

ARE THE EXCISES UPON VARIOUS

MANUFACTURERS AND THE TAXES

UPON RETAIL SALES; THEY ARE

UNEQUAL IN THE INCIDENCE ON

DIFFERENT INDUSTRIES AND DIF

FERENT INDIVIDUALS. THEIR COL

LECTION IS DIFFICULT AND EXPEN

SVE. THOSE WHICH ARE LEVIED

UPON ARTICLES SOLD AT RETAIL

ARE LARGELY EVADE'D BY THE RE

ADJUS'I‘MENT OF RETAIL PRICES.”

President Wilson has pointed the way. He

is willing for the taxes to be reduced. He

has asked Congress to reduce them. Now. do

your part. '

Write and wire your senators andv repre

sentatives in Congress that this tax is unjust

and unfair and should be removed. Do this

as an association. Then have your members

do it individually. Ask every industry, or

ganization. trade and individual interested

I" the automobile to do likewise.

Show Congress where YOU stand. Unless

you do you can't criticise your congressmen

for where THEY stand.

Get busy. Yours for the repeal of the war

tax on the motor car industry. National

Automobile Dealers' Association, Harry G.

Moock. Business Manager.

 

Los Angeles Dealers Play

(Continued from. page 11)

expenses they could not see their way

clear. The motor car dealers got per

mission from the city authorities to do

things their own way then. An illumin

ated motor parade was put on with prizes

for the best decorated cars. More than

$1,000 was spent for this event out of the

association’s funds. After it was over

the other business organizations sent in

their congratulations upon its success.

Then followed the annual automobile

show. The pessimists said the time was

not ripe and it would be a losing venture.

The association plunged $30,000 on this

event and it went over in big style. There

was a rebate to the members on the

amount of space they used. Things be

gan to pick up. Propaganda was started

to encourage more general use of auto

mobiles. The advertising and publicity

was directed toward showing the need

for cars and pointing out attractive

places of interest available to motorists.

Then came the road race. All sorts of

opposition from municipal authorities

and property owners had to be overcome.

The association paid $31,576 for the ex

penses of this race. Owing to the diffi

culties of making collections around a

nine-mile open course a loss of $5,700 had

to be assumed, but the association swal

lowed it without protest. The people

had been induced to come out. The auto

mobile fever knocked out the influenza

and since then there has been a buying

craze the equal of which never has been

known here. All of which goes to show

what can be done by automobile dealers

when they unite upon a single purpose;

what a power they really are in a com

munity; how impossible it is to kill a

legitimate business when those most

concerned will not succumb.

 

Massachusetts Would Jump Truck Fees

BOSTON, May 26—Registration fees

second only to those of Maryland, show

ing a jump of from 150 to 1200 per cent.

is what the legislative committee on

Roads and Bridges has recommended to

the Massachusetts legislature this year.

The fees begin at 1-ton with a $10

fee, then slides along each half ton with

$5 raises until 3 tons is reached. Then

the raises go to $10 per half ton to 4

tons. Then it scales higher, making a

5-ton truck pay $100, a 4-ton $75 and.

with $50 for each additional half ton.

And the electrics, which are held to city

trafl‘ic, are let oif with half these feesp

while trucks using pneumatics also get!

half price, while trucks and trailers using,

metal tires pay double the fees.

 

Boston Garage to Cost $1,250,000

BOSTON, May 26—Papers have gone

to record here transferring several large

pieces of property in the heart of the

hotel and theater district to a syndicate

that is going to erect a motor building

which will have showrooms and a garage

capable of housing 600 cars. It is esti

mated that the property when finished

will represent an investment of $1,250,

000. The location is on Eliot Street

next to the Plymouth Theater and right

around the corner from the Hotel Tou

raine and the Hotel Thorndike, two of

the best known hotels in the country.

The building will cover % of an acre

and the floor area will be about four

acres. It is to be five stories of steel

and concrete with all modern improve

ments, including a double spiral ramp,

one within the other to allow cars to

ascend and descend under their own

power.

 

To Make Carburetor and Lock

TOLEDO, OHIO, May 26—The E. M.

Landis Co. has been incorporated to take

over the plant and business of E. M.

Landis at 6 North St. Clair Street and

to manufacture a new kerosene car

bureter and automobile lock. A. J. Hilt,

formerly division superintendent in

charge of machine production, and C. E.

Shanteau, former machineshop foreman

at the Willys-Overland factory, are the

new members of the firm. ,

The ofi‘icers of the new company are:

President, E. M. Landis; vice-president,

Eugene Rheinfrank; secretary, C. E.

Shanteau; A. J. Hilt, treasurer. The

latter two gentlemen are the new mem

hers of the firm. The company will also

continue to sell and repair gas engines,

trucks and farm machinery.

 

Dealer Starts Truck Production

DETROIT, May 26—Leonard B. Or

loff Co., automobile distributer, has start- "

ed the manufacture of a l-ton truck

bearing the name Detroit. The truck

will be on exhibition at the Orlofi' sales

rooms, 811-815 Second Avenue. The

truck is made up almost exclusively of

units turnet‘ out in Detroit factories. The

engine is a Continental model N; the

frame is from the shops of the Detroit'

Pressed Steel Co; the springs from the

Detroit Steel Products; the front axle

is Timken and the rear, Russel; the

clutch and transmission from the Detroit

Gear & Machine Co. factories;

radiator is made by the Long Mfg. Co.;

the steering is Gemmer; the wheels are

made by the Hayes plants; the fenders

and hood by the Motor Metal Products.

 

the =

Milwaukee to Entertain Packard Men

MILWAUKEE, May 26—Milwaukee"

dealers and business men’s associations

are making elaborate plans for enter-v"

taining 1000 members of the sales or

ganization of the Packard Motor Car Co.,

who will come here on June 17 for a

day’s visit on the cruise of the Great

Lakes planned as an entertainment feat

ure of the annual sales convention at

Detroit. A party of officials came to

Milwaukee during the week to make ar

rangements, which will be handled by the

convention division of the Milwaukee

Association of Commerce, co-operating

with Ray C. Chidester, manager of the

Milwaukee Packard branch, and mem

bers of the Milwaukee Automobile Deal

ers, Inc.

Ty Cobb Enters Trade

DETROIT, May 26—Tyrus Cobb of

this city, American premier baseball

player, has closed a deal with a Toledo

concern by which he will become a dis

tributer for a Ford starting device in

South Carolina, Georgia and Alabama,

with headquarters in Atlanta. He has

announced that he will retire from base

ball at the end of the present season.

a
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CONFERENCEANDROMP

FOR MILWAUKEE TRADE

Three-Day Tour and Recreation

Trip to Take Place of

Annual Booster Tour

MILWAUKEE, May 26—A sociability

tour combining a trade conference and a

“romp” is planned for the latter part of

June by the Milwaukee Automobile Deal

ers, Inc., to take the place of the annual

trade boosting tours conducted during

July or August during the last eight or'

ten years.

President Jesse A. Smith, Hudson dis

tributer, has appointed the following

committee to make arrangements for the

event: Chairman, William F. Sanger,

Franklin distributer; Leslie D. Frint,

Oldsmobile, and C. P. Hatter, Buick. Ac

cording to tentative plans, the tour will

consist of a run from Milwaukee to the

place selected for the conference and re

turn over a different route. The con

ference is to include a discussion of trade

conditions by members of the M. A. D.

with representatives of trade organiza

tions from other cities in the state.

Chairman Sanger and the committee,

with Bart J. Ruddle, assistant secretary

and manager of the M. A. D., will visit a

number of large inland lakes in Wiscon

sin in search of a hotel that will afford

accommodations of 100 or more people

for several days. The tour is to last

three days, the first to be consumed in

making the going trip; the second in the

conference, and the third for the home

ward run.

, The “romp” will include festivities,

games and entertainments that will be a

part of the trip and probably will in

clude side trips from the resort to near

by cities each day. A camp affording

golf links, baseball grounds, athletic

field, swimming beach and other facilities

will be selected.

Each membership in the M. A. D. will

be entitled to have three members of the

firm participate in the tour.

 

More Capital for Tower Truck

GREENVILLE, MICH., May 26—The

Tower Motor Truck Co. increased its

capitalization from $200,000 to $500,000

New buildings are being planned as it is

planned to greatly increase production

on both the Tower 2 and Site-ton models.

Philadelphia Truck Dealers Add Cars

PHILADELPHIA, May 26—The Sta

bility Motors Co., E. J. Berlat president,

Croskey Street, above Columbia, Phila

delphia, has been appointed a retail

sales agent for Chevrolet cars and has

made George C. Henderson, who has

been connected with the Chevrolet 0r

ganization for several years, manager of

the passenger car department. This is

the first passenger car handled by the

Stability Motors Co., which also handles

Atterbury trucks 'and Fruehauf trailers.

W. J. Robertson, president, distributer of

Hall trucks, 631 North Broad Street,

Philadelphia, has been appointed dis

tributer in Philadelphia territory for the

Elcar.

The Terwilliger Equipment Co., 2013

Market Street, Philadelphia, distributer

for King trailers, E. M. Terwilliger,

president, has closed a contract with

the Moon Motor Car Co., St. Louis, to

handle its line of passenger cars for the

Philadelphia territory.

Will Study Short Hauls

WASHINGTON, May 26—The High

ways Transport Committee, Council of

National Defense, will make an in

tensive study of short haul problems in

Boston, New York, Philadelphia, Pitts

burgh, Baltimore, Washington, Atlanta,

New Orleans, St. Louis, Chicago, De

troit, Cleveland, Omaha, Denver, Dallas,

San Francisco, Los Angeles, Portland

and St. Paul. The survey will be as

complete as possible and the committee

asks the co-operation of all manufactur

ers and dealers so it may secure the

maximum amount of data. Any infor

mation relative to the names and ad

dresses of operators, number and ca

pacities of trucks in use, routes and

schedules and rates with copy of the

tariff when it is available, is desired.

Such information should be sent direct

ly to the Highways Transport Commit

tee, Council of National Defense, Wash

ington, D. C.

 

Pfeifl'er Heads Miller Rubber

AKRON, May 26—The Miller Rubber

Co. has elected these officers for the en

suing year: President, Jacob Pfeiffer;

vice-president, C. T. Grant; secretary

and treasurer, W. F. Pfeiffer.

Here
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TRACTORS READY FOR

BIG DENVER SHOW

More Than 100 Machines and

750 Implements to Be

Exhibited in Use

DENVER, May 26—Extensive prep

arations are being made for the Moun

tain States National Tractor Demonstra

tion, to be held at Denver, June 9 to 12,

under the joint auspices of the Denver

Tractor Club, Denver Civic and Com

mercial Association and the civic body’s

Agricultural and Livestock Bureau.

A hundred or more tractors and about

750 farm implements, representing a to

tal of nearly 150 manufacturers, are ex

pected to take part in the event, which

has been endorsed by the governors of

Colorado, New Mexico, Arizona, Utah,

Wyoming and Nebraska and by the

Colorado State Agricultural College, Col

orado State Editorial Association and

scores of commercial bodies and other

organizations throughout this vast ter

ritory.

County agricultural agents from all

parts of Colorado have announced that

they will attend the event, and special

trains to bring hundreds of farmers are

being planned in several counties. In

terest is being promoted also in a sub

stantial way by the United States Bureau

of Markets through its official daily bul

letin published by Stuart L. Sweet, field

agent in marketing for Colorado.

Near the center of the 2300-acre dem

onstration tract a few miles east of the

city limits, a town of about 100 tents will

be established by exhibiting firms. These

Are Three Really American

  

'l‘he Guarantee Automobile Exchange,

The American Bosch Magneto Corp. naked its dealers to trim their aria

fully and entirely American.

Frank H. "'(‘lmll'r of Mir Kimball-Upson Co..

How well the dealers SUCCl‘t‘dl‘d may br

Sacramento. and (he
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tents will all be numbered and listed by

tractor names in an ofiicial program to be

prepared for the convenience of the

100,000 visitors expected from a dozen

states. Twenty thousand handsome post

ers are being distributed throughout the

Rocky Mountain territory through the

co-operation of tractor dealers, post

masters, agricultural agents and others

eager to help make the exhibition such

a success that it can be established as

a yearly event.

Land conditions and other factors are

pronounced ideal by Denver tractor deal

ers and also visiting manufacturers and

other national authorities on demonstra

tion requirements. An ample water sup

ply is being provided for, roads to the

exhibition field are being improved,

bridges strengthened and other details

arranged with speed and enthusiasm.

An adjacent field has been planted to

corn, to provide opportunity to demon

strate tractor-drawn cultivating ma

chinery.

The executive committee in charge of

the event consists of President Louis L.

Clinton of the Denver Tractor Club (of

thirty-five members), who is also presi

dent of the Avery Machinery Co.;

President E. M. Ammons of the Agri

cultural and Livestock Bureau, formerly

governor of Coloralo; A. J. Simonson, di

rector of this bureau; F. M. Ross, Rocky

Mountain representative of the Oliver

Chilled Plow Works, and A. E. Hilde

brand, of the National Association of

Tractor Manufacturers, who is general

manager of the Denver event.

Official headquarters will be estab

lished in the city's largest hotel, the

Brown Palace, and a total of more than

400 rooms have already been asked for

by tractor and implement manufacturers.

Advance headquarters have been opened
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This Bosch window was arranged by W'. Stanll'y Vcnco 0! Gt’m‘fll’ W- 13008118.

Maryaville, Cal.

at 203 Symes Building, in charge of Fred

P. Johnson, chairman of the publicity

committee, and Ernest M. Henderson,

publicity director.

 

New Chicago Hudson Dealer

CHICAGO, May 24—Interests which

have controlled the Twin City Motor Car

Co., Minneapolis, distributer for Hudson

and Essex cars throughout Minnesota

Windows—Remember Decoration Day

  

The one on page 36 was arranged by

(lows in a manner to bring out the lac! that the Bosch company is now

judged by these photographs.

lower one on page 37 by J. W. Lonoar of Ballon <6 Wright, Portland

and the Northwest, have allied them

selves with several Chicago business men

to form a new organization which will

be known as the Hudson Motor Co. of

Illinois to distribute Hudson and Essex

cars in Chicago. The management of the

new company will be under the active

direction of J. R. Histed, who, for some

years past, has been general manager of

the Twin City Motor Car Co. Negotia

tions for a location have practically been

completed. The new organization, on

June 1, will formally take over the sale

of Hudson and Essex cars, which pre

viously have been handled by the Louis

Geyler Co. ,

 

Four Ohio Tractor Demonstrations

COLUMBUS, OHIO, May 26——There

will be four big tractor shows in Ohio

this year. The first will be ,held in Co!

lumbus, July 28-29, the second in Piqua.

Aug. 1-2, third in Fostoria, Aug. 6-7, and

fourth in Akron, Aug. 12-13. The dem

onstrations will be in charge of Prof.

H. C. Ramsower, head of agricultural en

gineering department of the Ohio State

University.

Boston Dealer Adds Planes

BOSTON, May 24~—Airplanes for sale

on the same basis as motor cars and

trucks at $3000 each is now an accom

plished fact in Boston. C. E. West, man

ager of the Stewart Truck Co., has leased

the old camping grounds at Boxford and

a gang of men is now building six hang

ars on the field, each one of which will

be 190 ft. long, 48 ft. wide and 48 ft.

high. West has in a shipment of five

machines and five more are to be deliv

ered before June 15. One of these is on

exhibition in his salesrooms on Newbury

Street. -
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News Letters from Busy Centers

 
 

The Week in Philadelphia

. PHILADELPHIA, May 26—The de

mand for passenger cars, especially of

the closed type, is reported by dealers to

be fair, although in only few instances

h‘ave deliveries not yet caught up with

orders. It is expressed as the general

belief that had deliveries been better last

month and the month previous there

would now be an even heavier demand;

but public knowledge of the trade condi

tion has caused a considerable number

of intending purchasers to hold off until

cars are coming through from factories

more rapidly. Sales of motor trucks,

trailers and tractors are slow.

Members of the Philadelphia Automo

bile Trade Association were surprised

and pleased to obtain a rebate of 100 per

cent on the amount paid by them for

space at the recent passenger car show

in the Commercial Museum. It means,

in other words, that the financial success

of the show was such that it was decided

to repay from the profits all members

'who had taken space.

The Overland-Harper Co. has just

moved its general ofiices, parts and

‘ wholesale departments to its new quar

ters at Chestnut Street and 41st and 42nd

Streets, now occupying an entire block

and having 150,000 sq. ft. of floor space.

All departments of the business will be

concentrated there, except the retail

salesrooms, which will remain at 1627

1629 Arch Street.

The second of the series of discussions

on cost-accounting systems in the oper

ation of motor trucks was held by the

Motor Truck Owners’ Association in the

Bellevue-Stratford, in charge of the com

mittee recently appointed by the asso

ciation to investigate such Systems. C.

B. Montgomery is chairman. Various

cost-accounting methods were explained,

by chart and otherwise. It was ac

centuated that at the ton-mile cost is the

important point, as it is based both on

‘mileage and on tonnage carried. The

ton-mile, it was shown, is properly com

'puted by multiplying the truck’s round

trip mileage divided by two. by the total

number of tons, or other units, such as

yards or gallons carried.

The sales force of the Maxwell-Chal

mers Sales Corp. were guests at a smoker

and vaudeville entertainment given by

the company at the quarters of the

Philadelphia Automobile Trade Associa

tion. . ,

, Lieut.-Col. C. P. Franklin, who recently

.returned from service on the Italian

front, was a speaker at the monthly

meeting of the Philadelphia Automobile

Accessories Trade Association.

The state legislators at Harrisburg are

now speeding up legislation that will

tend to control the rapidly increasing

theft of motor vehicles. This impetus is

caused by the announcement that auto

mobile-theft insurance will have to be

abandoned, or curtailed, or else organized

under a system that will allow more

equitable rates. The senate has under

special consideration at this time the

Cox bill placing restrictions on the sale

of used cars andrequiring garagemen

to have records of all cars left for stor

age or repair and to notify the police and

highway commissioner of any cars whose

manufacturer’s number, or other distin

guishing mark, has been tampered with.

Further mergers are now under way

among several of the intercity motor

trucking companies in this city. For the

last 6 months changes have been of al

most biweekly occurrence.

 

To Study Tire Taxes ,

AKRON, May 26—The Rubber Asso

ciation of America has appointed a com

mittee of seven to make a study of the

new federal tax on tires, tubes and ac

cessories. Among those on the commit

tee are F. C. Van Cleef of the Goodrich,

B. M. Robinson, Firestone, and C. L. Lan

don of the Goodyear.

New members of the association just

admitted include a number of Akron

men, as follows: H. J. Adams, C. R.

Quine, Akron Equipment Co.; T. M.

Gregory, Jr., M. D. Kuhlke, Kuhlke Ma

chine Co.; John Hadfield, Lincoln Rub

ber Co.; Leo Meyer, A. P. Whetlen and

F. E. Holcomb, of the J. K. Williams

- Foundry & Machine Co.; Paul E. Collette,

of the Oak Rubber Co., Ravenna, and

Joe S. Benner of the Electric Rubber

Reclaiming Co. ,

Acason Adds ll/z-Ton Model

DETROIT, May 17—The Acason

Motor Truck Co. has added a 1%430“

model to its line. It will have a Wau

kesha engine and may be equipped with

either 35 x 5 front and 38 x 7 rear pneu~

matic cord tires, or 36 x 4 front and

37 x7 rear solids. >\
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Detroit Stages “Motors Transport Day”

DETROIT, May 26—Motor Transport

Day, Detroit’s gigantic truck merchan

dising event, was held May 19. Nearly

 

I000 trucks were in line, in'cludingnearly'

every truck‘made or sold, in Michigan.

The event was staged ‘to promote the

"ship-by-truck” idea'and the message

was carried into the mindsof the thou

sands who watched the pageant, by the

trucks laden with every'com'modity or

material which they'were designed to

carry. u' . ‘ -\~.. ' a . '

There were 1’1 factory bands in ,the

parade. The affair was staged by the

Detroit Transportation Association, aided

by F. W. Fenn, secretary of the motor

truck division of the National Automo

bile Chamber of Commerce.

The Week in Boston

BOSTON, May 26—New agencies con

tinue to be added to the list in Boston.

Amos J. Shorey, who is the directing

genius in the New England Velie Co.,

has added the Moon to his line. He has

the New England territory for it. He is

considering adding still another car to

his string. The Moon had been sold

here previously by two different com

panies, but it has been a year since any

one had it last. Shorey closed with Peter

Thompson to handle the line in Boston

at retail.

M. E. Jackson, of the American Six,

came over from the factory in New Jer

sey this week and spent a few days talk

ing with people who were interested in

acting as distributers for the line. He

announced that he had finally closed with

two men in the mercantile field who will

make their first venture in the motor

industry handling the American. He

was not at liberty to state their names,

as the men wished a chance to negotiate

for salesrooms, and if it were known

what they had they feel rents would be

boosted.

Frank E. Wing of the Marmon and Al

Sewers and Bill Haskell of the Lexington

are to combine business with pleasure

by visiting their factories and attending

the 500-mile race at Indianapolis. The

Lexington Automobile Co. is to have a

dealers’ convention following the race at

its factory at Connorsville, Ind., and

it will be host to the men for the big

race.

Following closely upon the heels of

“Jim” Gilson, of Mitchell-Lewis fame,

who helped put Racine, Wis., on the

motor map, and who returned last week

as a major of artillery from Europe

wearing the Croix de Guerre, there

stepped 011’ a transport this week William

Mitchell Lewis, also bedecked with

medals, and the rank of colonel for his

war services. He was met by a delega

tion from Racine who came to bid him

welcomev with other soldiers from “’is

consin. It seemed a strange coincidence

to have Gilson and Lewis, who had been

associated in business together in pro

ducingv the Mitchell and Lewis cars, and.

Who were .in’ widely separate units

abroad, to land at, Boston within a few

days of each other.

Fred vC. Harrington, [on a long time In

' charge of the truck department of the New

England Velie (:01, 'and before that with the

‘Packard..h'a's beenwmade assistant manager

of ‘ the, Selden ~Mot$rjdCar Cm, Boston.

' Arthur W. 'Fonda. formerly with the

Critchfleld 'Advertisllng'co , handling the Xe“

England, territory":th gone t'o‘sC-hlcago to

become manager of the Oldfield tire agency

D. C. Price, who was appointed manager

of the Mason Tire Branch for New England

a few weeks ago, as opened up salesroom:

at 165 Massachusetts avenue.
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B. W. Twyman and Robert Ritchie. who

were identified with the Fred C. Henderson

Co., handling Clydesdale and Signal trucks.

have resigned to take the New England

agency for the Signal line.

Otto Rickert. for some years with the

Boston Oakland agency, has resigned to take

a position in charge of the service depart

ment of the Dunbar-Hoag Motor Co., Spring

fleid. Mass.

Alfred Cutler Morse has placed an agency

for the Reamer car at Springfield with

F. C. Magranis of the Summer Street

garage.

V. A. Neilsen, who has built up a business

dealing exclusively in electric repairs for out

of town garages, has been forced to move

from 390 Newbury street to larger quarters

at 705 Beacon street.

The Auto Welding Co. has opened a large

repair department in a new building at 19»

200 Brighton avenue. in the Aliston district.

 

Gardner Heads Tractor Men

MINNEAPOLIS, May 24—The North

western Tractor Trade Association has

elected officers as follows: President,

J. E. Gardner; vice-presidents, N. B.

Nelson, E. S. Techtonius; secretary, L. C.

Pryor; treasurer, H. W. Brown; directors,

F. M. Warner, J. F. Bartles, T. W. Hicks,

R. H. Proctor, J. S. Molstad.

To Reintroduce Highway Comniission

Bill

WASHINGTON, May 24—The reintro

duction of the bill providing for the

establishment of a Federal Highway

Commission to take over the control of

national highways, the distribution of

funds under the Federal Roads Aid Act

and to co-operate with the state highway

departments was forecast by a meeting

held here May 20 by Senator Charles E.

Townsend, father of the bill, with mem

bers of the automobile and highway in

dustries.

The bill which takes over the present

duties and authority of the Bureau of

Public Roads, Department of Agricul

ture, and which greatly enlarges the

scope and duties of the road authorities,

is designed also to lift highway control

from its present position as a relatively

unimportant part of a large department

and give it the prominence it merits.

Senator Townsend is the chairman of

the Committee on Post Offices and Post

Roads. He informed the convention here

to-day that he plans again to introduce

the bill as soon as he can add various

amendments and improvements that haVe

been suggested since the last Congress

when the bill was lost in the filibuster

that ended the session.

 

Buda Establishes Service Companies

HARVEY, ILL., May 24—The Buda

Co. plans to establish Buda engine serv

ice companies all over the country. The

first will be opened in Los Angeles, San

Francisco, Seattle, and possibly Portland,

Ore. The establishment of a service

company in Kansas City will take care of

the Middle West and New York City will

be the Eastern headquarters.

Studebaker to Spend $8,500,000

Within Year

SOUTH BEND, May 26—The Stude

baker Corp. will expend $8,500,000 dur

ing the present year for construction

wor k. Announcement that the expansion

would take place during the coming year

was made by the directors of the cor

poration recently. The amount decided

upon is twice the previous estimate of

construction work for the ensuing year.

The change of the plans of the corpora

tion will incidentally make South Bend's

housing problem more serious. In order

to cope with the situation properly the

Chamber of Commerce held a big meet

ing to discuss the matter.

Plans are now under way to convey

the city’s needs' in the housing line to

the public in every way possible. News

paper advertising, billboards other than

the one installed in the courthouse yard

will be erected. Propaganda of all kinds

will be launched to impress the people of

South Bend with the extreme necessity

of building more homes to relieve the

building situation.

At the present time there is a need

of 2,325 more houses in the city, with

only 80 permits for new residences is

sued from the office of the building de

partment.

These facts were strikingly brought

out at the meeting in the Chamber of

Commerce, Monday noon.

W. D. Guy, who has charge of the

construction at the Studebaker plant,

delivered the main talk at the Chamber

of Commerce luncheon. He told of the

development of the Studebaker plant

from the time the work was started down

to the present proposed expansion.

His talk was made more interesting by

the fact that a series of photographs

were introduced, showing the gradual de

velopment of the construction now under

way. These photographs are taken on

Tuesday of each week and start with the

work of excavating for a foundation,

until the last photos which show the con

crete piers which are weekly becoming

more numerous.

 

N. A. C. C. Schedules Meetings

NEW YORK, May ZG—To properly

handle many problems arising in the in

dustry a number of important meetings

have been called by the National Auto

mobile Chamber of Commerce to be held

at the general headquarters in New

York during the week of June 2. There

will also be a couple of meetings at

Washington.

Following is the schedule of meetings

of automobile and truck manufacturers:

June 2—10200 a. m.—Washington, D. (7..

Export Committee J. Walter Drake, Chair

man. for conference with officials of De

partment of State and Department of

Commerce on foreign trade limitations.

June 3—Washington, D. 0., meeting of Tax

Committee in connection with elimination

of taxes on cars, trucks and parts.

June 4—10:00 a. m.—N. Y. Headquarters.

Directors' meeting.

June ,4—2:00 p. m,—~N. Y. Headquarters,

meeting of Truck Committee, Windsor T.

White, Chairman.

June 5—10:00 a. m.—N. Y. Headquarters.

annual“ meeting. members.» - '- '

June 5—1.30 p. m.—N. Y. Headquarters. reg

ular meeting, truck manufacturers, mem

bers of N. A. C. C.

June 6—10100 a. m.-.Ieeting. export man

agers, N. A. C. C.. N. Y. Headquarters.

 

Accused in Car Theft Deal

ATLANTA, May 24—Raymond W.

Glass, general manager of the Raymond

Phonograph Co., and alleged by the po

lice and solicitor general’s department to

be responsible for automobile thefts, was

sentenced by Judge John D. Humphries

in the criminal division of the superior

court to five years on the chain gang. He

immediately gave notice, through his at

torney, that he would file a motion for

a new trial and Judge Humphries fixed

bond at $10,000. Glass is also a truck

dealer.

A verdict of guilty, with recommenda

tion that the case be treated as a mis

demeanor, was returned by the jury at

3 o’clock Sunday afternoon, after a trial

which had occupied three days. In pro

nouncing sentence Judge Humphries said

if the defendant was guilty a misde

meanor sentence was not sufficient for

his crime. If he was not guilty, he said,

he should then be set free. He refused

to accept the recommendation of the

jury.

Glass was tried on a charge of having

an automobile in his possession on which

the motor numbers had been changed.

While he was not actually charged with

larceny of the cars it was alleged by the

solicitor general that he was the in

stigator of the theft and it was alleged

the men who did the stealing were his

accomplices.

Glass’ conviction was the climax of

an extended investigation on the part of

the local police, sheriff’s office, county po

lice and solicitor general's department in

a campaign against automobile thieving.

It is the belief of the solicitor general

that several gangs have been working

throughout the south from Atlanta in

a systematic manner, and that hundreds

of cars have been stolen as a result.

 

Housewarming for N. Y. Dealers

NEW YORK, May 26—The Automo

bile Dealers’ Association, Inc., of New

York will formally throw open its new

headquarters to members with a house

warming on Wednesday evening, May 28.

William J. Allen of the Allen Tire Case

Co. has had charge of the entertainment

features of the program and among

other things has arranged for a band

and all the trimmings. A buffet lunch

will be served. The new rooms are at

1845 Broadway in the Colt-Stratton

Building.

Puritan Takes OVer Detroit Axle

DETROIT, May 24—The Puritan Ma

chine Co. has purchased the entire stock

of the Detroit Axle Co., both concerns

being located in Detroit. The purchase

of the Detroit Axle Co. makes a total of

357 concerns engaged in the production

of automotive vehicles, accessories and

equipment absorbed by the Puritan Ma

chine Co.
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Resignations and Promotions Place Workers

in New Places

Prominent Tradesmen Assume New Duties

F. E. McClure. of Cleveland. has been

named manager of the Des Moines Ford

branch to succeed P. F. Minnock. who went

to the Kansas City branch as manager a

month ago. McClure has been manager of

the Cleveland and Cincinnati branches for

several years.

W. D. HOPIOII. who for three years repre

sented the Studebaker Corp. of America as

service supervisor in the Orient, has been

appointed service representative for the

General Motors Export Co. in the Far East.

He expects to sail for Shanghai about

June 15.

Claude M. Nanklvel has been appointed

manager of the Foreign Department of the

Bates Machine & Tractor Co.. Joliet, Ill..

manufacturer of Bates Steel Mule Tractor.

Henceforth the foreign business will be han

dled from the new office at 347 Madison

Avenue. New York City.

Miss Sarah Jellli'fe, who has been advertis

ing manager of the S. C. Johnson & Son Co.,

Racine. for a. number of years. is resigning to

become connected with the Western Adver

tising Agency.

George W. Brooks has been appointed dis

trict representative of the Hudson Motor

Specialties Co., of Philadelphia. His terri

tory will include Texas. Oklahoma New

Mexico, Kansas and Arkansas.

E. P. Barnett. widely known in the motor

truck merchandising field in Wisconsin. has

been appointed sales manager in the Mil

waukee territory for the Titan Truck Co..

Milwaukee. manufacturer of the Titan motor

truck. He formerly was connected with the

Sterling Motor Truck Co. and M. D. Newald

& Co.. Stewart distributer at Milwaukee.

J. J. Koehler, former sales manager of the

Creek Motor Sales Co.. 215 Wisconsin Street,

Milwaukee. Wisconsin distributer of the

Elgin Six. has been appointed exclusive re

tailer of the Elgin in the Milwaukee county

territory. This business will be conducted

as the Milwaukee Auto Sales Co.. with head

quarters at 1007 Kinnickinnic Avenue.

E. Leldieh has been appointed foreign sales

manager of the Columbia Motors Co., Detroit.

He was formerly in a similar position with

the Paige company.

A. R. Rugglel. vice-president and produc

tion manager of the Panhard Motors Co..

Grand Haven, Mich., has resigned. due to

ill health.

M. A. Young. one of Detroit's oldest auto

mobile dealers has taken the agency for the

Peerless car in the Detroit territory.

Benjamin Briscoo, president of the Briscoe

Motor Corp.. Kalamazoo. Mich. who is also

a Lieutenant Commander in the U. S. Navy.

has just been made a commander and has

been taken from the retired list. He has

been ordered to Great Lakes Naval Training

Station and will again assume active duties.

L. R. 80an. who was comptroller of the

Dayton-\Vright Airplane Co.. Dayton, Ohio.

is now secretary and treasurer of the Amer

ican Finance Investment Co.. same city.

John H. Hertzler. who was with J. S.

Bretz. has been appointed sales manager of

the Cleveland \Vorm Gear Co.. Cleveland.

A. W. Frel'ne has recently become sales

engineer of the wheel division of the Detroit

Pressed Steel Co. He was formerly in

charge of design under the chief engineer of

the Thomas B. Jeffrey Co.. later becoming

assistant chief engineer of the Jordan Motor

Car Co., where he remained in that connec

tion until the United States entered war.

William J. Moore, who has been director

of purchases at the Fordson Tractor Co..

almost from the time the company was

organized. has resigned. His future plans

are not known.

George P. Emerson, who for years has been

engaged in the manufacture of parts and

accessories. is president of the newly

formed Apperson-Detroit Co., which will sell

Apperson automobiles and render service in

Detroit and vicinity.

S. C. Steinhlrter has joined the sales force

of the Upright Tire & Rubber Co.. Grand

Rapids. Mich., and will take charge of the

selling force of that company as sales man

ager.

Henry Stadt has joined the sales force of

the Akron Tire Corp.. with headquarters at

the “'illiam Large‘s organization. Crescent

Street. Grand Rapids. Mich. in the capacity

assistant sales manager.

E. G. Scale. who discontinued his business

as manager of the Detroit branch of the

Portage Tire Co., and owner of the Acme

Tire & Supply Co.. to enlist in the army. has

returned and is now manager of the Detroit

branch of the Mason Tire & Rubber Co..

Kent. Ohio.

Frank H. Dewey. for some time truck en

gineer for the Packard Motor Car Co.. De

troit. is now associated with the Horizontal

Hydraulic Hoist Co., Milwaukee. as sales

engineer. and has opened a. Detroit ofl‘ice for

the company. ‘

Bruce E. Anderson, formerly with the Ideal

Engine Co.. has been appointed general man

ager of the Lansing Body Co.. Lansing.

Mich. succeeding Frank Thoman. who has

retired from the managership_ but retains his

position on the board of directors.

 

NEW YORK STOCK EXCHANGE CLOSING

QUOTATIONS MAY 24. 1919.

Bid Asked

Fisher Body. com . . . . . . . . . . . . . . .. 79 79%

Fisher Body. pfd . . . . . . . . . . . . . . . ..100 102

Goodrich. B. F.. Co.. com . . . . . . .. 721,5 721%

Goodrich. B. F.. Co.. pfd . . . . . . . ..107% 108%

Kelly-Springfield, com . . . . . . . . . . . .122% 1223’.

Kelly-Springfield. pfd . . . . . . . . . . . . 95 96

Kelsey Wheel. com . . . . . . . . . . . . . .. 50 58

Kelsey Wheel. pfd . . . . . . . . . . . . . .. 98 981/,

Lee Rubber & Tire . . . . . . . . . . . . . .. 34% 341,4,

Stewart-“Warner . . . . . . . . . . . . . . . .. 93 99%

Stromberg . . . . . . . . . . . . . . . . . . . . ... 49% 491/2

U. S. Rubber. com . . . . . . . . . . . . . “102% 103%

U. 5. Rubber. pfd . . . . . . . . . . . . . . ..114 115

Chandler . . . . . . . . . . . . . . . . . . . . . . . .186 187

General Motors, com . . . . . . . . . . . ..194% 195

General Motors. pfd . . . . . . . . . . . . .. 92 92%

General Motors, Deb . . . . . . . . . . . .. 90% 90%

Maxwell. com . . . . . . . . . . . . . . . . . . .. 44% 45

Maxwell. 1st pfd . . . . . . . . . . . . . . . .. 75% 75%

Maxwell. 2d pfd . . . . . . . . . . . . . . . . .. 36% 36%

Pierce—Arrow. com . . . . . . . . . . . . . .. 54% 55

Pierce-Arrow. pfd . . . . . . . . . . . . . . . .107 107%

Saxon . . . . . . . . . . . . . . . . . . . . . . .. 10% 10%

Studebaker, corn . _ . . . . . . . . . . . . . .. 89 89%

Studebaker. pfd . . . . . . . . . . . . . . . . .. 98 100

Stutz . . . . . . . . . . . . . . . . . . . . . . .. 63% 63%

White . . . . . . . . . . . . . . . . . . . . . . .. 59% 59%

Willys-Overland. com . . . . . . . . . . .. 38% 36%,

Willys-Overland. pfd . . . . . . . . . . . .. 96 98

Glenn H. Harker. who spent 21 months in

France. has returned to Detroit with the

Croix de Guerre. He was connected with

the Federal Tire & Rubber Co. when be en—

listed. but has now become manager of the

Falls Tire Co.. Detroit.

Harry S. Finkenstadt, who enlisted in tin

aviation corps shortly after United States

entry into the war, has recently been honor

ably discharged and returned to Detroit as

western sales agent of the Carbon Steel Co..

Pittsburgh.

Horace Mills. director of sales of the Stroh

Casting Co.. Detroit. has resigned. and it is

said he is interested in founding an enter

prise in which he will be associated with

\Vaiter 0. Adams, formerly of Olds Motor

Works, and more recently plant manager of

the Erie Specialties Co.. manufacturer of

automotive products.

Andrew J. Collins has been appointed ad

vertising manager of Ajax Rubber Co.. Inc.

He began his new duties May 19. He suc

ceeds Charles R. Collins. The new advertis

ing manager comes to Ajax after six years

of service with Atlas Portland Cement Co.

F. W. Marshner has been appointed manv

ager of the Detroit branch of The New De

parture Mfg. Co.. succeeding the late Samuel

B. Dusinberre. Mr. Marshner has been with

the company at its Detroit office for about

7 years.

 

Reorganize Syracuse Auto Supply

SYRACUSE, May 26—The Syracuse

Auto Supply Co. has been absorbed by

the Syracuse Automobile Supply Corp.

and plans immediately to enlarge its

scope of activities. Officers of the new

company are: President and general

manager, Lee W. Bennett; vice-president.

C. C. Bradley, Jr.; treasurer, C. Hamil

ton Sanford.

Your Competitor Cuts Prices

(Continued from page 17)

on a sane business basis and we are

going to do so as a measure of protection

to all those people in this city who de

pend on us for merchandise and service.

and also for all those, including you

boys, who make a living with this com

pany and enjoy being part of a live and

successful organization.

“Our pride in our craft will not permit

us to cut prices. Every man is entitled

to a fair wage for his labor, and the

house of Reilly is entitled to a fair profit

for the service it gives to the public.

We ask no more than this fair profit.

We never shall take less, because when

we take less we dry up the source of our

prosperity and mark the beginning of our

end.

“The prospect who wants a cut price

will not cut the price of his service or

his merchandise. He demands a full

price from all those with whom he has

dealings. We are entitled to ask from

him the same thing that he asks of us.

He should give us in measure as the

public gives him.

“With the man who insists on a cut

price there is only one policy for this

company. That is to be firm. Explain

the bad social and business standing of

the price-cutter in this city and tell him

that we have one price and only one.

to all others, and to him."
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Play for a Day

whereby the members are enabled to get

together and get better acquainted.

In this list might be included a run to

some seashore resort for a day’s outing.

We leave about 9 a.m., and make a 50

mile run, have a baseball game in the

morning and a shore dinner at noon, with

athletic events in the afternoon, with

valuable prizes. We try to schedule

events in which every one may take part.

Fifty-yard dash, wheelbarrow races,

three-legged races, sack races, shoe races,

fat-men’s dash, and, yes, we sometimes

take the ladies along and put on a bean

bag contest, an egg-and-spoon race for

them, too. And they get prizes.

We try to schedule about three golf

tourneys a season. We’ve got some

pretty fair players, and some not so

good. Aside from the scratch events, we

have handicaps—events for novices, etc.,

so that everyone can take part—and

prizes. Usually a dinner is arranged and

we’ve found that even if the men in the

trade do not play they show up for the

dinner anyway.

Once we hired a yacht and had a deep

sea fishing trip. Very few fish were

caught. Those who weren’t seasick spent

(Continued from page 8)

their time playing “that’s good!" Ap

parently the fishing trip didn’t make a

hit with the membership, for they haven’t

asked for another one since.

And then we have our big annual din

ner, immediately following the annual

automobile show. The annual meeting

and election of ofiicers is held the same

night as the dinner. Usually the lid is

off that night, and cares are forgotten.

Of course, the chief purpose of these

outings is to get better acquainted. Once

you’ve played ball with another fellow

along automobile row, and have made a

neat catch of his line drive, he has a

little more respect for you than before;

after you’ve attended a shore dinner

with him and waded through one of these

affairs from broth to watermelon, he

commences to think you’re not such a

bad fellow after all. During a golf

tourney the foursomes often help break

the ice of reserve, and a session at the

nineteenth hole chases the glooms and

makes the dealers love their competitors

like brothers. We’re strong for get

together outings over here in Jersey.—

N. J. Auto Trade Association, C. E. Hol

gate, executive secretary.

What They Do in California

One little stunt we did last summer—

and you can rest assured it will be re

peated many times this coming summer,

with trimmings—was to hold our meet

ing outdoors, out among the trees, auto

mobiles parked in a circle providing

plenty of light, “trouble” lights connected

with battery providing light for the sec

retary, plenty of fresh air to cool off the

“hot” variety, plenty of pep on tap

(nothing worse—we're “dry”) and wind

ing up with a Wiener roast and bonfire

and coffee “a la hobo.”

That meeting made an

That’s the idea.

What’s more, it was not the wieners

and things that were remembered so

much as the spirit of the thing.

Some “poor lame ducks” have got to

be fed.

Another variety has to be entertained.

Another kind has to be provided with

toys.

Some have to be wheedled, some blus

tered at.

The real live ones just naturally come

for the good they get out of it and the

good they can inject into it—and the

latter job is some “exhausting” process.

—A. V. Storer, Secretary Pomona Valley

Automobile Trade Association. Cali

fornia.

impression.

Here’s Seattle’s Idea

The Seattle Motor Car Dealers' Asso

ciation holds its outing generally in Aug

ust. This outing consists of a picnic for

all dealers and their employees, starting

in the morning at 10 o’clock, and lasting

until about 11 at night.

We have swimming, boat races, foot

races and other various contests, for

which various kinds of prizes are given,

generally in the form of an accessory for

a car.

After this is over a big dinner is given

for which the dealers furnish ice cream

and coifee, the rest of the eats being sup

plied by individuals. The rest of the

afternoon and evening is taken up with

dancing. We haVe found these outings

create a better spirit of co-operation

among our employees and various deal

ers—Motor Car Dealers’ Association.

Harry D. Austin, secretary, Seattle.

Modesto, T00

Yes, indeed, we hold “outings!” Last

April our organization held an old-fash

ioned barbecue on the famous San

Joaquin River, which was attended by

the entire membership of the organiza

tion.

And, too, we give an annual theater

party, which last year netted us several

hundred dollars.

 

Shows the Waiting List

In selling the Kissel we show the

customer who hesitates at the price

our list of unfilled orders. Then

we ask: “Do you think that if we

are this far behind with our orders

that the price will be lowered be

fore late in the year at least?"—

H. Rottersman, president, Rotters

man Automobile & Truck Co., St.

Louis. ‘

  

 

This season we plan on holding a big

party in the Yosemite Valley, in June,

and a theater party in May—Stanislaus

Automotive Trade Association, H. P.

Walls, secretary, Modesto, Cal.

 

Gives $100,000 for Nevada Roads

DETROIT, May 24-The Lincoln

Highway Association headquarters in De

troit has made public a donation of

$100,000 from the General Motors Cor

poration. The money will be spent in

building four or five short stretches of

unimproved road between the two coasts

which require outside aid. Two of these

bad pieces of highway are in Nevada.

 

Keep Your Window Working

(Continued from page 15)

support as shown in the illustration,

with an old shoe partly cut away, expos

ing a tube that has been repaired in a

few places. Make a good vulcanized

repair on the shoe. Write a brief an

nouncement such as that shown on a

circle of card and fasten it to the wheel.

Draw attention to the repairs by small

notices pasted to the glass with colored

tape running down to each repair. Give

the price of the repairs. Make the dis

play more interesting by inserting a

liner that you handle and a few different

sized cementless patches with notices

that will remind a car owner that he

should carry them.

Let it run a week and see what results

it pulls. Then give it a rest, and fix up

a window featuring new tires. Follow

with a week of summer touring equip

ment, using the best of your dealer helps

and manufacturers’ posters, a few at a

time, with the articles themselves con

nected in some way so that both will

be looked at together.

*—

North Carolina Has a Show

ROCKY MOUNT, N. C., May 24—

Dealers from various sections of North

Carolina, South Carolina and Virginia

were represented at the first annual East

ern Carolina Automobile Show, held at

Rocky Mount, N. C., the week of May 6

to 10. A large number of dealers were

on hand to close contracts for the year.

The show was well attended and a large

number of cars were sold. A number of

good agencies were placed. Both dealers

and distributers expressed themselves as

being delighted with the show.

This is the first show in North Caro

lina to be put on by local dealers without

the employment of a professional pro

moter, being held under the auspices and

direction of the Automobile Dealers’

Bureau of the Rocky Mount Chamber of

Commerce. L. H. Duncan, secretary of

the Chamber of Commerce, managed the

show. Plans are under way for a bigger

and better show next year. A portion of

the proceeds of this year’s show will be

spent in advertising and in development

work, and indications are that the East

ern Carolina show will become one of the

big automobile events of the year in the

South.
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FEW CARS OR TRUCKS

FOR SALE TO PUBLIC

Limited Number to Be Auc

tioned June I—Probably

1000 Available

 

WASHINGTON, May 23—The major

portion of all surplus motor trucks and

cars purchased by the army will be trans

ferred to the various government depart

ments. A comparatively small supply of

used passenger and commercial cars of

miscellaneous makes, not adapted for

government use, will be sold at public

auctions to be held at various_miiitary

posts and camps, beginning June 1.

Over 10,000 motor trucks, passenger

cars, ambulances and motorcycles al

ready have been transferred by the War

Department to other government bu

reaus. Deliveries have been made to the

Post Office Department and the Public

Health Service. Five thousand five hun

dred sixty-five of these trucks have been

turned over to the Department of Agri

culture, and within a few days shipments

of this equipment will be made by the

Motor Transport Corps to road commis

sioners of the states to which allotments

have been made by the Bureau of Public

Roads of the Department of Agriculture.

As fast as the several states place the

present consignments in operation the

director of sales will transfer additional

trucks and road-building machinery. The

further needs of the Department of

Agriculture, the Post Office Department

and the other government departments

are expected to absorb practically the

entire surplus of motor .vehicles acquired

for military purposes.

The motor equipment which is to be

disposed of at public auction will be an

nounced through advertisements in the

press localto the communities in which

the auctions will be held. The number

which will be sold at auction will be very

limited, and it is anticipated will number

1000. Detailed figures are not available,

as it is possible that the government

bureaus will absorb the surplus.

Truck Sales Managers to Meet in Detroit

DETROIT, May 24—The National

Association of Motor Truck Sales Man

agers will meet in Detroit the latter part

of July. This was decided‘upon at the

quarterly convention of the organization

held in Philadelphia last week. The date

of the Detroit meeting will be given out

later.

 

Milwaukee Against Tire Gyps .

MILWAUKEE, May 24—One of the

most constructive activities yet under

taken by the Milwaukee Tire Dealers'

Association, in existence for about a

year, is to begin a co-operative advertis

ing campaign designed to offset the ill

effects of the “bargain tire” nuisance,

which has been growing stronger and

stronger in Milwaukee as well as in other

cities of the country.

“Buy tires from certified dealers only,”

says a large display advertisement pub

lished in the Milwaukee daily newspapers

under the bold caption, “Warning.” Con

tinuing, the advertisement says: “Mil

waukee is being flooded with so-calied

‘bargain tires,’ cut-rate tires, worthless

‘seconds’ and ‘rebuilt’ tires. For your

own protection, do not buy tires from

anyone except a dealer with a proven

reputation, from a man who sells a known

tire and stands back of every sale he

makes.”

 

Starters for Canadian Fords

DETROIT, May 24—Canadian Ford

touring cars and roadsters will be supi

plied with starting and lighting devices

as optional equipment at an extra charge

after June 1. All Canadian closed models

now have the starters as part of standard

equipment.

 

More Room for Auto Leather

NEW YORK, May 24—The Auto

Leather Mfg. Co. has removed its plant

and equipment from 21 Warren Street,

New York, to a new building in Arling

ton, N. J. The company manufactures

KAENJAY products.

 

33 Tractors at Denver

CHICAGO, May 24—The tractor dem

onstrations at Denver promise to be of

unusual interest, and the following makes

of tractors will participate:

All-Work I. H. C.

Auliman-Taylor Lauson

Avery Leader

Best Moline

Case National

Cleveland Parrett

Eagle Rumely

Emerson-Brantingham R. & P.

Fair Sandusky

Fordson Twin City

Four-Drive Turner

General Motors (GMC) Wallace

Gray \Visconsln

LaCrosse Waterloo- Boy

Hart-Parr Wheat

Huber Bullock

llolt Bailor Motor Cultiva

Illinois tor.

 

Here’s an Idea

Editor Motor World: To stimulate

touring and create a feeling of fellow

ship among motorists and dealers in our

vicinity we have decided to run a service

car in charge of our mechanical engineer,

Mr. B. E. Bryan, and carrying a crew of

mechanics fully equipped to take care of

all mechanical troubles that may arise

on a trip to Indianapolis from Louisville

to the 500 mile Sweepstakes race on the

Indianapolis speedway, May 31.

This car leaves Louisville, May 30, at

12 o'clock noon and every motorist is

invited to register with us, thereby be

ing assured of service which will cost ab

solutely nothing should they have trouble

on the road.

Returning, our service car will leave

Indianapolis noon June 1.

We will extend this courtesy to any

tourist who may be in trouble on the

road regardless of make of car or his

previous registration with us.

“When you see the United Motors blue

banner wave your hand and you will be

taken care of."—United Motors Co.,

Louisville, Ky.

SHIP-BY-TRUCK PLAN

NOW IN PHILADELPHIA

Firestone Opens Bureau to

Bring Shippers and Truck

Men Together

PHILADELPHIA, May 24—A “Ship

by-Truck” bureau—one of a chain a]

ready established in seven large eastern

cities and soon to spread over the United

States—has been opened by the Fire

stone Tire & Rubber Co., Inc., at 312

314 North Broad Street. The other cen

ters in which the plan is in operation in

the eastern territory near Philadelphia

are New York, Newark, Scranton, Balti

more, Washington and Harrisburg.

The plan has for the function of each

branch the bringing together of shipper

and truck operator in a clearing-house

proposition, leaving rates and other such

items to the interested parties, merely

offering service in creating the oppor

tunity for a deal for both through lists

and return loads advantages in the vari

ous cities where established.

In short, the bureau does the work of

the usual chamber of commerce proce

dure in transportation for shippers. Both

national and local advertising are aids

to the bureau plan. In local advertising,

in Philadelphia, for instance, there will

be issued in the daily newspapers a tabu

lated and classified list of virtually all

the trucking concerns, names, addresses,

telephone numbers and routes being

given, corrected to date. The present

classification is as follows:

Transportation Classification

l—Companies operating out of city on

a daily schedule.

2—Companies operating out of city on

long distance hauls by request.

3—Compan1'es specializing in the mov

ing of furniture, household goods,

pianos, etc., operating in and out of city

at any time.

4—Companies hauling anything, any

where, at any time.

After the name of each concern is

printed its route number, and there is.

in the advertisement, a list of routes

with corresponding numbers and the

points they include. Shippers, including

manufacturers, merchants and farmers,

are invited to get in touch with the

bureau by telephone or otherwise. Motor

trucking concerns likewise are requested

to supply such information as routes

covered, tonnage, capacity of trucks.

schedules and rates.

No such information, so completely

tabulated, ever has appeared in this city

regarding trucking companies as the

full-page advance proof for Philadel

phia’s daily newspapers presents. The

lists will be kept corrected from time to

time. The local bureau is headed by

W. R. Walton and a staff of five.

There is a “Ship-by-Truck" emblem

that will appear on the trucks of the

concerns using the bureau, on road signs

and in other ways to emphasize the im_
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portance of shipping by truck. The com

pany representatives will talk “Fire

stone" advertising only to manufacturers

of trucks in this connection. A special

cost system is being planned for firms

using the bureau’s facilities.

 

Republic Furnishes Special Bodies

ALMA, Mich., May 24—The Republic

Motor Truck Co., Inc., is now furnishing

dealers with a complete line of special

bodies made to their specifications. These

bodies are built entirely by the Republic

body department and can be mounted on

trucks at the factory or shipped sep

arately.

The object in building these bodies

especially for Republic trucks is to

furnish properly fitting bodies to those

Republic dealers who are unable to secure

special bodies without sending to some

distant body maker who is unfamiliar

with the design and detailed dimensions

of the Republic chassis.

 

Lancaster Association Growing

LANCASTER, PA., May 24—The Lan

caster Automobile Trade Association,

which has 90 per cent of the Lancaster

dealers as members, is making a cam

paign for 25 dealers from the surround

ing country. At the regular monthly

meeting at the Hotel Brunswick the

Association was addressed by President

George McFarland of the Harrisburg

Association and President E. T. Satchell

of the Lehigh Valley Automobile Trade

Association.

 

Clinton County Dealers Organize

WILMINGTON, OHIO, May 24—The

dealers, garagemen, accessory dealers

and repairmen of Clinton county held a

meeting recently for the purpose of or

ganizing the Clinton County Automobile

Trade Association. A. E. Mitzel of Can

ton, president of the association, was the

principal speaker. Other speakers were

Joseph McKinney of Dayton and A. I.

McVey of Wilmington. Every firm which

was represented came into the organi

zation, which has geen affiliated with the

Ohio Automobile Trade Association. The

initial membership is 27. Officers elect

ed were: Carl Bangham, Wilmington,

president; Gus Miller, Clarksville, vice

president; H. D. Pennington, Wilming

ton, secretary-treasurer. The next meet

ing will be held at Wilmington, May 28.

 

Reorganize Interstate Tractor

WATERLOO, May 20—Arrangements

were completed here this week for the

reorganization of the Interstate Tractor

Co., which has been in the hands of a

receiver since Jan. 1. L. C. Stearns, of

Minot, S. D., is at the head of a corpora

tion which is said to represent eastern

capitalists who have ample money to put

the concern on a sound basis, and which

expects to resume operations of the

plant within a very short time. Stearns

has been at the head of automobile and

tractor companies operating in the

northwest, with branches at Minot,

Grand Forks, Regina, Sask., and Cal

gary, Alba.

DETROIT FEELS NEED

OF SKILLED MECHANICS

Dealers and Garages Short of

Men and Want Soldiers

Released at Once

DETROIT, May 24—There is a great

shortage of motor mechanics and repair

men in Detroit service stations. Over a

year ago, when the draft took thousands

of young men from Detroit automotive

factories and garages and sent them

overseas as part of the 85th Division,

the industry managed to weather the

shortage because of the curtailment of

automobile manufacture. Part of the

85th Division is home again and hun

dreds of experts have returned to their

trades, but there is still such a great

shortage of skilled mechanics that ga

rages and dealers are clamoring for

experienced men.

It is very possible that the immediate

future will find the Detroit Automobile

Dealers’ Association behind an organized

movement to get the Government to

grant immediate release to all Detroit

automobile experts still in the army. It

is estimated that there are several thou

sands still in uniform.

It is estimated that there are over 1000

jobs here for garage men alone. The

scarcity applies not only to skilled men

but to helpers and washers. One of the

biggest Woodward Avenue distributers

states his service station has been with

out the service of a single washer for

10 days and there are slight prospects of

getting one.

The Automobile Dealers’ Association

is doing everything possible to alleviate

conditions by advising dealers and round

ing up men, but the situation is not likely

to improve until the thousands that joined

the motor corps from Michigan are

brought home and demobilized. As the

season advances conditions are going to

grow worse, garagemen declare, as the

amount of business will show a great

increase with the coming of summer

weather.

The return of the men is vital at this

stage, it is pointed out, to avert a “jam”

of cars and trucks out of commission

through lack of repair facilities, which

would mean a serious halt to otherwise

prosperous business activity. What ap

plies to cars and trucks is true likewise

of tires and accessory repair depart

ments.

 

Moore to Double Output

DANVILLE, ILL., May 24—The Moore

Motor Vehicle Co. will double its work

ing force during June. It is claimed that

by June 25 the output of the plant will

reach 125 cars a day. At present the

output is 62 daily.

 

Chicago Pneumatic Tool Coming East

NEW YORK, May 24—The Chicago

Pneumatic Tool Co. will put up a 10-story

brick building here at 6-8 West Forty

fourth Street and will move its general

ofliccs to this city from Chicago.

 

Two New Van Dorn & Dutton Branches

CLEVELAND, May 24—The Van Dorn

& Dutton Co. has opened branches in

New York and Chicago. Harry F.

Keegan will manage the Chicago office,

at 1241 First National Bank Building.

His brother John will manage the New

York office, at 30 Church Street.

Hackett Soon in Production

GRAND RAPIDS, MICH., May 24—

The Hackett Motor Car Co., is getting its

new plant ready for the manufacture of

cars and hopes to be in fair production

by July 1. R. L. Leigh, who has been

in the automobile manufacturing busi

ness for a number of years, has been

appointed by the directors as factory

manager.

 

HOW GOOD IDEAS ARE BORN

  

This picture shows the word Reo spelled with Reo trucks grouped in. the stadium

of Syracuse University, Syracuse. N. Y. Here’s how the idea was born: Carl

Berger, truck-manager for the De Witt Motors Co., saw. President Wilson's lace.

made with soldiers, in the movies one night.

And he did it the same week.

How many can you see about you right now?

spell Reo with Rees!"

cverylhing you look at.

Berger at once thought: "Why not

There’s 0 sales idea in
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Races, Contests and Tours Y -

Atlantic City, N. J.. . May 30. . . . . . . . . . Airplane race. Aeronautic Convention.

Los Angeies. Cal. . . . . .May 30-31 . . . . . . . . . . Third Annual. Los Angeles-Yosemite gasoline

economy run.

Richmond, Va. . . . . . . . .May 30-31 . . . . . . . . . . Dirt track meet, Virginia State Fair Grounds.

Indianapolis, ind . . . . .. May 31. . . . . . . . . . . . BOO-Mile Sweepstakes. lndianupoiis Speedway.

'Sheepsnead Bay N. Y. June 14 . . . . . . . . . . . Speedway.

Atlantic City, N. J.. .July 4 . . . . . . ........Airplane race, Aeronautic Convention.

Tacoma, Wash. .. . . ....luly 4. .. .. .. .. . . Speedway.

Cincinnati, 0. . . . July 6. . . . . . . . . . . . Speedway.

Uniontown. Pa.. . . . . July 19. . . . . . . . . . . .Mid-Summer Meet. Speedway.

Sheepshead Bay, N. Y. July 26...........Speedway.

'Middletown, N. Y. . . . Aug. 16. . . . . . . . . . . Dirt track eVem.

Elgin, Aug. 22-23........ Road race.

Sheepshead Bay, N. Y. Aug. 23. . . . . . . . . . . Speedway.

Uniontown, Pa........ Sept. 1. ...........Speedway.

Sheepshead Bay, N. Y. Sept. 20. . . . . . . . . Speedway.

'Ailentown. Pa. .. . . .. Sept. 27. . . . . . . . . .. Dirt track event

Cincinnati, 0. . . . . . . . .. Oct. 1.. . . . . . . . . . . . Speedway.

"Trenton. N. J........ Oct. Dirt track event.

°Danbury, Conn. . . . . .. Oct. 11 . . . . . . . . . . . . Dirt track event.

'Tentative dates.

Meetings and Outings

Washington. D. C.....June 3-6 . . . . . .....Pan-American Commercial Conference. Pan-Amer

ican Union Bldg.

Chicago. iii. . June 2 . . . . . . . . . . .. National Gas Engine A8511» Hotel Siliil'ml'l"~

Chicago, Ill . . . . . . ......June 2-3 . . . . . . . . . ..Twelith Annual Convention. Hotel Sherman. Na‘

tional Gas Engine Assn.

Hot Springs. Va...... .lune 2-6 . . . . . . . . ..Convention, Automotive Equipment Assns.. Home

stead Hotel.

Philadelphia, Pa. . . . ...June 21 . . . . . . . . . ..Annual Outing, Kugler’s Mohican Club. Motor

Truck Assn. of Phiia.. with the Phlia. Auto

Trade Assn.. Automobile Accessories Business

Assn. and the Camden Auto Trade Assn.

  

Ottawa Beach. Mich.. June 23-27 . . . . . . ..Summer Meeting, S. A. E.

Philadelphia, 'Pn.....v Sept. 22-25... ..Annual Convention. National Association 01 Fur

chasing Agents. Bellevue—Stratforrl

Foreign Shows

Venezuela. S A . . . . . .. May iS-June 1....National Exhibit of Venezuela

Paris. France . . . . . . . . ..Oct. 16 . . . . . . . ....Grand Palais—lnternational Automobile Manufac

turers' Congress.

London. England . . . . .. November . . . . . . ..Olympia—lnternational Automobile Manufacturers'

Congress.

Aeronautical Exhibition

Atlantic City. N. J.... May i-June 1.....Second Pan-American Aeronautic Convention and

Exhibition. ,

Tractor Demonstrations

College Park. Md.....May 80 . . . . . . .......Power Cultivator Demonstration. Maryland State

- Department 0! Agriculture.

Denver. Col. June 9-12 .. .Sectional Tractor Demonstrations. Denver Tractor

Wichita. Kan.........._iul_v H... . . . . . . .. Autom‘otive Committee of National Implement

Assn.

Aberdeen. 8. August 1842...... Sectional Tractor Demonstration.

Ottawa. Ont.. Canada. October Inter-Prolvlncial Plowing Match and Tractor Dem

onstrat on

Columbus. 0. . . . . . . . . ..Iuly 28-29 . . . . . . . ..in charge of Prof. H. C. Ramsower, head of Agri

cultural Engineering Dept. of Ohio State Uni

versity.

Aug. 1-2 . . . . . . . . ..Piqua. O. . . . . . . . . . . . ..ln charge of Prof. H. C. Ramower, head of Agri

culttitral Engineering Dept. of Ohio State Unl

vcrs ty.

Postoria. 0. . . . . . . . . ..Aug. 6-7 . . . . . . . . ..In charge of Prof. H'. C. Ramaower, head of Agri

' cultural Engineering Dept. of Ohio State Uni

versity.

Akron. 0. . . . . . . . . . . ..Aug. 12-13 . . . . . . ..In charge of Prof. H. C. Ramaower. head of Agri

cultural Engineering Dept. of Ohio State Uni

versity.
 

1919 Automobile Blue Books

HE 1919 Automobile Blue Books are

ready. The regiment of scouts who

spend eleven months of the year in their

cars to gather data and routings for the

book report that America’s highway

system, as charted in the new volume,

is almost at the half million mile mark.

Covering 20,000 miles more than in any

previous year, the Blue ‘Book scouts

state that 187,114 miles of American

highway had to be recharted because of

road development.

The maps are completely redrafted

and the headnotes—which describe each

route from the standpoint of road con

ditions, climate and scenery—place im

portant information at the disposal of

the motorist. Of late years, special effort

has been given to “points of interest.”

These make it easy for the motorist

to know what he should see. In the

largest citites interesting spots are

usually of international fame, but in

the smaller communities the motor trav

eler frequently misses points of historic

and scenic interest through not knowing

about them. These items number more

than 600,000 words of “atmosphere.”

Garages are listed in the general index.

so that the tourist can tell at a glance

how far he is from the nearest gas dis

pensary, accessory shop or overnight

stoiage for his car. Hotels are in this

index. as are service stations and repair

shops.

Among other information gathered for

motorists in these new books is a series

of long distance tours from many cen

ters, city street maps, altitudes of towns,

kinds of road on each route, state motor

laws, speed regulations, ferries on various

lakes and rivers and timetables and rates

for automobiles on ferries and boat lines.

The series is divided into the following

territories:

VOLUME I.--New York State and adja

cent Canada. including Long island and

adjacent states as as New Haven.

Danbury and VVaterb y. Conn.: Pittsfleld.

Mass; Rutiand and Burlington, Vt.: Cleve

land. Ohio; Pittsburgh. Scranton and Dela

ware Water Gap. Pa.; Asbury Park and

Atlantic City, N. J.

VOLUME lI.—New England and Mari

time Provinces, inciuding Lung island. New

York City and New York State as far as the

eastern shore of the Hudson; also Albany

Lake George and Lake Champlain sections.

Montreal and Quebec.

VOLUME III.-—New Jersey. Pennsyl

vania. Delaware, Maryland, District of C0

lumbia, Virginia and West Virginia. includ

ing all main highways out of New York

City with extension routes into southern

New York State, eastern Ohio to Canton and

Cleveland.

VOLUME IV.—Michigan. Indiana, Ohio

and Kentucky, including extension routes

into adjacent states and trunk-line routes

across llllnois to Chicago, excepting Upper

Peninsula of Michigan. which is included in

Volume V.

VOLUME V.—Iilinois, Minnesota. Wise

consin, Iowa and Missouri. ipcluding Uppei

Peninsula of Michigan and extension routes

Into all adjacent states.

VOLUME VI._—-The Southeastern States.

including West Virginia, North Carolina,

South Carolina, Georgia. Florida. Alabamav

Mississippi, Louisiana and Tennessee. with

extension routes into adjacent states. includ—

ing District 01' Columbia.

VOLUME VII.-—Montana, Wyoming. Colo‘

l‘ilth. New Mexico, Texas, North Dakota.

South Dakota, Nebraska, Kansas. Okla

homa. Arkansas and Louisiana, with exten’

sion routes to Spokane. Salt Lake City and

Phoenix and trunk-line routes eastward to

the Mississippi River.

VOLUME VIIi.—Caiifornia, Nevada.

Utah and Arizona, with extension routes into

Oregon. Texas and New Mexico.

VOLUME IX.—Washingt0n, Oregon, Idaho

and British Columbia, with extension routes

into California, Montana and two trunk

lines to Salt Lake City.

 

Briscoe’s New Car About Ready

DETROIT, May 24—The new passer~

ger car which Benjamin Briscoe and his

assistant, Rodolphe Stahl, are designing

for the Bellanger Fréres Co., Paris,

France, will be on the road in a few days.

The first model is practically complete.

It is made entirely of American parts,

most of which will be shipped to France

if they cannot be manufactured at the

plant of the French company.

 

More Room for Jordan

CLEVELAND, May 24—The Jordan

Motor Car Co. has awarded contracts for

building additional plant construction

costing $175,000, designed to increase

Jordan capacity 150 per cent.

Five additional units are to be con

structed, with other necessary acces

sories. There will be a new two-story of

fice building, 250 x 100 ft.; an assembly

room, 100 x 300 ft.; complete new power

plant, 40 x 60 ft.; a japanning building,

40 x 100 ft., and a motor testing building,

30 x 90 ft. The present main building

will be remodeled. There will also be

built additional railroad sidings and a

concrete loading platform, 600 ft. long.

Work is scheduled to start immediately

National Sales Organization for

Republic

ALMA, Mich., May 24—The Republic

Motor Truck Co., Inc., has completed a

national sales organization as a division

of its sales department and has opened

eastern headquarters in New York, with

J. Martin Van Harlingen as district man

ager. John Sawan will make his head

quarters at Pittsburgh, operating from

the New York office.
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ABBREVIATIONS,——“W”Whoel."C"Crawler.“Dr”Drum,“G"Gasoline.Kerosene."D"Distillate.Plowcapacityvariesinrelationtooperatingconditions.Figuresarebased01114in.plows.
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Trucks   

 

.L2

NameandModel2n8';‘1'.’

22.22a::

1-uun-u1-F-R-if. A&B~........3T34—511‘4}4311311148x31dIAbB.............ST54—.'1114145.1351145x51]I
Acaaon..............R1$21504311151301430.10W Acason..............8I}20504—31x5‘;30.13}3015W Acason..............H231504-41115130x43017W Acason..............l.3}41504—41110}30115300511W Acason.M551504—461361040.161]W Acason..LightTractor63330441x513011430117W Acason..HeavyTractor104750441:16}301153011511W Ace.............244‘115136143617W Acme...........B110504411115341353415W Acme........A2275044.51301430.17W Acme.............C:1;1030t-tm',30154015.1W Acme............E54750441.10301040161W Armleder.......HW2441.15130.143617W Armleder........KW31445115}30115361511W Atlas.............1811135431.11532.1432.14B Atterbu'ry.1.7R1}257544,115}361353615W Atterbury........7C221754—411513611430.11411W Atterbury......7D3}38754411151301540x51W Atterbury..8E540754-4.03011540.11011W Autocu...........21F22050241.114}34.14“34115“D Available.........H-2244115130.1430:17W Available........H-33).4—4§x.')1361540.11511W Available.......H-554900441.15536.1040.161W

BeecbCreek.3A338504—41115}36.1630.164

Bessemer.....G1I5754—3',11534133414I Bessemer........HI}104')4311152115\3';30115I Bessemer.......J-Z2}2785441.1513")!1430.1141I Bessemer............K3}3430443115;361153:"111511I Bethlehem........D111905401.14}3413}34x5I Bethlehem...........E2}23054-4714}34.1434.16I Bethlehem...........F31341154411163411436a51lI
Brinton.............DI}250041115134.1434115W Brinton..............F213000441115136114“361111“W Briseoe...........4-2448854611111513111431114B

Briseoe...........T-341.+3115331434.1311

Brockvay............S1520504—3111530113-530115W Brockway.........J-Z1124504—3111536113130115W Brockvay........14—32205044111513011436117W Brockvay...........R3§37504-4111513011530x51W Breckvay............T545504—41x636:154011611W Chase..............A117254-3115136113130115W Chase...............C112025401.15110113}30116W Chase...............B212475441115}16.14146x411W Chase...............X32800441151301143611511W Chase..............035.10004—131513611530115:}W Chevrolet............1.13254311115}3111432114W Clydesdale.........32I3111534.13134:15W Clydesdale.........6524411151361143611411W Clydesdale.........9031445115136:154011511W Clydesdale........120B54-4'111030:640x6dW Collier..............F.111375431:533x4133:14)WColumbia............152235044x5116x430:11I
Cornet.......I}17504-3115311434114W

Commerce..........E115004311534x334114ICommerceE?141.11115411115313.111",30,“;I

 

 

.

3i2

NameandModel>1_"'

"5-§aas11111-15éa:..g3..4.“a

1:6.155-6aFR-1:

Concord.............A11$25504-31115136x3}30:15W Concord.............B2)30004-41115136114301411W

Conestoga...........11Q900443111453111431x4

Conestoga...........20118504—3111534x3134.15solid Conestoga..........30225504—31-1153011435.14solid

Conestoga...........H1....4—31114}3111431114B Corbht..............EI21504~31x534x3}34x4\V mam............HD1§2w0+mm3mmmmw Corbitt..............C230004—45115301436113111W Corbitt..............B2}32004—41115}36.1436.14"]W Corbitt..............A3540004—41115136x536.11511W
Corbitt.............AA55000441115}30x630x01V Corliss..............AI715431114}31x431114B

CoupleGear........HC316000441.1630141136.114114 CoupleGear........AC566004513?36115.13615114

Croce...............17482.34—311153211432114B 0m................E12100441115;041:1;3415w Dart.............C-C42295044111513611436117W Dart................L3)400044111030x530.110W Day-Elder...........A117754-3311534.1334114W Day-E'der...........B1%20754-3111534.13}34115W Day-Elder...........D224504—4115}3611436116W Day-E'der...........C212750441x5136:1430.17W
t).y-End.1..........F3103504-41151301530150\v

Day-Elder...........E545004—411103011540.16;!W
Defiana.............B1417954—31x534:13}34.15I Defiance...........C210054—3‘111534.13)34115I DeKalb............E-Z22100441x513411436.15W DeKalb...........B-2126004-41115130x436.16W

Den‘sy.............121I0504-3511534113“34:14

I)enby............13223504—3lx53013}30.10"II Denby..............2521300044115130.14“30.11411I Drnby..............273}4150443115}30.15301110I Denby.............210540004—45115136116401161I Diamond-T..........J5121254-311153011336114W Diamond-T...........111125.504011530.01;3015W Diamond-T..........J3229254—4111513611436117W Diamond-T.........LB35415044511513011530150W Diamond-T..........R54950441x5130.1040101W Doane................2}35004—41115}36x436x7C Deane................050504-411101361164011011C Dorris.............K-4229115441.15130143017W Dorria.............K-7313300441151301530110w Duple..............E3140004—41115130.103010w Fageol................2;3300441115}34x436x7W Fageol................442504—4111613611530.11511W
F.¢.¢1................051004-11101301040101vv Fargo.................222004-311153611436:10I

Federal..............S110004—31x5341111“34114“W Federal..............T1123504—41115}30.13130.115W Federal..............U22600441151301143017*W
Federal.............VV3§33504—45x5130x536x54VV

Federal.........X544004.41115}36164010.1“W FederalTractor.......325004-41111130113130115W FederalTrac'or.....731754451151301153611511W Ford................15504—311143011332113}W Forschler.............i15354411114}32:123213W
Forschlor.............l20004~31115341334114IN

Forschler.............I}23754—31115413134115WForschlor....22750441115}3411434110W
Fulton..........F-X111850431x53411313415I

F.W.D............B34500441a“3016301164

Garlerd..75C125004-31111'13414)36x4W Carton!.668111100042111113011113015W
 

 

5‘'3

E2.

OI
l-U

GarIord...........70B2 Garlord............77C3}

Gariord.............685 GarIord...........690

GarlordTractor..70B4§

GarlordTractor......777

GarlordTractor..GT10 Gary................F1 Gary................G11Gary................H2 Gary..............HU2} Gary...............K31

Gem.................4

Geneva..............14

Giant...............151 Giant...............1411 Giant...............162 Giant..............1731

Globe..............A1 Globe...............B11 Globe.............C2

G.M.C.............161 G.M.C..............211 G.M.C....3111 G.M.C.....412

G.M.C............71A31

G.M.C..............713}G.M.C.............1015

G.M.C...........101B5

Gramm-Bernstein......ll

Gramm-Bernstein......2; Gramm-Bernstein....3}. Gramm-Bernstein......5

Grant..............121 Grant..............1011 Grant..............1111 Grant..............152 Grant..............162

Hahn..............CD14 Habn..............DE2

Hahn..............5521

Hahn...............F31 Hahn..............FI'.5

Hall..................2 Hall..................31 Hall..................5 Hall................57

Harvey...........WFA2}

Harvey..........1711“31

Harvey........WKA5 HarveyTractor.....HT10 Havieye............K11Hawkeye...........M2

Hewitt-Ludlow........ll

Hewitt-Ladlesr......2 Hewitt-Ludlow......21Hewitt-Ludlov........31Hewitt-Ludlew..4

Hewitt-LudlovTractor6

Higrade...........A-17i

Higrade..........A-Ifi1

Hoover.....

Hutlman..C11

Huflman.BI)

Hurlburt..22

0754_31141

0002_s1111

10504<3115 22504-3115
20504~11151 30504-43151

22504—3ix5 ..4-41x51

.4—41151

...1x5} ....4-4ix5} ....4—41x6 26754—4Ix5} 35004*41x5545004445‘;45004—4gx5} 30504’41x513950444§x6 50504‘41x6 50004—41x6

19004—31x5i

26504—41x51

23504~3215120004~31151

31504—41x5138504—41x5!45004—41x5120504-41x51 18504-35x5
2100443115

14354_3§x514954~31x5
10054—3:5

35004—4a51

TIREEB F.R.
36x436x7

30x540151

30x040x01

$01640x7d

36x430x7

36x540150

36x040x60
$613}3014

30x3}3015 36x43516

36143617
30x530x5d

31x431x4

31x23612}

3413}34x5 34x3131x5
30143017

36x536x5d

34x3}34x4 3013}30x5 30x436x6

35x53515

31x3}34x5
36..)3015

361430x40

36x540150 36x540151

301040101 301640160

34x313615

35x43014d 361540151 36104010J

321432x4 34x4)31x5 31x4134x5 34x434x6 34x434x6 30x3136x5

36x436x4d 30x436x4d 30x536x5d 30x40x0d 30x436x4d 361536x5d 36x54010d 36.1540.1611

36x436x7

36x536x5d

36x640164

36x536x5d

34x3}3405

361430x6
301213015

30x313010

361430x7

301530x5d 36x536x5d

3613130x7 35x535x5 35x535x5

32x43314 34a33133

341334x3 361436x4
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3o'o NameandModel»3':-E’5'5gélTIRESa

126611“.8.1F-R-11.

Hurlburt.............33}H2504—41115136:1536115dW Hurlburt.............s5520044110301540.100W Independent.........F114856-41115134113134114W Independent.........G22250441115134113134x6W Indiana...............121504—31115131113131114W Indiana...............11260044115130113}30115W Indiana...............228004~4g1151361436117W Indiana...............3)345044x5536x536x51lW
000.01....,.........540004-41101301540100vv InternationalHarv.....H115504—3Ix5136x31361131I InternationalHarv.....FI1850#31115?36113136114I InternationalHarv....KI}22004—31x5361313015I InternationalHarv....G220004—4x536x436x6I

Jones.............31A111054—31115341131}34114..

Jumbo................H40111311143435I Jumbo................22500441115536.0436117I Jumbo...............225754—4111513611430117I Jumbo.............34.4—4Ix0301153611511I JumboTractor.....53250441115}3611436117I JumboTractor......7345044111513611436117I Kearns...............18504-3111530x31301131B Kearns...............II18004~3§x534113134115I I(elly-Spl'irtglimlrl.K-311127504—3,x5}30113?30110‘C Kelly-Springfield.K421127504”31x51361131“36x13"W Kelly-SpringfieldK-3525325041—3115}36114“36x4d'C i(oily-Springfield.14-362132504~31x5136x4”36x4d'W (elk-SpringfieldK403}425044111613615*40.1511'C Kelly-Springfield.K4544400441110}30115“40.1611‘C (oily-Springfield14-505490044511613616*4015(1'C (elly-Springfirld.K-60652004—41116136x6"40.17J'C (issel......Gen.Utility11207314—3115}36113}3615W(isael......Freighter.2231214—4115}3611436117W Kissel......HearyDuty3}300')445}30x53011511W Kisael........Goliath547854—4111513611636x0dW Kleiber.............AA124004—3115}341131"34x5“W (leibet..............A142050444115}30.13}3030*W I(leiber.............BB220504-41115136114“36117"W Kleiber..............B21350041—41-1151361143611411W Kleiber..............C3141004—411113611536x5d'W Kleiber..............D35100451115136:154011611W KnoxTractor........35555004-5115}36x4321deC KnoxTractor........361060004—51151361143811611'C Koehler.............K1}145048111534:334:14I
Koehler.............M2}29654-4115}3611436117W

KoehlerTractor.....KT315354—3111534:1324x51

KeehlerTractor.....KT5305044x5}36x436117W Lamson...............1118504-4:536x3136x5W Lamson...............2245044x63611436117W

Lamson...............3131504—411151361154011541“'

Lamson...............541504—51154361104011611W Lane........II21504—311-534113131x5W
Lane................II2429750—34x5i34:43016IV

Lane................K3130006411115136x53611511W Lange...............B23504:4112:3611438116C .‘00~13113113}34115ILapeerTractor...5!270011‘4‘513mmI
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See the Steel Mule at

Demonstrations this Summer

At the demonstrations you’ll have a chance to see iii

what a real performer the STEEL MULE is. ’

Don’t wait if you're interested in connecting yourself with a

high-class 3~plow tractor. Wire us to find out whether your

territory is open, and get on the train and come to the factory.

The tractorbusiness is getting down to a merit basis. The “show

down” is coming. We’ve known it all along and are prepared

for it. The Steel Mule is perfected, and is daily proving itself to be

the best 3-plow tractor made.

STEEL MULES are being bought faster than we can build them.

Plans which will treble our production are being put into effect.

Do you know of another factory in production that is hard-pressed to

fill orders? It is a significant fact that we’re now running day and

night to supply the demand. No accumulation of machines here.

We’ll soon be in shape to allot some new territory. Wire for

the STEEL MULE

proposition.
y

The Bates Machine

& Tractor Co.

667 Jackson St.

Juliet, Illinois
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PRECISION

BHLI. BEHRINGS
(PHTENJ'IP)

  

When a car, a truck, a tractor, or a power

boat fails—be it from the failure of ever

so small a part—the owner's condemna

tion covers the unit as a whole. And he

puts the responsibility for the failure

squarely up to the builder of the unit to

whom he paid the price—not to the maker

of the defective parts.

A realization of this fact, on the part

of builders of automotive units and

electrical apparatus, therefore, explains

the vast preponderance of "W"

equipped magneto: and lighting gen

erators in the automotive world. Re

sponsible builders know that 'W'

gives security against bearing troubles.

Be Sure—See That Your

Electrical Apparatus .

ls 'USZBMB‘ Equipped.

  

THE NORM COMPANY OF llle

'7’° BROHDWFI9 now your;

Ball, Roller, Thrust and Combination Bearings
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Facts on Scientific Merchandising

and Financing

Intended for

MOTOR CAR DEALERS

FACT #1

FACT #2

FACT #3

FACT #4

FACT #5

FACT #6

FACT #7

FACT #8

FACT #9

Scientific Merchandising depends largely upon proper finan

cing.

PROPER FINANCING CAN BE ACCOMPLISHED (from

$5,000 up to $50,000) THROUGH MY ASSISTANCE.

The amount of merchandise (the number of cars and models)

you have in stock must be in proper ratio to your annual sales.

You cannot successfully sell cars from pretty pictures—De

mand cannot be created in that manner.

You cannot make immediate deliveries, at all times, without

the proper amount of stock on hand—Strikes at the factory;

Railroad wrecks; Factories overselling their output and many

other reasons interfere.

If you wanted a pair of shoes, a piece of jewelry, or any other

necessity or luxury, the dealer who showed you pretty pic

tures and shame-facedly confessed he could not deliver for sev

eral weeks would not receive your order—HIS INTELLI

GENT COMPETITOR WOULD.

If you are an intelligent dealer, there is no longer any excuse

for you if you do not merchandize scientifically—I WILL

FURNISH YOU THE CAPITAL WITH WHICH

TO DO IT.

To merchandise scientifically you must be able to plan your

business for one year—Your shower lease and all your

expenses cost you money every day of the year.

THEREFORE I'LL ADVANCE YOU CAPITAL FOR

ONE YEAR AT A TIME—SHORT TIME LOANS

ARE DANGEROUS AND DO NOT ACCOMPLISH

YOUR PURPOSE. .

My Offer

You and I decide on the AMOUNT OF CAPITAL YOU REQUIRE

and I’ll invest that sum in new cars u to 80% of factory cost—You

store the cars in the warehouse or

show-room. '

WHEN YOU SELL A CAR THE PROCEEDS COLLECTED

FROM THAT CAR WILL BE INVESTED IN ANOTHER—I

CONTRACT TO INVEST WITH YOU FOR ONE YEAR AND

YOU CONTRACT TO PAY ME A SMALL SHARE OF YOUR

GROSS PROFITS.

Therefore with my advice and my money you can become a really

slaccelssful Motor Car Merchant, merchandizing and financing scien

ti ca ly.

isplay and sell them in your'

‘ Communicate with me and I shall reply personally.

HARRY MI. LASKER, 5 Columbus Circle, New York

’Phone Columbus 8258
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“The Motor World Habit”

When 1. E. Harrison first sent his subscription he did not use the Thompson letter

head, or~enclose his business card. Before entering that kind of unidentified

subscriptions we aim to find out what connection an applicant for subscription has

with the trade. This is done in order that the Motor World circulation may be as

nearly 100 per cent trade pure as is possible.

 

The Thompson organization, and thousands of similar organizations throughout the

country, will be especially benefited by the very important series on “Save Money

in Ford Repairing," which starts in this issue.

 

YHZ HOME 0: THE FAMOUS

W .B. S. THOMPSON
AurouomLEAccEssonms

SUPPLIES sun REPAIRS MADISON. GEORGIA

April 28, 1919 .

liotor Wei-1a,

New Your City.

Gentlsimm

Answering your inquiry of April 24 as to why I

have subs eribed for MONK TIORID and what my

particular activity is in the automobile in

dustry, will say that I am service manager for

B. S. Thompson of Madison, Georgia.

Prior to my connection with this firm I was

lucky enough to have tin benefits of MOTOR

\‘IORlD without having to subscribe to this great

trade mapsz wselt, and having tamed the

iD'I‘OR WRID habit I naturally was at a loss

when I located wher it did not reach me.

it is the greatest service magazine published

and I don't think any garage ovmer or manager

should ever try to do business without its aid.

Yours very truly ,

 

 
 

 

The other day a letter reached us from Thomas E. Cadek, who operates a garage.

service station and accessory depot at Elmira, N. Y., in which he said: “l couldn't

possibly keep house without Motor World and would feel the loss if i missed a single

copy."

From voluntary evidence that is constantly piling up we are sure that more than

20.000 subscribers feel much the same toward Motor World as do Thomas E. Cadek

of Elmira. N. Y., and E. Harrison of Madison. Ga.
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The New

WORM DRIVE

SELDEN

SPECIAL

$2185

  

The Lowest Priced QALITY 11/2 Ton WORM

Drive Truck on the

Manufacturing facilities greatly increased durin the war, to meet

the demands of the United States and allied8 governments for

Selden Trucks, enable us to standardize roduction of this model

to such an extent that we can sell the ELDEN SPECIAL at a

price far below its value.

The SELDEN SPECIAL is a truck of the same rugged construc

tion, possessed ofthe same gigantic powers ofendurance, ofthe same

design and built on the same sound engineering principles as the

 

  

Market To -day
other models in the line ofSELDENHIGHQUALITYTRUCKS

Under any haulin conditions, whether in the farming community,

the traffic-'amm city streets, or in inter-city transportation ser~

vice, the S LDEN SPECIAL will render HIGHLY EFFECTIVE,

CONTINUOUS,ECONOMICALandPROFITABLE SERVICE.

The specifications of the SELDEN SPECIAL are proof of the

high uality ofthe units which enter into the construction of this

remar able achievement in motor truck manufacture.

Ask us to send you specification; of the SELDEN SPECIAL—the truck that meets the

needs of to-day for QUALITY CONSTRUCTION at MODERATE COST.

DEALERS
The addition ofthe SELDEN SPECIAL to the Selden Line oll'en an unusual

opportunity to you for sales at this time. This new model oll'ers big truck value

at an exceedingly moderate price. And the SELDEN SPECIAL makes its ap

peanan at an opportune time—st s time when truck buyers have been lwaiting

the s pearance ofjust such a model as the SELDEN SPECIAL. _

If Se den Trucks are not at resent bei distributed in your territory, this is a

good time to aésply for the lden line. he SELDEN SPECIAL is sure to be

a big seller. nioy the profits on its sale in your territory.

SELDEN TRUCK SALES COMPANY, Rochester, N. Y., U. s. A.

  

 

Motor

Traits
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Peugeots Run Que, Three in

Victory Sweepstakes -

Wilcox Leads Hearne Home at 87.12 M. P. H. with

Goux Third—DePalma Leadsfor First Half

but Finishes Sixth—Smaller Cars

1 k1 .! ‘

to Race Next Year

  

  

As usual, the start was a flying one, J. G. Vincent and Eddie Rickenbacker pacing the pack for a lap and then

drawing to one side.

NDIANAPOLIS, IND., May 31—It is

Imaintained by the drivers, the team

managers, and everyone connected

with the Indianapolis International Vic

tory Sweepstake run, that further de

velopment of the racing cars will come,

only after smaller engines have been

adopted. That this is true can be seen

from a study of the race and compari

sons with former attempts. All the

cars in the race were designed for ter

rific speeds, but were not designed for

the wear and tear that a brick pavement

can give. Consequently, while the race

was fast and well run, most of the stops

at the pits were made as a result of the

tremendons vibration shaking something

loose.

After the preliminary band playing,

the cars were wheeled out on the track

and lined up. The four cars in the first

row were, the Chevrolet, the Frontenac,

This is the end of the paced lap

the Peugeot, and the Packard. Ralph

De Palma’s car occupied the outer posi

tion. It was plain to see that the crowd

was favoring the famous jinx artist.

Colonel J. G. Vincent was pacemaker.

With him in his special Packard was

Eddie Rickenbacker. At the moment of

starting Ralph De Palma’s engine died.

resulting in an exhibition of speed on his

part when he did get started, to catch up

to the rest of the crowd. At the end of
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the pacemaking lap, the cars were nicely

in position, all bunched in rows of fours.

It was noted after the race had started

that there were thirty-four cars on the

track, but after the second lap this extra

man was flagged ofi".

The attendance at the speedway was

the largest in the history of the track.

It was estimated by Speedway officials

that there were over 100,000 present. In

addition there were great numbers of ma

chines in the center of the oval and

around the inside of the ring. The roads

leading to the course were heavily con

gested with traffic an hour after the race

had started.

De Palma took the lead at the start

and held it continuously. The first lap

was timed at a speed of 92.7 m.p.h. This

is the rate at which De Palma was reel

ing off the miles until his trouble started.

Wilcox, who drove very consistently and

who had very little trouble, followed in

the wake of the Packard almost all the

way. The first car to roll into the pits

was the Durant Special. The hose con

nection to the radiator was losing water

at a fast rate. This stop cost the Durant

car five minutes.

Much was expected from the Oldfield

Special. During the preliminary runs it

  

  

with a broken axle shaft.

After a fine attempt, Ralph Mulford had to quit

Right—Wilcox flashing

under the starter’s aerial perch

How They Finished

Driver and Car "

Wilcox, Peugeot . . . . . . . . . . . . ..

Hearne, Durant . . . . . . . . . . . . ..

Goux, Peugeot . . . . . . . . . . . . . . . .

Guyot, Ballot . . . . . . . . . . . . . . .

Alley, Bender . . . . . . . . . . . . . . . ..

DePalma, Packard . . . . . . . . . . ..

L. Chevrolet, Frontenac . . . . . . ..

Vail, Hudson . . . . . . . . . . . . . . . . .

Hickey, Stickel . . . . . . . . . . . . . . . .

G. Chevrolet, Frontenac . . . . . ..

had reeled ofi‘ some very fast laps. Dur

ing the race, however, it stayed in the

pits for the last 480 miles. Sarles, the

Oldfield driver, headed for the pits at

the ninth lap. An examination showed

that he had a broken rocker arm. This

put him out of the race for the trouble

could not be remedied. This was the

first car to drop out of the race entirely.

The next was the Richards, driven by

Brown, a broken connecting rod being

the cause. '

  

t - - . - - e e ..Q----...--

. . . . . . . . . . . . . . 5:55:16

. . . . . . . . . . . . . . . . . . . .. 6:06:54

. . . . . . . . . . . . . ..6:10:10

. . . . . . . . . . . . . . . . . . . .. 6:10:11

. . . . . . . . . . . . . . . . . . . . .. 6:12:42

. . . . . . . . . . . . . . . . . . . .. 6:13:57

. . . . . . . . . . . . . . . . . . . . .. 6:17:21

Time

. . . . . . . 5:40:42

. . . . . . . . . . . . . . . . . . . . ..5:44:29

5:49 :01

The Ballot cars were regarded with

everything from apprehension to the

“I told you so" spirit. At the end of the

first 25 miles Rene Thomas was 1.55

seconds behind De Palma. The other

three Ballot cars were slightly behind.

The cars were bunched very closely for

the first few miles, but the stragglers

were soon lapped by De Palma, Wilcox,

Cooper, Thomas, and Gaston Chevrolet.

From then on keeping track of the race

(Continued on page 36)

 

 

Left—In the early stages of

the race, before the drivers

got very much strung out

along the track. A bunch on

the southwest turn
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Modern Methods in Ford Service

How to Perform Standard Overhaul Operations on the Model T

Ford Car in the Shortest Time—Correct Methods of Testing, Re

pairing and Assembling to Prevent Come-Backs on Service Work

By J. HOWARD PILE

HIS is the first of a series of articles on the best methods of Ford repairing. It is

assumed that the repairman who puts these practices into effect is familiar with the

operation of all the various units of the car. If he is not, it is strongly recommended

that he read and study carefully the “Ford Manual” published by the Ford Motor Co.,

Detroit. A thorough understanding of the principles of operation is absolutely neces

sary to the repairmen who desires to make money. Standard Ford prices for the various

operations are based on a close margin and the repairman who makes money at these

prices must cut his labor expense to a minimum, deal decisively and quickly with all jobs

and finally turn them out in such good shape that the owner will not have to come

back to have the repair gone over.
v

System in Handling Ford Service

UCCESSFUL Ford service requires

system in routing the jobs. A care

ful record of each job from the

time it enters the shop till the time it

leaves and is paid for is absolutely es

sential. No matter how large or how

small! the shop, a standard Ford repair

order must be made out, giving the de

tails of the work that is to be done.

This is signed by the customer. The

standard operations are written on the

repair order by name and the price put

down. All that is necessary thereafter

is to enter up the parts used in effecting

the repairs.

The Repair Order

The repair order is part of the system

and hooks up with the routing of the

work, so a perfect understanding of it is

necessary. There are three sheets, the

original (Fig. 1), the duplicate (Fig. 2)

and the instruction card (Fig. 4). Two

sheets of carbon paper duplicate what

is written on the original on the dupli

cate and instruction card. Fig. 3 is the

reverse of the forms shown in Figs. 1

and 2.

The original is filled in with the fol

lowing details when the customer brings

the car in:

Deliver to (owner’s or driver's name).

Month, day and year.

Address.

Telephone number.

Engine number.

License number.

Work to be performed (this is item

ized by individual operations correspond

ing to the list of labor operations).

Prices (for labor only).

Owner’s or driver's signature author

izing the work.

The original is the office copy. It

stays in the office till the duplicate is

returned to the office when the job is

finished.

The duplicate follows the job to the

stockroom of the department where the

car is being repaired and when the car

goes to another department, the duplicate

goes to the stockroom of that depart

ment. On the duplicate an entry is made

on the back, giving the part number,

quantity, name, price, etc., of every part,

piece of material or stock used on the

job. The entry is made by the stock

clerk at the time the part is delivered

from the stockroom to the workman, all

requisitions by workmen referring to the

job numbers. When the job is finished,

the duplicate is returned to the office, the

prices of the parts added up and trans

ferred to the front of the sheet opposite

the heading “material.” The addition of

“materials” and “labor” will be the to

tal amount that the customer is to pay.

The "materials" items, together with

the total and the addition on the front

are transcribed to the “original,” which

is delivered to the customer when he pays

the bill and takes the car away.

The instruction card will have dupli

cated on it the work to be done on the

car. There are two stubs which are de~

tachable by means of perforations, one

of these being the claim check which is

delivered to the customer to identify him

when he calls for the car and the other

is the “record” which is put in a small

box in the office for the purpose of keep

ing track of the job. The instruction

card goes with the car on its journeys

through the shop.
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Labor Operations Covering Repair Work on Model T Cars

(Suggested by the Ford Motor Company as a Guide for Dealers and Garages)

The following list of labor operations

on the Ford has been compiled by the

Ford Motor Co., with the charges that

are suggested as being reasonable. Much

latitude should be allowed however, cir

cumstances making it necessary to in

crease these charges by amounts up to

25 per cent. Where the shop is a large

one and the work can be routed through

the shop along with a similar class of

work it is perfectly possible to make a

reasonable profit on the prices as listed.

Where the shop is a small one, with one,

two or three workmen, each job assumes

the character of an individual operation,

one man does all classes of work and it

is impossible to maintain the speed and

departmentization that is so necessary in

getting results. '

The right way to use this list is to

make a careful study of the individual

operations and then compare the prices

with the average time records for the

same operations as performed in your

shop. If there is any way to speed up

the performance with the limited amount

of help available, then the cost of doing

the job may be cut down in this way, but

if things are going as fast as it is pos—

sible for them to go, then the only other

remedy is to adjust the scale to take care

of this, still keeping in mind that compe

tition will force you either to pare the

price or take business away from you.

Aim to give the greatest amount of serv

ice possible and still make a profit, but

do not do business without a profit.

The prices given in the list are stand

ard at the-present time.

Engine Division Operations 5 and 15 combined on one order . . . . . . 6.00

_ _ _ Operations 6 and 15 combined on one order . . . . . . 7.50

The following charges cover work on cars driven into the Operations 12 and 15 combined on one order_ 6.50

service_stations: Operations 15 and 17 combined on one order. . . . 4.00

Operatwn Labor Operations 9 and 19 combined on one order. . . . . . 5.00

NuMb" . _ _ Charges Operations 10 and 19 combined on one order. . . . 4.75

1. Overhaul engine and transmisswn . . . . . . . . . . . . .$25.00 Operations 30 and 31 combined on one order‘ _ _ _ .75

2. Overhaul engine. only . . . . . . . . . . . . . . . . . . . . . . . 20.00 No charge for operation-10 when combined with

3. Overhaul transmission only, or repair or replace operation 9_

magneto . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 14.00 No charge for operation 16 when combined with

4. Rebraze crank case arms or support or repair operations 5 6 or 12_ ~

leak in case by taking out the engine . . . . . . . . . . 12.00 No charge for’ operation 21 when combined with

5. Install or refit one piston or one connecting rod. . 4.50 operations 228 or 238_

6. 1115232 or refit two or more pistons or connecting 6 00 No charge for operation 34 when combined with

_ . . . . . . . . . . . .. . . . . . . . . . . ._. . . . . . . . . . . . . .. . operation 9'

7. Tighten one connecting rod bearing. . . .. . . . . . . . 2.50 No charge for operation 21 when combined with

8. Tighten two or more connecting rod bearings. . . . 4.50 o t- 14 .
. . pera ion .

9 Replace transmission bands (Sedans and Coupes,

$1.00 extra) . . .'. . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.75

10. Replace transmission cover gasket . . . . . . . . . . . .. 2.50 Parts Brought in 01' Shipped in for Repairs

11. Change engine . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.50

12. Replace cam shaft, and refit bearings . . . . . . . . . . . 5.00 55B. Overhaul engine and transmission . . . . . . . . . . . . . . 17.00

13. Replace cam gear—large . . . . . . . . . . . . . . . . . . . . .. 2.50 563. Overhaul engine only . . . . . . . . . . . . . . . . . . . . . . . . .. 12.00

14. Replace cylinder front cover . . . , . , . . . _ . . _ , . _ , _ _ 2,50 573. Overhaul transmissmn only . . . . . . . . . . . . . . . . . . . . 4.75

15. Grind valves and clean carbon . . . . . . . . . . . . . . . . . 3.00 583. Rebore cylinder only . . . . .. . . . . . . . ._ . . . . . . . . . . 1.75

16. Remove carbon only (This operation to be used 59B. Rebore cylinder only including refitting of pistons 2.75

only when customer will not permit grinding 60B. Rebore and rebabbitt cylinder including fitting of

of valves) . . . . . . . . . . . . . . . . . . . . . . . . . _ . . . . _ . 1.75 pistons . . .l . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.50

17. Repair cylinder head bolts stripped—one or two. _ 2.50 618. Rebabbitt cylinder only . . . . . . . . . . . . . . . . . . . . . . . . 1.75

18. Repair cylinder head bolts stripped under dash. . 6.00 62B.‘ Rebabbitt cylinder, fit crank shaft, and run:in. . . 2.75

19. Clean out oil feed pipe . . . . . . . . . . . . . . . . . . . . . . . . 3.25 63B. Rebore and rebabbitt cylinder, including fitting of

20. Replace cylinder head gasket . . . . . . . . . . . . . . . . . . . 1.00 pistons, crank shaft, connecting rods and run

21. Replace radiator or all three hose connections. . . . .60 ning in . . . . . . . .. . . . . . . . . . . . . . . . . . . . . . . . . . . . 6.00

22. Replace one hose connection only . . . . . . . . . . . . . . .40 64B. Rebore and rebabbitt cylinder, fit pistons, valves,

23. Replace crank shaft starting pin, or pulley . . . . .. 1.50 PUSh TOdS, @3111 Shaft, crank Shaft connecung

24. Tighten engine to frame . . . . . . . . . . . . . . . . . . . . . . . 1.25 rods and run-in . . . . . . . . . . . . . . . . . . . . . . . . . . . . 9.00

25. Clean crank case or install gasket under lower 65B. Rebore and fit pistons and valves . . . . . . . . . . . . . . . 3.25

cover . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. .75 66B. Rebore and fit pistons, valves and push rods and

26. Replace carburetor or manifold—or repair leak in straighten and fit cam shaft . . . . . ._. . . . . . . . . . . 4.25

manifold . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .75 67B. Fit pistons, crank shaft and run-1n (rebored

27. Install new butterfly spring . . . . . . . . . . . . . . . . . .. .75 block) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1.50

28. Overhaul carburetor . . . . . . . . . . . . . . . . . . . . . . . .. 1.50 68B. Rebush three transmission drums . . . . . . . . . . . . . .. 1.50

29. Repair leaky carburetor . . . . . . . . . . . . . . . . . . . . . . . 1.00 693. Rebush transmission drums—each . . . . . . . . . . . . .60

30. Replace commutator wire loom . . . . . . . . . . . . . . . . . .60 7013. Rebush and re-rivet three triple gear assemblies 1.50

31. Replace commutator case or brush . . . . . . . . . . . . . . .50 718. Braze crank case arms and supports. . . . . . . . . . . . 2.50

32. Replace commutator pull rod joint . . . . . . . . . . . . . .60 72B. Repair crank case drain plug housing . . . . . . . . . . . 2.50

33. Replace or rebush fan pulley assembly . . . . . . . . . . .60 73B. Overhaul and repair carburetor . . . . . . . . . . . . . . . . 1.25

34. Adjust clutch fingers and trans. bands . . . . . . . . .. .60 74B. Disassemble 5Q", 9/16” or 5’4" magnets from fly

35. Adjust trans. bands only . . . . . . . . . . . . . . . . . . . . . . .40 wheel and install new set . . . . . . . . . . . . . . . . . . .. .60

36. Stop oil leak in valve doors . . . . . . . . . . . . . . . . . . .. .50 75B. Straighten crank shaft . . . . . . . . . . . . . . . . . . . . . . . . 1.25

37. Install trans. band springs—each . . . . . . . . . . . . . . . .50 7GB. Straighten cam shaft . . . . . . . . . . . .. . . . . . . . . . . . .. .60

38. Replace cylinder water jacket plug—one or more .40 77B. Straighten cam shaft and fit bearings . . . . . . . . .. 1.25

39. Install new starting crank handle . . . . . . . . . . . . .. .50 Operations 71B and 72B combined on one order. . 3.75
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Notez—When the cylinder block is brought in or

shipped in to the Dealer for operations Nos.

583, 59B, 603, 61B, 62B, 65B, or 66B, and it is

necessary to send the block to the nearest

Bran-ch for reboring or rebabbitting, the Dealer

may add $1.00 to the regular charge to cover

expense of handling the transaction.

Rear System Division

The following charges cover work on cars driven into the

service stations:

96.

97.

98.

99.

100.

101.

102.

103.

104.

105.

106.

107.

108.

109.

110.

111.

112.

113.

114.

115.

116.

117.

118.

119.

140B.

141B.

142B.

143B.

167.

168.

169.

Overhaul rear axle and rebush springs and

perches when necessary . . . . . . . . . . . . . . . . . . . . .$ 7.00

Repair or replace drive shaft tube . . . . . . . . . . . . . . 4.00

Repair or replace one rear radius rod. . . . . . . . . . 1.50

Replace rear spring tie bolt or new leaf including

polishing and graphiting of leaves and lining

up of body . . . . . . . . . . . . . . . . . . . . .. 3.00

Remove front and rear springs, polish and graph

ite leaves only...... . . . . . . . . . . . 3.00

Replace spring perches—one .75—both . . . . . . . . . . 1.25

Pad rear spring to line up body or replace rear

spring tie bolt only . . . . . . . . . .. 1.50

Rebush spring and perches. . . . . . . . . . . . . . . . . . . . 2.00

Install universal joint . . . . . . . . . . . . . . . . . . . . . . . .. 2.75

Straighten axle shaft (without removing from

car) . . . . . . . . . . . . . . . . . . . . . . . .. 1.50

Tighter! rear radius rod . . . . . . . .75

Install felt and steel washers—one side .75—both

sides . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.25

Install brake shoes and equalize emergency brakes

one shoe .75—both . . . . . . . . . . . . . . . . . . . . . . . . . 1.25

Tighten universal ball cap bolts. . . . . . . . . . . . . . . . .60

Install or tighten rear spring clips . . . . . . . . . . . . . .60

Tighten rear hub lock nut—one side .40—both

sides . . . . . . . . . . . . . . . . . . . . . .. .60

Fit new hub keys—one side .50—both sides . . . . . . .75

Replace pull lrod supports—one support .40—both

supports . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60

Replace or rebush hub brake cam—each side. . .. 1.50

Replace rear axle assembly . . . . . . . . . . . . . . . . . . . . . 2.50

Adjust pull rods or replace one . . . . . . . . . . . . . . . . . .75

Straighten rear radius rod (in car) . . . . . . . . . . . . . .75

Install outer roller bearing—each . . . . . . . . . . . . . . 1.25

Replace rear axle shaft, drive shaft pinion, 0

drive gear (no other work necessary) . . . . . . . . 3.00

Operations 96 and 99 combined on one order. .. . 7.25

Operations 96 and 102 combined on one order. . . . 6.50

Operations 96 and 110 combined on one order. . . . 6.25

The following extra charges should be made

for special equipment:

Axle overhaul, when necessary to remove special

trunk racks or truss rods . . . . . . . . . . . . . . . . . . . . 1.00

Axle overhaul, when car has shock absorbers and

owner will not permit removal. . . . . . . . . . . . . . .'. 1.00

Axle overhaul, when car is equipped with special

hubbrakes....... . . . . . . . . . . . . . . . . . . . . . .. 1.50

Parts brought in or shipped in for repairs:

Overhaul rear axle . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.00

Straighten or repair rear radius rod . . . . . . . . . . . . .60

Overhaul differential assembly with shafts . . . . . . 150

Remove old and press new gear on axle-shaft—

each . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .40

Front System Division

The following charges cover work on cars

driven into the service stations:

Overhaul front axle including rebushing of

springs and perches when necessary, straight

ening and lining up and adjusting of wheels. . .$ 5.00

Rebush spindle bodies and arms—each side. . . . . . 1.50

ReplAce or straighten front axle (no other re

pairs) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2.50

170. Rebush spindle body—each . . . . . . . . . . . . . . . . . . . . . 1.00

171. Rebush spindle arm—each . . . . . . . . . . . . . . . . . . . . . .75

172. Replace broken ofl’ radius rod ball cap stud. . . . . . 250

173. Replace front spring tie bolt or new leaf, ‘includ

ing polishing and graphiting of 'leaves . . . . . . . . 2.50

174. Replace front spring or tie bolt only. . . . . . . . . . . . 1.50

175. Install or tighten front spring clips—one .40—

both . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60

176. Tighten radius rod or steering gear ball cap . . . . . . .60

177. Replace radius rod . . . . . . . . . . . . . . . . . . . . . . . . . . . .75

178. Straighten front radius rod and line up front as

sembly . . . . . . . . . . . . . . . . . . . . . . 1.00

179. Replace spindle arm or body and line up assembly .75

180. Replace radius rod ball cap with new style. . . . . . .60

181. Tighten all sockets and joints of front end . . . . . . 1.25

182. Replace or straighten spindle or steering gear con

necting rod . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60

Operations 167 and 172 combined on one order. . 6.50

Operations 167 and 173 combined on one order.. 650

Operations 167 and 2088 combined on one order. . 6.50

The following extra charges should be made

for special equipment:

Overhauling front axle when bumpers, special

radius rods, and such devices are used . . . . . . . . 1.50

Parts brought in or shipped in for repairs:

202B. Straighten front axle . . . . . . . . . . . . . . . . . . . . . . . . .. 1.50

2038. Straighten radius rod . . . . . . . . . . . . . . . . . . . . . . . . . .60

2043. Install stud in radius rod . . . . . . . . . . . . . . . . . . . . . . .75

205B. Rebush spindle body and arm.... . . . . . . . . . . . . .. .75

206B. Rebush spindle arm. . . . . . . . . . . . . . . . . . . . . . . . . . . .40

207B. Rebush spindle body . . . . . . . . . . . . . . . . . . . . . . . . . .. .50

208B. Rethread front axle by drilling out and bushing. . 2.00

Chassis Division

The following charges cover work on cars

driven into the service stations:

Front End and Frame I

228. Replace front cross member . . . . . . . . . . . . . . . . . . . .8 6.00

229. Replace front cross member ,when radiator is off 5.00

230. Straighten front cross member (without remov

ing from car) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.00

231. Replace rear cross member . . . . . . . . . . . . . . . . . . .. 7.50

232. Replace side member or frame . . . . . . . . . . . . . . . .. 20.00

233. Install engine pans—one .75—both . . . . . . . . . . . . . . 1.25

234. Tighten engine pan . . . . . . . . . . . . . . . . . . . . . . . . . . . .60

235. Tighten crank case front end bearing cup . . . . . . . 1.00

236. Install hood clips or springs on hood board—each

_ side . . . . . . . . . . . . . . . . . . . . . . . .60

237. Free up hand brake lever . . . . . . . . . . . . . . . . . . . . . . .60

238. Remove radiator to replace radiator stud or

tighten fender brackets—each or both . . . . . . .. 1.00

239. Replace starting crank ratchet pin . . . . . . . . . . .. .60

240. Replace starting crank or sleeve. . . . . . . . . . . . . . . 1.25

241. Install running board bracket . . . . . . . . . . . . . . . . . 2.50

242. Repair hand brake lever assembly including re

placing of pawl . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1.00

243. Replace hand brake lever, quadrant without re

moving running board shield . . . . . . . . . . . . . . . . . 1.25

244. Tighten all bolts and nuts on car . . . . . . . . . . . . . . . 3.00

245. Tighten body bracket bolts . . . . . . . . . . . . . . . . . . . .. 1.00

246. Install tail lamp bracket . . . . . . . . . . . . . . . . . . . . . .. .60

Fenders and Running Boards

258. Replace one fender or running board (.25 extra

when necessary to straighten iron or bracket) .75

259. Tighten all fenders, running boards, shields and

truss rods—one only .40—. . . . . . . . . . . . . . . . . . . 1.75

260. Remove fender or running board and straighten. . 1.00

261. Replace running boards shield—one $1.25—two. . 2.00

262. Install fender-to-shield bracket—each . . . . . . . . . . . .60

263. Install metal tool box . . . . . . . . . . . . . . . . . . . . . . . . . .75

264. Replace rear fender iron . . . . . . . . . . . . . . . . . . . . . . .7

265. Replace truss rods—one rod .40—both rods . . . . . . .60
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276.

277

278'.

279.

280.

291.

292.

310.

313.

323.

324.

325.

336.

337.

348.

349.

350.

351.

352.

353.

365.

366.

367.

368.

369.

370.

391.

392.

393.

394.

395.

396.

397.

I)th 398. Refinish deck on Torpedo Runabout . . . . . . . . . . . . . 1.50

Replace dash . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4.50 399' RefiniSh .fenders’ dust Shields’ running boards'

Replace dash when engine is out . . . . . . . . . . . . . .. 1.50 Wheels’ or how Off car—cacti ' ‘ ' ' ‘ ' ' ' ' ' ‘ ' ' ' ' ' ‘75

Tighten dash bracket to body and dash . . . . . . . . . . 1.25

Replace coil and install Yale lock . . . . . . . . . . . . . . 1.50 Body DiViSiOIl

Replace coil, install new switch on coil box or re

pair the box . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60 411. Tighten all doors . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ 1.25

412. install new lock—Touring or Runabout—each. . . 1.00

Steering Gear fieplace tTown Car or Shedan door lock. . . . . . . . . .. . . . . . — . . . . . . . . . . . . . . . . . . . . 1

Overhaul steering gear including replacing of ep ace ops trons eac ' ' ' '

quadrant or gear case and rebushing of bracket 3.50 :23: 11:53:15; 5): gorgrrzztnel—one .60—twoOverhaul steering gear when engine is out . . . . . . 2.50 417' P t h t- f h l t - ' ' H ' ' ' ' ' ' ' ' ' ' ' ' '

Tighten rivets of internal gear case . . . . . . . 1 25 ' a c sec Ion o tip 0 S ermg': ' ' l ' ' ' ' ' ' o ' ' U 1'00

. _ ‘ ' ‘ ' ' ‘ ' 418. Re-u holster Tourin bod (usin new material) 10.00T hte d h nd b p g y g
lg n at as a re ush bracket . . . . . . . . . . .. 1.25 419 R h l R b b - -

Replace wheel or spider . . . . . . . . . . . . .. 60 ' emp O Stet una out Ody (usmg new mammal) 6'00

Ti ht ' ‘ ‘ ‘ ' ' ' ' ' ' 420. Change closed body . . . . . . . . . . . . . . . . . . . . . . . . . . . 8.00

g en at dash and post . . . . . . . . . . . . . . . . . . . . .. .75 421 Ch T -
Replace steering gear assembly. _ 3 00 . ange ouring or Runabout body . . . . . . . . . . . .. 5.00

' ' ' ‘ ' ' ' ‘ ' ‘ ' ' " ‘ 422. Take dent out of an Side anel. . . . . . . . . . . . 4.00Rebush bracket only . . . . . . . . . . . . . . . . . . . . . 75 y - p ' - ' ' '

Tighten steerin ear case cover ‘ ' ' ' ' '75 423. Take dent out of any side panel and refinish. . . . 6.00

g g ' ' ' ' ' ' ' ‘ ' ' ' ' ' ' ' ' ' 424. Take dent out of door . . . . . . . . . . . . . . . . . . . . . . . . . 2.00

425. Take dent out of door and refinish . . . . . . . . . . . . . . 3.00

Mum" 426. Take dent out of rear or corner panel without re

Change long exhaust pipe . . . . . . . . . . . . _ . _ _ _ . _ _ _ _75 moving from car. . . . . . . . . . . . . . . . . . . . . . . . . . 8.00

Replace mufiler . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60 427- Take dent °ut of 1’an 01' “me? Panel and refiniSh

Repair muffler _ _ , , ~ _ _ _ . _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ Loo without removing from car . . . . . . . . . . . . . . . . . . . 10.00

Repack exhaust pipe pack nut _ _ _ _ _ _ _ _ _ _ _ . _ _ _ _ _ _60 428. Take dent out of rear or corner panel (when re

moved from car) . . . . . . . . . . . . . . 13.00

Gas Tank and Line 429. Take dent out of rear or corner panel and refinish

(when removed from car) . . . . . . . . . . . . . . . . . . . 16.00

Repair leak in Touring Car gas tank _ _ _ _ _ _ _ _ _ _ _ 150 430. Take_dent out of Torpedo deck and refinish . . . . . . 2.00

Repair leak in Touring Cal. gas tank (when neces_ 431. Repair front or rear seat cushion. . . . . . . . . . . . . . 2.50

sary to remove body) _ _ _ _ _ _ _ _ _ _ _ _ . _ _ _ _ _ ' _ _ _ ' 600 432. Replace binding on one or more doors. . . . . . . . . . . .75

Clean sediment bulb, gasoline feed line and drain 433. Put on new trim rail. . . . . . . . . . . . . . . . .. . . . . . . . 2.50

carburetor _ _ _ _ _ _ _ . _ . _ _ _ _ _ ‘ _ _ . _ _ . _ . _ _ . _ _ _ _ _ . _75 434. Replace door hinge . . . . . . . . . . . . . . . . . . . . . . . . . . . . .75

Hood Top and Windshield Diyision

Straighten hood . . . . . . . . . . . . . . . . . . . 1 00 455 Overhaul Tour-in ' i
. . . . . . . . . . . . . g Car or Torpedo top including

Install hood leather . . . . . . . . . . . . . . . . . . . . . . . . . . . .60 re-covering, lining-up and fitting of curtains. .$ 7.50

Raw t IReplace topddgck ortside quarters—each or both. .iaor . ineupan ress op.......... . . . . . . .

_ 458. Install and fit top. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1.25

Overhaul radiator (requiring 4 to 7 hours' time) 7.50 459. Repair tear in top up to 4" . . . . . . . . . . . . . . . . . . . . 1.00

Install new_ core in radiator . . . . . . . . . . . . . . . . . . . . 6.00 460. Replace front or rear bow—Touring or Runabout 2.50

Repair radiator, solder. one or two tubes and re- 461. Replace center bow—Touring or Runabout—each 1.25

place one or both sides. . . . . . . . . . . . . . . . . 4.00 462. Patch small pin holes. . . . . . . . . . . . . . . . . . . . . . . . . .60

Solder meek 01‘ top tank 01‘ repair Without remov- 463. Patch hole in curtain or replace celluloid . . . . . . . . .60

1118 from_ cal“ - - - - - - - - - - - - -- LOO 464. Replace back curtain . . . . . . . . . . . . . . . .. 1.50

Solder casting to lower or top tank when neces- 465. Replace celluloid in back curtain . . . . . . . . . . . . . . . 1.75

531‘? to remove radiator - - - - - - - - e - - - - - - - - - - - 1-50 466. Refit complete set of side curtains . . . . . . . . . . . . . . 1.50

Replace broken pet cock ----------- .60 467. Refit one side curtain .60—two. . . .. .......... .. .75

468. Replace top bow socket—Touring or Runabout. . . 1.25

Wheels 469. Replace windshield—and line up windshield frame 1.00

‘470. Replace windshield glass upper . . . . . . . . . . . . . . .. .60

gleiaiige hlllllb, lrear;i or front.}.1. . . . . . . . . . . . . . . . . . . 1.25 471. Replace windshield glass lower . . . . . . . . . . . . . . . . 1.00

p ace w ee an ire—eac . . . . . . . . . . . . . . . . . . . .75 472. Replace hinge . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60

AdJust and dope front wheels. . . . . . . . . . . . . . . . . . .60 473. Replace or tighten dash clips and hinge screws. . . .50

Remove front wheels and replace bearing parts— 474. Pack windshield glass or take out rattle—each. . 1.00

_one wheel .75—both . . . . . . . . . . . . . . . . . . . . . . . . 1.25 475. Replace windshield bracket . . . . . . . . . . . . . . . . . . . . . 1.50

Line_ 11:] front viélgiels (when necessary to replace 476. Repair windshield lower frame——and install glass 1.75

spin e arm . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .40

Oilanddoeca 'ld' t'l "springs Iin cali- (.171? :xtli-f) in? .). .75 Lamp and Horn Dwmlon

502. Replace or repair electric headlight switch . . . . . .$ .60

Paint Division 503. Straighten damaged headlamp . . . . . . . . . . . . . . . . . 1.25

504. Take dent out of head lamp door frame and re

Repaint and revarnish chassis only . . . . . . . . ~. . . . $12.00 place glass ' ' ‘ ‘. ‘ ' ‘ ' ' ' ' ' ‘. ' ' ' ' ' ' ' ' ' ' ' ‘ ' ' ' ' ' ' ' ' '75

Repaint and revarnish car_Touring or Runa_ ille'icmnupl 32d. repair 891301-911 lamps . . . . . . . . . . . . .bout . . .' . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2 .0 ' "a a e ec me om an wlre ‘ ‘ ' ' ' ‘ ° ' ' ‘ ' ' ' ' ' ' ' ' ' '

Repath and revarnish Coupelet _ . _ _ _ _ _ _ _ _ _ . _ _ _ 3208 507. Install electric headlights and wire . . . . . . . . . . . .. 1.50

.Repaint and revarnish Sedan . . . . . . . . . . . . . . . . . . 45.00 508' Install new Part? m ml ‘B’F‘Ps—eaCh' ‘ ’ ' ' ' ' ' ' ' " '60

Repath and revarnish body on]y_Touring or 509. Take short-circuit from sWitch or lamp . . . . . . . . . . .60

Runabout . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15.00

Reigarnish body only—Touring or Runabout (on Special

c assis) . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 5.00

Rezamlfih bOdy OHIY—sedan 01' COUPBIBt (011 530. Tow-in—per mile (each way) . . . . . . . . . . . . . . . . . .3 .50

c as515) - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - 12-00 531. Start-up (Add for each additional mile .15) . . . . . .60
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W No. 5801

Fig. 1—(left) The original repair

order which is kept in the oflice
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Segregation of Work 3 fl$ ‘
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Ford servme work is highly special- 0 gized and with few exceptions any one 5 Q; m“'-"'°'°"“ I,

operation is the same on every car. It I“ ~ ""“m'

‘ —___LL‘A __i V ‘_ tom. mum

is a great advantage, therefore, to segre- anramfififlm-ofi LAlllzgftuonNty-‘xclifilfl;:BIIITIOFfl. m h

gate the work in the shop so that cer- Sea; we“ “Wm,”"Weaning;(Beta/viiiaafit;

tain men specialize on certain jobs. No 1... waviA-nhoc'u-Aly

actual apportionment of the work can “'"cm‘m‘ ~“h- “WM-fi—

be given unless the size of the shop is

known, but the following schedule of

men and duties for a force of 12 men

may be easily enlarged or contracted to

suit conditions:

Service Manager Shop

Foreman

Stock Clerk

 

Porter

It is not necessary to adhere rigidly to

the schedule, because when work slack

ens up in any department, one or more

men can be shifted to a busier depart

ment or some of the men can be set to

work reclaiming parts and salvaging

material.

Arrangement of Departments

As far as possible the departments for

the different classes of work should be

separated and should be progressive so

that the car keeps moving in the same

direction and does not double on its

tracks from the time it enters the shop

till it leaves. If the building has a num

ber of floors, a good routing is to start

Cashier—Takes care of office work, adding up bills, receiving

and paying out cash, etc.

Tester—Receives cars at door, determines troubles, makes out

repair orders and delivers finished cars to cus

tomers

1 man for bearings, pistons and cylinder work

1 man for transmissions, tearing down and as

sembly
1 radiator man for soldering',l welding and brazing

1 rear axle man.

1 painter and trimmer

1 helper

 

 

 

Fig. 2—-The duplicate forms the customer’s invoice and this is kept in the "vari

ous stock rooms near the car, all materials being entered up on the badk as used

at the top floor and end on the ground

floor. If the building is all on one floor.

start at one end and finish at the other.

Disposition of Old Material

The old material that is removed from

the cars during the various repair op

erations is all saved. Each department

should be provided with at least two

large boxes mounted on castors. One

' of these is marked SALVAGE BOX and

the other JUNK BOX. These boxes are

shown in Fig. 6. _

The salvage box is to receive all parts

which are fit for use again after having

   

Fig. 3—Re'verse side of the original and duplicate shown in Figs. 1 and 2.

These reverses are identical
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some work done on them or having some

new parts put on. Brakerod supports,

fender irons. transmission bands, engine

pans and other items which do not

WEAR OUT in use but simply become

bent or otherwise unfit for present use

can be salvaged by straightening, paint

ing, etc.

The junk box is to receive all parts

that are unfit for further service such as

worn-out bushings, bolts, nuts, cotter

pins, pieces of hose, old gears, broken

crankshafts, old cylinder blocks, etc.

This material is later to be sorted into

lots of brass, steel, cast iron, rubber, etc.

and sold. Babbitt can be saved and

melted again with the correct addition of

tin to give it the necessary life.

A cotter-pin box is shown in Fig. 7.

l—The Power Plant

Operations Nos. 1-39 (Ford)

l—Removing the Engine From the Car

It is an economy of time for a man

and helper to work together on this job,

the man doing the more important things

and the helper the less important. The

numbered operations in plain type are

to be performed by the man and the let

tered operations in italics by the helper.

A parts box mounted on casters and

divided into compartments is provided to

receive the parts of the engine which are

to be used again. The box is divided into

a number of compartments so that the

parts can be kept separate. If the box

is marked with the job number and is

left undisturbed until the engine is as

sembled again, there will be little chance

of the parts getting lost or mislaid.

A list of parts that are to be replaced

with new ones should be made out on a

card as the old parts are junked or sal

vaged. This will save time in assembly

as all the parts needed can be secured

from the stockroom at one trip instead

of making a number of trips as the items

are needed.

A—Remove the hood.

B—Drain the radiator into a bucket.

If the water does not 'run out freely when

the petcock is opened, stick a wire up

through the opening to break up the mud

and sediment. If the petcock will not

turn after applying reasonable pressure,

loosen the screw (1 half turn if it is in

position to make this possible and tap

Ike screw lightly. The key in the petcock
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Fig. 4—The instruction card forms the triplicate. It is on heavy manila card

and goes with the car for the instruction of the various workmen

\is tapered and this tapping will loosen it

in its seat so that it can be turned.

l—Disconnect the four wires from the

spark plugs.

2—Remove the cotter pin from the

timer rod, slip it out and unsnap the

timer case with its wires in place and

lay it aside till later.

C—Remove the rubber mat, the front

cushion and the three floor boards from

the driver’s compartment.

3—Disconnect the wire from the mag

neto terminal.

4—Loosen the radiator stay rod from

the radiator with a pipe wrench and

loosen the locknut at the dash.

5~Disconnect the headlamp wires.

D—Dr'ive a broad, flat screwdriver or

a small flat cold chisel in between the

frame and the square nuts on the lower

ends of the radiator stud bolts to keep

them from turning while the nuts are re

moved from the top. See Fig. 5.

E—Remove the cotter pins from the

tops of the radiator stud bolts.

6—Unscrew the brass nuts with a

%-in. speed wrench. If the nuts are cor

roded fast, it will be necessary to start

- to“

Fig. 5—The lower nut

of the radiator stud is

kept from turning while

the top nut is removed

by driving a broad flat

screwdriver between the

nut and the chassis

frame

1

them with a %-in. open-end wrench,

turning them off with the speed wrench

after they are loosened a little.

F—Take 011' the brass washers.

The radiator is now ready to be dis

connected from the engine.

7—Remove the two cap screws from

the outlet water connection with a 7-16

in. S. A. E. end wrench.

8—Remove the two cap screws from

the inlet water connection with a short

handled 7-16-in. T-wrench.

9—Remove the radiator by lifting it

straight 011' the studs. The hoses and

water connections to the cylinder block

will come off with the radiator. Hang

the two copper-asbestos gaskets and the

leather pads from under the radiator on

one of the nails on the side of the parts

box. If the rubber hoses are to be re

newed—

G—LoOsen the six hose clamps with

screwdriver and pair of pliers and cut

the old hose of with a knife. Junk the

hose and such of the hose clamps as are

gone or unfit for use again and put the

remainder in the parts box together with

the outlet connection pipe, inlet connec

tion and outlet connection.

H—Remove the spark plugs with the

spark-plug wrench.

10—Remove the throttle rod by taking

out the cotter pins at both ends and slip

ping the ends out of the throttle arm and

the arm on the steering column.

11—Push the carbureber dash control

up out of the way.

I—Turn ofi the gasoline at the tank.

12—Disconnect the gasoline line at the

carbureter by unscrewing the brass

coupling nut with a pair of pliers or end

wrench.

iii—Remove the locking wire from the

crankcase front-bearing screws and start

the screws out with a 7-16-in. open-end
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Fig. 6—The junk and salvage boa-es are mounted on castors and have

hinged lids

wrench, turning them out with a 7-16-in.

speed wrench after they are loose

enough.

J—Remove the cotter pins from the

four crankcase-arm bolts, two in the side

and two in the top.

K—Remove the side nuts with a %-in.

end wrench.

L—Remove the top nuts with a %-in.

speed wrench, holding the bolts with an

end wrench both here and in operation

K.

14—Remove -the four nuts from the'

manifold-clamp studs with a %-in. speed

wrench.

Iii—Take off the clamps.

16—Lift off the intake manifold com

plete with the carbureter. Slide it

straight out and then lift up to avoid

spoiling the copper-asbestos gaskets.

Hang the gaskets on a nail on the parts

box.

17—Lift ofl" the exhaust manifold,

pulling the pipe straight ahead out of

the muffler head. The manifold does not

have to be disconnected from the exhaust

pipe and the pack nut does not have to

be touched. If it should be necessary to

separate the manifold from the pipe, the

pack nut is best loosened with a pack nut

solid wrench before the clamps are loos

ened, as these clamps hold the manifold

much better than it could be held in a

vise and there is no danger of cracking

the manifold or denting the pipe.

M—Re'move the cotter pins from the

crankcase bolts.

18—Loosen those bolts which clamp

the engine pans. This is done with a

jew wrench or a speeder on the nut and

a knee wrench on the head of the bolt

underneath. Either of these tools allows

the bolts to be loosened or taken out by

one man. See operations under “Taking

the engine down” for more complete de

tails on this operation.

19—Remove the stove bolts and nuts

that hold the engine pans to the frame

and then take out the pans. The right

pan is to be placed in the parts box, but

the left pan cannot be taken off entirely

unless the steering-arm connection is

taken off, but it can be slid down out of

the way and left hanging on the steer

ing arm.

20—Remove the two bolts, two nuts

and two cap screws that hold the uni

versal-joint ball housing to the crank

 
 

The Next Installment of

MODERN METHODS IN

FORD SERVICE

Will Appear in Next Week’s

Issue

It will deal with taking down the en

gine, testing the crankshaft and re

babbitting the block. This will be fol

lowed by instructions for burning in the

bearings, overhauling the other parts of

the engine and transmission, etc.

The entire series will cover all parts

of the car.

 
 

  

Fig. 7—This is a cotter-pin be:

made of wood with V-shaped com

partments to hold the diferent size

cotter pins. One of these boxes is

placed in a handy position near

every work-man who has need for

new cotter pins

case, first taking out the locking wire.

Use a %-in. end wrench or long speed

wrench from the rear of the car.

N—Take out the two cap screws that

hold the front-radius-rod ball cap to the

engine.

This breaks the last connection be

tween the engine and chassis and the

engine is now ready to be taken out. But

the dash must first be loosened to allow

the crankcase arms to come forward.

This is done by removing the bolts from

the angle irons.

There are several methods of liftinfl

the engine out of the frame, the best one

being with a pair of tongs and a chain

hoist.

A pair of tongs grips the cylinder

block at a point between the third and

fourth cylinders. The tongs are hung

from a chain hoist or tackle and will

grip the engine without danger of fall

ing as the heavier the weight, the harder

the tongs grip. This is shown in Fig. 8.
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Fig. 8.—This illustrates the method of lifting the engine out of the chassis u'xfi‘

the special tongs. The correct position for the tongs to properly balance tl'a

engine and transmission is shown
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Eight Rules for Success

That Built a Big Business from a

Little One

eigners, both under 30, located in the

city of Spokane.

They were “green;" they spoke Eng

lish with a marked foreign accent; they

had but little capital and did have plenty

of grit, a determination to get along

combined with a thorough knowledge of

battery work and automobile electrical

work.

These two boys, for boys they were,

whose names are Otto J. Goeppinger and

C. D. Rinke, formed a partnership, leased

a little shop in a hole in the wall on

Sprague Avenue with a 12-ft. frontage

and a small shop about 18 ft. deep in

the rear, and adopted the name Wash

ington Magneto Exchange.

The first six months were months of

struggle, hard work and many disap

pointments, but they stuck. Each part

ner worked early and late into the night.

They did, personally, all the jobs that

came, they had no leisure for amuse

ments, and what little time was not spent

in overalls was used in studying and

mastering the English language.

During the first three months the total

monthly business of the firm did not

average $200. Then gradually a change

for the better came. At the end of the

fiscal year the turnover was averaging

$500 a month and two employees were

placed on the payroll.

Early in 1917 the partners incorporat

ed and moved to larger quarters, and

in another year had so increased the

volume of business that another change

became necessary and negotiations en—

tered intofor the erection of a new

building.

The company is now doing a business

exceeding $50,000 a year, it occupies

IN the fall of 1915, two young for

‘ moron Msouno Excmnos-‘u

  

its own building on Madison Street and

has 13 employees on its payroll.

How was it done? Goeppinger, presi

dent of the company, attributes the suc

cess to eight rules which have been fol

lowed, and they are as follows:

First—Work hard, don’t be afraid to

don overalls, and don’t spend money be

fore it is earned.

Second—Advertise. We use circular

letters, local and country newspapers,

trade journals and keep our name con

tinually before the public, by bill-boards

and theatre curtain advertising.

Third—Handle only nationally adver

tised goods, and several exclusive dis

tributing contracts if possible. Our

lines are Westinghouse electrical sys

tem, Atwater-Kent products, Eisemann

magnetos, Klaxon horns and Exide and

Everready batteries, and we are backed

by the national advertising of the com

panies.

Fourth—Give every customer service

and charge a reasonable price for it.

Fifth—Satisfy customers, avoid mis

takes, but if they do creep in rectify

them.

Sixth—Don’t knock your competitor

or competing lines. Sell every article

on its merits; keep every promise made.

Seventh—Don’t get the idea that YOU

KNOW IT ALL. We learn something

new every day and we never stop study

ing and planning.

Eighth—Read trade papers, and es

pecially MOTOR WORLD.

Get tlICash

6‘ UT your shop on a cash basis,” says

' Starr. “All it takes is a little

nerve. Last June I figured up and found

“if

The New Building of the Washington Magneto E's-change

  

OTTO J. GOEPPINGER

President and General Manager of the

Washington Magneto Exchange

1 had $11,000 on my books in open ac

counts for repair jobs, and at the same

time I was paying interest at the bank.

It didn’t look good to me to be paying a

premium just for the privilege of charg

ing repair items. So I decided to reform

right there and then, and I did.

“That sign': ALL REPAIR WORK

STRICTLY CASH, went up over ‘the

door and ever since it has meant just

what it says. ' ' ' '

“Sure, I had some kicks. A good many

of my customers beefed a lot when I cut‘

off their credit, and for the first ‘month

or so my shop work fell off alarmingly.v

However, it's bigger than ever now and

there isn’t a kick nor a whimper.

“And I noticed another funny thing.

In the old days when I gave credit on

repair work the very men I accommodated

in that way were the men who were never

satisfied with what the shop did. I’d do

an engine overhaul and until that bill was

paid that owner was everlastingly com

ing around here and complaining that I'd

done a poor job and make demands for

additional tinkering. Now, a job is paid

for when it’s done and that ends it. The

customer has bought something and there

are no more kicks or whines. Get on a

cash basis—it’s worth while."

 
 

You Are the Chooser

We carry a dozen each of four

kinds of spark plugs—nine times

out of ten the customer will take

one of these kinds; he’s willing to

try one we say is good—Santa Fe

Trail Garage, Kansas City.
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Sitting in the O iee Won’t

n
 

  

 Sell Tractors

That’s What Vogler Says, and He Has

Tried It—Now 'H'e Gets Out and Hustles

cem to attempt the placing of tractors

successfully unless the organization is

acquainted with the manner in which

they are to be put in use and the condi

tions confronting them in placing them

successfully.

This cannot be done by the manager

of a concern sitting in his office and di

recting subordinates without first be

coming himself, through actual experi

ence, fully acquainted with conditions.

With that idea in view, I went out in

the field myself, thereby running up

against actual conditions. I saw that

the demonstration was properly staged

and everything in working order before

the prospect was shown the'work of the

tractor. -

During these times in the field I

learned that soil conditions had every

thing to do with the proper showing of

the work of the tractor and the plow. I

learned that it was impracticable for a

dealer to guarantee his tractor or plow

to do anything satisfactorily except un

der certain conditions. '

IFIND that it is impossible for a con

How It Was Done

We have been successful so far in in

troducing the Happy Farmer, and it was

done in this manner:

We fitted up three trucks, suitable for

carrying a tractor and a plow. We then

picked out some point at which we de

sired to make a demonstration, advising

the difi’erent automobile agents of that

territory that we were going to be there

on a certain day, and asking them to

arrange for a piece of ground on which

to demonstrate.

We arrived at the time specified, set

up our plow and then called on our agents

and their prospects to view the work

we were doing. Our object was the

placing of agencies, rather than selling

the tractor direct. This is made neces

sary from the fact that we have a big

territory and could not handle any of

our business direct.

Through the work of this kind, we

have been able to interest over 95 per

cent of the agents we have demonstrated

to and in every case sold our demon

strator—and in many cases taking

orders for carloads for future shipments

—or if near our distributing point, took

orders for two or three extra tractors

and plows to be delivered.

Our records show that during the first

30 days we have delivered nearly 50

tractors and plows.

Now, this result has not been brought

about by sitting in the oflice.

The writer hopes by next season that

he will have demonstrators and salesmen

enough to' cover our territory without

being in the field himself all the time,

but the experience gained so far has

been inestima‘ble in handling field forces.

Need Experience in Field

This condition cannot be had any other

way except by actual experience in the

field and I want to say this-—when I say

“in the field” we were not there at 9

or 10 o’clock in the morning, but we

were there ready to work at 7 o'clock,

and you know what that means in the

way of getting up, having breakfast,

and out in the fields by that time. And

when we were there we were not dressed

in store clothes. We had on real “hon

est to God” working clothes—ready to

take a hand ourselves whenever it was

required.

During my visit in the fields, I saw a

competitor riding around in an automo

bile 'with store clothes on, with the regu

lation white collar, catalogs under arms,

and prospects up in a comer—telling

them that he represented the best

tractor in the world, which would handle

any plows, anywhere from three bot

toms up.

In fact, all the prospect had to do

would be to write a check for his trac

tor and the work was done. In the

three or four weeks that I was out in

the field, I failed to find where one of

these birds closed an order—they may

have done it, however.

Liberal Commission Necessary

I have also learned a lot of conditions

that go with the successful placing of

tractors that make it absolutely neces

sary that the agents be taken care of

in the way of a liberal commission. Un

less this is provided for, as far as the

financial end is concerned it will be a

failure. This must be allowed to take

care of the service that must go with

the placing of a tractor before a public

unaccustomed to the operation of these

machines become satisfied owners.

As soon as we have placed an agency,

we take charge of the agent's service

man and drill him in the operation and

the taking care of the tractor. We be

lieve this is going to pay us in the end,

although we do not see much of the re

sults during this period, particularly in

the financial end.

A sour, rainy season will start now in

a week or so. We do not know what suc

cess we will have in placing tractors un

til after the rainy season is over, which

will be some time in the coming March

or April.

The financial part of it seems to be

taken care of much easier than either the

truck or the passenger car. The country

banks seem to stand ready to finance a

tractor when they would look with posi

tive disfavor on the financing of a pas

senger car or truck.

In the last town I visited I had

shipped into this territory a couple of

tractors and plows. I invited all the

automobile dealers and the implement

dealers out to see the work. As the im

plement dealer was the best fixed finan

cially in the town, I naturally tried to

interest him in our tractor.

I failed to do this for two reasons

given by him—one was that he repre

sented a tractor now and the other was

that he did not care to be burdened by

the service that the sale of a tractor re

quired. In other words, he would rather

stay with the farm implements, such as

plows, harrows and drills—which after

they were sold required no service.

Poor Salesmanship Here

I found out from him that he had

been representing the tractor he men

tioned for nearly two years, and in that

time had sold just one. I was in there

three days, sold one tractor and took

deposits on two others to be delivered.

In the territory that I have just

covered, it has been little less than

criminal the service that has been given

by tractor agents. The rancher is sold

the tractor and allowed to shift for him

self. He is not told the use of the plows,

nor the best he can get out of the trac

tor. The result of it is that neither his

tractor nor his plow is doing the work

it is capable of doing, and would do if

properly handled, and the tractor busi

ness gets the worst of it.

My company is maintaining a service

department, and of the fifty tractors we

have put out in the last six weeks we

have yet absolutely one complaint to

come from the users. They have no

complaint coming, due to the service we

are giving them. This can only be done

by an allowance of such a commission as

will allow us to give the service that is

absolutely necessary.—Northwest Auto

Company, F. W. Vogler, president, Port

land, Ore.

 

Union Mechanics Want Increase

BLOOMINGTON, May 31—Union me

chanics employed by dealers here have

filed a demand for an increase in pay

from 55 cents per hour to 75, and, in ad

dition, seek a closed shop, permitting

only members of the union to be em

ployed. Most of the dealers feel that

prices asked for repair work are about

all that the public will stand and, it is

expected, no increase will be granted,

while a closed shop will not be consid

ered for an instant.
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Expect Less and Get More

from Your Tractor

THE THIRD OF FOUR ARTICLES

Orr-Tractor Selling, by C. L. Butler, president of Butler

Veltch, Inc., Oakland, Cal., distributer o/ Fageol products

By C. L. Butler
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Why This Story Was Written

DITOR Motor World: We have folloWed with

interest the three articles by Clyde Jennings:

“Why the Man Who Is Going to Sell Tractors

Should Know Them," “Why the Man Who Is Sell

ing Tractors Should Know Them" and “Why the

Man Who Has Sold Tractors Should Know Them."

We know every man who is selling farm trac

tors will benefit by reading these articles. We

have, and we are making it a point to see that this

series of stories is read by each of our dealers.

However, no matter how well informed or how

capable the dealer may be, the greatest problem is

still to pass on a portion of his information to the

purchaser. We have found that practically all

of recent tractor troubles can be traced to lack

of tractor education on the part of the user. The

dealer may be directly responsible for this, but in

an efi‘ort to aid him in this educational work, we

have prepared the enclosed articles.

We believe they may help other dealers as they
I have helped ours, and with this in view are sub

mitting them to Motor World with the hope that

they may be of some use in the near future. Very

truly, Butler-Veitch, Oakland, Cal., Lloyd Veitch.
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least resistance we can speed up

the success of the farm tractor.

The same goal may ultimately be

reached by simply letting the farmer

find the facts for himself, from his own

observations, but it is a tedious—yes,

dangerous—process. There is the possi

bility that his findings, if gained without

instruction, will be too bitter and he will

turn his back on tractor benefits. Trac

tor manufacturers should not run the

risk of letting him- go this hazardous

way unguided. We can bring the trac

tor into its own by producing the plain

and unadulterated facts and insisting

that every user get them before he gets

his tractor. The most unsatisfactory

buyer in the world is the farmer who

expects too much. His tractor so pur

chased is bound to be a liability to him

self and the company that built it. It

makes no difference how good a machine

may be, if the farmer thinks it should

be better he will not be satisfied—and

unsatisfied he is a liability on the books

of the tractor agent. The mistake made

is in permitting the farmer to expect

too much. To-day’s sales may come eas

ier—they may be even forced to greater

increase by fanning the already high

hopes of the buyer by a little sales elo

quence. It's a crime. There will be a

morning after.

BY taking a short cut off the line of

It is not sufficient to leave out the un- _.

truth—and the Lord knows George

Washington’s blue pencil would shorten

most of our statements. It is vital that

H l H" llllilllillllllllll'lllllll'l ii mm l ‘l‘llll'l ll

- conditions.”

we go farther and tell the truth—and

most of us unfortunately must first learn

it. Our job in this tractor industry—our

short cut ofi the line of least resistance

—is to conscientiously learn the facts

and then rush them forth to the farmer.

We cannot talk too loudly nor too elo

quently about the facts—provided they

are the real facts and not distorted. My

mother used to tell me to always tell

'the truth, but that I need not turn my

self inside out to do it. I’ll go her one

better—I'll say to the tractor industry,

“Until the truth becomes better known

about the tractor, turn yourself inside

out to tell it.” The farmer must be

convinced, in spite of himself, that a

tractor motor must be measured in revo

lutions, not years, and that a tractor

will pull so many pounds at the drawbar

—not necessarily so many plows. We

can best serve the farmer by teaching

him to serve himself. And he will only

be able to serve himself when he recog

nizes these facts about his tractor.

Pull at the Drawbar

Let’s take this matter of pull at the

drawbar. After all is said and done

that is all the tractor man has to sell—

and if it costs too much he won't be able

to continue selling it. Most tractors are

sold to pull so many plows. “Capable

of pulling two 14 in. plows at all times:

three 14 in. plows under favorable

You have all seen similar

statements. Outside of the fact that it
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gives the farmer a wrong impression,

it is quite a liability for any manufac

turer to set up.- The owner may take it

too literally—and his lawyer insist that

the agent live up to what is practically

a guarantee. There are too many fac

tors to be considered to encourage such

statements from a cautious industry.

We are selling drawbar pull and we had

better distinguish between salt grass

and loose loam.

The farmer must realize that the big

gest part of making the tractor a suc

cess lies with him. The industry should

do all in its power—in its advertising

and in its sales policy—to let him know

it. He is buying drawbar pull—which

in itself will vary greatly in relation to

the traction availablee-and drawbar pull

may mean three fourteens and then

again it may not be enough for one. The

lay of the land, the soil, the growth in

it, the suitability and condition of the

plows, the hitch—they are all important

factors. Any one may change the pull

two or three hundred per cent. -

When the agent sells a tractor he in

variably turns it over to the farmer to

pull so many plows on his ranch. Prob

ably he took his demonstrator out and

did a little plowing. Of course his

plows were suited for his tractor, his

shares nice and sharp, his hitch just

right. That is all in order. A man

would he a sucker to drag a dead load

on a demonstration. But when he left

the tractor, did he leave a word of cau

tion with it? Did he build up a defense
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for the change of conditions—tell the

farmer that it would take him a long

time to~ run things as smoothly? Per

haps you, as a tractor agent, can re

member the time it took and the grief

you had getting your plows lined up to

give real service and to turn the land

with a minimum pull on the drawbar.

Why not get the farmer ready for the

same grief? He is going to have it—

sure. Whether or not he has the pa

tience to tolerate it is up to you. He

will if he anticipated it and it is up to

the dealer to get his mind right. It

takes time—even for experts—to adjust

a plow properly behind a tractor.

The day the farmer gets his tractor

he hooks on to the old plow he was us

ing with his horses because the new one

for the tractor hasn’t come. Most likely

it is too heavy a load. He bought his

tractor to pull 3 twelves—furthermore

he can't understand why it won’t do it.

If he had a drawbar scale—could see

that the tractor was pulling every ounce

it was supposed to pull—he might feel

better. But in his mind 3 twelves are

3 twelves. The horses pulled it, why

won't the new fangled traption do it

too? So long as he starts that way

there is trouble ahead. He bought the

tractor to pull the bottoms—but he

makes no allowance for the fact the

hitch may double the load he is pulling.

Most old style horse drawn plows are

anchors behind a tractor. This little in

cident made him sore—had he recognized

the difference in the pull he might have

felt better.

Next he gets the new plow. He hooks

it up after considerable trouble and away

he goes—ready to forget and forgive.

And again the tractor only handles the

load with unquestioned effort. This time

the scar on his patience is pretty deep

—new plow, nice and sharp, traction

good, soil in perfect shape—what's the

use? But he overlooked the fact that

the plow didn't set quite square with the

pull. Here again he was disgusted be—

cause he recognized no difi'erence be

tween plow bottoms and drawbar pull.

He would have been all right if he could

have seen a drawbar scale and realized

that even so little a thing as an off line

pull may double the work.

It is always that way. There may be

nothing the matter with the tractor, but

the load is not right. There is not one

farmer in a dozen who can understand

why his tractor stalls on a little morning

glory patch or a bit of Bermuda. His

horses always walked through it. True,

they leaned into the collar, but they never

stalled. Right there is the difference.

Drawbar pull with horses can be very

greatly increased for an instant. They

can “lean in" through a tough place, but

they could not carry the load that way

all day. The tractor is not quite so

flexible, although it can take its proper

load on the drawbar for day after day

without complaint. It is up to the man

selling the tractor to let the farmer in

on this secret—if the pull is too great

the tractor won’t pull it, regardless of

whether it is three bottoms or only one.

And the difference in pull in a single

round, even on an apparently uniform

field, is very marked.

If the farmer hopes to have success

with his tractor, he must have the pa

tience to get things right and the ability

and determination to keep them right.

lf he understands and properly cares

for his tractor, it will always pull its

load in pounds on the drawbar. If the

implements are suited for the work, kept

sharp and in condition and properly at

tached the work will go on without any

grief. The operator is 60 per cent. of

the success of his tractor.

The tractor sales policy that educates

its salesmen and its owners to expect

less and know more of their tractor will

be the first to cross the line a winner.

 
 If They Could Do It,iYou

Can Do It
 
 

HEN the government began putting

the screws on the motor car indus

try through war necessities, many deal

ers saw only the black clouds on the

busin‘ess horizon. But not all of them.

George B. Kimball and F. A. Ordway,

who market the Hudson and Essex cars

at Boston and have built up a big busi

ness through far-sighted efforts, sat

down one day and talked things over.

They had some ideas which needed to be

developed. They figured out that their

overhead would be as large as ever; that

they had a permanent investment to

take care of; that the war would be

over some time; that their work was to

sell to motorists.

Why Not Have Cars Repainted'!

Why npt have Hudson owners have

their cars repainted as long as they could

not get new machines? Why not have

it done by the Hudson agency?- Why

not start about it in a thoroughly prac

tical manner to give first class work?

These questions were answered by get

ting the best boss painter that they

could secure. Next they fitted up a de

partment under his supervision with

first class materials. Then they told

him to secure only the best painters

available.

Next letters were sent to Hudson own

ers advising them that they could be

assured of having their cars repainted

at the Hudson service shop in as high

clasil a manner as in the places where

such work was made a specialty and

that the prices would not be exorbitant.

In came the cars.

The Hudson service station had a

reputation among motorists of being one

place where a person could be sure of

actualities, not promises.

And very soon there was a waiting

list. The painting department turned

out first class work and owners began

to tell about it. Mr. Kimball and Mr.

Ordway soon found out that customers

were willing to pay a good price for

thoroughly first class work. And many

of the Hudson owners ordered repairs

made while the bodies were being re

painted. The company turned out sev

eral hundred repainted cars last year

and is never idle.

IT WAS A FIRST CLASS INVEST

MENT AND THE DEPARTMENT

WAS ON A PAYING BASIS FROM

THE START, PLUGGING UP ONE OF

THE HOLES IN THE OVERHEAD

EXPENSE.

AND EVEN WHEN THE GOVERN

MENT HAD ISSUED ITS NOW

FAMOUS 100 PER CENT WAR OR

DER THAT SEEMED TO MEAN THE

END OF SELLING CARS FOR 1918

THEY CONTINUED THEIR REGU

LAR SCHEDULE OF HUDSON DIS

PLAY ADVERTISING.

Sell Accessories

Next the two men turned to acces

sories. And a department was added to

sell these things. Like the painting de

partment it was started along first

class lines. One of the most experienced

salesmen was put in charge of it. The

stock 'carried was complete. And

through letters to customers a nice busi

ness has been built up which is paying

a good profit.

Now that the war is over these two

departments will not be neglected. So

in addition to the regular lines of cars

there is the added income, which be

gan as a plan to try to make both ends

meet and which now will materially add

to the profits.

‘ Mr. Kimball and Mr. Ordway were

optimists all the time, and when the

clouds seemed darkest they were ever

cheerful, working on war drives, Lib

erty Loan committees, etc.

 

Schwab Returns to A-W Top

NEW YORK, May 31—At a special

meeting of the directors of the Adams

Williams Mfg. Corp., maker of A-W

convertible tops, F. C. Schwab, who re

signed as president when entering the

service, was re-elected president. S. H.

Crittenden, who also returned from

service recently, was elected vice-presi

dent. Leo W. Schwab was re-elected

secretary and treasurer. Plans have

been completed to enlarge factory space

and to greatly increase production dur~

ing 1919-20.
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KEEP RIGHT ON SELLING

Even If You Have No New Cars

“ ELL," said Tommy Trumbull,

sales manager for C. J. Reilly,

Inc., as he walked into the of

fice and flipped his hat onto the desk,

“the last one's gone. Just rolled her out

the door.”

“Sold out, eh?” said Reilly.

“Clean as a whistle—all dressed up

and no place to go.” Wherefore Tommy

sat down in his chair, put his feet on the

desk, drummed a cigarette on the back

of his hand and blew into the air a cloud

which both he and Reilly wished might

be materialized into a flock of new cars.

“Well—" and Reilly put his feet in a

drawer and studied Tommy’s smoke ef

fort.

“What'll we do next?"

“Gosh—keep right on selling, I guess,”

replied Reilly. “What else is there to

do ?”

“Sell what?" demanded Tommy.

“Yes, what?" repeated Young Roper,

who just then walked in. “It’s hard

enough to get ’em on the dotted line

when you have a bus right in front of

the door, and, believe me, there isn‘t

much left to talk to these birds about

when you haven't got anything to give

’em after they’ve signed the order. Looks

to me like trying to get a bull pup to hit

the trail at a Billy Sunday meeting.

After he gets there he’s only a bull pup

and he hasn’t got anynmore chance of

By Ray W. Sherman

going to a white man's heaven than I

have of going to the peace conference.”

“Guess it is rather hard,” admitted

Reilly.

“But if I don’t sell cars I haven’t any

job, and if I sell cars I haven't any to

deliver! What’s a fellow going to do?"

lamented Young Roper.

“Keep right on selling, I guess," said

Reilly with a smile.

“Fine! But sell what?” Young Roper

continued his search for information.

“Cars,” was Reilly's enigmatical reply.

“That’s what I’ve been doing all the

morning," Roper exclaimed, “and I’m all

in a sweat and haven’t got an order.”

“Well”——and Reilly assumed a serious

expression—“I know it is a tough situa

tion. We haven‘t anything to sell. There

is a big demand. If we had three hun

dred cars we could sell them in three

months. But we haven’t got ’em—and

we won’t “get ’em. Yet the only thing for

us to do, as I see it, is to keep right on

selling the cars we haven’t got. We

can't afford to lie down.

“This is no time to slacken. We are

not the only people in the world who are

having trouble. Down at the factory

they were coming along nicely when they

stacked up against a materials shortage

and some labor trouble. The Old Man

almost got gray headed and Jim the

sales manager got blue in the face try

to Deliver

ing to explain to the world why cars were

not pouring out the door in a stream.

“Of course, it means a money loss to

us now not to be able to deliver cars, but

I figure we are only making that loss

greater if we sit down and don’t try to

sell cars. A shortage is,,in a way, a

healthy condition. It stimulates buying,

keeps prices up and centers the atten

tion of the public on the goods it can’t

get. Therefore, let's keep right on in

creasing the pinch of our own shortage

by selling cars even if we- haven’t got

them.

“Don’t forget this: You salesmen are

on a drawing account, and if you get

orders and I can’t deliver I am the one

that stands to lose. You'll lose some, it

is true, but I am the big loser.

“And here's one other thing: We

can’t take the sign down from the door

at this time. Todo so would be fatal.

We kept it up during the war even when

people weren't buying cars, and we did

it just because we have an investment in

the good-will of this business and can’t

afford to impair the investment by let

ting folks think for one minute that we

are slowing down and getting readv to

go out of business.

“Having kept the sign over the door

when we didn’t have anything to do ex

cept mark time, let's not take it down

(Continued on. page 30)
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First Floor and Basement

Character of business—Storage, re

pairs, sales of cars and accessories.

Details wanted—Building 80 a: 100 ft.,

with 20-ft. alley at right, first floor

and basement, entire basement for

live storage, first floor consisting of

shop, showroom, stockroom, private

oflice, accountant’s ofi'ice, space for

displaying accessories and supplies,

ramp or elevator. .

Name—Western Motor Co.,

Falls, Mont.

Answer—Before you inspect the plan

attached herewith please note that we

may have placed the building on the

wrong corner. You stated that the alley

was on the right side of the building, but

we were not sure which way you would

be standing in the building in order to

designate the alley side as the right side.

A ramp is preferable to an elevator for

this building and the plan has been made

accordingly.

We feel that you would be far better

off if you would build a second story in.

stead of a basement. There is really

little difference in the cost and of course

there is no argument as to the desirabil

ity of a second floor as compared to a

basement. The advantages are more

light and better ventilation, and you can

never have enough of either of these—

especially light. Second floor space will

be much more salable and will command

a higher price. On the other hand your

cellar storage space may go begging.

Maximum light in a garage is an ad

vantage not only from a practical stand

Great

GARAGES
 

SCIENTIFIC CONSTRUCTION

REPAIRSHOPSSHOWROOMS
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MOTOR WORLD is glad to re

ceive and answer inquiries

for garage plans, but in order

that there may be as little delay

as possible in submitting the

plans desired it is imperative

that the following information

be given:

Size of plot, with rough sketch

showing shape and its relation

to adjoining plots; name and

number of departments oper

ated; number of cars to be

shown in salesroom; number of

cars in garage; any other perti

nent details.

  

 

point, but also because of the impression

it gives. Darkness is disagreeable, while

light creates all sorts of favorable emo

tions in the prospective storage custom

er’s mind. In the first place he is in a

better humor—the natural feeling of

welcome which a light place creates—he

is glad to be there. Indirectly a light place

argues better, more up-to-date business

methods and it is cleaner because the dirt

is more readily seen.

The practical advantages are that it is

drier, better ventilated, minimizes elec

tric light bills and affords the very best

conditions for the owner to do work on

his car.

Although swinging doors are shown at

the entrance to the ramp you may find it

more convenient to use some other form,

since their swinging inward will be inter-I
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Two-story building designed for Western Motor Co.
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fered with by the upward slope of the

ramp.

The shop is closed by a series of sliding

doors, these doors being used so that a

car' may be run directly into the part of

the shop where it is desired to place it.

This being the case you may question the

presence of the row of ten cars directly

in front of these doors. There will be

no difficulty at this point, however, if

you will see to it that the cars in this

row are the ones which usually are out

all day long.

We shall be glad to explain any other

points about this plan which may not be

clear and will also be pleased to draw

another one in case our conception does

not meet with your ideas.

 

Corner Building 74 x 116 Ft.

Character of business—Sales, storage,

service, accessory sales.

Details wanted—Two floors 75 a; 116

ft, side entrance to garage and

showroom, rest room for men and

one for women, entrance in front to

showroom and accessory store but

not to ofiice, no entrance from alley,

large—size room for parts and acces

sory stock, wash rack, workroom for

small service jobs, paint shop for 2

men, vulcanizing room, battery

room, heating plant in basement.

Name—Homer Sly Auto Co., Petos

key, Mich.

Answer—Before discussing the plan

which we have enclosed for you let us

explain that it was drawn with the idea

that the front street was more important

than the side street. A very careful

reading of your letter failed to show

which street was more important, but

from the general appearance of your

sketch we believe that the front street is.

If this is not the case, then the plan is

not quite as desirable as it might be, in

which event we shall be glad to draw

another.

We advise that the elevation of the

first floor be 100 ft. 6 in. This will place

the corner of the showroom slightly be

low the sidewalk, but this is no objection

and perhaps a little of an advantage, for

it permits a man to get a better view of

what is inside. At the same time the

accessory store is practically flush with

the sidewalk—to have the display win

dow higher than this would largely de

feat its purpose, inasmuch as goods in it

would be hard to see. So this is another

reason for making the floor level 100 ft.

6 in. Another advantage is that it re

duces the upward slope at the garage

driveway to 1 ft. 6 in. or less. So from
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A two-story garage for Homer Sly Auto Co., with departments for all kinds of sales, storage and service

every angle we feel certain that this is

the best location for the floor level.

We have only employed one entrance

to the garage because only one is neces

sary; there is no place for another.

We suggest that the vault be placed in

the office right next to the dumbwaiter.

The latter, you will note, runs from ac

cessory stock and parts room directly to

the shop, thus allowing, on the one hand,

the keeping of all material in one place

under the supervision of one man and

saving steps, on the other hand, since it

allows direct communication between

these two departments.

Your suggestion as to the placing of

the shop is very good and has been

adopted. You will find a turntable is

great convenience but not a necessity in

handling cars on the second floor.

 i.will
 

 

Sliding doors are used to close off the

shop, this arrangement permitting a car

to run directly into any point in the shop.

Cars which are stored in the garage in

front of these doors should be ones which

are usually out in the daytime.

Two Floors with Ramp

Character of business—Dodge car

sales and service, sale of gasoline,

oil, etc.

Details wanted—Lot 70 a: 110 ft., two

floors, stairway and ramp to second

floor, no basement, apartment on

second floor.

Name—Welch Motor Co., Grove City,

Pa.

Answer—On this page is shown a

.d
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A two-story building for Welch Motor Co., using a ramp instead of an elevator

plan drawn- to meetyour requirements.

We should not advise you to put an

apartment on the second floor, as it will

interfere with the layout. The front en

trance is extremely wide and we suggest

that you place your oil barrels in a line

along the wall in the entrance driveway.

The size of your plot is such that you

could obtain a much more satisfactory

garage space if you eliminate the front

entrance, use an elevator instead of a

ramp or if you use a ramp, put the shop

on the first floor. By elminating the

front entrance this space may be devoted

to showroom and accessory store and the

whole front unit may be made much

shallower.

 

Overland Resumes Operations

TOLEDO, OHIO, May 27—The Willys

Overland Co. resumed operations in

thirty of its departments Monday. Thirty

more departments opened Tuesday, and

Wednesday will see the remaining units

in operation. In spite of the strike which

has been in progress for 3 weeks and

the fact that the plant was heavily pick

eted by the strikers, hundreds of work

ers resumed their duties unmolested.

There was no disorder. All of the gates

to the plant were heavily guarded by po

lice, special deputies, Overland guards

and United States troops. Two hundred

soldiers, members of the 135th Field Ar

tillery and 147th Infantry, under corn~

mand of Colonel Loyd W. Howard, are

on duty. '

No cars were made yesterday, the de

partments in operation producing parts

only.

 

Dave Buick Carburetor Now “Scoe”

DETROIT, May 31—The Briscoe De

vices Co. has succeeded the Jackson Car

bureter Co. The carbureter heretofore

known as the Dave Buick will be con

tinued with important manufacturing re

" finements, and will now be known as the

“Scoe Carbureter." The company is

under the presidency and actiVe manage

ment of Frank Briscoe. A. W. McCal

mont, formerly with the Jackson Auto

mobile Co. and Briscoe Motor Co., and

recently returned from overseas where

he was engineering officer in the Air

Service, will occupy the position of sales

engineer.
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No. 2152—TAKING UP SLACK IN

DROP-LIGHT WIRE

A handy arrangement for taking up

the slack in drop-light wires consists of

suspending the lamp cord from two pul

leys at two different points as shown in

the illustration. The lamp cord is se

curely fastened at two places to pieces

of heavy cord or clothes line and a

weight, such as a ring gear, goes on the

other ends of the lines. The lamp cord.

when held up in position by the weights,

is just long enough for the lamp to swing

clear of the floor, yet when pulled out,

either one or both of the lines will allow

the lamp to be taken a reasonable dis

tance. H. W. Sumner, proprietor, Cen

tral Garage, Upper Jay, N. Y.

 

N0. 2153—PlSTON RING

FORDS

A skid for rapid replacement of Ford

piston rings is made by sawing % in.

from the skirt of an old Ford piston, pref

erably one where the rings are all at the

top. Four pieces of clock spring 11$ in.

wide and 2 in. long have the temper

drawn from one end and a 1yg-in. hole

drilled 1,4 in. from the end. Slots are

cut in the piece of piston the exact width

and thickness of the springs and these are

fastened in the slots with brass or cop

per rivets. In operation, the skid is

placed on top of the piston and the rings

pushed down over the skid, one at a time.

The springs open the rings up so that

they will slide into the piston—B. C.

Adams, Adams Garage, Knox, N. Y.

SKID FOR

No. 2154—IDENTIFICATION OF BAT

TERY PARTS

When batteries are disassembled for

dry storage the number of the battery is

stamped on the strap of each group,

using the same number that is used on

the box. The jars are also numbered.

All the numbers correspond to the num<

her on the repair card and all batteries

are handled by number instead of by the

owner’s name—W. A. Schultz, Rochester

Motor Car Co., Rochester, Minn.

N0. 2155—EMERGENCY VALVE-RE

SEATING TOOL

An emergency valve-reseating tool is

made by filing teeth in the face of a spare

valve, the teeth being shaped somewhat

like a regular tool. This is skin hard~

ened in a blacksmith’s fire with potash

and the “tool” thus made is turned on

the seat with a regular valve grinder or

brace and bit until a good seat is cut.

if the teeth are spaced unevenly, this

 

Make a Dollar

HOW often have you been com

pelled to rock your brain to

overcome some difliculty? But

when you did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of those

life-savers out of their hiding

places and put them to work for

your fellow-craftsmen. Send them

to Motor World. We will pay you

a dollar for every one accepted for

publication.

The only requirements are these:

l—Describe the shortcut briefly

but clearly, in few words.

2-—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—Write on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

 
  

 

will prevent the tool from chattering.—

J. 0. Reed, Lakeside Garage, Morris

ville, Vt.

No. 2156—TAKING UP END PLAY 1N

MAIN BEARINGS

End play in main bearings is taken up

by building out the babbitt at the ends

with a soldering iron and some special

solder. The solder is made in the pro

portions of 1 lb. pure block tin to 1% lb.

half-and-half solder. These are melted

together and poured into sticks. Muri

atic acid killed with zinc is used to clean

the surface and the soldering done with

a well-tinned iron. After the end of the

hearing has been built up, it is scraped

to fit.—Stent’s Garage & Machine Shop,

Fairview, Ill.

2157—REMOVING THE PINION

NUT

The drive-shaft pinion nut is removed

by first taking out the lock wire or cotter

pin, then putting a special wrench on the

nut. This wrench is made from 111-in.

N0.

steel plate, the length and nut size being

made to fit the particular make of car.

To remove the nut, place the gear in re

verse, open the priming cups and turn

the engine over by hand. To put the

. nut on, put the gear in low speed and

crank—William W. Swanson, Superior,

Wis.

No. 2158—ASSEMBLING MAGNETS

ON FORD FLYWHEEL

In assembling the magnets on the Ford

flywheel, all north poles must 'be next to

north poles and all south poles next to

south poles. The south poles of the

magnets will attract the north pole of a

picket compass and all south poles are

marked with a piece of chalk before as

sembly. To test the correctness after the

magnets are assembled pass the compass

around the flywheel, close to the outsides

of the magnets and if there is no error.

the needle will reverse as each pair of

poles is passed. If a magnet is in wrong,

the needle will turn crosswise and trem

ble—Lawrence Sly, proprietor, Service

Repair Shop, Carbon Hill, Ala.

No. 2159—END BLOCKS FOR SEC

TIONAL MOLDS

End blocks for sectional molds will

prevent the pressure of the air bag from

forcing the casing over the edge of the

mold and making an impression on the

tread. The blocks are made from heavy

sheet iron or steel cut in squares with

one end rounded. They are bent to fit

the different size molds and are placed

at both ends—Charles C. Hinton, Or

ange County Tire Co., Santa Ana, Cal.

No. 2160—SOCKET WRENCH

ADAPTERS

Two adjuncts to a socket-wrench set

are an elbow extension and a bench hold

er. The eibow extension is used for hori

zontal bench work where only one hand

is free and the bench holder for vertical

work. The ends are flattened so as to

be held in a vise, or drilled to be screwed

to the edge of the bench.—-Wayne Stett

bacher, Alhambra, Ill.

Roamer Production 6-10 Daily

KALAMAZOO, May 28—The Barley

Motor Car Co., maker of the Roamer, is

500 orders ahead of production. The

company is running between 6 and 10

cars daily, but is having a little trouble

getting a steady supply of bodies. The

plant is' now employing approximately

200 men.
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Make More Money

HERE are so many Ford cars in this country

that every garage and repairshop finds itself in

the position of having a very considerable

amount of this class of service work to perform and

if no study has been given to the subject it will be

found that either the garage is losing money or the

prices are too high. This comes of trying to do the

work in the old hit-and-miss way of taking things

apart and trying to locate the trouble. Under these

conditions an owner never makes a second stop if he

can avoid it.

Ford owners are, as a class, men Whose incomes are

not very large; therefore expense of upkeep is an

item of importance with them and they will patronize

the shop that does the work-—

l—Reasonably

Z—Correctly

3—Quickly.

It is only possible to do Ford repairing this way

by taking advantage of the experience of men who

have studied the subject, devised ways of turning

out work better, more quickly, and installing various

kinds of machinery and devices for cutting down the

labor time on jobs and making it practically impos

sible to do a job wrong.

The day of hand scraped bearings is past and the

shop that is equipped to fit bearings by “burning-in”

will make the profit and get the business because the

job is better done and takes about one-eighth the time

consumed in scraping them in by hand. This holds

true with many other operations on the Ford.

On page 10 of this issue will be found the first of

a series of articles describing in detail and illustrat

ing the various overhaul operations on the Ford

Model T. The information is condensed from the ex

perience of a number of practical Ford repairmen,

some of them having large shops and some owning

small ones.

The aim has been to present to the reader the best

possible method of doing the work and making no

mention of alternate methods that seem inferior or

that take an undue amount of time. Where an

alternate method seems to have nearly as many ad

vantages, it is also given in detail. This series will

run from week to week and will take up all phases

of overhauling all parts of the car.

Wanted—Real Salesmanship .

HE need for real salesmanship in the automobile

business was never greater. The man who be

lieves that selling motor cars to-day is largely

a matter of taking orders is due to be left at the post

in the race for success.

Just because factories are behind in deliveries;

just because the demand for cars apparently is ahead

of the supply—these are no reasons for lying down.

For the salesman who will succeed, the man who will

make money in 1919 and more in 1920, is the man who

will really sell cars.

If John Henry Jones comes into your salesroom

and says he would like to buy a Blank car, and you

take down his name and address and get his signature

on the dotted line, your job is only half done. You

have not sold him the car. You have taken his order.

How do you know he won’t get discouraged waiting

for a week or ten days or two or three weeks, as

the case may be, and cancel the order because some

one else can make a delivery a few days earlier? It's

being done every day. And it's being done because

of a mistaken idea of what salesmanship is.

The salesman worth while is the man who makes

the sales stick. He is the man who really sells cars—

sells them so they stay sold, so that the prospect wants

the car so hard the thought of cancelling and getting

something else never enters his mind. He’s sold on

the Blank car. That’s real salesmanship.

That’s the kind of salesmen the dealer wants—

and, equally important, that’s the kind of salesmen

the dealer has got to develop, if he is to make money

in 1919 and more in 1920.
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A New Mind—The New Way

He Is Going to Make Money in 1919 and More in 1920—He

Lives in a Town of 400 People, but He Is Going to Be a Leader

in His Line. Read His Letter

Editor Motor World: I do not see

how any man can make a success in the

automobile business without being a

reader of some good motor magazine

like the Motor World.

I get Motor World every Monday

morning as regular as clockwork, and,

no matter how busy I may be, I must

stop to tear off the wrapper and give it

the “once over” before I can be satis

fied. I then lay it up where I can find it

when I have more time. Sometimes I

am a week behind, but I read almost

every item before I lay it aside where I

can refer to it for future reference in

regard to making some handy tool or tak

ing care of some special trouble.

When I picked up Motor World this

evening and saw a little column headed,

“What About Building?” I thought of

the benefits I have derived from reading

letters from readers and decided I would

give you my views along this line to see

how they stack up alongside some other

man’s, thinking I may suggest some

thing that would give another reader an

idea.

Will Build This Summer

At last to my point: I am going to

build this summer. The reasons I will

give you after answering your questions.

I wanted to build last summer, but de

layed on account of war, because labor

and materials were high and car pro

‘ duction very uncertain. Labor is now

just as high as ever, but I find that ma

terial in almost all cases has taken one

or two drops, but of course is not down

to where it used to be, nor do I believe

it will ever be again, so if one waits too

long for old-time prices he may find him

self an old man before he makes up his

mind to do anything.

I am going to build this summer for

the following reasons: First, I need the

room, having now only a small place

with no showroom. And being unable

to take care of all the business I had

has given room for two other garages

to start in competition, which would

never have happened if I had been pre

pared. But I will have nothing to

worry about when I am equipped in my

new building, for I was the first on the

ground and have had the experience

which my competitors have yet to gain.

They have already made the same old

mistake we all made, that of putting up

too small a building with nothing mod

ern.

Second, I think there is money to be

made in the near future, but you must

be ready to start business in the New

Way. Times have changed and the pub

lic is becoming more educated along

automobile lines and will demand better

service, will buy cars from the man

who has a prosperous looking place in

stead of a little old repairshop or black

smith shop and who barely knows how to

run a car himself and cannot stand be

hind the car in the way of service, or

carry a sufiicient stock of parts.

These fellows are going to be snowed

under and I imagine I can see that snow

cloud coming now and am taking no

chances on being caught with the rest,

if I build now a modern building

equipped with tools and machinery to

save labor, and an attractive stockroom

full of automobile necessities and parts,

as well as an attractive showroom in

which to display my cars.

 

“SELF-STARTERS”

By C. H. Stanton Massey'

Just when things were going nice.

She'd stall and then she'd "jam"

And tie up everything behind

While you would sweat and damn.

Remember in the old days

When you had to crank the car,

Get out and turn her over

And break that good cigar.

Then came the good self-starter,

A cure for aching hearts;

No more to tie up traffic;

“Press the button" and she starts.

It's Just the same in life, too——

Some fellows must be cranked;

They're always getting in the way

And stay there till they're "yanked."

Put on a. new "self-starter."

Where there's life, there's hope;

It’s easier to “press the button"

Than it is to use a. rope.

'Foss-Huahes Co., PhiladeioMa.

  

 

It is true it will cost me a little more

money to build now, but why wait, stay

in the rut and let the other fellow go

ahead of you, when you can go ahead

and build, get down to business in the

New Way and more than make the dif

ference in cost of a building now and

next year?

 

Editor Motor World :

better business,

motto in every dealer’s office.

 

The Traditions of Successful Publishing

Permit us to congratulate you upon the

summer merchandising number of the Motor World. Your cry for

“MAKE MONEY IN 1919, MAKE MORE MONEY IN 1920,"

is a call to dealers to respond with every energy. It should be a

It should be impressed upon every

salesman of automobiles, trucks and tractors.

The section devoted to the selling of these articles contains many

valuable ideas gleaned out of the experience of years by successful

dealers and salesmen, and the points which they set forth are such as

the individual dealer looking to the betterment of his business could

not have obtained by weeks of effort and considerable sums of money.

Motor World in every respect is keeping up the traditions of suc

cessful publishing, and in its own conduct has not fallen short of

the recommendations it has set out for automobile dealers to follow.

With best wishes for future success, mindful of the benefit to the

trade in the past, we remain,—National Automobile Dealers’ Asso

ciation, Harry G. Moock, Business Manager.
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I am going to build this year and by

this time next I expect not only to have

made the difference in cost of material

of to-day and of next year, but to have

my competitors very much worried, and,

as I stated before, they are new in the

business, and if I never let them see the

cream of the automobile business they

cannot get strong enough to get ofl’ their

knees. Of course in larger towns there

is always room for several good garages,

but as our town has a population of only

400 three of us cannot survive.

So I have decided to follow Motor

World’s advice and conduct my business

in the New Way I am going to follow

plans laid down in the big Spring Nam,

ber of a few weeks ago, departmentize

my business, stay away from the work

bench, meet my customers at the front

door with a pleasant word and a smile,

and then if I am not the leader in my

town and surrounding country I will be

the first one who ever did fail if they

had the proper spirit and ambition.—

NEW MIND.

Salesmenb Commissions

Editor Motor World: Would you

please give us some information in re

gard to automobile salesmen’s commis

sions and salaries for garages located

in towns of from 15,000 to 25,000. The

salaries and commissions that have been

found to be the most practical, and how

they are paid, by straight commission

or salary and commission. Also, as to

how the used cars are taken care of in

the transaction and any other informa

tion that would assist in handling sales

would be greatly appreciated—Spencer

Garage, Charleroi, Pa.

Answer—In cities where the volume

of business is sufficient to give the

dealer a good living on commission, the

commission on passenger cars is ap

proximately 5 per cent, and on trucks

we have found it to be about 71/; per

cent. There are cities, however, in which

the passenger- car salesmen’s commis

sions are about 3 per cent. We do not

understand why they are so much lower

except that it seems to be a custom that

has grown up with the trade.

In figuring the salaries of salesmen

they are generally figured on the same

percentage basis. In other words, if a

man is not paid a commission of 5 per

cent he is paid a salary which amounts

to about the same thing, and he is ex

pected to get enough business to make

his salary 5 per cent of the business that

he gets. If he is paid part salary and

commission an efi'ort is made to figure

the thing out so that it totals 5 per cent.

In small towns the arrangement varies

considerably. You may not sell enough

cars to make 5 per cent of the total

sales sufficient compensation for keeping

the salesmen busy all the time. In that

case, salesmen are paid anywhere from

$20 to $50 a week, depending on the size

of the town and the dealer’s business,

and in some cases these salesmen have

other duties than selling cars. When

the town becomes very small, the matter

has to be worked out for the particular

case by the dealer.

  

Two-seater De Luxe Four Ford put on the market in Bombay, India

Here’s a Letter from India

Editor Motor World: We have much

pleasure in enclosing a photograph of a

2-seater De Luxe Ford which we are

putting on the local market. It con

sists of the standard 20 hp. chassis low

ered 4 in. nearer to the ground with

special fittings.

On this specially lowered chassis we

fit a 2-seater body as shown in the photo

graph. Special fittings with the car in

clude:

Wire wheels.

Spare wheel fitted with tire and tube

and spare wheel cover.

Two sets of waterproof cushion covers.

Special Brooks pattern tool box on the

running board.

Two electric C. A. V. head lights.

Two Lucas oil side lights.

Instrument board in scuttle dash fitted

with clock, speedometer and ignition and

lighting switches.

Tilting steering wheel.

Wood running board fitted with rub

ber lined matting and nickel plated angle

beading.

Hood and windscreen.

The usual kit of tools.

All fittings, including radiator, are

nickel plated.

Color according to choice.

The car is therefore absolutely ready

for the road.

The engine is fitted with a Zenith car

bureter in place of the usual Holley or

Kingston and a synchronized high and

low tension ignition (instead of the usual

commutator and four coils) which uses

the current from the ordinary Ford gen

erator or from a battery if preferred.

The result is a very sweet and slow

running engine, which, combined with the

absence of rattle, which has been elimi

nated by keeping the mudguards clear of

the body and by fitting canvas or leath

er valances instead of the usual metal

ones, results in a car that will bear com

parison with most of double its price in

quality running and appearance, at the

same time carrying with it all the ad—

vantages of the standard Ford in repair

service and supply of spare parts.

This car has attracted a tremendous

amount of attention locally and we are

now supplying it to order. At present

we have more orders than we can at

tend to until we have organized the de

partment which is manufacturing the

bodies and special parts for it.—Ford

Automobiles (India), Ltd., Bombay.

P. S.—We are supplying this car at

approximately $400 more than the stand

ard touring Ford car.

 

Files His Motor Worlds

Editor Motor World: We find Motor

World a great aid in all departments.

especially in keeping up with new acces

sories and the like, as Well as trade mat

ters, and would not attempt to do busi

ness without the last issue on our desk.

In fact we have a complete file since our

subscription began two years ago and

find it a regular encyclopedia for refer

ence.

Arkansas has a new lien law, which

gives us a lien on a car for anything

sold for it, except gasoline and oils.

Heretofore the lien was only for re

pairs. Now it is for tires, tubes and

accessories and means good-by to the

dead heat.

We have just moved into our new

building adjoining site of old. It is only

25 x 50, but as we are not downtown. is

large enough at present and we can add

40 x 50 more when needed—G. H. Bil

heimer & Son, Little Rock, Ark.

Full of Golden Ideas

Editor Motor World: We have that

long-looked-for Summer Merchandising

Number and, believe me, it’s a dandy.

chock full of golden ideas. I have a

particular interest in the Flat Rate Sys

tem which is edited by Mr. Chamberlain.

Would it be possible for you to send me

six copies of the supplement? You may

recall it was the large sheet with all the

forms pertaining to this system.—A. H.

Wolf, H. R. Wolf Garage, Cleveland.
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What Do You Think of These Contract Forms?

Editor Motor World: We use two dif

ferent sales contracts, because new auto- '

mobiles are invariably sold for cash and

we incorporate in this contract exactly

what the customer can expect in the way

of service. This eliminates any argu

ments as to the time that the service is

fiee. It also protects the customer- as

well as the house from any exaggerated

promises that salesmen will sometimes

make.

The reason we did not incorporate a

guarantee in the used car sales form is

that no two used cars are sold under like

conditions.

From our aboutpast experiences

85 per cent of our used cars are

sold on deferred payments. A good

many of our used cars are sold with the

10 days’ guarantee, some 30 days’ guar

antee and some with only the guarantee

that they are in good condition at the

time of delivery.—De Luxe Automobile

Co., P. H. Brockway, St. Louis.

DE LUXE COMPANY‘S USED CAR FORM

St. Louis, 310...... . . . . . . . . . . . . . . ..19....

Car Number . . . . . . . . . ... . . . . . . . . . . . . . . . ..

Gentlemen;

Please enter my order for one.. . . . . . . . . . . . . . . . . . . . . . . .AUTOMOBILE. to be equipped as per spet.'iht'atioiis below, for

which I agree to pay the sum of $ . . . . . . . . . . . . . . ..b. L). ii. St.

Louis, Mo.

MODEL l‘l )lA. ilt TYPE

ILI'XI-I‘l-t at Additional Cost . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

Alimvance on Used Car: $ . . . . . . . . . . . . . ..

REMARKS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

I hand you herewith S . . . . . . . . .. to be applied on the purchase

price and agree to pay the balance of $ . . . . . . . . . . .. in cash upon

the tender to me of the automobile, or.. . . . . . . . . . . ..inonthly notes

of each.

It is mutually understood that the above depcisit shall. be for

feited if purchaser refuses or does not accept automobile. upon

tender of same.

it is understood and agreed that there are no verbal understand

ings. promises, or agreements made by any agent. salesman or

employee. pertaining to this order that are not clearly specified

herein. _

It is mutually understood that all dates of delivery are made

without liability on our part for delay arising from strikes, fires.

accidents. or any other causes beyond the control of the manufac

turer or ourselves. ’ ~

It is understood and agreed that title of ownership of car as

above described does not pass to me until final cash payment is

made.

This contract is not valid unless accepted by an authorized officer

of the DE LUXE AI'Tt‘lMl.)llll.TC (‘()l\lP.-’\N¥.. - ‘

Signed . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Purchasers.

Business Address . . . . . . . . . . . . . . . . . . . . . . . . .. Phone . . . . . . . . . . . . . . ..

Residence Address . . . . . . . . . . . . . . . . . . . . . . . . . Phone . . . . . . . . . . . . . . . .

lll'l LI'XE AUTOMOBILE COMPANY

Salesman . . . . . . . . . . . . . . . . . . . . . . . . . . By . . . . . . . . . . . . . . . . . . . . . . . . . . . .

DE LUXE COMPANY’S NEW CAR CONTRACT

St. Louis. Mo. . . . . . . . . . . . . . . . . . . . . . . . . .19.. . .

Car Number . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

Gentlemen: , _ ‘

Please enter my order for one . . . . . . . . . . . . . . . . .Al TOMOBILL.

to be equipped as per specifications below. for which I agree to pay

the sum of 8 . . . . . . . . . . . . . . . . . . . .F. O. B. St. Louis, Mo.

M(‘)I)I~]L COLOR T YPF.

Extra at Additional Cost . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

Allowance on Used Car: S . . . . . . . . . . . . . . . . ..Make . . . . . . . . . . . . . . . ..

“Model”... . . . . . . . . . . . ..Car No. . . . . . . . . . . . . . . . . ..

REMARKS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

i hand you herewith deposit of $ . . . . . . . . . . . .to be. applied on the

purchase price and agree to pay the balance of $ . . . . . . . . . . . . ..in

cash upon the tender to me of the automobile.

It is mutually understood that above deposit shall be forfeitedpurchaser refuses or does not accept automobile upon tender of

same.

It is mutually understood that this automobile is to be of the

specifications and equipment. as given in the catalogs issued by

the manufacturer of this particular model.

It is mutually understood that this automobile is guaranteed in

accordance with the guarantee given by the manufacturer.

It is understood and agreed that there are no verbal understand

ings. promises or agreements made by any agent salesman or

employee, pertaining to this order that are not clearly specified

'herein.

It is mutually understood that all dates of delivery are made

without liability on our part for delay at the factory. arising from

strikes. fires. accidents, or the failure of railroad to furnish cars

-or deliver promptly or any other causes beyond the c0ntrol of the

manufacturer or ourselves.

it is understan and agreed that title or ownership of car as

above. described does not. pass to me until final cash payment is

made.

This contract is not valid unless accepted by an officer of the

DE LUXE Al"[‘u.\iOl-lll.i<3 COMPANY. ‘

Signed . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Purchaser.

Business Address . . . . . . . . . . . . . . . Phone . . . . . . .

Residence Address... . . . . . . . . . . . . . . . . . . . . . . Phone. . . . . . . . . . . . . . . .

DE LUXE AUTOMOBILE COMPANY

Salesman . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..

STAN1.)A Iii) SERVICE “'ARRANTY

I. Service is defined under the terms of this “Service “'arrauty”

as "The (Jo-operation of the liealer with the Owner." he being

original purchaser, during the life of the automobile in the hands

of the purchaser. in such a manner that the owner will secure per

manent use of his investment at the lowest possible cost.

Ii. The automobile covered by this Service \Varranty is subject

to the guarantee of the manufacturer and is not guaranteed by

the dealer.

1' . -

III. The manufacturer oilers the followmg warranty:

In order to avoid misunderstandings. we desire our

patrons to understand clearly that our guarantee is in re

spect of defective material only. It is limited to twelve -

months from date of delivery of car by us and, though

during ,that time we supply at this factory free of charge .

the necessary replacements of parts which under normal

use and service appear to us to have been defective in

material, the time, lab0r, transportation expense and any

other expenditures incurred are in all cases chared for.

We do not assume any contingent liability nor do we

accept any responsibility in connection with tires, rims. ra

diators,~starting and ignition apparatus and trade acces

sories such as lamps. speedometers, etc., which are guar

anteed by the manufacturers of same. \\’here claims are

made in respect to faulty material. the parts complained of

must be returned to us, charges prepaid. marked with the

owner's name. for inspection.

Customers' cars are driven by our employees at the cus

tomers’ own risk.

The condition of this guarantee is such that if the motor

vehicle to which it applies is altered or repaired outside of

this factory, our liability shall cease.

The purchaser understands and agrees that no warranty.

either verbal or written. of the motor vehicle is made or

authorized to be made by this company other than herein

above set forth.

IV. The dealer. through his Service Department, and for the

owner, will handle all claims for adjustment arising under the

terms of the Manufacturer‘s Warranty; and will exert his best

efforts in securing prompt and satisfactory settlement. It is

understood that the owner will abide by the decision of the manu

facturer respecting “no charge” replacements, and make settlement

at current prices for any parts or accessories furnished by the

dealer under an adjustment claim, that are not credited by the

manufacturer.

V. The dealer agrees to assist the owner in learning to drive

and care. for his car. and presents with the delivery of the car

complete printed instructions, to which his attention is called.

VI. The dealer agrees to make all the necessary adjustments

not repairs, also oil and grease car thoroughly, except as herein

provided. for the proper operation of the car. without cost to the.

owner. for a period of ninety days from the date of sale; provided,

repairs or adjusments have not been made outside the Service

Department of the dealer or without his knowledge.

Vii. Subsequent to the ninety days’ warranty described above.

inspections of the car will be made at the request of the owner at

times mutually agreeable to the owner and dealer. Such adjust

ments as may be deemed necessary for this proper operation of

the car viii then be made at the request of the owner. in a careful

and wor manlike manner by the Service Department of the dealer,

free of any cost to the owner. except a charge will be made for oil.

grease and gasoline when used. or any material. parts or labor

necessary to repair the car caused through misuse, negligence,

or accident.

VIII. The. dealer will maintain such a stock of parts as will be

required to fully and promptly meet the normal requirements of the

Service Warranty. and will employ competent mechanics on duty

at all reasonable hours to give accurate attention to the needs of

the owner.

IX. The dealer invites fair and business-like co-operation from

the owner in maintaining the. integrity of this Service “’arranty.

which is hereby made a part. of this Sales Contract . . . . . . . .on this date . . . . . . . . . . . . . . . . . . . . . . ..19....

Issued by DE LUXE AUTOMOBILE CO.

Member National Automobile Dealers’ Association

Accepted by . . . . . . . . . . . . . . . . . . . . . . . . .

Purchaser-Owner
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Dayton Starting and Lighting System for Fords

NEW starting, lighting and ignition

system embodying several new

features is being manufactured by the

Dayton Electrical Mfg. Co. The system

is of the single-unit type and is espe

cially designed for use on Fords. It is

possible to connect it directly to the

crankshaft because of the new armature

used in the dynamotor. The wingings,

instead of being of insulated wire, are

made of flat copper strips cut to length

and formed into hairpin loops, which are

inserted through a core of laminated iron

disks. They are then bent into shape by

a special machine to make them uniform,

leaving the flat ends to weld to the com

mutator segments. This is done with an

electric welder which makes the commu

  

Interio'r view. Com

bined starting

switch and auto

matic cut-out

Keep Right on Selling

(Continued from page 21)

now. Let's keep her nailed right there,

because the big old business is just a

little way 06. Pretty soon that little

old production thing will be back with

us and we’ll have cars to sell. I hope

we get so many that we have to put on

more salesmen and hustle like the very

devil to get from under the load the fac

tory pushes at us. Last December I was

afraid production would beat us to it, but

the dealers with the shows and every

thing got the demand back and she’s

hooting beautifully. Let’s keep it going.

“Every order we take now means a

sale some day even if not this summer.

The man who places an order for a Sen

nett car this summer and then cancels

and buys something else because we

couldn’t deliver is still sold on the Sen

nett. Most of those people will regret

their inability to get a Sennett. and

some day we can go back at them and

get the sales we lose this summer. Many

of these people will buy cars that aren’t

as good because those are the cars they

can get.

"Also, we can hang onto some of these

Uompleted armature

tator a part of the winding. The commu

tator is of the internal type, the brushes

bearing against the inside surface. The

armature is impregnated with Bakelite

and then baked, making it a solid, homo

geneous mass, impervious to oil and

water.

The field frame of the dynamotor is of

semi-steel and has twelve field poles in

which the armature rotates to generate

the current. The armature winding is

of the parallel type and there are twelve

brushes bearing on the commutator. Two

of these are almost pure graphite for

lubricating the commutator and the

others are of a metal-graphite compo

sition.

The starting switch and automatic cut

orders and turn them into enclosed car

sales next fall. The factory will have a

lot of enclosed models by the end of

September and we sure are going to

make a cleaning on sedans. All my life

I’ve wanted the factory to make sedans

and I've sold all I ever could get. Now

things are com-ing our way, and just

watch us go.

“Then, there are used cars. If we see

that a man is getting too restless because

of our failure to deliver let’s try to fix

him up with a used car. We can pick up

a few of these at a price which will let

us overhaul them and sell them at a

profit, and if I can make $200 net on a

used car I don’t see why it isn’t as good

as selling a new car.

“Anyway, for the morale of the in~

dustry, I don’t think one of us should

let down. It took some hard boosting

last winter to get the ball rolling. If we

let it stop now production may catch up

with us when winter slows down sales,

so let’s keep hitting on all twelve. Don’t

forget the rabbit and the mud turtle.

And that old production mud turtle is

coming down the road as sure as death

and taxes. Let’s KEEP ON SELLING.

It’s good exercise, anyway.”

Commutator brush assembly

out are combined, materially reducing

the number of parts in the system.

The mounting is on the frame of the

car under 'the heel board and is operated

by pushing down on the starter button

with the heel. This operation connects

the battery in series, giving 12 volts for

starting. When the starter button is

released it automatically comes back to

the running position and the dynainotor

then generates the electric current to re

charge the 6-vo1t battery.

When the voltage of the dynamo drops

below the charging rate, the cut-out in

the switch automatically breaks the cir

cuit between the dynamo and battery, so

that the battery will not discharge when

the car is running at too low a speed.

 
 

Hairpin: inserted through armo

ture laminations

Grand Rapids Garages Close Sundays

GRAND RAPIDS, MICH., May 26—

Every garage in the city but two will be

closed tight on Sundays hereafter. This

decision was made by the Automobile

Business Association this week. The two

exceptions are the Hermitage Garage &

Auto Co. and Glenn R. Austin. The asso

ciation designated these two places to

handle the Sunday trade. It has devel

oped that there never was enough work

to warrant any one garage bearing the

overhead expense of keeping open on

Sunday when all others are doing busi

ness.

Moline Licenses Filling Stations

\MOLINE, ILL., May 31—This city

has adopted an innovation that is not

relished by the proprietors of gasoline

filling stations. An ordinance has been

adopted which requires each filling sta

tion to pay an annual license of $10, and

also to file a bond requiring compliance

with the laws. The aldermen argued

that the filling stations receive consider

able benefit from the city and should pay

for the favors that have been granted

in relation to location.
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CONSTOLITE HEADLAMP

REGULATOR FOR FORDS

This is a headlamp regulator

for Fords giving full driving

light at practically all speeds.

A switch is mounted on the

steering post and two nitrogen

bulbs give a maximum light at

low speed. Can be installed on

any 1915 or subsequent model

in a. few minutes without ma

chine work. Price $4.85.—

Detroit Starter Co., Detroit.

ALI-RED TESTING MACHINE

FOR FORDS

This is _a combination ma

chine for buming-in Ford bear

ings and testing the engine. It

consists of a long base made of

l-beams on which are mounted

the driving mechanism at one

end for turning the crank-shaft

to burn in the bearings and on

the other end is mounted an

engine stand. A clutch allows

the machine to be thrown In

and out of operation. A hand

wheel is provided to test the

hearings and the bearings are

burned in with the cylinder

block inverted—Auto Shop

Equipment Co., Greensboro,

N. C.

VAN SICKLEN SPEEDOME

TERS FOR FORDS

These are speedometers to fit

all models of Fords from 1915

to 1919 inclusive. Made in a

number of different styles in

cluding brackets, fiush, shield,

etc. Prices range from $14 for

the bracket type to $15.50 for

the flush type or shield type.

All speedometers for Fords are

now furnished with the No. 401

45 deg. angle joint driven mem

ber, which fastens to the rear

of the front axle, and the rear

drive itself is a 45 deg. angle

joint, this member being sta

tionary and making a straight

connection with the flexible

shaft—The Van Sicklen Co., 14

Chicago street, Elgin, Ill.

SPECIAL GEAR RATIO FOR

FORDS

These are special sets of

gears to give the Ford car gear

ratios varying above and below

the 3.63:1, which is standard on

the Ford. The gears are made

of nickel steel and the ratios

available are 2%:1 for racing

cars and roadsters. 3:1 for gen

eral driving and 4:1 for com

mercial service. Price $15 for

any one—Detroit Radiator &

Specialty Co., 961-965 Wood

ward Avenue, Dertoit.

\
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Long

Distance

Spark

Plug

Sprague Worm Steering Gear

4. 5

LONG DISTANCE SPARK

PLUG

This is a spark plug with a

knife-blade firing point intended

to produce a. sheet of flame

instead of a. single spark. The

electrode and firing points are

made of special alloy to with

stand heat without disintegrat

ing. A spark-gap principle is

used in the construction of the

plug. The center electrode does

not quite make contact with the

brass cap on top of the por

celain and the spark gap is

thus formed in a. vacuum.

Made in all sizes and threads.

Price $1.25.—Long Distance

Spark Plug Co., Birmingham,

Ala.

HAYNE'S WEAREVER RUN

NINGBOARD

The process of rolling lino

iile and similar products upon

board is being introduced as a

means for runningboard con

struction. This process com

prises a molding of linoleum or

rubber tile on wood the exact

size of the runningboard. The

wood has on its surface numer

ous holes or grooves with their

walls slanting inward into

which the material Is forced.

'i‘his anchors a thin layer to

the. base and makes it impos

sible for it to bulge, as often

occurs with the ordinary

methods of laying linoleum.

Instead Of a foot pad fastened

to the step with several screws,

it is possible with the Hayne

type of runningboard to mold

the foot pads into the design.

it is also possible, if desired,

to mold into the design such

things as monograms, or any

other markings desired on the

car, making it a factor In theft

prevention as well as identifi

cation.-—J'. T. Hayne, Buffalo,

N. Y.

SPRAGUE WORM STEERING

GEAR FOR FORDS

This is a. worm steering gear

for Fords and is irreversible,

preventing the Ford from

cramping or buckling and lock

ing over the center. The worm

and gear are made from 20

point steel, case hardened. and

the housing is of malleable

iron. The gear attaches to the

engine with no holes to bore.

With the ball bearing model an

internal spring is furnished

which by its construction acts

as a shock absorber and pro

longs the life of the gear.

Price $25.-—-E. H. Slim-8116 Mfg,

Co., Omaha, Neb.
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How Do Liens Apply?

Editor Motor World: We had the

question come before us as to whether

or not we had a right to hold a cus

tomer’s car under our right as given

in the Lien Law, Section 184. The facts

of the case are these:

A customer brought his car to the

garage and had work done on it a month

or two ago; the car was taken out and

used by the customer. The bill for the

work was not paid. At a later date the

same car was brought back to the garage

voluntarily by the same customer and

work was ordered done upon the car and

materials furnished for that car.

a Right after the completion of this last

work instructions were given to one of

our employees not to release the car

until the whole amount was paid.

Will you kindly inform us whether or

not we were acting under our rights?—

Wm. Petry, Inc., Hudson Garage, Hud

son, N. Y.

He Has a Lien

Answer—A person keeping a garage

or a place for the storage, maintenance,

keeping or repair of motor vehicles,

as defined by Article 11 of the highway

law, and who in connection therewith

stores, maintains, keeps or repairs any

motor vehicle or furnishes gasoline or

other supplies therefor at the request or

with the consent of the owner, whether

such owner be a conditional vendee or

a mortgagor remaining in possession or

otherwise, has a lien upon such motor

vehicle for the sum due for such storing,

maintaining, keeping or repairing of

such motor vehicle or for furnishing

gasoline or other supplies therefor, and

may detain such motor vehicle at any

time it may be lawfully in his possession

until such sum is paid.

Time and again dealers who have been

unable to collect for storage or repair of

motor vehicles have been confronted

with the question as to whether they

could hold a car of an old bill when the

owner of it brought it into their place

of business for further repairs.

It has been sometimes contended that

the dealer had the right to hold the car

for the first bill and also for the second

bill. On the other hand it has often

been contended that the dealer's right

of lien only extended to the amount due

under the second bill.

Unfortunately, up to this time the

courts have never passed on this point

and the New York statute which gives
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LAW
By George F. Kaiser
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a lien to dealers has not been legally

construed.

In one case in New York where the

person had sold a car and taken a

mortgage from the buyer brought a

replevin action against a garageman

who had repaired the car, given up

possession and then retaken the car, the

court held that the garageman’s lien was

revived by the re-taking. In that case

the court intimated that if the action

had been between the dealer and the

owner, the lien might have been revived

by the re-taking, but this bond has never

been passed out of all the New York

courts.

May Retain Vehicle

Those who contend if a motorist who

owed a bill for work done several months

ago brought his car to a garageman for

further repairs that the garageman

would have a lien for the old bill as well

as- the new, arrive at their decision be

cause of the provision in the lien law

which says: “A person keeping a garage,

etc., has a lien upon such motor vehicle

for the sum due and may retain such.

motor vehicle AT ANY TIME it may

be lawfully in his possession, until such

sum is paid.”

They contend that the lien law is

plain and that it gives a garageman a

lien any time the car is lawfully in his

possession until he is paid.

Before this statute was enacted,

garagemen had a common law lien for

storage and repairs, but that lien was

lost where the owner was allowed to take

the car out. Thus, before the present

enactment, garagemen had practically no

lien where cars were kept on live storage.

It was to remedy this that the law

set out above was passed.

Those who claim that under the cir

cumstances outlined above the garage

man has a lien only for the new bill

say that, although it is true that the

law provides a garageman has a lien on

a car at any time he may be lawfully

in possession of it, this means before the

transaction is concluded, that is, during

the time a motorist keeps his car in a

garage and that the garageman’s lien

attaches every night that he brings it

back to the garage even though he may

take it out every day. When the car

is finally voluntarily given up by the

garageman, however, the transaction is

ended and the lien is waived.

Those who uphold the latter view

allege that when a lien is once waived

it is waived forever, and they say that

 

PERPLEXE'D?

Does some point of

law perplex you? Why

don’t you ask Motor

World’s legal editor to

discuss the question?

 

 

 

where a car is voluntarily surrendered

the provision of the law that a garage

man may have a lien at any time a car

is in his possession does not apply, be

cause it relates only to a case where the

deal between the owner and garage

man are not terminated.

If I were a dealer I would certainly

hold the car after it came into'my

possession a second time. On the other

hand, if I were the customer I would

demand that the car be surrendered to

me. The court may favor either stand.

but from the looks of things at the

present time it is likely to decide in favor

of the dealer.

The Judge Allowed $48

A good example of the difference be

tween the amount claimed by a dealer.

the amount actually allowed to him by

a court and the amount which the other

side concedes to be due is the following

New York case: >

A car owner sent a car to a garage

to be repaired and painted. When the

repairman would not give the car up

the car owner brought a. replevin

action. The only question in the ca.=c

was the value of the labor and material

furnished by the dealer for which he

was entitled to a lien. The dealer

claimed that there was $326 due him

excluding the cost of a new battery

valued at $48. The judge allowed him

only $85, however, while the car owners

attorney in his brief on the appeal ad

mitted that there was at least $106 due

from his client. The appellate court

pointed out that the only testimony in

the trial court as to the value of the

materials and services was given by

an expert workman employed by the

dealer who had done most of the work

on the car, and that his testimony

showed that the amount due was con

siderably more than the amount admitted

by the owner’s attorney, which amount

was considerably more than the amount

which the trial court had allowed.

 

Can’t Regulate These

Judge Swearingin of the Court of

Civil Appeals of Texas, in a recent case

tried before him, held “the business of

renting driverless automobiles to the

public for temporary use over the streets

of a city is not a private use by an in

dividual of his property over which the

police power of the city cannot be ex

ercised.”
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Wood St. Cyr Repair Co. has completed

a large brick garage at No. 91 Ann Street.

Hartford, Conn. Fred J. Wood and W'ilbur

B. St. Cyr, late of the City Auto Repair Co.,

are the organizers.

Ennis Auto Top Co., 22 Elm Street, Hart

ford, Conn., has taken over the entire build

ing (or body repairing and building.

Pilot Motor Car Co., of Richmond, Ind., is

opening an agency at 1536 Race Street,

Philadelphia. The concern will be known

as the Pilot Sales Co. of Philadelphia.

T. Beatty and Rue T. Beatty, formerly of

the Kane Motor_ Sales Co., Kane, Pa., have

opened a garage and repair station at 107

Fraley Street, Kane, Pa., on their own ac

count. »

American Service Corp., formerly of North

Broad Street, Philadelphia, agent for King

cars, now is established in its new show

room and service station at 202-204 North

Broad Street.

MIDDLE WEST

Ralph F. Schneider Auto Truck Sales Co.,

Detroit, distributer of the Dearborn Smith

line of commercial cars, has taken over the

Bethlehem line for this territory.

White Motor Sales Co. and the Stewart

Products Service Station, Toledo, opened

Monday in a new home on Jefferson Avenue.

Ralph Schneider Auto Sales 60., Detroit.

has acquired the distribution (or Detroit and

surrounding territory for the Bethlehem

truck.

John S. Parsh, Paul Bogardus and John

Camplan, Grand Rapids, Mich., have Just re

turned from France and have opened up a

garage and repairshop. to be known as John

S. Parsh & Co.

F'. H. Seibert and J. W. McCain, Spring

field, 111., have opened an automobile acces

sory store at 314 East Adams Street, and

will also be distributers for the Essenkay

Tire Filler in the Sangamon county terri- '

station for this department at 464 Mil

waukee Street, for wholesale and retail

business.

COAST

Wm. W. Forrest, a former racing driver

and mechanician, and Merton E. Titus, an

electrical engineer, have become partners

and opened a general repair shop at

5131 Mission Street, San Francisco, as the

Peninsula Auto Repair Shop. They will also

handle the Westcott car.

J. N. Clemens has disposed of his interest

in the Motors Distributing Co. to J. C. Had

ley, who becomes president of the company,

and S. S. Roweli has been elected secretary

and treasurer. The company will continue

to distribute Indiana trucks and have added

the Trundaar tractors. Headquarters will

continue at 1242-1246 Mission Street, San

Francisco.

George Dunbar has established the Daly

Cit; Vulcanizing \Vorks at 6630 Mission

Road, Daly City, Cal.

Arthur Del Tredicl and‘VInconzo Pants

leoni have opened the P 8; D Tire and Vul

canlzing C0. store at 4791 Mission Street,

San Francisco.

The Army Garage at 3101-3104 Mission

Street, San Francisco, has been formally

opened with 0. Werner as proprietor.

F. Herman has become the owner of the

Motor Inn Garage at 1267 Bush Street, San

Francisco.

Truck Tire Service Co. of California has

opened a Goodyear solid tire service station

at 999 Geary Street, San Francisco, with

R. TV. Wittschen, formerly of the Columbia

garage, as manager.

W. R. Jost and H. R. Waterman have

formed a partnership under the name of

Jost-YVaterman Tire & Rubber Co. and

opened at 1243 Sutter Street, San Francisco.

NEW GARAGES

Union Garage . . . . . . . . . . . . . . . . . . . . .Cleveland

lEuclld-Forth-Sixth St. Garage....Cleveiand

Van Doren-Overland C0...Rhinelander, \Vis.

Otto L. Richter (60 x 100)..VVeyauwega, \Vis.

Peter & Jacobs (30 x 120). .Sheil Lake, Wis.

E. C. Erickson & Son . . . . . . . . ..Chetek, Wis.

Edmund Dode (60 x 150)..Beaver Dam. Wis.

L. Nehrbass (add. 30 x 115)

tory.

Reliable Tire & Vulcanizing Co., Rockford,

111., located at 811 East State Street, has

opened a branch store at the corner of Main

and Mulberry Streets.

H. Y. Hensley, Clinton, 111., has opened a

garage and sales agency at 205 North Cen

ter Street and will be distributer ot the Hun

mobile in De Witt County.

Hughes Motor Co., 495 Broadway. Mll

waukee, has been appointed distributer of

the Stanley steam car and the Dixie Flyer

in the Wisconsin and Northern Michigan

territory. ,

Wisconsin Auto Repair 00., Milwaukee.

has been incorporated with a. capital stock

0! $5,000 to engage in rebuilding, repairing,

and selling of new and used motor vehi

cles. The incorporators are William A.

Trimberger, Lawrence A. Eckstein and Wil

lett M. Spooner, attorney.

Schueler Bros., Milwaukee, \Via, for

many years engaged in manufacturing motor

vehicle bodies of all kinds, and recently ap

pointed dlstributers of Hood tires, have

opened an office, dlplay room and service

640 Oakland Ave., Milwaukee, Wis.

William Loefl‘ler (40 x 80)

826 St. Clair Ave., Sheboygan, Wis.

Wisconsin Auto Repair Co.. .Milwaukee, Wis.

Lohr-Ford Auto Co. (60 x 110)

Hartford, Wis.

Chamberlain Auto & Supply Co.

Chamberlain, S. D.

Wentworth Garage (addition) '

Wentworth, S. D.

Otton Collins . . . . . . . . . . . . . . . . . ..Miller, S. D.

Charles & Jac. Schrag.......Freeman, S. D.

R. M. Baskerviile . . . . . . . . . . ..Clark, S. D.

W. \V. Hamilton (sales).....Faulkton, S. D.

William Nitz . . . . . . . . . . .....Big‘ Stone, S. D.

Frank Smith (tireshop).....I-Iumboldt, S. D.

Milkie Bros. . . . . . . . . . . . ..White River, S. D.

Hicks & Helm (addition)........Java, S. D.

John Urban.... . . . . . . . . . ........Philiip, S. D.

H. B. Darling . . . . . . . . . ..Timber Lake, S. D.

R. C. Jackson (vulcanizer)..Beresford, S. D.

C. R. Merrick (tireshop)......Groton, S. D.

Holler & Johnson (service)....Newell, S. D.

W. H. King Automobile Co...Mitchell, S. D.

Arlington Motor Co.........Ariington, S. D.

Henry Homan. . . . . . . . . . . . .Sioux Falls. 3. D.

Thompson-Lewis C0. (service)

Meckiing, S. D.

C. F. Krieger (accessories), Sioux Falls, S. D.

Clear Lake Auto Co. . . . . ..Ciear Lake, S. D.

Phillips Smith & Son . . . . . .Sioux Falls, 8. D.

R. 0. Duncan . . . . . . . . . . . . . . . ..Hudson, 8. D.

Johnson-Waldow Co.....Willow Lakes. S. D.

Philip Tire & Auto Co. (saies)..Phillp, S. D.

Goodwin & Peters . . . . . . . . . . . . ..Vivian, S. D.

T. Thompson. . . . . . . . . . . . . . . . . . ..Clark, S. D.

W..H. Heki . . . . . . . . . . . . . . . . . . . ..Hayti, S. D.

George Braidwood . . . . . . . . . ..Yankton, S. D.

P. A. Orth . . . . . . . . . . . . . . . . . . . ..Menno, S. D.

M. D., T. M. & N. C. Gandy..Webster, S. D.

Chris. Helmer (vulcanizer). .l-iighmore, S. D.

Ray Bros. . . . . . . . . . . . . . . . . . . .Highmore, S. D.

Coleman & Bros . . . . . . . . . . . . . . ..Wasta, S. D.

W. Weihe . . . . . . . . . . . . . . . . . . . . . ..C‘uster, S. D.

C. P. \Villiams.... . . . . . . . . . . . ..Marion, S. D.

Nielson 8r. Bade (repairshop). .Yankton, S. D,

Macy & Martin . . . . . . . . . . . . .Springfleld, S. D.

J. P. Anderson... . . .. .. . . . . . . . .Winner, S. D.

“’ilson & Williams (repairshop)

Litchfleld, Minn.

William Healy (repairshop)..Chisholm, Minn.

Flore & McCorquodale . . . . . . . . . .Delhi, Minn.

James Darling. . . . . . . . . . . . .Lindstrom, Minn.

Walter Jackman. . . . . . . . . . . .Freeborn, Minn.

Walter Vogtman (tireshop)

Park Rapids,

LaFond & Brick (addition)

Little Falls,

L. M. Olson............. . . . . ..Warren,

C. J. Osborne. . . . . . . . . . . . .Montevideo,

Schiagel & Otto (addition)

Clara City,

M. Hansen. .. . . . . . . . .. . . . .Hutchinson,

Gust. Bork . . . . . . . . . . . . . . . . . . . .Ormsby,

Gilbert Marchildon . .Red Lake Falls,

A. T. Holland (tireshop) . . . . . . . .Ada,

R. D. Kruger (sales). . . . . .Red Wing.

Wilson & Williams (repairshop)

Wlilmar,

Syreen Bros. (filling station)

Ironton, Minn.

. . . . . .Deer Creek, Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

Minn.

B. T. Evans & Co.. ..

Wallin 8t Tharrien. . . . .North Branch, Minn.

Stone 8; Schuri' . . . . . . . . . . . .Witoka, Minn.

Battery Service Co. . . . . . . .Little Falls, Minn.

Felix Lemoine . . . . . . . . . . . . . . . . . . .Cook, Minn.

W. S. Atkinson. . . . . . . . . . .Barnesvllle, Minn.

Matteson & Johnson. .Sturgeon Lake, Minn.

L. T. Thlenes . . . . . . . . . . . . .Little Falls, Minn.

F. G. Smith (repairshop) . . . .Warren, Minn.

John Ahrens (tireshop) . . . . . . .Gaylord, Minn.

Melander Motor Co. (sales), Moorhead. Minn.

Neinow 8; McClure. . . . . . . .Plainview, Minn.

L. P. Kingston . . . . . . . . . . . . . .Hastings, Minn.

J. 0. . . . . ...Wendell. Minn.

N. G. Lenarz. . . . . . . . . . . . . . . . . .Albany, Minn.

Farrell & Weed (repairshop)

Ortonville, Minn.

Tyler Auto & Machine Co . . . . . ..Tyler, Minn.

Kennedy Service Garage (salesroom)

Red \Ving, Minn.

C. E. Laindsey (sales) . . . . . .Virginla, Minn.

Hopper & Kiichi. . . . . . . . . . . . . . .Remer, Minn.

- John Carson. . . . . . . . . . . .Two Harbors. Minn.

John Make . . . . . . . . . ..Park Rapids, Minn.

Johnson & Thune (tireshop)..Willmar. Minn.

Rudolph lyerson (accessories)..Hills, Minn.

Hughes 8: Gildemeister (addition)

Grand Rapids, Minn.

Stanley Kobylinski. . . . . . . . ....Bowlus. Minn.

N. W. Oil Co. (station)......Duluth, Minn.

Bohn & VanRyper (saies)....Winona, Minn.

James Lair . . . . . . . . . . ...Taylors Falls, Minn.

J. A. Matthews............Graceville, Minn.

Carl Knutson . . . . . . . . . . . . . ..Ellendale, Minn.

H. H. Ley . . . . . . . . . . . . . . . . . ..Ollvla, Minn.

E. E. Norton . . . . . . . . . ..Breckenridge, Minn.

Standard Oil Co. (station)..Cleveland, Minn.

Michael Bruder . . . . . . . . ..Long Prairie, Minn.

Charles Newberg........ . . . . . ...Bock, Minn.
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A. D. Forsythe. . . . . . . . . . . .Barnesville, Minn.

Bourke & Noggle. . . . . . . . .. .Royalton, Minn.

Boyle & Mather . . . . . . . . . . . . . . .Gilbert, Minn.

Rousch & Winteer . . . . . . . . . .Mankato, Minn.

F. J. Klaseus. . . . . . . .Kasota, Minn.

Nelson & Baarsgaard. . . . .Barnesville, Minn.

Andrew Moe.....................Hllls, Minn.

William Hetzei . . . . . . . . . . . . . . . Douglas, Minn.

M. Bendell (tire shop) . . . . . . .Rushford. Minn.

Hall 8: Levy (service) . . . . . . . . . .Wells, Minn.

Ross Russell (repairshop)

Stewartville, Minn.

Satran & Olson (tireshop)....Fosston, Minn.

M. J. Schneider (tireshop)..Royalton, Minn.

W. H. Thompson (tireshop)

Pine River, Minn.

Henry Miilberg. . . . . . . . . . . . . . . .Dassel, Minn.

Ernest Puhlmann . . . . . . . . . .Springfleld, Minn.

l'icnry Beach . . . . . . . . . . . . . . .Stillwater, Minn.

W. F. Kasper . . . . . . . . . . . . . . .Fairmont, Minn.

Theide & Koch . . . . . . . . . . .Montevideo, Minn.

R. Snakenberg. . . . . . . . . . . . . . . .Kiester, Minn.

“1 H. Cox . . . . . . . . . . . . . . . . . .Swanviile, Minn.

Gunder Bondhus . . . . . . . . .Lake Wilson, Minn.

\V. F. Sparro . . . . . . . . . . . . . . . . . . .Byron, Minn.

C. R. Gehl (oil station). . . .Pine City, Minn.

Frank Lenzmei. . . . . . . . . . . . .Shakopee, Minn.

John Carson (repairshop)

Two Harbors, Minn.

P. A. Aldrich (50 X 100)..Battle Lake, Minn.

\V. H. Loomis............Little Fails, Minn.

G. H. Tideman. . . . . . . . . . . .Albert Lea, Minn.

Kretsch Auto Co. . . . . . . . . . . .Mankato, Minn.

Florence Auto Co. . . . . . . . . . . .Florence, Minn.

'1‘. \'. Nelson (repairshop)

Wanamingo. Minn.

Boyle & Mather . . . . . . . . . . . . . . .Gilbert, Minn.

James Maxa . . . . . . . . . . . . . . . .-. . .Jordan, Minn.

C. J. Aronson. . . . . . . . . . . . . . .Ellendale, Minn.

Samuel Berndt. . . . . . . . . . . . . .Le Sueur, Minn.

F. N. Addleman (paintshop)

Hastings, Minn.

Ed Steene . . . . . . . . . . . . . . . . ...Ellendale, Minn.

F. J. Lewis . . . . . . . . . . ..........Ciinton, Minn.

Barta Bros. (battery service)

Lonsdale. Minn.

A. A. Dickenson. . . . . . . . . . . .Donnelly, Minn.

Busch &. Bischot. . . . . . . . .Eden Valley. Minn.

Knutson & Sons . . . . . . . . . . . . . .Garfield, Minn.

J. P. Delteese (sales) . . . . . . . . .Miiaca, Minn.

Martin County Battery Co.. .Fairmont, Minn.

R. B. Dwyer. 630 N. 59th Ave. W.

Duluth, Minn.

Charles Newberg . . . . . . . . . . . . . .Ogilvie, Minn.

Phil Kiefer (tireshop) . . . . . . .Moorhead, Minn.

Noltimier & O'Neal. . . . . . . . .Minneota, Minn.

Vander Pol Bros. . . . . . . . . . . .Edgerton, Minn.

Lloyd Rowland (tireshop) . . . .Mankato, Minn.

Jackson Street Garage. . . . . . . . .Anoka, Minn.

H. Vogel . . . . . . .............Cokat0, Minn.

Fred. Butler. . . . . . . . . . . . . . . . . . .Jei’fers, Minn.

H. F. Karsburg (tireshop)..St. Cloud, Minn.

Dui'i'y & Stevens . . . . . .......Montrose,

Marshall Radiator & Repair Co.

Marshall, Minn.

Minn.

Automobile Sales Co . . . . . . . ..Hibbing, Minn.

Selmer Wick . . . . . . . . . . . . . . ..Hendrum, Minn.

(.olllng Bros..... . . . . . . . . . . . ..Mazeppa. Minn.

Foster-Raetz Electric Co...Itochester, Minn.

Paul Ringwelski (tireshop)

Little Falls, Minn.

Sorvig Bros Wi

. . . . . . . . . . . ner,Mi .Delano Auto Co. . . . . . . . . . . . . . .Deiagno

Automobile Battery & Electric Co.

. Crookston, Minn.

0Donneil 8; Elkstrom (tireshop)

W
Lynch & Co. ($20,000) . . . . ..Whgatgz.

R. C. W'heeler (accessories) '

Wygant & leson (repairsh

Paine & Jelms....

Alexander Waibei

Chris Schwager

Minn.

Minn.

..Wheaton, Minn.

0p)..Mora, Minn.

. . . . ..Mlnneapolis

.............Searles, Minn.

.............Fairmont, Minn.

I-gisn man u 1;“ 'u

.f'JN 1?: ‘

  

ERE is an example of one of the most rare and refined bits _of advertising on

record in Los Angeles. where many innovations in the way of publicity originate.

It is an Essex car that is being used for show purposes by Harold L. Arnold, dis

tributer in Southern California. The body. fenders and hood have been painted with

the outline of road routes and pictures of the principal Scenic attractions are shown.

The car was decorated by Charles Hamilton Owens, a celebrated California scenic

artist, and all the paintings are in oil and varnished. It is in reality a pictorial travelogue

and whenever the car appears on the streets crowds gather to inspect it. The re

markable fidelity of detail in the paintings, natural colors having been used, always

creates comment.

On the right side of the car is shown the route from San Francisco to Los Angeles

via the San Joaquin valley. with side trips to King River. Yosemite Valley, and the

Big Trees. On the lower half of the windshield is Lake Tahoe. The radiator spout

represents Salt Lake City and the top of the hood is ornamented by scenes from the

Owens River country and the high Sierras. 0n the left side the National Old Trails

Route from Los Angeles to Albuquerque is depicted. Joshua trees in blossom on the

Mojave desert, the Grand Canyon. Painted Desert, Petrified Forest and the Conti

nentai Divide are shown.

and Mt. Whitney, all are reproduced.

The Apache Trail, Roosevelt Dam, Mt. Lassen in eruption

 

Campbell & Son . . . . . . . . . . ....Fosston. Minn.

li‘orsman & Seeback . . . . .......C'r0sby, Minn.

Hagen &. Thykenson . . . . . . . . . . . ..Ulen, Minn.

D. C. Harrington (saics)....Pipestone, Minn.

A. E. Nelson . . . . . . . . . . . ..Grove City, Minn.

Scobbo & Bolland (repairshop)

Madison, Minn.

Peterson & Johnson. . . . . . New London, Minn.

Fairmont Auto Co.. . . . . . . . . .Fairmont, Minn.

Thomas Smith . . . . . . . . . . . .Rose Creek, Minn.

Sheidrup 8; Olson. . . .Pelican Rapids. Minn.

Knute Knutesen. . . . . . . . . . . . . . .Geneva, Minn.

C. F. Rotli......... . . . . . . ..llenderson, Minn.

Astoria Merc. Co. . . . . . . . . . . . . . .Canhy, Minn.

A. E. Nelson. . . . . . . . . . . . . .Grove City, Minn.

Johnson. Skelton 81 Co.

Sturgeon Lake, Minn.

E. 0. Nelson. . . . . . . . . . . . . . . . .Willmar, Minn.

John Egan, 1610 Lyndale Ave. N.

Minneapolis

George Woods . . . . . . . . . . . . . . . .Lavinia, Minn.

J. Bendal (tireshop) . . . . . . . ..Rusht‘ord, Minn.

Joseph Mirau. . . . . . . . . . . . . . . . . .Crosby, Minn.

Thompson & Burke . . . . . . ..Rapid City, S. D.

Tempe] Garage. . . . . . . . . . . . . . . . .Marion, S. D.

Hodgins-Mannix Motor Co.

Sioux Falls, S. D.

Black Hills Machine Co. (75 x 40)

Rapid City, S. D.

Thompson & Burke . . . . . ..Rapid City, S. D.

C. A. Wood.... . . . . .....Long Prairie, Minn.

J. F. Petchel . . . . . . . . . . . . ..Lake City, Minn.

B. O. Rourke (addition) . . . . . ..Duiuth, Minn.

V. M. Owen Co..... . . . . . . . . ....Hines, Minn.

L. H. Mattson . . . . . . . .......Deerwood, Minn.

Dickey & Langer (addition)

Faribauit, Minn.

Zarling & Boeier. . . . . . .Breckenridge, Minn.

W. F. Betterman. . . . . . . . . . . . . .Milton, Minn.

E. D. Eckert . . . . . . . . . . . . ..Albert Lea. Minn.

l~'. S. Schwalen taddition)...Triumph. Minn.

lde. Anderson . . . . . . . . . . . . ....Dassei, Minn.

Herman Kohls . . . . . . . . . . . ..Belview, Minn.

Bergeren & Johnson . . . . . . .......Cook. Minn.

Kneuppel & Ehiers..Mountain Lake, Minn.

Svendson & Jorgensen . . . . . . . . ..Tyler, Minn.

Oscar Thordal (addition).......Gary, Minn.

it. N. Aarestad . . . . . . . . .......Dawson, Minn.

J. H. Sullivan . . . . . . . . . . . ..Mahnomen, Minn.

Hawley Motor Co. (addition). .Hawiey, Minn.

Olson & Ramstead . . . . . . . . ..Washburn. Wis.

Greiner-Nash Sales Co. 266-268 Wisconsin St..

Kenosha, Wis.

O. S. Porter . . . . . . . . . . . . . . . . . . . ..Berlin. Wis.

James A. Drummond (66 x 85) N. First and

' N. Bluff Sts.. Janesviile, Wis.

.lanesviile Auto Co. (add 40 x 132)

Janesvilie. Wis

Henry C. Klein (45 x 90)....Janesviile. Wis.

J. Hamacheck & Son (add)

Two Rivers. Wis.

D. R. Schendei (53 x 135) . . . . ..191 16th St.,

Milwaukee, Wis.

K. F. Fenning (50 x 76)..405 Lincoln Ave.

Milwaukee. Wis.

Albert J. Stoltz (100 x l40)..209»215 Hanover

St., Milwaukee. Wis.

C. Milhaupt & Son (50 x 90)..Appleton, Wis.

ltoepke & Beversdori' (50 x 90)

Blrnsmwood, Wis

J. I". Groth . . . . . . . . . . . ......Guttenberg, Iowa

The Rose Motor Co. . . . . . . .Eagle Grove, Iowa

\Veldinger and Lieuen Auto Co.

West Bend. Iowa

,Bornhuldt and Paulsen . . . . . . . . ..Lester. Iowa

H. H. Johnson . . . . . . . . . . . . .Greenville, Iowa

Herring Hotel Garage... . .Belie Plaine. Iowa

Warnstaft Garage. . . . . . . . . . . .Hamburg. Iowa

Star Garage . . . . . . . . . . . . . . . . . .Akron. Ohio

Windermere-Euclid Garage..Cleveland. Ohio

_.__<4
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Record Crowd Gathers for Convention

of Automotive Equipment Association

Every Train Brings Fresh Arrivals—“Wholesale Only” Question

to Be Threshed Out—Members Look for

Excellent Trade Year

By Ray W. Sherman

HOT SPRINGS, VA., June 2—

The present convention of the Au

tomotive Equipment Association

will be the biggest ever held since

the organization was formed four

years ago. Nearly six hundred

reservations were made at the

Homestead and the delegates have

been arriving on every train for

several days. While the general

sessions will not begin until

Wednesday morning there are al

ready as many here now as have

attended some of the previous con

ventions.

The interest as indicated by the

attendance indicates a big future

ahead for the association. Some

of the members have been here a

week and some two weeks enjoy

ing the famous inland resting

place.

To-day and to-morrow are de

voted to committee meetings. One

of the hardest worked committees

is that on membership, for between

fifty companies have put their

names on the waiting list for mem

bership. This will mean if all are

elected, an increase of 15 per cent

in membership.

Among the things which have

created renewed interest in the as

sociation is the successful conclu

sion of the Sherman law criminal

action on restraint of trade

grounds brought by the Govern

ment.

Among those present is James

H. Wilkerson, who headed the

group of attorneys who success

fully defended the jobbers.

Also, business is good and every

one sees nothing but a big year in

automotive equipment. In some

sections the weather and bad roads

have delayed business and in most

sections last month is not much

ahead of the same month last year

because the open winter started

buying early and spread out over

several months the orders that

generally do not come until spring.

But the year from January 1 is

 
k

NEXT WEEK

Motor World will carry a

complete report of the Con-

vention.

WATCH FOR IT

 
 

considerably ahead of last year

and the trade is in unusually good

condition.

All are agreed that the armistice

came at a most opportune time for

production. The trade had the

winter months in which to adjust

itself and everything was fairly

well set when 1919 opened.

The Canadian jobbers and

manufacturers are in about the

same position as those in the

United States. The roads in Can

ada have held things back but they

are now going to move.

There are many things to come

up at this convention, among them

is the “wholesale only” policy for

jobbers, the recommendation of

which was laid over at the Chi

cago meeting last winter for fur

ther consideration at this meeting.

There is a strong sentiment in

favor of it and even if it does not

pass this time it probably will

some day. There will also be dis

cussion of the exhibit which will

be held in the fall and which would

have been held for the first time

last fall had not the war inter

fered.

Various athletic and other

events will be held, including golf

and tennis. Card games will also

be played.

There is the largest attendance

of women ever present, quite a

number of members being accom

panied by their wives.

 

Gas Engine Engineers Meet

CHICAGO, June 2—Attendance was

smaller than usual at the first day’s ses

sions of the National Gas Engine Asso

ciation. The experiment of group ses

sions was tried for the first time, but

with indifferent success. Hardly any of

the speakers who were expected to be

present the first day put in an appear

ance, and practically nothing of a con

structive nature was accomplished.

The opening session this morning was

devoted to routine busines, including the

annual address of the president. In

this, reference was made to the more or

less serious labor difficulties that were

confronting the members of the associa

tion and the organization was admonished

to consider these problems carefully.

The president also suggested broadening

the scope of the organization with a

change of name, in order that manufac

turers of all varieties if internal combus

tion engines might be admitted.

Various group meetings were scheduled

for the afternoon, but hardly one of them

did anything. The farm lighting section

met and appointed a committee to con

sider an organization, but it was left to

the future to determine whether it shall

be affiliated with the Gas Engine Asso

ciation or will go it alone.

Very few of the manufacturers of

tractor engines were present today, and

that group did nothing but hold an in

formal discussion of the labor situation,

without taking any formal action.

The main group of the convention lis

tened to addresses from J. E. Johnson,

general manager of Deere & Co., on

“Business Building,” and from Floyd R.

Todd of the same company on “The Trade

Outlook.”

Todd reiterated the assurances he has

advanced at previous gatherings of

business men, asserting that radical

changes in price levels cannot be ex

pected for an indefinite period. H. R.

Brate, secretary of the association for a

number of years, handed in his resigna

tion, and it will be acted upon by the

executive committee to-morrow.

To Pool Fordson Tractors

CHICAGO, June 2—A majority repre

sentation of the Fordson dealers in the

Rue Motor Co. territory, comprising

northern Illinois and northern Indiana,

met here to-day and decided to pool all

unsold tractors now in the possession of

the dealers in this territory and divide

them up equally.

There are only enough tractors re

maining unsold to give each of the 131

dealers about three machines. Such

action is unprecedented in the 'tractor

trade. Reasons assigned are that a new

price will be announced on the Fordson

soon and none wanted to be caught with

any machines on hand. ~ Also by cleaning

the decks at this time the factory would

be encouraged to resume production in

time to meet the anticipated harvest de

mand. A telegram to this effect was

sent Henry Ford and son.

More Room for Hippee-States

DES MOINES, May 28—The Hippee

States Auto Supply Co. has leased the

entire second floor of the building at

Seventh and Mulberry Streets.
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Peugeots Run One, Three

(Continued from page 9)

in chronological order became almost im

possible.

The one hundredth mile saw three cars

drop out. The pace set by the Packard

was beginning to tell. Tires were being

changed in wholesale quantities, oil

lines were breaking and coming loose,

magnetos were shaking from their bases.

radiators losing all the water, and worse,

the pace was so fast that the timers

could not catch up to the drivers as they

crossed and again crossed the wire.

At this stage of the run, Ralph Mul

ford dropped out, his Frontenac having

broken the drive shaft. McCoy in the

McCoy car was forced out because an

oil line broke and repair facilities were

This is a general view of the press

. stand and the pagoda. that held

judges and the timing apparatus

and timers

the

OFFICIAL TIME OF THE 33 STARTERS IN

  

THE 500-MILE VICTOR

 
 

 

 
 

 

 

 

Car i 25 Miles 50 Miles

No. Name of Cll‘ Driver Hr 1min Sec i Hr Min Sec

1 Chevrolet . . . . . . . . . . . . . . . . .. cm. Durant. ... . , .. . . . , . . . 0120.00.40 1 023621025

2 Frontenac . . . . . . . . . . . . . . . . . . . R. Mulford. . .. . . . . . . . . . . . . 0:15212.00 023224190

3 Peugeot . . . . . . . . . . . . . . . . . . . .. H. Wilcox. . . . . . . . . . . . . . . . .. 0:14:56.25 0230254.45

4 Packard. . . . . . , . . . . . . . . .. R. De Palmn . . . . . . . . . . . . . .. 0214:5510 0229220.70

5 Richard: . . . . . . . . . . . . .. W. 0215222.80

6 Peugeot . . . . . . . . . . . . . . . . . . . .. Jule: Goux . . . . . . . . . . . . . . . . . 0215:25.00 023124130

7 Frontenac . . . . . . . . . . . . . L. Chevrolet . . . . . . . . . . . . . . . . 0215:0570 0229229.90

8 Stutz . . . . . . . . . . . . . . . . . . Earl Cooper . . . . . . . . . . . . . . ‘ 0214257.65 023120090

9 Duelenberg . . . . . . . . . . . . . . . . .. Tom Milton ..... . . . .. 0:15228.10 0231237.30

10 Duesenberg . . . . . . . . . . . . . . . . . . E. O'Donnell 0215227.20 0232201.85

12 Rolrner . . . . . . . . . . . . . . . . . . . . . Kurt Hitke. .. . . . . . . . 021523435 023220540

14 Durant . . . . . . . . . . . . . . . . . . .. Eddie Hearne . . . . . .. . 021521330 0:31215.55

15 Ronrner . . . . . . . . . . . . . . . . . . . .. L. Le Cocq .... ..... 0:15:31.00 023220200

17 Hudson . . . . . . . . . . . . . . . . . . . . . Ora Haibe . . . . . . . . . . . . . . . . . 0:19259.70 024138.65

18 Thurman . . . . . .. . . . A.Thurman. .. . .. 0:15:44.40 023023000

19 Detroit . . . . . . . . . . . . . . . . . . . .. C. Kirkpatrick. . . . . .. . . . 0216201.?0 023925885

21 Stickel. . . . . . . . . . .. D. Hickey . . . . . . . .. 0216213.45 0235219.35

22 Dueoenberg . . . . . . . . . . . . . . . . .. W. D'Alene. . . . . . . . .. . 0215218.45 0230221.20

23 Shannon . . . . . . . . . . . . . . . . . . E. Shannon . 0217209280 0:35245.35

26 Bender................ Torn Alley . . . . .. 0217:15.05 0233246.75

27 Hudson . . . . . . . .. lrn Vail......... . . . . . . .. 021523225 023220690

23 Oldfield. . . . . .. R.Sarleo...,.........

29 Peugeot . . . . . . . . . . . . . . . .. Art. Klein. . . . . . . . . .. 0:15221.20 0233:4990

31 Ballot . . . . . . . . . . . . . . . . . . . . . Rene Thomas 021456.75 0230:5530

32 Ballot . . . . . . . . . . . . . . . . . . . . . A. Guyot 0215208.85 023120895

33 Ballot . . . . . . . . .. P. Bablot. . . O:15229.50 0231:24.15

34 Ballot . . . . . . . . . . . . . . . . . . . . . . L. Wagner. . . . . . . . . . . . 021425990 023120040

36 McCoy J. J. McCoy . . . . . . . . . _ . . ‘ 0220226.25 0239241.25

37 Baby Peugeot A. Boillot . . . . . . . . . 0216:47.15 023324585

39 Frontenac . . . . . Joe Boyer 0:15209.80 0:29234.30

4| Fremxii? . . . . . . . . . . G. Chevrolet. . . . . 021624930 0231:0550

43 Toft. . . .. Omar Toft . . . . . . . . . . . . . 0216:46.10 023423550

48 Roy Howard... 021620410 033201.35

 

75 Miles

Hr Min Sec

1201219.90

024923230

024823430

0245240.40

0:52:01.80

0246201.65

0247241.90

0248231.55

024825790

0249:21.50

0247256.85

0248259.85

0259240.90

025259.10

1208201110

0253216.60

0247:38.20

0254:05.80

025122945

025121410

0251:27.35

024721635

024724535

0247:1795

0249229.25

0259204.85

0249228.50

0246208.90

0249220.30

0252253.75

0250226.70

 

100 Miles

Hr Min Sec

1217258.00

1204253.50

1201231.45

1209:1190

1:02:32.50

1204:2990

_ 204252.15

205241.85

206215.75p...

204257.45
uni-i

205237.95

>1
216258.10

p-n
209245.30

229237165

21 1222.75

204243.90

nap—>

212212.40

> 208238.90

on 208222.90

1.. 208245.55

205209.50’

204220.90
uni-n

205203.75

’ 206202.90

207205.90v.1

,3 205251.15

. 211236.90

..e
207258.10

 

125 Mile! i 150 Miles

m Min Sec 1

155203.35 I

i

oar-i

u—n-ni-e-eu-np-np-en-i

_e,-,-.-.-_

>

I.‘

,

p-o

>1

p

_

221220.45

217236295

226224.70

218259.80

221220.80

225218.85

222259.90

226238.75

222210.90

223213.90

240215.70

249212.35

228216.25

:22210.20

232205.40

226210.80

225238.50

225205.95

221229.90

221213.90

225218.30

224245.35

224 201.80

225255.50

 

  

175 Miles

Hr Min Sec Hr Min Sec

123725595 125422335

123621690 125224325

1243 235.70 2200:5860

1237:01.70 1252:2390

1238216.75 1255209.85

1240227.70

1240228.55 1257226.45

124022490 125721010

1258242.00 2216226.00

2216206.00 224825550

124623690 220420715

123924125 220220330

1250203.55 220723690

1243238.45 2200239.50 I

1:43209.95 2202:0890

l:43227.85 2219:1845

l

123824510 220523935

124425630 220220090

1:42224.45

1242:2600 2200:01.15

124023830 125720800

124424330 221722555

Br!

2213.

2:092

2217

222'

2211

be!

221

2:1

124
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At the start the cars were all well bunched.

SWEEPSTAKES RACE ON THE INDIANAPOLIS SPEEDWAY, MAY 31

This is the beginning of the first lap of the race

 

 

225 Miles 250 Miles 275 Miles 300 Miles 325 Miles 350 Miles 375 Miles

8: Min Sec Hr Min Sec Hr Min Sec Hr Min Sec 11: Min Sec Hr Min Sec Hr Min Sec

2226:1050 224258.75 258257.20 3218§15.50 355227.75 325156.90 420822755

2124:1530 2240218.40 3:15226.40 323156.85 3246:44.80 4203:07.80 421958.25

255253.35 253208.20 321258.30 350205.45 3247:41.10 420456.90 4:22:01.75

2:2824850 2245227.75 3:27:11.30 3:46203.00 4206207.10 422358.50 4243:04.85

2:28:24.45 224722935 320555.45 322356.35 355243.95 421324565 4234215.15

2231:27.00 2248216.10 320554.60 3225209.95 3242212.85 359212.55 421622350

“a

2:29:48.25

AM

      

400 Miles

Hr Min Sec

412551.16

5204: 04.90

4 240222.35

520150.30

4 :59 256.30

4233 228.95

253235.90 321150.35 322924480 3247219.40 4208:0150 4:26:08.30 424651.20

224059.40 259228.90 322355.45 3243227.75 4202:48.45 4:21224.35 4241240.00

223454.70 253210.50 3212:2855 353222.90

224624750 320622550 322622430 324824850 4208:0525 4:27:12.20 4:48:08.25

223859.50 256245.00 3:14:23.15 323155.85 3249:26.90 420658.20 422620255

2237204.25 2256257.70 3:15:44.80 354235.90 353230.90 4212218.10 454229.35

2241207.00 320753.20 322524330 324422550 420359.60 422824255 4247203.55

223751.80 254248.35 321255.90 323452.90 352220.85 420924755 4226255.35

2234225.00 2251226.50 3209203.85 3:26224.80 324357.40 420421795 422220925

2 33:32.30 224952.50 320624190 3:23:26.45 323953.70 357213.10 4225:47.35

320921050 352247.90 353250.85 4:21:07.75 5218:2855

5:19:03.25

5:00:21.25

5209243.35

424352.75

425356.30

520521990

424558.28

4 240203.60

424220950

 

 

 

425 Miles 450 Miles 475 Miles 500 Miles Pos. I!

H: Min Sec Hr Min Sec Hr Min Sec Hr Min Sec Finish

424257.15 520552.40 522255.65 5:40:42.87 1

5:20242.70 5:37:27.90 55358.30 6:10:10.64 6

457226.30 S:l4:36.93 5231:4140 5:49:06.18 3

5:19203.20 557237.90 55358.75 6210:1092 7

5:20:36.35 S:42:10.15 620258.60 6:21:35.05

45051.00 5208:0320 5216:2010 5:44:29.04 2

557221.60 556248.80 621553.90 654228.09

5:18:52.65 5237:4655 556101.60 6:13:57.24 9

5:31:12.90 550235.80 6212:1455 65050.75

5:09:31.85 5227247.70 5246:1185 620520332 5

5:13:2800 5233:1935 5253:4190 6212:4255 8

522358.35 5242:3050 6200:48.00 622121032

5:03:03.35 5:20210.93 5:38:3855 5255:1637 4

520054.15 5:18224.40 523554.75

520958.25 5243 236.95 6:00:20.90 6217:2119 10

I
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not at hand. Joe Boyer in his Frontenac

threw a left rear wheel and broke the

axle. The accident occurred near the

pits and the car coasted in on the hub

of the broken wheel.

This accident resulted in a serious tie

up of the whole race.

The car crossing the timing wire with

its broken wheel cut the timing wire.

Omar Toft in his Toft Special was fol

lowing Boyer. The wire released from

the tension of the springs curled up in

the air and struck Toft, cutting him se

verely in the throat and opening the

jugular vein.

Toft was bleeding profusely, but con

tinued to drive his car. He was forced

to stop for medical attention though in

the thirtieth lap. Inspection showed that

he was injured rather severely and there

fore did not continue the race.

The breakihg of the timing wire also

caused some commotion in the timing

stand. A new wire was hastily substi

tuted and the click of the chronometer

continued.

About 1.45 De Palma was still in the

lead, having covered about 250 miles,

when he came in for a stop that lost him

first place. He changed all tires, put in

a few new spark plugs, filled the tanks,

and replaced a valve that had stuck.

Wilcox, who had been driving very care

fully, and apparently without any ef

fort on his part to maintain his position

so close to the front, moved into first.

His car was in good condition, and

was giving no trouble. This place he

held until the race finished.

After De Palma had repaired his car

the crowd was introduced to an exhibi

tion of speed. The Packard was purring

in a regular manner in its high pitched

tone. Wilcox was nine laps ahead of De

Palma. But this distance was decreased

considerably at the start. The Peugeot

was not left behind on the straightaways,

for there it held its own, but on the turns

Ralph was seen to pull away slowly.

After the 300-.mile mark had been

passed it became a question of who was

going to take second place. Wilcox in

the Peugeot was not making many pit

stops. His third one had just been made.

He had gasoline and oil enough to carry

him through, his tires were new, and he

was about 6 minutes ahead of Gaston

Chevrolet.

Chevrolet’s Frontenac was not going

strong enough to lap Howdy three times

in the distance that remained, so second

place became a matter of conjecture.

About this time the last man to quit

the race was D’Alene. His car broke an

axle. D’Alene’s Duesenberg lasted just

twice as long as the other two Duesen

bergs driven by Tom Milton and Eddie

O'Donnell, these two dropping out in the

forty-ninth and fifty-seventh lap, re

spectively, while D'Alene lasted for about

120 laps. There were now remaining in

the race fifteen cars. All of these fin

ished except the Baby Peugeot and it

was flagged off the track after the four

teenth car had completed its 500 miles.

The race was not one of bloodless as

pect. There were three men killed, and

the partner of the fourth may die. The

Roamer driven by Le Cocq entering the

o

  

“BE .

And this will give some idea- of the press of cars along the rail

back stretch on its ninety-sixth lap had

a disastrous accident. The gasoline tank

exploded, the car overturned and the two

men were killed instantly.

Arthur Thurman, driving his own car,

was killed wlfen it overturned after hav

ing gone about 110 miles. His mechani

cian, Robert Bandini, was badly hurt,

suffering a fractured skull. Chas

saigne relief driver for Bablot was push

ing the Ballot around its sixty-third

time when the car overturned. No one

was seriously injured and the car was

brought in under its own power. Louis

Wagner barely averted a tragic acci

dent when his car collided with the wall,

swinging him out of his course some

what, though he managed to keep the

car under control and continued.

Wilcox, coming across the wire first

for the 500 miles, won $20,000. His time

of 5 hours 40 min. 42.87 sec. did not set

a record for the track, averaging only

87.95 m.p.h. This was bettered by De

Palma, when he drove his Mercedes over

the line some years ago at better than

92 m.p.h.

In the history of the track there never

has been such a close claim for a place

as that between Louis Chevrolet and

DePalma for sixth place.- Louis Chevro

let’s time was 6 hr. 10 min. 10.64 sec.,

while DePalma’s time was 6 hr. 10 min.

10.92 sec. The last man to finish within

the money was Rene Thomas, the man

who set the record for speed on the

track during the tryouts. At this time

he made a lap at 104.7 m.p.h., but dur

ing the race he was not able to show up

so well.

 

F. W. D in Canada

CLINTONVILLE, WIS., June 2—J. D.

Cotton will be president of the new cor

poration just formed to take care of

F. W. D. truck production in Canada as a

branch of the Four Wheel Drive Auto

Co. of this city. Henry Nyberg is vice

president and sales manager; Archie

Kerr is secretary, and W. G. Cleghorn

treasurer. The ofiicers, with E. C. Kahel.

W. T. Barrie and H. J. Sims, form the

board of directors. Of the $200,000 cap

italization, $100,000 of the stock is held

by the Wisconsin company. A site is to

be selected and building operations com

menced immediately on a structure to

be 200 x 120 ft.

McClure Manages Des Moines Ford

DES MOINES, May 28—Three hun

dred Ford dealers in the Des Moines ter

ritory met in Des Moines last Friday to

greet the new manager of the Des

Moines branch, F. E. McClure. The af

fair was also made the occasion for a

thorough explanation of the new Ford

starter and a factory expert was pres

ent to demonstrate it for the dealers.

 

Goodrich Increases Mileage Guarantee

NEW YORK, June 2—The B. F.

Goodrich Rubber Co. has revised its

adjustment schedules on both fabric and

cord tires. Effective at once. fabric tires

are to be guaranteed 6000 miles instead

of 3500 and cord tires 8000 instead of

5000 miles. Goodrich tires already in

the hands of purchasers, no matter when

they were purchased, will be adjusted

under the new mileage guarantee.

 

Canadian Traflic Men Here

ST. LOUIS, May Ill—Two Canadian

distributers of the Traffic Truck Were

in St. Louis this week. Edwin Hill.

president, and Albert Hill, secretary of

the Motor Sales and Machinery Co., Ltd..

Port Credit, Ont., placed an order for

45 trucks. Mr. Anderson of the Ander

son Brothers Co., Champion, Alberta.

Sask., ordered 100.
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  News Letters From Busy Centers

The Week in Indianapolis

By John Orman

Indianapolis Automobile Trade

Association

INDIANAPOLIS, May 31—The Gib

son Welfare Association, an association

composed of some 200 employees of the

Gibson Co., conducted another of its so

cial events here this week, and it was

very successful. A musical entertainment

and dance were the principal events.

Plans were formulated for a big annual

outdoor picnic of the association, which

will be held early this summer.

Plans were announced yesterday for

two more new automobile salesrooms, to

be added to our Meridian Street automo

tive row. Each room will have a front

age of 50 ft. and a depth of 145 ft.

New machinery is being installed in

the plant of the Holton Tractor Co., a

company recently organized here; a

tractor a day is the schedule announced.

John Dittbreimer, formerly superinten

dent of the Stutz Motor Car Co., has

been appointed factory and production

manager.

‘ Dan V. Goodwin, formerly a news

paper man, and advertising manager of

the Indiana Tractor Co., has been ap

pointed district sales manager for the

Robt. H. Hassler, Inc. Goodwin will

open up a sales and service station on

east Washington Street, near the Ford

Motor Co. plant, from where he will

distribute the Hassler shock absorber

throughout the state.

L. H. Wright, director of the Indiana

State Highway Commission, has re

ceived a telegram from the Federal

Roads Bureau, United States Depart

ment of Agriculture, Washington, ad

vising him that 149 army trucks are

ready to be turned over to the Indiana

State Highway Commission. These

trucks will not be used this year, as the

commission does not contemplate doing

any of its own construction this year.

They, however, will be stored, and used

next year in the road maintenance de

partment.

A. N. Lyon has been appointed Field

Secretary of the National Automobile

Dealers' Association, with headquarters

in Indianapolis. He will cover the ter

ritory of Indiana and Illinois in the

interests of the association, and we feel

that his activities in this field will bring

into N. A. D. A. many new members

from Indiana. For the \time being Lyon

will have his headquarters in the offices

of the Indianapolis Auto Trade Associa

tion.

Our association forwarded a protest

to Daniel ‘C. Roper, Commissioner at

Washington, protesting against his rul

ing making a truck chassis a “part,”

and subject to a 5 per cent war tax. This

telegram was followed by a set of reso

lutions, signed by all the truck dealers.

Later a wire, signed by Roper, was

received saying that the ruling would be

reconsidered. We are calling another

meeting for this week to ask everybody

who is interested in the automotive in

dustry to sign a further protest.

 

The Week in Philadelphia

PHILADELPHIA, May 31—While

sales slowed up a bit during this week of

warm weather, most of the passenger car

dealers in North Broad Street, Chestnut

and Market Streets report an increase

in inquiries.

Motor truck dealers and distributers

report business still very quiet. Indica

tions are, however, that when the high

way legislation is all straightened out,

there will be a big impetus in buying, as

undoubtedly many, owing to uncertainty

over truck restrictions as suggested at

Harrisburg, are holding ofi buying

trucks.

Within the next few days Governor

Sproul is expected to sign the Dithrich

motor vehicle bill, which has just passed

the senate. This measure provides for

many changes in the licensing, registra

tion fees and general regulation of motor

vehicles, replacing the law of 1913. The

Motor Truck Owners’ Association of

Philadelphia is credited with having

brought about modifications of some of

the sweeping restrictions originally ap

pearing in this \bill.

The Penn-American Motor Car Co., of

which George Allison Brower is presi

dent, celebrated the first anniversary of

its American Six representation in Phila

delphia with a banquet at the Ritten~

house Hotel. Dealers as well as factory

representatives and members of the New

York organization attended. Among the

speakers were Robert Bursner, presi

dent of the American Motors Corp.;

Proctor H. Hause, vice-president and

treasurer; L. H. Ripe, production man

ager; Lee J. Cropley, sales manager, and

Jack Thomas, of the New York branch.

At the conclusion of the banquet, a novel

“stunt” was the departure of several

dealers by “driveaway,” in American

Sixes, recently purchased.

“Automobile Row” was well represent

ed in the return, this week, of the Penn

sylvania boys from France.

Gawthrop & Wister Co., Inc., dis

tributers of Clydesdale motor trucks.

have moved this week from their former

quarters in Market Street to 14-18 South

Twenty-first Street, the quarters recent

ly vacated by the Overland-Harper Co.

Sales and service station facilities are

(Continued on page 40)

The Week in St. Louis

ST. LOUIS, May 31—The passenger

car business in St. Louis is good. Deal

ers still are far behind in deliveries, and

are clamoring for cars. The waiting list

has grown longer, as receipts have been

less than orders this month. Dealers feel

that a shortage in production is all that

can stop them from a tremendously big

year, as people have plenty of money.

This has been an exceptionally rainy

May, causing a lull in the truck business,

especially in the demand from farmers.

The sun came out bright again several

days ago, and with a few more days of

sunshine there will be an improvement in

roads and conditions.

The rainy weather was responsible for

a postponement of the start of the Motor

Truck Expedition from June 2 to June

9. The time of the tour has been

shortened to 5 days, and it will end June

14. Interest in the tour is growing here

and along the route.

The initiation fee of the St. Louis

Automobile Manufacturers’ and Dealers'

Association has been increased from $100

to $200 for active members and from $40

to $100 for associate members.

Ladies' Night will be observed at the

annual meeting of the Motor Accessory

Association, which will be held Wednes

day, June 18, at the City Club. Members

of the Automobile Manufacturers’ and

Dealers’ Association and the Storage

Battery Association, and their ladies also,

are invited to attend.

.Harry Newman, Inc., has been appoint

ed agent for the Troy trailers. The

company also distributes the Highway

trailer.

The Sayers Six, which has heretofore

not been handled in St. Louis, will be

distributed ’by the Southern Motor Co.

W. J. Fikes has become president and

business manager of the St. Louis Sel

den Co., in which he has purchased the

controlling interest. B. M. McNabb will

continue as vice-president. The com

pany handles the Selden truck in this

territory.

The Times Square Auto 'Supply Co. has

opened a branch store at 1129 Locust

Street.

The agency for the Stronghold tire

has 'been taken by the Automotive Elec

trical Service Co., 2131 Locust Street,

which also has been made sub-dealer for

Vesta batteries.

Maj. Bernard A. Purcell, after service

in the Motor Transport Corps for 2

years, 9 months of which he was in

France, has rejoined the sales force of

the Dorris Motor Car Co. Another Motor

Transport Corps man who has returned

is Frank J. Walsh, brother of W. D.

Walsh, president, Walsh Motor Car Co.,
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Ford dealers, and is again a member of

this sales force.

Moving pictures of the Goodyear cara

van of a White and a Packard truck

were shown to truck distributers and

users and tire and accessory men on

Wednesday morning at the Empress

theater. The films were explained by

Frank S. Griesinger, St. Louis Goodyear

branch manager.

The Overland Automobile Co. of St.

Louis has opened a showroom and a

service station in East St. Louis, Ill.

Sales are in charge of J. H. Bledsoe,

formerly of the St. Louis Overland force,

and Thomas Hutchens is service man

ager.

The Bishop Truck & Tractor Co. has

received the first shipment of Stewart

trucks, for which it recently was appoint

ed St. Louis distributer.

The MacCarthy-Archer Automobile

Co. has been appointed St. Louis dis

tri-buter for the Rauch & Lang electric,

which will be sold from the showroom

at 439 North Euclid Avenue, while De

troit electrics, the old line, will be

handled from the showrooms at 5141

Delmar Avenue.

The Newell Motor Car Co., Paige and

Stearns distributers, have been conduct

ing a school for employees under the

supervision of Wayne Hearne, sales and

efficiency expert, formerly of the Paige

Detroit Motor Car Co.

Geller, Ward & Hasner have been ap-'

pointed distributers for the Derf spark

plug.

The Bartholomew Battery & Supply

Co. have taken the agency for the Day

ton electric starter for Ford cars.

 

Hood is Overland Pacific Manager

SAN FRANCISCO, May 28—An

nouncement of a change in the manager

ship of the Willys-Overland Pacific Co.

was made at a banquet given here last

week. Frank Hood, one of the best

known automobile experts on the Pacific

Coast and the former manager of the

Fresno branch, was appointed to the po

sition of manager here. Hood has been

connected with the Willys-Overl-and com_

pany for many years and has had charge

of the Fresno branch since its establish

ment. The banquet was attended by over

one hundred dealers from Northern Cali

fornia and one of the great features was

the talk by Edwin B. J-ackson, vice

president of the Willys-Overland com

pany and in charge of the sales di

vision.

Brady-Murray Becomes Hulett

NEW YORK, May 31——Without any

change in its personnel. the Brady-Mar

ray Motors Corp., distributer of the

Chandler, last week became the Hulett

Motor Car Co., Inc., taking its new name

from J. B. Hulett, its president.

 

Federal Producing 20 Daily

DETROIT, May 28—The Federal

Motor Truck Co. is now running 20

trucks daily and has business on its books

greatly in excess of production.

BROWNE QUITS WINTON

TO MANAGE OAKLAND

Bowman Drops Oakland July 1

and Browne Becomes Fac

tory Branch Manager

 

NEW YORK, May 31—Charles M.

Browne, 'president of the Automobile

Dealers’ Association, Inc., of New York

City, and for the past 11 years manager

of the New York branch of the Winton

Co., has severed his connection with

Winton. On June 1 he becomes manager

in New York for the Oakland Motor Car

Co., which will convert its dealership

into a factory branch.

Browne has long been an active figure

in New York dealer circles. It yvas in

1908 that he first came to New York.

He became connected with the Winton

company in 1905 in that company’s Chi

cago branch. After half a year there

he was sent to San Francisco to open

a branch on the Pacific Coast and shortly

thereafter came to New York. He is

succeeded by H. J. C. Miller, who has

been his assistant.

Coincident with the change the Oak

land business, which has been handled

by the Sidney A. Bowman Co. since the

early fall of 1913, will be moved to the

C. T. Silver Building. As the contract

between the Oakland company and the

Bowman company does not expire until

July 1, Browne’s work 'in the meantime

will be only supervisory. The Bowman

company has not yet made public its

plans for the future.

 

The Week in Philadelphia

(Continued from page 39)

in the immediate rear of the showroom.

The Larson-Oldsmobile C0. announces

_ that it is no longer carrying the heavy

type of trucks, now concentrating in the

commercial car department on the light

delivery car suitable for bakeries, laun

dries, groceries and the like. This is a

new step and is regulated by demand.

This company is now settling in its new

seven-story building on North Broad

Street.

The Hill Rubber Co., tires, Fred R.

Hill and A. H. Green representatives,

have opened salesrooms and offices at

2214 Chestnut Street.

The International Motor Co., Mack

truck distrilbuter, 2302 Chestnut Street,

is displaying in its show windows a

“wormseye” view of the Mack mechan

ism, 24 descriptive cards being placed on

a wire immediately overhead, explaining

the excellence in working of various

parts.

The Four-State Auto Supply Co. has

taken quarters at 2 South Twenty-first

Street, for the sale of automobile acces

sories.

"Caddie," the mascot Cadillac of the

Fifth Regiment of Marines, which also

was the first automobile to be landed

with the American forces overseas, is

on exhibition this week in the show

room of the Automobile Sales Corpora

tion, 142-144 North Broad Street.

A Wheat tractor constructed by the

Hession Tiller and Tractor Co., Butfalo,

N. Y., and which started from Columbus

Circle, New York, Friday, arrived here

after spending the night at Trenton, in

a trip to Los Angeles. It pulls a trail

er. A stop will be made at Wichita,

Kan., for the tractor show there. It

makes 15 miles an hour on the roads.

 

Receiver for Maxim Munitions

NEW YORK, June 2—The Maxim

Munitions Corp., which was formed in

1915 with $10,000,0000 capital, to take

over the inventions of Hudson Maxim

and which in June, 1918, announced its

intention of making and marketing a

farm tractor as well as acting as do

mestic and export distributer for the

trucks manufactured by the Dart Motor

Truck Co., Waterloo, has been placed in

the hands of a receiver. The courts have

appointed H. H. Henry, who for the past

two months has been the president of the

company and prior to that was vice

president and general manager.

It is understood that the assets and

liabilities of the company are about $1,

000,000 each, and it is stated that there

appears an excellent possibility of the

company being reorganized and con

tinued. Until the creditors and stock

holders meet, however, nothing definite

can be stated with regard to future

plans. A meeting is scheduled for the

near future and in the meantime the

business will be temporarily discon

tinued. '

 

“Rick” to Referee Tacoma Races

TACOMA, May 28~Some of the na

tion’s best known racers will participate

in the July 4 events at the Tacoma speed

way. Louis Chevrolet and Dario Resta

will drive and 'Capt. Eddie Rickenbacker

will be official referee. The five to ap

pear at the Tacoma speedway are Chev

rolet, Resta, Cliff Durant, Eddie Hearne

and Ralph Mulford.

As an annual sporting event the races

attract lovers of the sport from several

states including Oregon, California,

Idaho, Montana, Utah, Alaska, British

Columbia and the Middle West in gen

eral. Thousands crowd the great Speed

way each year and the annual races at

the Tacoma track are proving the great‘

est drawing card of any outdoor sporting

exhibition held in the West.

 

Olympian Making 10 a Day

PONTIAC, MICH., May 28.—The

Olympian Motor Car Co. is swamped

with orders. The company is producing

10 cars daily and is preparing to boost

this production to 15 cars at once.

New Location for Ohio Automobile

Trade Association

COLUMBUS, May 29—The Ohio Auto

mobile Trade Association has removed

its headquarters to Room 6, 35% North

High Street.
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30 TRUCKS ENTERED IN

IOU-TRUCK EXPEDITION

Date of Peripatetic Commercial

Vehicle Show Start Post

poned One Week

 

ST. LOUIS, May 31—More than

thirty motor trucks have been entered

so far in the 100-truck expedition

through Missouri and Illinois under the

auspices of the Commercial Car Bureau

of the St. Louis ,Automobile Manufac

turers and Dealers’ Association, which

will leave St. Louis, June 9, having been

postponed a week on account of rain.

The tour will end here on June 14.

A party of pathfinders departed Friday

morning for a 3-day trip over the route,

and L. H. Amrine, chairman of the com

mittee in charge of the tour, said to-day

that reports stated that the roads were

in good shape as far as Quincy, 111., the

end of the second day of the tour. The

pathfinders include C. A. Aldrich, Ald

rich-Stephens Motor Co., Joseph N.

Magna, Federal Truck Co., and Preston

W. Dufi'y, Chevrolet Motor Co. Dufi’y

will be truck master.

The present schedule calls for a start

at 6 a. m., Monday, June 9, at West

Pine Street and Sarah Boulevard, passing

through St. Charles, Wentsville, Flint

Hill and Moscow, Mo., halting at the

latter place for 90 minutes, and pro

ceeding through Troy, Auburn, Prairie

ville and Stark to Louisana, Mo., for the

first night control. The expedition starts

Tuesday morning at 6 o’clock for Frank

fort, New London, Oakwood and halts

for two hours at Hannibal, Mo., thence

across the Mississippi River on a bridge

to Quincy, 111., for the night control.

The tour continues Wednesday through

Camp Point, Rushville and Beardstown,

Ill., where the third night control will

be established. The expedition will reach

Jacksonville, 111., at noon, and Whitehall

in the evening Thursday. Friday the

noon control will be at Medora, and

night control at Alton, 111., the party

returning to St. Louis Saturday. Tour

ing books show the distance to be 408.6

miles.

An airplane provided by the Service

Motor Truck of Wabash, Ind., will pre

cede the expedition, bombing the towns

ahead with handbills announcing the

coming of the trucks. It is a Curtiss

plane, bought by the Service company

from the Canadian government.

 

Wright-Martin-International Merger

Rumored

NEW YORK, June 2—Negotiations

pointing to an early merger of the In

ternational Motor Co. and the Wright

Martin Aircraft Corp. is indicated by

negotiations which have been in progress

for some time. It is expected that next

week Wright-Martin stockholders will

approve a plan whereby the New Bruns

wick factory of Wright-Martin is sold

to the International Motor Co. in ex

change for stock in the latter organiza

tion The factory will be used as in

creased capacity for the manufacture of

trucks and should permit of the Inter

national doubling its truck output. The

New Brunswick factory has 500,000 sq.

ft. area and has been used for the manu

facture of Hispano-Suiza engines during

the war.

The Wright-Martin Corp. will be re

duced in capitalization and continue to

exist as an aircraft corporation for the

carrying on of necessary aircraft develop

ment and manufacturing work.

The International Motor Co. has not

announced any definite plans as to

whether the New Brunswick Wright

Martin factory will be used solely in the

manufacture of truck engines or if Mack

trucks will be manufactured in their en

tirety in it.

Wills and Lee Acquire Plant Site

DETROIT, June 2-—C. Harold Wills

and John R. Lee, who several months ago

severed their connection with the Ford

Motor Co., have, together with associates

yet to be announced, purchased or

optioned a large tract of property on

the St. Clair River between St. Clair and

Port Huron, and about fifty miles from

Detroit. It is the plan to build a large

plant upon this property to manufacture

the motor car which Wills is now de

signing. The name of the car and the

name of the company which they are

organizing have not yet been decided

upon.

 

Iowa Organization Booming

DES MOINES, June 2—The Iowa

Motor Trades Bureau, recently organ

ized, is meeting with a ready response

from the motor car dealers of the state

and has already reached a considerable

membership. Secretary A. J. Knapp has

just returned from a two-week trip

through eastern Iowa in the interest of

the Bureau and during his trip a num

ber of county units have been ogranized.

The Marshal county dealers held a meet

ing on May 16 and organized with G. M.

Darling as president; Jack Dagget, secre

tary, and W. C. McCarten, treasurer. On

May 19 Knapp organized the Buchanan

county unit, in a dinner-meeting at In

dependence. A. C. Burkhart of Inde

pendence was made president; H. J.

Walling of Jessup, vice-president, and

H. B. Gill of Independence, secretary

treasurer.

A meeting -of the Dubuque county

dealers will be held at Dubuque, June

5, for the purpose of perfecting the

county organization, and the Clinton

county dealers will meet June 4 to or

ganize.

 

Willard Men to Meet

CEDAR RAPIDS, June 2—Willard

Battery Station men of Iowa will hold

a convention at the Chamber of Com

merce in Cedar Rapids June 12. Among

the speakers will be A. J. Knapp, secre

tary of the Iowa Motor Trades Bureau,

who will speak on “Organization.”

BRITISH TRACTOR TEST

TO BE A REAL TRY-OUT

In Addition to Being a Demon

stration, Machines Are to Be

Thoroughly Tested

LONDON, May lS—British tractor

trials will be held at Lincoln, England,

during September, 1919, by the Society

of Motor Manufacturers and Traders,

Ltd., which is the national automobile

organization of Great Britain.

The trials are typically British in their

searching character. They are not to

be merely a demonstration but will be a.

thorough test of the machines as well.

For example, on the first day there will

be plowing on heavy soil from 10 a. m.

to 5 p. m., with an hour interval at

lunch. On the second day there will be

a similar program of plowing on light

soil. On the third day there will be 2

hours plowing in the morning and 3

hours of cultivating land previously

plowed in the afternoon.

Previous to the plowing there will be

a draw-bar dynamometer test for the

purpose of guiding the entrants as to

how many plows they can handle and

also to ascertain the pulling capacity of

the tractor. The tractors will be fitted

with a recording dyn-amometer and read

ings taken at a speed of 2.5 m.p.h.

The total gear ratio on each gear,

the driving wheel diameter in the case

of wheeled vehicles, or the pitch diameter

and pitch of the track sprockets in case

of a track hr creeper type machine must

be declared and marked on the sign.

carried on the tractor.

During the plowing work an observer

will accompany each machine and com

pletely report on everything connected”

with its work.

At the end of each day the tractors

will be parked but no repairs, renewals,

or adjustments made on them dur

ing the night, except by special arrange

ment with the judges. Any necessary

adjustments must be made during the

period of 1 hour immediately previous to

the start of work in the morning.

Only 10 minutes will be allowed for

warming up engines before the plowing

starts. In case of steam tractors 30

minutes is allowed:

One grade each of gasoline, benzol,

and kerosene will be furnished. No cool

ing medium other than water is per

mitted.

Entries may be made by the British

importer or the American manufacturer.

Many entries have already been received

and over fifty different makes are ex

pected.

 

New Plant for Hill Pump

CHICAGO, May 28—The Hill Pumpl

Valve Co. has purchased a site of 205,402“

sq. ft. here and will commence at once

the erection of a new plant. The first

building will be a one-story saw-toothy

roof structure.
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EXCISE TAX SCHEDULE

CONSIDERABLY REVISED

Tax on Truckfilassis Reduced

to 3%—Tire Adjustments

Now Covered

WASHINGTON, June 2—As a result

of numerous protests from the National

Automobile Chamber of Commerce and

the National Automobile Dealers’ Asso

ciation and other bodies, the Treasury

Department has issued new rulings re

lating to some of the excise taxes on

cars, trucks and parts.

The tax on tires, accessories and parts

does not apply when sold to the manu

facturer or producer of passenger cars,

trucks or motorcycles for the sole pur

pose of being used in their manufacture

and for sale on them. In all such sales,

however, it will be necessary for the

buyer to furnish a certificate showing

that the parts or tires will be used as

prescribed.

The ruling on chassis whereby all

chassis were classed as passenger cars

and taxable at 5 per cent has been

changed and any chassis with a super

structure that wi'll allow its use as a

truck without any substantial additions,

is regarded as a truck and taxable at 3

per cent. All other chassis, however, re

main taxable at 5 per cent.

_ Under the original regulations a manu

facturer who is also engaged in retail

business is allowed to base his tax on the

average monthly wholesale price and

under the new regulations Where it is

impracticable to follow this plan the tax

payer can base his tax on the ordinary

regular wholesale price for which like

articles were sold in the month previous.

When tires are returned for replace

ment due to the fact that they have not

traveled the guaranteed number of miles,

a tax on the replacement is figured on

the actual price of the transaction.

Following is the complete amendment:

EXCHANGES PURSUANT TO GUARANTY.

Where any article taxable under Section

900 is returned to the manufacturer thereof,

for adjustment, replacement, or exchange,

under a guaranty as to quality or service.

and a new article given pursuant to a guar

anty, free or at a reduced price, the tax

shall be computed on the actual price. if any,

to be paid to the manufacturer for the new

article. '

Article 14 of Regulations No. 47. entitled

“Tires. inner tubes, parts. and accessories

sold to manufacturer“ is hereby modificd to

read as follows:

“Subdivision (3) Section 900 of the Act

exempts from tax sales of tires, inner tubes.

parts, or accessories to a manufacturer or

producer of automobile trucks, automobile

wagons. other automobiles, motorcycles.

tires. inner tubes. parts, or accessories. To

come within the exemption the sale must be

to such a. manufacturer for use by him in

the manufacture or production of automobile

trucks. automobile wagons, other automo

biles, motorcycles. tires, inner tubes, parts.

or accessories or for sale by him on automo

bile trucks. automobile wagons. other auto

mobiles. or motorcycles or in connection

therewith or with the sale thereof or for free

replacement under contract or guaranty. Ii'

sold to 80011 a manufacturer for any other

purpose, such as resale to a dealer or for

the rebuilding of used cars. the sale is tax

:vhle. In order for the sale to come within

the exemption of the statute, the manufac

turer must at the time the goods are shipped

or sold (whichever is prior) have in his pos

session an order or contract of sale, with

certificate of the purchaser in writing printed

thereon or permanently attached thereto,

showmg that the tires, inner tubes, parts, or

accessories so purchased are to be used in

the manufacture of new automobile trucks.

uutomobile- wagons, other automobiles.

motorcycles, tires, inner tubes, parts, or ac

cessories or for sale on automobile trucks,

automobile wagons, other automobiles, or

motorcycles or in connection therewith or

with the sale thereof or for free replacement

under contract or guaranty. Following is a

form of the certificate or statement which

will be accepted: '

FORM OF CERTIFICATE.

The undersigned hereby certifies that the

tires, inner tubes, parts, or accessories pur

chased hereunder are purchased with the in

tention of using them in the manufacture

or production of automobile trucks, automo

bile wagons, other automobiles, motorcycles,

tires, inner tubes, parts. or accessories, or

for the sale on automobile trucks, automo

bile wagons, other automobiles, or motor

cycles, or in connection therewith or with

the sale thereof, or for free replacement

under contract or guaranty. In case any of

the tires, inner tubes, parts, or accessories

sold hereunder are diverted from this use,

the purchaser will account for such tires,

inner tubes, parts, or accessories to . . . . . . . . ..

. . . . . . ...., the manufacturer thereof, at least

once during each calendar year and will pay

the tax thereon to him at the time such

accounting is made.

Signed........ . . . . . . . . . . . ..

If it is impracticable to furnish a certifi

cate for each order a certificate covering all

orders between given dates (such period not

to exceed a. month) will be acceptable. If in

any case such an order and certificate can

not be produced on demand of any author

ized agent of the department the tax in

respect to the sale will be considered in

default.

Substitute in place of the next to last sen

tence of Article 15 of Regulations 47, which

reads as follows:

“A chassis is a. part of an automobile and

taxable at the rate of 5 per 'cent when sold

separately regardless of whether it is a

chassis for an automobile truck or wagon or

for any other kind of automobile."

“A chassis provided with a superstructure

of such design that it is without substantial

additions adaptable for hauling heavy loads

is an automobile truck or automobile wagon

and taxable at the rate of 3 per cent. A

chassis not so equipped is an 'other automo

bile' taxable at the rate of five per cent.

l'nless the manufacturer has actual knowl

edge that the chassis is to be used as an

automobile truck. or automobile wagon, or

has in his possession at the time the chassis

is shipped or sold (whichever is prior) an

order or contract of sale with a certificate

of the purchaser in writing, printed thereon.

or permanently attached thereto showine'

that the chassis specified in the order is to

be so used, the tax shall be five per cent

upon the manufacturer's selling price."

Article 34 of Regulations No. 47. entitled

“Manufacturer also Retailer" is supple

mented by adding a new paragraph to read

as follows:

“In cases where it is impracticable to com

pute the tax in respect to articles sold at

retail on the average wholesale price for

which like articles were sold during the

previous calendar month, the taxpayer has

the option of basin: the tax upon the ordi

nary or regular wholesale price for which

like articles were sold durim';r the previous

calendar month."

All-American to Expand

CHICAGO, June 3—‘1'he All-American

Truck Co., now operating in the Ogren

plant, Chicago, has purchased 34 acres

of land in the city for approximately

$100,000 and will immediately begin con

struction of a factory which with other

plants to be built by the company will

ultimately cost $1,500,000. A bond issue

loan of $150.000 has been arranged. Pro

duction at this time is ten trucks a day

and the present factory is capable of

about fifteen a day. When the first

unit of the new plant is completed it

will handle thirty a day and when all

the contemplated improvements have

been made on the new property a pro

duction of one hundred daily is expected.

PRODUCTION DECREASES

SLIGHTLY DURING MAY

Ohio and Michigan Factories

Hard Hit by Strikes Among

Parts Makers

 

Daily production figures for the two

states during the month of May follow:

  

  

  

Car May

Buick . . . . . . . . . . . . . . . . . . . . . . . 500

Briscoe . . . . . . . . . . . . . . . . . . . . . 75

Barley . . . . . . . . . . . . . . . . . . . . . . 10

Cadillac 80

Chalmers 80

Chandler 70

Chevrolet 726

Columbia . . . . . .. 20

Dodge . . . . . . . . . . . . . . . . . . . . . . 5M1

Dort . . . . . . . . . . . . . . . . . . . . . . . . 100 100

Ford . . . . . . . . . . . . . . . . . . . . . . .3,000 3.000

Harroun . . . . . . . . . . . . . . . . . . . . 15 15

Hudson 100

Hupp . . . . . . . . . . . . . . . . . . . . . . . 60

King . . . . . . . . . . . . . 10

Liberty 30

Maxwell 25"

Olympian . . . . . . . . . . . . . . . . . .. 10 12

Oldsmobile . . . . . . . . . . . . . . . .. 140 150

Overland . . . . . . . . . . . . . . . . . . . 600 200

Packard . . . . . . . . . . . . . . . . . . . . 25 25

Paige 70 75

Paterson . . . . . . . . . . . . . . . . . . . 15 15

Jordan . . . . . . . . . . . . . . . . . . . . . 12 15

Rec . . . . . . . . . . . . . . . . . . . . . . . .. 125 121'

Saxon . . . . . . . . . . . . . . . . . . . . . . 50 35

Scripps-Booth . . . . . . . . . . . . . . 45 5|)

Studebaker . . . . . . . . . . . . . . . . . 200 150

Winton . . . . . . . . . . . . . . . . . . . . . 10 iii

Essex . . . . . . . . . . . . . . . . . . . . . . 100 100

Grant . . . . . . . . . . . . . . . . . . . . . . . 50 50

7.084 6,688

DETROIT, June 2—Automobile pro

duction in Michigan and Ohio during

May was hard hit by labor troubles, sta

tistics revealing a falling oif in daily

production of many factories. During

the month production averaged 6688 cars

daily as compared with 7084 produced

daily during April. Strikes in the plants

of parts makers were largely instru

mental for the sub-normal production,

although in the cases of Willys-Overland

and Studebaker No. 3 factory, Detroit,

the strikers effectively tied up manufac

turing work.

Saxon, Hup and others were hit by the

Wilson Body Co. strike, their supply of

bodies being curtailed. The walkout at

Timken-Detroit Axle Co. put the Cadillac

and one or two other companies in a bad

way while the Salisbury Wheel & Axle

Co., Inc., strike at Jamestown, N. Y., if

it develops seriously, is threatening

Paige production. The Willys-Overland

Co., which was running 600 cars daily

at time of the strike in that plant, has

not produced a car in three weeks.

Studebaker production is afl'ected by a

walk-out, but to just what extent is not

known at this time.

All of the automobile makers are

over-sold, some of the companies, the

Jordan Co. of Cleveland, for instance.

having sold its entire production for

the next eight months. If production

could be doubled there would be a ready

market for every car made.
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Resignations and Promotions

Place Workers in New Places

Prominent Tradesmen Assume New Duties

Ralph Snyder, Quincy, lil., has been ap

pointed retail sales manager for the Over

land Automobile Co. of that city and will

have jurisdiction over fifty-two counties of

Illinois and Missouri.

J. P. Mahoney, for 3 years general pur

chasing agent of the Buds. Co.. will assume

the position of sales manager left vacant by

Lon R. Smith, who went to Indianapolis 85

general sales and advertising manager of the

Midwest Engine Co.

William H. Yule, manager of mechanical

sales for the B. F. Goodrich Rubber Co., has

resigned, and will leave the rubber industry

to manage his newly purchased orange and

iruit ranch near Santa Barbara, Cal.

Clifford A. Williams has become associated

with the “'estern Motors Co.. Los Angeles.

as vice president in charge. of the Klssel

business.

Hal G. Trump, for the last 4 years man

ager of the Chicago office of the Green-Ful

ton-Cunningham Co.. has joined the stat!

of the Campbell-Ewald Co., Detroit, Chicago

and New York. Trump will make his head

quarters at the Detroit oti‘lce.

J. C. Witwor, who was connected with the

Kelly-Springfield Tire .00., Akron, as assis

tant superintendent for 8 years, and during

the past year in the experimental depart

ment of the Goodyear Tire & Rubber Co..

has joined the International India Rubber

Corp.. South Bend, as assistant superintend

ent in charge of production.

Bernard M. Robinson has recently been

appointed resident counsel and head of the

legal department of the Firestone Tire &

Rubber Co.. Akron, taking over the duties

of Mr. Hamill, who has been appointed sec

retary to President Harvey S. Firestone.

C. H. Bassett, Detroit. has been appointed

a southern district sales representative by

the Fulton Motor Truck Co., Farmingdale.

L. I. In the past he has been connected

with the Studebaker and Elgln interests and

was a. dealer and distributer at Jacksonville,

Fla.

George W. Brooks has been appointed rep

resentative of the Hudson Motor Specialties

Co. in Texas. New Mexico, Oklahoma. Kan

sas and Arkansas.

Major Howard Blood, connected with the

airplane experimental station at Dayton dur

ing the war, has been appointed general

manager of the plants of the General Motors

Co. at Walkerville, Ont. Two plants are now

being built for manufacture of engines and

axles.

M. B. Hoagland has been appointed direc

tor 01' sales of the Signal Motor Truck Co..

Detroit. He was with the American Steel &

Wire C0. {or 17 years.

J. Gordon has been appointed middle west

ern sales representative of L. V. Flecher

& Co., New York City.

W. D. Hopoon, who for 3 years represented

the Studebaker Corp. as service supervisor in

the Orient, is now service representative 0!

the General Motors Export Co. in the Far

East. He expects to sail for Shanghai on

June 15.

A. E. Wlnqort, district sales manager for

the Chalmers Co. for 3 years. has been ap

pointed \\'hoiesale manager of the Fulton

Truck Co. of Michigan.

Robert Marcus, formerly with the Ameri

can Bureau oi' Engineering and later with

the Willard Storage Battery Co._ has been

put in charge of the Battery Service Station

Equipment Department of the H. B. Shontz

Co.. New York, which have just been ap

pointed Metropolitan distributor of all Ambu

products, manufactured by the American

Bureau of Engineering.

Frank R. Boyd has resigned as assistant

treasurer of the Oakland Motor Car Co..

Pontiac, and will devote his time to personal

ai‘t’airs.

M. V. Smith has been made general super

intendent oi' the Supreme Motors Corp.,

Warren, 0. He was production manager of

the Essex engine at the Hudson Motor Car

Co. plant, Detroit.

A. H. Savage has been appointed sales

representative of the Roller-Smith Co., New

York. for the states of Minnesota, North Da—

kota. and part of Wisconsin and South Da

kota. with headquarters in the Pioneer

Building, St. Paul.

Fred T. Ferrell has resigned as sales man

ager of the Harrisburg Automobile Co., Har

risburg. Pa.., and has become sales repre

sentative of the Hession Tiller & Tractor

Corp., Buffalo, N. Y.. maker of the Wheat

tractor. He will at first be chiefly occupied

with the coast-to-coast trip undertaken by

the \Vheat tractor.

 

Standard-Detroit Tractor to Dissolve

DETROIT, May 28—The Standard

lletroit Tractor Co. has filed a petition

for dissolution in the circuit court. The

petition was signed by M. L. Pulcher,

head of the Federal Motor Truck (10., and

Edward P. Hammond, both stockholders

in the company, and other well-known

Detroiters. The petition states that the

company has 60 cents in the bank and

that its liabilities are far greater than

its assets. The business has been carried

on at a loss for some time and there is

no prospect that it: will improve. The

total assets amount to $1,811 and the lia

bilities $59,490. The company was in

corporated some time ago for $100,000

for the purpose of manufacturing a trac

tor attachment to Ford cars.

 

Coast Representative for Derf

NEW YORK, May 28—The Capital

Farm Implement 00., Sacramento, has

been appointed Pacific Coast representa

tive of the Derf Mfg. Co.

 

Kalamazoo Motors Takes Lane Truck

KALAMAZOO, May 28~The Lane

Motor Truck Co. has been taken over by

a new company styled Kalamazoo Mo

tors Corp., which will continue the Lane

line but under the name of Kalamazoo.

The new company has a fully paid up

capital of $250,000, officers being: Presi

dent, H. A. Crawford; vice-president, C.

J. Johnson; treasurer, William B. Mil

ham; secretary, R. M. Gregory; directors,

A. L. Pratt, John McKinnon, H. P. Kauf

fer, V. T. Barket, Joseph Brown, Frank

Milham.

 

Ohio Dealers Killed a Bad One

COLUMBUS, May 28—The Ohio Auto

mobile Trade Association has succeeded

in defeating a pernicious bill which, it

allowed to pass in the Ohio General As

sembly would have put out of business

about 1000 garages, repairshops and fill

ing stations in the state of Ohio. The

bill sought to prohibit the operation of a

garage, repairshop or filling station

within 200 ft. of a church, public or pri

vate school, hotel with 100 or more rooms

and a number of other classes of insti

tutions.

 

Hollier Getting Into Production

CHELSEA, MICH., May 28—The

Lewis Spring & Axle Co. is now getting

into fair production on the Hollier six.

Manufacture of this car, which was dis

continued during the war, has now been

permanently resumed. The company

can sell all the cars it makes, but has

not yet prepared its production schedule

for the coming year. About 400 men

are on the payroll and this number will

be increased as production expands.

 

Champion Holds Annual Gathering

TOLEDO, May 31—Three hundred and

sixty-five purchasing agents and en

gineers representing the various auto

motive manufacturers in Michigan, Ohio

and Indiana gathered at the plant of the

Champion Spark Plug Co. here last Sat

urday. The gathering is an annual one.

In the afternoon they inspected the

Champion plant and in the evening were

entertained at a banquet at the Toledo

Club.

NEW YORK STOCK EXCHANGE CLOSING

QUOTATIONS, MAY 29, 1919

Bid Asked

Fisher Body, com . . . . . . . . . . . . . . .. 79 80

Fisher Body, ptd... . . . . . . . . . . . . ..100 101%,

Goodrich, B. F., Co.. com . . . . . . . .. 78 78%

Goodrich, B. F._ 00., pfd . . . . . . . ..106 107

Kelly-Springfield, com . . . . . . . . . . ..126, 1271/,

Kelly-Springfield, ptd . . . . . . . . . . . .. 96 97

Kelsey VVheei, com . . . . . . . . . . . . . .. 50 56

Kelsey Wheel, pi’d . . . . . . . . . . . . . . .. 99% 102

Lee Rubber & Tire . . . . . . . . . . . . . .. 33 34

Stewart Warner . . . . . . . . . . . . . . . . .. 93 99%

Stromberg . . . . . . . . . . . . . . . .. 54 54%

U. S. Rubber, com . . . . . . . . . . . . . “1141/5 1141/8

U. S. Rubber, ptd . . . . . . . . . . . . . . ..114 115

Chandler . . . . . . . . . . . . . . . . . . . . . . . ..189 190

General Motors, com . . . . . . . . . . . ..209 209%

General Motors, pld . . . . . . . . . . . . .. 90% 91

General Motors, deb . . . . . . . . . . . . .. 90 90% '

Maxwell, com . . . . . . . . . . . . . . . . . . . .. 44% 45

Maxwell, 1st ptd . . . . . . . . . . . . . . . .. 77% 77%

Maxwell, 2d pfd . . . . . . . . . . . .. . . . . . 36% 36%

Pierce-Arrow, com . . . . . . . . . . . . . .. 60% 61

Pierce-Arrow, pfd . . . . . . . . . . . . . . ..107 107%

Saxon . . . . . . . . . . . . . . . . . . . . . . . . . . .. 101,5 10%

Studebaker, com . . . . . . . . . . . . . . . . “107% 108

Studebaker, pfd . . . . . . . . . . . . . . . . .. 281,5 29%

Stutz . . . . . . . . . . . . . . . . . . . . . .. 68% 69

White . . . . . . . . . . . . . . . . ..60% 60%

VVillys-Overland. com . . . . .. . . . . . . 39% 39%

\Villys-Overland, pi'd . . . . . . . . . . . .. 97 98
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Races, Contests and Tours

'Sheepshead Bay, N. Y. June 14 . . . . . . . . . . . . Speedway.

Atlantic City, N. J...July 4 . . . . . . . . . . . . .. Airplane race, Aeronautic Convention.

Tacoma, Wash. . . . . . . July 4 . . . . . . . . . . . . .. Speedway.

Cincinnati, 0. . . . . . . . . July 5 . . . . . . . . . . . . .. Speedway.

Uniontown, Pa. . . . . ..July 19. . . mid-Summer Meet, Speedway.  

Sheepshead Bay, N. Y July 26..

'Middletown. N. Y. . . . Aug. 15. .

  

  

  

. Speedway.

Elgin, Ill. . . . . . . . . . . ..Aug. 22-23. Road race.

Sheepshead Bay, N. Y Aug. 23 . . . . . . . . . . .. Speedway.

Unlontown, l’a. . . . . . . Sept. 1 . . . . . . . . . . . .. Speedway.

Sheepshead Bay, N. Y Sept. 20 . . . . . .. Speedway.

'Alientown. Pa. . . . . .. Sept. 27.. Dirt track event

Cincinnati, 0. . . . Speedway.

'Trenton, N J.. . . Dirt track event

Conn. . . . .. Oct. 11 . . . . . . . . . . . .. Dirt track event.

  

'Danbur ,

{Tentative dates.

Meetings and Outings

Chicago, Ill. . . . . . . . .. June 2-3 . . . . . . . . . ..Twelfth Annual Convention, Hotel Sherman, Na

tional as Engine Assn.

Hot Springs. Va..... June 2-6 . . . . . . . . . ..Conventio , Automotive Equipment Assns., Home

stead Hotel.

Washington, D. June 3-6 . . . . . . . . . .. Pan-American Commercial Conference. Pan-Amer

ican Union Bif-g.

Philadelphia, Pa. .....June 21 . . . . . . . . . . .. Annual Outing, Kugler's Mohican Club. Motor

Truck Assn.

Trade Assn..

of Phila._ with the Phila. Auto

Automobile Accessories Business

Assn. and the Camden Auto Trade Assn.

Ottawa Beach. Mich..June 23-27 . . . . . . . ..Summer Meeting. S. A. E.

Philadelphia, Pa. .....Sept. 22-25 . . . . . . . ..Annual Convention. National Association of Pur

chasing Agents, Bellevue-Stratford.

‘ Foreign Shows

Venezuela. 8. A . . . . . ..May 15-June 1.....Nationai Exhibit of Venezuela.

Paris, France . . . . . . ..Oct. 15 . . . . . . . . . . ..‘.Grand PalaisF—lnternatlonai Automobile Manufac

turer‘s Congress.

London. England .....November . . . . . . . ..Olémpia—International Automobile Manufacturers“

ongress.

Tractor Demonstrations

Denver. Col. . . . . . . . . ..June 9-12 . . . . . . . . .. Sectional Tractor Demonstrations. Denver Tractor

u .

Wichita, Kan. . . . . . . ..July 14 . . . . . . . . . . . ..Alxomotive Committee of National Implement

ssn.

Columbus. 0. . . . . . . . ..July 28-29 . . . . . . . . ..ln charge of Prof. H. C. Ramsower, head of A621

culttiiral Engineering Dept. of Ohio State ni

vers ty.

Piqua, O. . . . . . . . . . . . ..Aug. 1-2 . . . . . . . . . ..In charge of Prof. H. C. Ramsower. head of A ri

cuitural Engineering Dept. of Ohio State ni

versity.

Foatoria. 0. ... . . . . . ..Aug. 6-7 . . . . . . . . . .. in charge of Prof. H. C. Ramsower. head of A -

cultural Engineering Dept. of Ohio State ni

versity.

Akron, 0. . . . . . . . .....Aug. 12-18 . . . . . . . ..In charge of Prof. H. C. Ramsower. head of Agri

culttfi'al Engineering Dept. of Ohio State Uni

VPTS y.

Aberdeen. 8. D . . . . . ..August 18-22 . . . . . ..Sectional Tractor Demonstration.

Ottawa. Ont., Canada. October . . . . . . . . . ..Inter-Proivincial Plowing Match and Tractor Dem

onstrat on.

 

Watch for Him

BOSTON, May 26—Dr. A. Sydney

Matthews and A. Clarence Dawson,

president and secretary of the National

Touring Club of America, Inc., and the

League of American Patriots, Inc., are

being sought by the Federal authorities

of Boston on a charge of swindling.

Officers of the law state that they be

lieve the two men secured some $25,000

before they left town. Just two hours

before the officers went to the head

quarters of the two they had packed up

their baggage and left for parts un

known. Record shows that 9553 mem

bership certificates were sold.

It has leaked out that the men had

visited the post office where they were

able to get some idea of who the post

office inspectors were. And then they

were able to keep tabs on the Federal

officers, so that they were just a step

ahead of the officials all the time.

The charge against the men is con

spiracy to use the mails in a scheme to

defraud. Dawson was exposed recently

after having palmed himself ofl’ as a

member of the famous Lafayette Esca

drille. He and Matthews came to Boston,

as far as the authorities have been able.

to ascertain, some time last March along

about show time and opened offices in

the Walker Building.

They employed a staff of stenogra

phers who worked day and night pre

paring letters to send out soliciting mem

bership in the touring club. One of

them went to a newspaper office and

asked for advertising rates, stating that

they were going to build up an organi

zation like the A. L. A. of Boston.

Then the letters were sent out with

dues for individuals placed at $2 a year;

for charter members, $5; for life mem

bers, $10. Garages and hotels were al

lowed to join for $6 and $8, and elab

orate signs were prepared to be hung

out showing members where to call to

get the benefit of being an N. T. C. mem

ber. A contract was placed for the

garage signs to cost $4.69 each, and for

which hotels and garages would pay $8.

Signs for the cars were to cost 43 cents

and owners could have them for only (?)

$2.50.

The contracts were let to the Beach

Enameling Co. of Coshocton, 0. There

were to be 5000 of the hotel, garage

signs 18 x 24, and 5000 of the car signs

6 x 5. Individual membels were given

a button.

The two men kept within the limits

of the law until they put‘ an advertise

ment in the newspapers to secure “a lady

to earn $40 who would have to put up

$2,500 as a guarantee of integrity, etc.”

Matthews stated that he would put up

$2,500 worth of gilt-edged securities in

escrow in a bank against the money put

up by the woman. Then G. H. Loomis of

49 Oakland Street, Medford, Mass., was

asked to join the club, but he thought

it was suspicious and he conferred with

the authorities. It was on this basis that

a warrant was sworn out by the post of

fice authorities.

 

Bad Roads Retarding Truck Sales

DETROIT, May 28—Bad roads in the

vicinity of Detroit are retarding truck

sales outside of the city limits. Harry G.

Moock, secretary and business manager

of the National Automobile Dealers’ As

sociation, who was in town during the

motor transport day held here yesterday,

reports that large sales of trucks in the

rural districts will be made just as soon

as the improved road conditions result

from the good road campaign now in

progress in this state.

Mr. Moock states that a great amount

of pioneer work among the prospects in

the rural districts at the present time

will net great results to the wideawake

dealers who go after this business, be

cause as soon as the roads are improved

and it is possible to use the trucks, a

flood of orders will be released. Nat

urally, a large share of these orders will

go to the dealers who have successfully

pioneered in the rural districts which, at

present, have unimproved roads, but

which will soon be in better condition in

this respect.

Williams County Organizes

MONTPELIER, OHIO, May 28~The

organization of the Williams County

Automobile Trade Association was per

fected at a meeting held at this place

May 12. Officers elected were: W. T.

Gardner of Byran, president; Raymond

Howard of Edgerton, vice~president, and

Guy Knepper, Montpelier, secretary

treasurer. The organization starts with

a substantial and enthusiastic member

ship and has been afliliated with the Ohio

Automobile Trade Association. The

next meeting will be held at West Unity.

June 9, when the Ohio organization will

provide a speaker.

Buick Producing 450-500 Daily

FLNT, MICH., May 28—The Buick Mo.

tor Co. is not back into normal production

as yet. The plant is turning out between

450 and 500 cars daily. While some dif

ficulty has been experienced in the past

in getting certain parts, this situation is

rapidly clearing up, all material now

coming through in fair order.
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PEDALS FOR FORDS

  

UTILITY PUMPS

For All Cars -

For Fords - -

$12.00

7.50

  

UTILITY DlSAPPEAR-‘"

ING TRUCK BODY

For Fords $38.50
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In x - ~
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UTILITY

The key to safety in driving any Ford

car, is a firm, positive grip on the pedals.

UTILITY Pedals—rubber shod—are

absolutely slip-proof. Besides, they are

wide enough to hold the driver’s whole

foot—with a flange for extra protection

against slipping, at the side. Owners

call them “The Absolutely Necessary

Accessory for Fords.” Dealers find them

selling faster every day, and increasing

in popularity and profits, more and

more.

DEALERS: Order from your Jobber.

JOBBERS: Get in touch with us.

Hill Pump Valve Co.

Mfrs. of UTILITY Product“

Archer Avenue and Canal St., Chicago

Snlen Department:

THE ZINKE 00.. 1323 s. Mlchlgan Ave.,

Chicago

  

UTILITY PROTECTED HEATER

For All Cars - - - $9 to $25
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UTILITY

RIM WRENCH

For All Cars - $1.75
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l “SIMPLY SHOOT IT

mo nu: cur"

2 in l CUT FILLER

ls E‘asyand to Sell

r \ons 'ot-qour car aria-truck customers
“vi: be interested in 2 in 1 Cut Filler. Sooner

or later one or more of their tires will get

a bruise, cut or gash. They know how

small cuts. bruises and gushes eventually ruin

the tires it not attended to at once. Order

a display box containing tubes of 2 in 1 for

your counter. Tell your customers all about

2 in 1 and what it will do for them.

Powerful Selling Points of 2 in 1

Cement and Rubber All In 1

2 in 1 is easy and quick to apply and helps

to cut down tire bills—because it saves them

and helps them deliver their full mileage.

An extra, easy sale is almost sure to result.

2 in 1 Cut Filler is easily and quickly ap

plied—kee s little holes trom getting bigger—

prevents emotion of destructive sand and

water pockets—keeps out fabric‘rotting oil.

Other Dutch Brand Products

Get to know more about the complete line

of profit making Dutch Brand Products. Send

for our FREE colored catalog. Tells all

about 2 in 1 Cut Filler—Auto Patching Corn

ent—Rubber Seal—Vulcanizing Cement—Ra.

diator Seal Compnund —— Cnrbo-Cirie —- Valve

Grinding Compound—Auto Top and Cushion

Coating—Gasket Sheilac—Varnl-Brite, and

many others.

Dealers: Order Dutch

Brand Products

through your jobber.

Van Cleef Brothers

Manufacturers)! Tire and

Chemical Specialties

Woodlswn Ave., 77th to 78th St.

_CHICAGO, U. S. A.
I-'

f°va1752': 1v
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Ron ndi'd contact, brush

of wear proof hardened sures

tarnart _ _

nudrr all conditions of serr

sti't'l, insurrs positive sliding

contact with flvi'fr-fl-HHJS. _

trr.

It

Swedish Sfll'l spring, in

  

an even tension

at all treats, and brush and absolutely pra

rents "jinn/ting" or breakage mils use a

in the crcnt of backfire.

Cushion Spring—arts as

n snark absorber for the ling. l‘its any standard

 

  

 

Easy fitting Brush run/t

Ford Timer Shaft and per

MILLER

"NEVER-111$ ” Brush f\'|tl‘

any standard Ina/rt: of Timer.

Banishes Ford Timer Troubles

—And Lasts About Five Times Longer Than

Your Mischief-Making Roller Brush Outfit

HEN your roller brush timer

has gone two or three thou

sand miles, its contact bed begins

to look like a relief map of the

Rocky Mountains. Pound, pound,

pound—that's your roller brush:

battering furrows and \velts into

the shoes, and leaving a series of

ridges that spell misfire. gas waste.

fouled plugs—no end of troub'e.

Miller's 25,000-Mile Idea

A man named Miller—Ford agent in

a little Kansas town—was a Conscien

tious Objector to the roller brush and

all its evils. But he wasn't satisfied with

objections; he wanted a solution. And

decided that he might as well find it

himself.

First, he discarded the old. mischie

vous, trouble-making Roller. In its

place he substituted something entirely

new—a slidiny contact Brush. Result:

No battered contact shoes. no mistires,

no premature breakdown—but upward

of 25,000 miles of flawless service.

For his timer—the MILLER NEVER

MISS—has a sliding contact brush, with

a shock-absorbing spring. The contact

bed stays as smooth as glass—has to.

A hot spark four times around, every

time around. Slow wear—the brush it

self should stay on the job for 18,000

miles. and then a new one (for 30c.)

will find the timer as good as ever.

 

The Miller Brush, which makes Possible

the remarkable efiriency 0f the Miller

Timer, can be purchased separately for

use with any standard make of 'Iimcr.

Even though the contact ring of your

present timer is in bad share thr .llillrr

‘NMTnMisf' Brush ttI'II u‘cu.‘ it smooth

again after about 500 miles of service.

List [vice of Brush only—80 rents.

 

 

All This for a Two-Spot

T h e .\I I L L E R NEVER-MISS

TIMER, brush and all, costs $2.00. It

will last five to ten times longer than

your standard roller-brush timer. And

give a thousand times better service.

Attached in a couple of minutes:

You can do it. And never again let

your dealer sell you one of those roller~

brush mislire-breeders. Show him your

“Two” and tell ill!" what you want—n

MILLER. If he hasn't got it. get it

direct from us. \\'e’ll pay carriage

charges.

Dealers: Miller sold 5000 a month in

his dinky little township. The news

spread like a gold find—and orders

poured in from all over the state. Now

it's going all over the country. with hi 2

advertising and sales Co-operation to

help out. Attractive discounts. Write

to your jobber or to us.

MIL-MAC MANUFACTURING COMPANY

1714 North Broad Street Philadelphia, Pa.

__

\\'lwn writing advertisers please mention Motor “'orld—lt identifies 5'0“
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SURE—
there was a tournament and a lot of individual

playing of golf—and much that wouldn’t or couldn’t I

be catalogued as strictly business, but the convention

of the Automotive Equipment Association at Hot

Springs last week was a big success.

BECAUSE—_
the upwards of 500 members in attendance spent

many hours of each day considering and working out

of trade and industrial problems that will result in

making the business of manufacturing and selling au

tomotive equipment better and more profitable dur

ing the months to come.

log—“O
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Manufacturers and jobbers are coming more and

more to realize that the “automotive dealer" is the

keystone and the back bone of any plan that aims at

success in merchandising. And the big men of the

Automotive Equipment Association are the ones who

are strongest in their expressed desire that Motor

World keep up its vigorous campaign to make good

dealers out of‘the poor ones, and better dealers out

of the good ones. '
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To which we reply: “\We will continue doing our very

best."

GPO:
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JOBBERS’ ASSOCIATION

“Gets Set” for Big Future

Rescinds Its Regulations, By-Laws and Constitution and Starts

Forward with Clean Slate

Hot Springs Convention Biggest Ever Held in Point of Attendance and in Importance to the

Trade—Exhibit to Be Held Nov. 3-8 in Chicago

OT SPRINGS, Va., June 7.

—The Automotive Equip

ment Association this week

“got set” for a big future.

With the Sherman law litigation

out of the way and with four years

of building work behind it, it made

big steps in shaping things for the

years to come.

Lest some details of the past

might continually creep into dis

cussions and becloud the atmos

phere and cause delays and inde

cisions, the association votedto re

scind everything it ever did and

start all over again.

The result will be that there will

be a new constitution, new by-laws

and new regulations. This work

is now in the hands of a committee

consisting of the president, vice

president and four ex-presidents,

and the members are looking for

ward to the new plan under which

operations will be carried on.

The Sherman law case served to

show the association what a

tangle it was possible to make out

of its attempts at business opera

By Ray W. Sherman

tion. Hundreds of details were

massed in a mess of information

and misinformation and when the

leaders in the association tried to

  

Those Pictures

DO you remember the MOTOR.

WORLD camera that snapped

at you before you had time to

get your necktie straight at Hot

Springs?

You’ll find the pictures in a

special section, following page 16

in this issue.

Three hundred pictures were

taken, and nearly every one of

them came out well.

Look the section over and re

vive your memory as to names

and faces. Also, keep this issue

till next fall, so you can revive

your memory before you go to

the meeting in Chicago, Nov. 3-8.

 
 

 
 

 
 

determine what was what and

how to plan for the future they

found themselves up against a

huge problem, so they said:»“Let’s

wipe it all off and start over

again.” Wherefore, the process of

discarding useless material will be

to discard the whole business and

salvage What is worth while.

Much of the documentary foun

dation of the association had al

ready outlived its usefulness. It

was no longer of value. Its pur

pose had been served; but to deter

mine accurately what was useful

and what was not proved a mat

ter of involved discussion, so a

general discard was adopted with

salvage of the worth-while as an

easier matter.

Meantime the association con

tinues substantially as heretofore.

It Will function under committee

control and under the manage

ment of Commissioner William M.

Webster and the other officers.

The convention was the biggest

ever held. The Homestead Hotel

registered 527 people, which is

more than ever attended a session

before. There were many wives

and children present, and from

every angle the session was the
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most important ever held. Jobbers and

manufacturers now receive equal com

pensation for attending, which prob

ably had considerable to do with the num

ber of manufacturing members present.

As a first step in getting all set for the

future, a motion to rescind everything

was made at the first general session of

the convention and was unanimously

carried when put to a vote. A tribute

was paid to the present'board of direc

tors by ex-President Charles E. Faeth

and the entire membership seemed in

harmony in respect to the plan for revi

sion of the make-up of the Association.

It was stated that some members ex

pressed fear of the future while some are

indifferent, and that the attitude of all

should be one of confidence in the or

ganization and the trade it represents

Counsel at Meetings

The Board of Directors recommended

that the association employ counsel to

attend its meetings in order that first

hand advice may be available on matters

where it is required. Now that the asso

ciation has had some experience in liti

gation, it has become a practice with

some members to raise legal questions at

almost every point, and it is felt that the

presence of an attorney will expedite

matters considerably. '

The convention began Monday with

committee meetings Monday and Tues

day. The general sessions opened Wed

nesday and were planned for Thursday

and Friday, but it rained so hard Thurs

day afternoon that the golf tournament

was postponed until Friday morning, and,

by holding a session Thursday afternoon,

the business was cleaned up that day and

adjournment was made about 5 o’clock

Thursday.

The convention opened with an address

by Commissioner William M. Webster, in

which he set forth the need for loyalty

to the association and to the country. In

citing what co-operation can do, he told

how the association had secured special

cars to bring western members to the

convention, after local officials had said

it could not be done.

Some Resignations

Never until this meeting of the asso

ciation were there any resignations of

consequence, but, in getting set for its

future work, the organization accepted

the resignations of 12 jobbers and 20

manufacturers. The reasons given were

varying, and included, “sold out or discon

tinued the business,” “policy changed,”

“change in organization," “not now in

the jobbing business," “assessment too

high,” “expense not justified,” “local dif

ficulties," “not satisfied" and “lack of co

operation.” The resignations are printed

elsewhere, in connection with this story.

Exhibit Nov. 3-8

The business exhibit of the association

in Chicago, Nov. 3 to 8, in connection

with its annual convention, is the most

important work before the association in

the immediate future. This exhibit

which was planned for last October and

called off on account of the war, will Le

mnllllllllllllllllllllni

22 New Members

7 Jobbers

J. H. Haney & Sons . . . . . . . . . ..Omaha

Independent Electric C0., Regina, Sask.

Martin-Evans Co.....Brooklyn. N. Y.

Peaslee-Gauibert Co . . . . . . . “Louisville

E. L. Taylor 8: Co.....Rlchmond, Va.

Terre Haute Automobile Co.. Inc.

Terre Haute

\V. R. Wheeler Co. . . . . . ..Indianapolls

15 Manufacturers

American Chain Co. . . . . . . ..Brldgeport

Anderson Electric Specialty Co.

Chicago

Ashland Products C0...Ashland, Ohio

Auto Metal Parts Co. . . . . . .Des Moines

B. & W. Mfg. Co . . . . . . . . . . . ..Chicago

Black & Decker Mtg. Co...Baltimore

Champion Ignition Co. . . . . . . . . . ..Flint

Coe Stapley Mfg. Co. . . . . . ..New York

Corcoran Mfg. Co. . . . . . . . . ..Cincinnati

Dole Valve Co. . . . . . . . . . . . . . . ..Chicago

Edgar C. Guthard Co . . . . . . . ..Chlcag0

K-D Lamp Co. . . . . . . . . . . . . ..Cincinnati

Monroe Auto Equipment Co.

Monroe, Mich.

Sinclair Refining Co. . . . . . . . . ..Chicago

Van Briggle Motor Device Co.

Indianapolis

  

 

held as originally scheduled in Medinah

Temple. Manufacturing members only

will be permitted to -buy space on ac

count of the limited amount that is avail

able. The jobbing trade, however, re

gardless of membership, will be invited

to visit the exhibit. The convention

which will be held at the same time will

be the association’s annual meeting, at

which time officers will be elected.

In connection with exhibits, mention

was made of local exhibits by jobbers,

but the matter did not reach the point

of discussion and nothing definite devel—

oped on this point.

Battling the Bolshevist

An interesting talk on “How to Com

bat Bolshevism” was given by W. K.

Evans of Indianapolis, who formerly was

engaged in government secret service

work. He said the Bolshevist makes a

practice of entering a plant as an em

ployee and very often does not let him

self become known for a year or a year

and a half, if that length of time proves

necessary for him to curry favor with

the workmen and get his propaganda

under way. Evans suggested that em

ployers secure the confidence of some of

their older and more trusted employees

in order that the employers may have

immediate information as to the appear

ance of the propagandist.

Thursday both manufacturers and

jobbers met in general session. Harry

F. Atwood, author of “Back to the Re

public," stirred the convention with a

talk on the need for cool-headed action

in these disturbed times and a return to

the principles of the constitution of the

United States. His address is printed

on pages 10-14.

It was voted to do away with the limit

on dues. At present this limit is $500 and

the figure has caused considerable mis

understanding. The assessments never

have reached this amount, but when

bills have been sent out the bill has of

ten been for the full $500 with a state

ment that the difference between the

actual assessment and the $500 would

be rebated for prompt payment. The

matter has been so generally misunder

stood, however, that it was voted to do

away with this limit and run the as

sociation on a straight assessment basis.

Finances in Good Shape

The financial report showed the or

ganization to be in a good condition. It

has $17,946.37 in cash and $50,000 in

Liberty bonds. For the defense in the

Sherman law litigation, there was raised

$122,227.06 and the expenses ran $6,

703.86 over this amount, which may be

wiped out if some of the unpaid pledges

are received and if some members who

did not make pledges give assistance.

One jobber wanted to know if it was

good business to sell merchandise to mu

nicipalities and large commercial houses

on dealers' terms, and whether this

tended to break down the dealer mer

chandising system. One member said

that in his city certain merchandise was

sold to commercial houses which main

tained five cars or more and another

jobber stated that he handled, as a

dealer, any commercial house which had

a fleet of ten cars, ran its own garage

and employed at least one mechanic on a

regular payroll.

On the other hand, one jobber stated

that there was no more reason for a

commercial house with five cars expect

ing dealer terms, than there is for a man

expecting wholesale grocery prices be

cause he has five children. One mem

ber contended that the more jobbers did

to help the dealers build up successful

businesses the more loyal the dealers

would be to the jobbers as a fraternity.

Quantity Discounts Again

The old question of whether or not

quantity discounts should be a factor.

came up again and provoked the usual

-discussion, all of which ended as it has

on previous occasions without any

definite result. As has been the case on

other occasions, there were active de

bators on both sides. The only point on

which there seemed to be any definite

agreement is that a seller is entitled

to compensation if he breaks a package.

One of the reasons why some of the

jobbers do not like the quantity discount

is that it tempts a man to load up with

too much stock and tie up too much

money for the sake of getting a little

better price. On the other hand it was

contended that the man who does well

with a particular line of goods is en

titled to compensation for his work.

So far as overstocking is concerned,

it was suggested that jobbers with sur

plus goods on hand, could in many cases,

get out of the difficulty if they would

take the matter up with other jobbers,

because, it was stated, there is hardly

an instance of that kind where there

is not some jobber who would be glad
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to take the stock. F. T. Andrae stated

that he'had an overstock which cost him

$3,000 and which he had decided to write

off in the inventory at $300, but that

by using Commissioner Webster’s ofiicial

bulletin he had disposed of it for $2,600.

Good Work in Standardization

F. T. Andrae, chairman of the Stan

dardization Committee, which has been

doing good work, stated that it would be

a good thing if more members would

spend more time in their shipping and

receiving rooms. He stated that boxes

often come unmarked and that a clerk

has to take the box apart before he can

find out what the stock is and that the

box must then be labeled by the clerk if

it is to be put in stock. He suggested

that buyers when they order goods stipu

late how they should be marked, and

that every box should be labeled with

figures of large size that are easily read

and that every container should carry

a picture of the article that is inside.

He said that the claims department

handles about 5 per cent of everybody’s

business and that this percentage can

be cut considerably if more attention be

paid to the recommendations of the

Standardization Committee.

This committee is endeavoring to se

cure the adoption of the decimal system

which makes pricing easier.

An effort is being made to standard

ize loose leaf pages for salesmen’s data

books.

It was voted that the Commissioner

gather data on the cost of doing busi

ness, as he did on a previous occasion.

The last figures gathered were for the

year 1916 and the convention expressed

curiosity as to how these figures stand

today.

The reports of state vice-presidents

on local organization work indicated

that the organization movement gener

ally is making progress in a substantial

way.

The convention voted to open future

sessions with prayer.

A resolution was passed favoring

universal training.

Considerable amusement was created

by the statement in one of the sessions

that a typewriter company in Chicago

had gone into the automotive equip

ment business and in fact will sell

“merchandise of all kinds” in response

to a~ demand made upon it by its satis

fied customers.

Manufacturers Meet

Wednesday evening the Automotive

Equipment Manufacturers, which had

its beginning with the manufacturing

members located‘ in Chicago, held a

meeting in the Casino to which all

manufacturers were invited. Most of

the discussion related to the excise tax

on automotive equipment and after it

was all over little real information

seemed to be available. The manufac

turers told of conflicting rulings they

had received and of their inability to

get definite statements from officials.

The officers of this association are:

President, Howard E. Patterson, War

 

32 Resignations

12 Jobbers

Michael Er! . . . . . . . . . . . . . . . . ..Winnipeg

Hilliard & Yokes Co . . . . . . . ..Erie, Pa.

Herrlinger Auto Sup. Co...Cincinnati

Bittel-Lei'twlch Co. . . . . . . . . ..St. Louis

Electric Mfg. Co., Ltd . . . . . . ..St. Paul

Great West Saddlery Co....Winnipeg

N. H. Bragg & Sons.....Bangor. Me.

Dyke Motor Supply Co.....Plttsburgh

Jos. Woodwell Co. . . . . . . . ..Pittsburgh

Morley-Murphy Hdwe. Co.

Green Bay, Wis.

Roehm & Davidson . . . . . . . . . . ..Detroit

Elyea Company . . . . . . . . . . . . . . ..Atlanta

20 Manufacturers

Caskey-Dupree Mfg. Co...Marietta, O.

\V. H. Hoover Company

' New Canton, 0.

Crew-Levlck Co . . . . . . . . . ..Philadelphia

Keyless Auto Clock Co . . . . ..New York

N. Y. & N. J. Lubricant 00.. New York

Hayes Mfg. Co. . . . . . . . . . . . . . ..Detroit

A. J. Stephens Rubber Co.

Kansas City

American Bronze Corp...Berwyn, Pa.

Bailey Non-Stall Differential Corp. '

‘he was when he started.

 

Chicago

James H. Rhodes & Co. . . . . ..Chicago

Vesta Accumulator Co. . . . . . ..Chlcago

Premier Electric Co. . . . . . . . . ..Chicago

Indian Refining Co. . . . . . . . ..New York

Lane Brothers. Poughkeepsie, N. Y.

American Electric Co. . . . . . . . . .Chicago

Brown & Caine, Inc . . . . . . . . . ..Chicago

Hide Leather & Belting Co.

Indianapolis

Vital Manufacturing Co. . . . .Cleveland

Refex ignition Co. . . . . . . . . ..Cleveland

Brown Spring Oiler C0. . . . ..Cleveland

 

 

ner-Patterson Co., Chicago; vice-presi

dent, E. A. Bates, Findeisen & Kropf

Mfg. Co., Chicago; treasurer, Franklin

Mayo, Mayo-Skinner Mfg. Co., Chi

cago; secretary, Noah Van Cleef, Van

Cleef Bros., Chicago.

What California Has Done

Robert W. Martiand of Oakland

aroused enthusiasm with a story of how

the California Automobile Trade As

sociation has grown and benefited the

trade in that state. He said it started

five years ago in Oakland with 68 mem

bers and in a month had four local as

sociations and 210 members. To-day

there are 42 locals with 2700 members.

He stated that the association endeavors

to teach the trade that there is such a

thing as overhead and that the public

is entitled to courtesy and fair treat

ment. The public has approved of these

principles and the association has made

it possible for members to take advan

tage of this approval lby lending to mem

bers an insignia which tells the motorist

that a garage is a member.

If any car owner receives what he con

siders unfair treatment, he may com

plain to headquarters and he will receive

redress. If the dealer or garageman is

found to have overcharged, he must maki

a refund to the customer or his insignia

is taken away from him.

Martiand told of instances in which

association effort has led to the estab

lishments of supply departments in gara

ges with an increase in business from

$75 to $1,000 a month.

He said that one day in the San

Joaquin Valley he found a clean garage

and said to the man: “It's a wonder you

don’t carry accessories.” In a closet the'

garageman showed him a $1,000 in

staples under lock and key and explained

that if he put them outside some one

would steal them. This man’s stock in

seven months increased to $2,500 and

his business from $75 to $1,000 a month.

In Pomona, two years ago, was a man

with an 80-ft. front and 25 ft. of it de

voted to a display window which was

far from clean. To-day the window is

clean, there are 32 ft. of showcases on

the driveway and the man is making

$12,000 a year out of supplies.

Martland told of another man who

began in 1912 and in the first year made

$5,000, but at the end of June, 1917, he

was a thousand dollars worse off than

Through as

sociation effort his business was so im

proved that in December, 1917, he de

posited $13,000 in the bank and bought

a $690 cash register.

Last September the California trade

went on a cash basis to the extent of

about 75 per cent of the association

membership.

Martiand urged the jobbers to go home

and lend all the assistance they could

in the organizing of the dealers and

garagemen in their territories.

The Ladies Ride

Thursday the association entertained

the ladies with a drive. This took in

Warm Springs where a short stop was

made to look over the registers of the

hotel, as this historic point was of great

interest to all. They then drove on to

Fassifern Farm where an excellent

chicken dinner was served to the fifty or

more ladies who were attending the con

vention. The return was made by way

of Dunn’s Gap. The drive started at

11 o’clock and the return was made

by 4.30.

At cards Miss Grace Webster and Mrs.

Webster won respectively at bridge and

“500.” H. J. Hopkins won first at

bridge and Fred W. Kohl first at “500.”

What Was YOUR Scare?

The golf tournament was to have been

held Thursday but was postponed until

Friday on account of rain. T. M. Brooks

won the Brunner trophy which must be

won three times in succession for per

manent possession. L. M. Lloyd won the

Stiles trophy and Charles E. Faeth was

third, winning the Challoner cup. The

fourth prize was won by Sidney B. Dean

and the fifth by Frank T. Chase. H. M.

Cooper won the blind bogey and Robert

A. Stranahan first prize for driving.

K. S. Byrd and F. R. Hall were respec‘

tively second and third. Clark Powell

won the putting contest. Ladies’ prizes

were won by Mrs. B. J. Grisby and Miss

Anne Stranahan.

The session Thursday afternoon was

enlivened by the presentation of a doll
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to ex-president Charles E. Faeth, who

was reported to be celebrating his birth

day. William K. Norris of St. Louis

made the presentation speech but Faeth

denied the rumor as to the birthday al

though he accepted the doll.

Bolshevism

And Iis Antidote

—()ur Constitution

By Harry F. Atwood

Author of “Back to the Republic"

 
 

HEN Atwood told his

V story before the con

vention of the Auto

motive Equipment Associa

tion at Hot Springs last

Thursday he was interrupted

many times by cheers and

when he had finished the con

vention rose and cheered and

applauded and made him

come back to the platform to

acknowledge their approval.

Atwood’s plea is for common

-

sense and a return to the first

principles of our republic as

set forth in our constitution,

and he sets forth this his

toric document as a cure for

all the ills of Bolshevism and

discontent. He says we have

wandered far from the

course on which our country

set out over a century ago

and that what we need is

wise statesmen instead of

“crowd followers.”

 
 

T is a rather startling statement, but

Iit is an indisputable fact, that during

all the thousands of years prior to

the writing of our constitution and the

founding of this republic, there was no

government to which the historian could

point and truthfully say “There was a

government that worked well."

Now while that is an unusual state

ment, it is just as true as it Would be if

I should say that prior to the evolving of

the ten digits, there was no system of

mathematics to which the historian

could point and truthfully say “There

was a system of mathematics that

worked well."

During all those thousands of years

the pendulum of government was swing

ing back and forth from one extreme to

the other, just as it has done recently

in Russia and is now doing ii. Germany,

swinging back and forth from the ex

treme of autocracy, which has always

resulted in tyranny, to the extreme of

democracy which has always resulted

in chaos.

Since that word has been used so

frequently and so much during recent

years, I want to pause just long enough

to say that it is an innovation in the life

of this country to refer to our govern

ment as a democracy. Up to nineteen

years ago we scarcely, I might almost

say never, referred to our government

as a democracy. The men who founded

this government were more fearful of

democracy than they were of autocracy,

and said so just as clearly as I am

talking now.

They made a very clear distinction

between a republic and a democracy, and

said that they had founded a republic;

and in order that there may be no mis

understanding, I want to read exactly

what they did say. You will recall

that after the constitution was written,

Hamilton, Jay and Madison were ap

pointed to interpret the work, and in

The Federalist, Madison says:

“What, then, are the distinctive char

acteristics of the .republican form?

Were an answer to this to be sought,

not by recurring to principles, but in the

application of the term by political

writers, to the constitutions of different

states, no satisfactory one would ever

be found.

“Holland, in which no particle of the

supreme authority is derived from the

people, has passed almost universally

under the denomination of a republic.

The same title has been bestowed on

Venice, where absolute power over the

great body of the people is exercised,

in the most absolute manner, by a small

body of hereditary nobles.

“Poland, which is a mixture of aris

tocracy and monarchy in their worst

forms, has been dignified with the same

appellation. The government of Eng

land, which has one republican branch

only, combined with an hereditary aria

tocracy and monarchy, has with equal

impropriety, been frequently placed on

the list of republics. These examples,

which are nearly as dissimilar to each

other as to a genuine republic, show the

extreme inaccuracy with which the

term has been used in political disquisi

tions."

The above quotation indicates how

forcefully Madison called attention to

the gross misuse of the word “republic”

in his day. He was very jealous of the

use of the term. He was extremely con

scious and justly proud of having played

an important part in helping to found

the first republic in history. He knew

the difference between an autocracy and

a republic and he objected to having

autocracies spoken of as republics. He

also understood quite clearly the differ

ence between a republic and a dc

mocracy. His description of democ

racies is a splendid word-picture of the

Russia of to-day. Again, in The Feder

alist, he said:

“Hence it is that such democracies

have ever been spectacles of turbulence

and contention; have ever been found in

compatible with personal security or the

rights of property, and have in general

been as short in their lives as they have

been violent in their deaths. Theoretic

politicians, who have patronized this

species of government, have erroneously

supposed that by reducing mankind to

perfect equality in their political rights,

they would, at the same time, be per

fectly equalized and assimilated in their

professions, their opinions and their

passions. A republic, by which

I mean a. government in which the

scheme of representation takes place,

opens a different prospect, and promises

the cure for which we are seeking.

. The two great points of dif

ference between a democracy and a re

public are, first," etc.

I just raise that point to make it

clear that the men who founded this

government had no thought of founding

a democracy, and while this may seem

a rather extravagant statement, I be

lieve that 75 per cent of the ills from

which we have been' suffering during

the last eighteen or nineteen years are

due to the prevalent misuse of the word

democracy. I said to a man some time

ago, just as an illustration, that Lincoln

never used the word. This man had

written a book of six hundred pages.

on the life of Lincoln, and said he had

used it often.

I asked him to find it. He made a
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search and found where Lincoln had

used it once.

Former Governments Failed to Secure

Fundamental Privileges

The point I want to make first, is

that there was no government prior to

the writing of our constitution and the

founding of this republic, that could

secure for its people either religious free

dom, or civil liberty, or free

dom of speech, or freedom of the press.

or security of individual rights, or popu

lar education or universal franchise;

just the securing of any one of those

things during all those thousands of

years had bafiied philosophers and states

men.

Immediately upon the adoption of our

constitution and the founding of this re

public, we began automatically to secure

all seven of those privileges for the first

time. We wielded a wholesome influence

on other countries and they began to

secure them just in proportion as they

imitated the ideas promulgated in that

constitution.

In this country, after we had adopted

the Declaration of Independence and the

Articles of Confederation, there was no

greater chaos anywhere; we failed ab

solutely on American soil until we wrote

that constitution.

The year before we wrote our con

stitution, the mob drove our Congress

from Philadelphia to Princeton, Shay’s

rebellion drove the Legislature out of the

State House of Massachusetts.

Our money was worth two and a half

cents on the dollar.

Trade was paralyzed.

Commerce Was dead.

We could not raise an army, we could

not raise revenue and we had absolutely

failed, when we subscribed to the doctrine

that all men are created equal, which is

another statement that has created much

false discussion in this country, because

we all know that men are not created

equal, nothing is created equal and what

Providence did not see fit to do, it is

impossible fer mankind to do through

legislation.

Aristotle is quoted more on the science

of government than all of the other men

that lived before our constitution was

written. He gets twenty-two pages in

the Encyclopedia Britannica, and, true

to British form, they failed to get the

main point of his life even in that length

of space, but his contribution was this:

he said that autocracy was one extreme

and must result in tyranny, because the

element of heredity enters in

Then he said that democracy resulted

in chaos, because it was based upon

emotion and mob spirit, The world has

been growing mob-minded during recent

years through the mob appeals made by

the men in all countries and all parties.

Aristotle said that there ought to be

a form of government between the two

that would provide for the selection of

the best. Just for having that concept.

he is quoted more on the science of

government than all the other men that

lived prior to the founding of this re

public and the writing of our constitu

tion. This indicates that up to that

time, government was a rather dark

science.

Republic the Golden Means Between

Autocracy and Democracy

What Aristotle had in concept, Alex

ander Hamilton and his followers

created. They provided for a repre

sentative government, the golden means

between autooracy and democracy. Now

if we knew no more about the laws of

food than we do about the science of

government, we would assume that the

more food you eat, the stronger you

would get; and yet we know that if you

go below the point of nourishment, you

are in some degree of starvation, and

that is like autocracy, the aspirations

of the people starve.

If you go beyond the point of nourish

ment, you are in some degree of gluttony.

and that is like democracy, it will not

function and never did.

If we knew no more about the laws of

seed sowing than we do about the science

of government, we would assume that

the more seed you sow, the better crop

you will get, and yet we know that if

you sow too little, you will get little

crop and if you sow as much as you hope

to harvest, you will get no crop at all:

and there is no field of activity where

the danger of extremes and the laws of

golden means apply so fundamentally as

in the science of government, because

it comes so close to human nature.

Republic the Standard Form of

Government

I was glad to hear so much talk in the

discussion this morning about standards,

because when those men founded this

gbvernment they evolved a standard form

of government. They did for the science

of government exactly what the man

who made the clock for the keeping and

recording of time did in the realm of

time; exactly what the man did in the

realm of mathematics who evolved the

ten digits. We have never had to change

them but have adopted them universally.

Our constitution was to the science

of government exactly what the golden

rule is to moral philosophy. It pro

vided for a standard form of government

and the first that ever worked well, and

following its adoption we had a hundred

years of the greatest progress the world

has ever known, physically, mentally and

morally. We developed more states

men in that hundred years than had

ever been developed in all the history

of the world, in all the other countries

before or since. That is a pretty fair

proof that our constitution was provided

for the standard form.

One Hundredth Anniversary of

Constitution

We observed its one hundredth anni

versary in Philadelphia in 1887, and un

less you have already seen the report of

that convention, I can think of nothing

outside the Bible that would be of greater

inspiration. It was one of the greatest

meetings, probably the greatest, ever

held in the history of the world. All of

the great editors and men of affairs,

statesmen and authors were invited, not

only from this country but other coun

tries, and the books that were written by

Hampton L. Carson and published by

Lippincott & Co. giving an account of

that one hundredth anniversary, contain

the replies to the various invitations sent

out. It was in reply to an invitation

and in declining it that Gladstone ob

served that the constitution was “the

greatest piece of work ever struck of at

a given time by the brain and purpose of

man.”

I do not think we yet have begun to

penetrate even the crust of the impor

tance of that constitution—over 40 per

cent of the American people have never

read it, yet it was the most important

human event in history, ranking second

only to the birth of Christ, and the

story of its achievement is the greatest

in the history of the world outside the

life and the work of Christ on earth.

The one man who seemed to get some

thing of the importance of it was Wil

liam Pitt, the greatest statesman in Eng

land at that time, the greatest statesman

England ever produced and the greatest

ever produced in the history of the

world outside American soil. When he

read that constitution he said “It will be

the wonder and admiration of all future

generations and the model of all future

constitutions.” He could not possibly

put it stronger than that; that was say

ing it was a standard and should have

been adopted by every country in the

world and so sure as progress continues,

that is bound to occur.

Republic the Basis for Efficient

Organization

If you could get the- people to think

ing about that Constitution and coming

to understand it and desiring to adhere

to it you would overcome a great many

of your industrial difficulties, because

that constitution provided for running a

government just as a succesful business

is run.

It provided for an executive and

deliberative body, and the appointment

of heads of departments; but along

toward the latter part of the last century,

we began drifting away from the con

stitution. Instead of the various states

which, in the constitution, are guaranteed

a republican form of government accept

ing that guarantee, they began drifting

of toward democracy and providing for

a long ballot and the election of a great

long list of names.

Out in Chicago where I come from,

we had a ballot in 1914 that had three

hundred and thirty-four candidates on it

and a lot of printed questions that the

voter was supposed to pass upon in

telligently in two minutes of time, and

we began talking about the initiative,

the referendum, the recall and the recall

of judicial decisions; and boards and

commissions.

Dangerous Experiments

In the ten-year period from 1901 to

1910, as an illustration, we more than
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doubled the expenses of government in

every state in the union. Out in the

state of Wisconsin, which was held up

for a while, as the model form of pro

gressive government and we were im

porting carloads of students from eastern

universities to study it in order that

they might be helped by a knowledge

of this model form of government—out

there, under the regime of their patriotic

senator (laughter), where they also pro

duced the socialistic Milwaukee Congress

man, they nearly multiplied their ex

penses of government by three in ten

years. If they should keep that up, not

for a hundred years but for two decades,

it would confiscate the property of the

state; and we are heralding, as the ideal,

a tendency that in twenty years would

confiscate the property within the bor

ders of the state.

During the period from 1905 to 1909

in this country we enacted 62,343 new

statutes, and we had over 65,000 de

cisions of courts of last resort, and com

piled 631 new large volumes of decisions.

If we should keep up that tendency for

a hundred years, there would not be

room in all the public buildings to store

the printed matter and no one would

know where they were at, or what they

were doing or what they ought to do.

We have so many legal volumes now

that if a lawer were to read them before

being admitted to the bar, he would not

complete them by the time he was three

score and ten.

Out in Illinois we had 128 boards and

commissions. We had, among other

things, a board on rivers and lakes and

another board on waterways. I don’t

know what the difference would be in an

inland state. At any rate, how

ever, the board on waterways had

a chairman at $6,000 a year; four

members at $5,000 each, a secretary,

a chief clerk, elaborate headquarters

with private building at public expense,

etc. If you should go to the board on

rivers and lakes they would tell you to

go to the board on waterways, and if

you went to the board on waterways,

they would send you to the board on

rivers and lakes. We struck out the

one hundred and twenty-eight boards

and commissions by a single act of the

legislature last year, and have not missed

a single one of them.

Now Alexander Hamilton, to whom

I think we owe more than any other

thousand men for our constitution and

for enlightenment in political science—

I think he was the greatest governmental

genius the world ever knew—when he

saw Congress appointing the first board,

he said, “This, in my opinion, is a bad

plan."

I think we will concede that Abraham

Lincoln had as much to do as any one

with saving the republic; he said he

would do it under the constitution

whether he freed the slaves or not. and

the last thing he said. on the night of

his assassination, just before he started

for the Ford Theater, was to Mr. Ash

mun, who had presided over the conven

tion of 1860 which had nominated Lin

coln for President. Mr. Ashmun called

on him and reminded him that he still

had the gavel he wielded in that conven

tion, and how highly he prized it, and

after a short conversation he said, “Mr.

Lincoln, I am interested in a cotton

claim and I want you to appoint a com

mission to investigate the matter and

report." Lincoln replied with so much

earnestness and warmth that he after

wards apologized to Mr. Ashmun for his

abrupt manner, “Ashmun, I have done

with commissions, I think they are con

trivances to cheat the government.”

To my mind that is the best definition

ever given of a commission, and it applies

to all of them, I do not know an excep

tion, and the Inter-State Commerce Com

mission is one of the best. It is almost

as perfect an illustration of the use

fulness of a commission as Russia is of

the benefits of a democracy. And I am

glad that Lincoln said that on that last

night of his life, after he had had all

the earthly experience he could, and after

he had reached the sanest judgment that

was possible, and I wish that those

words might be written all over this

country in letters of gold by day and

with moving electric lights by night, as

the last solemn warning of the mighty

Lincoln against the wholesale appoint

ment of boards and commissions which

is threatening this country and threaten

ing the'safety of the world.

Failure to Distinguish Between Con

stitutional Provisions and Statutory

Enactments

Down in Oklahoma, another thing that

the state did, they began confusing con

stitutional provisions with statutory en

actments, so that in Oklahoma they

wrote into their constitution that an

inn keeper must provide his guests wfih

sheets not less than seven and a half

feet long, and it took fifty pages to write

a constitution for that state.

There is a difference between a con

stitutional provision and a statutory

enactment. There is a good deal the

same difference that there is between

the golden rule and the Ten Command

ments. The golden rule has in it all that

there is in the Ten Commandments and a

lot more, but it would spoil the golden

rule if you tried to write the Ten Com

mandments into it; and each of the Ten

Commandments is simply a special state

ment of a possible provision of the golden

rule.

There is about the same difference

that there is between the ten digits and

the working out of a problem of mathe

matics on the blackboard; there is about

the same difference that there is be

tween the alphabet and the spelling of a

a word.

We did not feel that it was necessary,

when the word Bolshevism came along!

as a synonym for democracy. to amend

the alphabet, but we just applied the

alphabet intelligently to the spelling of

the word. And so we keep putting

statutory material into our constitutions

and lengthening them—why, you ought

to read. for amusement, the Ohio state

constitution or the Oklahoma state con

stitution. Everybody ought to be penal

ized and required to read the one that

was submitted to the people in New

York, which justly was defeated by

something like 135,000, I think. It

covered eighty-seven pages of fine print

and contained nearly every nostrum that

radicals have conceived of during the

last thirty years.

I wish the time would permit me to

take up some of the illustrations of

what the initiative and referendum and

the recall of judicial decisions has done.

The condition of the people has been

a good deal like what John J. Ingalls

conceived that of Senator Voorhees to

be. Voorhees was one of these barn

storming orators who wore a Prince

Albert coat and a black tie and carried

his hand gracefully to his chest. Like

most of our modern demagogues he dealt

largely in generalities and loved the ap

plause of the galleries. He had talked

for an hour and a half in the United

States Senate, and had risen periodically

to heights of eloquence when his eyes

rolled up to the gallery where they were

applauding, and finally, after a great

burst' of eloquence, he sank almost

breathless into his chair. The gallery

was still applauding.

The party vote in the Senate was very

close, and while it was not a very impor

tant question, they were rather anxious

it should not carry and they wanted some

one to reply, and finally determined upon

Senator Ingalls, of Kansas. He rose

and said, “If the very eloquent gentle

man from Indiana would pluck the

feathers from the wings of his imagina

tion and stick them into the tail of his

reason, he would pursue a straighter

course."

There isn’t anything that we need to

do so much to-day with reference to

these popular fallacies as to pluck the

feathers from the wings of our imagina

tion and stick them into the tail of our

reason. And, by the way, that’s all In

galls had to say.

Constitution Interesting and Easily

Understood

Now there is a general impression that

the Constitution is a rather dry, difficult

document to understand. and most of our

writers upon the Constitution who have

tried to appear scholarly and written

books of four or five hundred pages on it.

have made each part of their writings

more difficult to understand than the

Constitution itself; but it is a very

simple document. Like all great things.

it is as simple as the ten digits, as simpli>

as the golden rule, as simple as the Ten

Commandments, as simple as the mech

anism of a clock. It contains just four

elements, and in my book I diagrammed

it because I thought perhaps it would

make it a little clearer. It is just a.

perfect as that diagram. That is all

there was to the Constitution.

It said there shall be a legislative

bod-y, and enumerated their qualifications

and defined their powers; it said {her

shall be an executive, and enumeratcd

his qualifications and defined his powers,

and gave to the legislative and executive

body in a representative capacity all
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power of appointment, all power of

Legislation and it'll power to raise and

expend money, and require them to do

just two things, create a judiciary to

pass upon the justice and legality of their

acts, and recognize certain inherent

rights of person and property that no

one could take away.

Individual Rights All Important

The main thing they had in mind was

stopping the swinging of that pendulum

from one extreme to the other and pro

tecting the individual rights of person

and property. They founded a reple

sentative Government; there was no in

tent—this is not so popular to say now

after the kind of talk we have heard for

the last twenty years—but there was no

intention, by the men who founded this

Government and wrote the Constitution,

that any question would be submitted to

the people, and during the first 100

years, there were no questions submitted

to the people.

Republic Absolutely a Representative -

Government

There is a great difference between

submitting to the people the selection of

a representative and the problem of de

ciding the question itself; there is just

as much difference as there would be in

selecting a surgeon and having to do

with the details of where he should make

the incision, and just as much difference

as there would be if an artist should

be engaged to do a piece of work, to

decide whether or not you thought he

was a good artist, or whether or not, in

the midst of the making of his picture,

he should pause and ask whether he

should use red, or gray coloring at a

certain point; if he did that, he would

make a mighty poor picture.

Whenever a question is submitted to

the people, we have found that it simply

drifted into class appeal. The Govern

ment ceases in this way to become a

strictly representative Government. The

difference between an autocracy and a

democracy and a republic are that an

autocracy derives its power through

heredity, a republic through regu

larly selected representatives, and a

democracy derives its power through

direct voice, and every democracy found

ed has gone down into chaos and an au

tocracy has had to rise on its ruins to

save it.

Democratizing Industrial Institutions

Means Russianizing Them

I see you are talking about democratiz

ing your industries, and I want to say

that when you do, you will take the first

step toward Russianizing them. What

I am giving you to-day is no millennium.

it is something that has been tested. i

am simply telling you what Aristotle

had in concept and what Hamilton and

his followers created and what John

Marshall interpreted. what Daniel Weh

ster expounded, what Abraham Lincoln

saved. and what, in my judgment, Mc

Kinley tried to perpetuate.

Daniel Webster stands at the moun

tain peak of New England history, and“

for one reason, that he devoted as a

statesman his entire life to the study and

comprehension and expounding the Con

stitution. It is the only thing that Russia

needs to-day to straighten out her prob

lems, and the only thing that will do it;

it is the only thing Germany needs to

start her off; it is the only text book they

need at the Peace 'I'able.

Now Daniel Webster, you know, when

he rose to make his reply to Hayne in

that greatest debate in the history 07

the United States Senate, which is the

greatest legislative body in the world,

said, “When the mariner has been tossed

for many days, in thick weather, and on

an unknown sea, he naturally avails him

self of the first pause in the storm, the

earliest glance of the sun, to take his

latitude and ascertain how far the ele

ments have driven him from his true

course. Let us imitate this prudence,

and before we drift farther upon the

waves of this debate let us return to

the point from which we started in order

that we may ascertain where we now

are.”

Is there anything you business men

can do with so great profit as to return

to that Constitution, the point from

which we started, and ascertain how far

you have departed and get back to that

point just as soon as you possibly can?

Extreme Democracy is Bolshevism

I am glad to make this appeal to busi

ness men. You know Bolshevism is

nothing but extreme democracy. I have

never yet met anybody who could refute

that proposition. When any one is ex

tremely gluttonous they say they are

hoggish. It is the same thing, and what

hoggishness is to gluttony, Bolshevism

is to democracy

THE FOUR MOST DANGEROUS

GROUPS OF BOLSHEVISTS IN THIS

COUNTRY ARE FIRST, A LARGE

PERCENTAGE OF OUR SO-CALLED

EDUCATORS. AND THE NEXT

MOST DANGEROUS GROUP ARE

THE MEN WHO ARE BABBLING

ABOUT INDUSTRIAL PROBLEMS

FROM THE PULPIT WITHOUT

KNOWING ANYTHING ABOUT

THEM, INSTEAD OF BEING WELL

GROUNDED ON THE BIBLE. AND

THE NEXT MOST DANGEROUS

GROUP ARE NEWSPAPER MEN; I

MEAN A LARGER PERCENTAGE OF

THEM, WHO. FOR CIRCULATION,

ETC., ARE WILLING TO APPEAL

TO THE MOB—MIND. AND WHO ARE

VERY RECKLESS ABOUT PRINTING

THE TRUTH OR MOULDING PUB

LIC SENTIMENT IN THE RIGHT

DIRECTION, THE THING FOR

WHICH THE PRESS WAS REALLY

CREATED; AND THE FOURTH

MOST DANGEROUS SET. MUCH

BEYOND THE DIRTY FACED. LONG

HAIRED FELLOWS. WHO TRY TO

MAKE US THINK THEY ARE BOL

SHEVISTS—ARE 70 PER CENT OF

THE MEN IN PUBLIC LIFE WHO

DO NOT ADHERE TO THE CON

STITUTION AND ARE CONSTANT

I.Y PLAYING TO POPULAR FALLA

CIES AND APPEALING TO THE

MOB-MIND AND MAKING A CLASS

APPEAL.

Founders of Republic Knew Class

Thought or Class Appeal to be

Disastrous

There was no thought of any class

appeal by the men who founded this

Government. We scarcely ever used the

phrase “labor and capital,” during the

first century; it was a question of in

dustry. I myself believe that so long

as you have a Department of Labor and

a Department of Commerce, that you will

have class differences, because it as

sumes that there is a difference and

that the interests of employer and em

ployee are not absolutely mutual.

We referred to it always as a ques

tion of industry, and there was no class

distinction; we made no reservation

whatever, even as to the presidency of

the United States, we did not provide

that he should come from any class,

but simply that he should devolop char

acter and capacity so that he should be

qualified, and we took a rail-splitter

and a mule-driver from the tow-path o.‘

the canal and a tanner boy and made

them great presidents, because this was

a government where we provided for the

rights of persons and of property, of the

individual, ‘and encouraged individual

initiative, and that is why we developed

as we did.

It was the first time that there had

been a government founded that knew

human nature well enough to encourage

individual initiative, and that that must

always be the underlying factor in the.

development of the race.

This is such a big subject that it is

difficult to discriminate as to what to say

about it. As an illustration that the men

who founded this Government had no

thought of popular fallacies there were

men in that Constitutional Convention

who were full of these modern millen

niums—the recall was suggested in the

Constitutional Convention, even for Con

gressmen, and there are a lot of fellows

who go around now and pretend they

have got something new when they talk

about the recall—Jt failed in Rome and

Greece; you can point to great numbers

of countries that have gone down as

the result of mob theories; there is noth

ing new about them at all, and the

reason we have been able to withstand

them a little is that the foundation was

laid so well by the founders of this

Republic

But there were men in that Constitu

tional Convention who were full of these

same popular fallacies that are threaten

ing us to-day. When they found that the

Constitution was completed without

them, as a last resort—and I never knew

anybody that would go as far to carry

a point as the professional reformer or

self-appointed uplifter, and they had

them there—finally. when they could not

appeal to the reason of these men, the

members of that Constitutional Conven

tion, the greatest gathering in the his

tory of the world that ever assembled

for a human achievement, when they saw
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they could not appeal to their reason,

they tried to appeal to their fear and

said, “Unless you write into this Con

stitution some popular fallacies to please

the people, the Constitution will never

be adopted."

George Washington had taken no part

in the discussion of the Convention up to

that time but when he heard that state

ment he rose from the president’s chair

and in tones of suppressed emotion said,

“It is too probable that no plan we pro

pose will be adopted; perhaps another

dreadful conflict is to be sustained. If,

to please the people, we offer what we

ourselves disapprove, how can we after

wards defend our work? Let us raise

a standard to which the wise and honest

can repair; the event is in the hands of

God.”

Professor Fisk has well said that those

words ought to be written on the walls

of every legislative hall, State and Na

tional, in this country, and ought to be

carved upon the walls of every conven

tion room where people meet to write a

platform or adopt a resolution or nomi

nate a candidate. It is illustrative of the

type of reasoning that prevailed.

Age Demands Moulders of Public Opinion

Not Crowd Followers

These men were not trying to follow

the crowd; they were trying to mould

public opinion and give the people what

they needed. The great difficulty during

recent years is that we have had crowd

followers instead of statesmen who were

leaders. The crowd does not want to

be followed, it wants to be guided, and

the great men, the men who have mould

ed public sentiment, frequently have had

to stand in the minority for a time, but

history points to these men finally as

those who moulded public opinion and

who stood for what they believed to be

right.

Constitution Inspired

In closing, I want to say that I be

lieve that that Constitution was as much

inspired as parts of the Bible. You

know they met for four weeks, day after

day, and had not written a single word

or a single sentence, and on the first

morning of the fifth week, in the midst

of a very heated discussion, they were

about to adjourn and abandon the great

purpose for which they had met—and

a

what a difference it would have made

in the history of this country and the

entire world if that had happened, but

Benjamin Franklin, one of the wisest,

if not the wisest, man who sat in the

Convention, arose and addressing George

Washington, who was in the Chair, said:

“Mr. Chairman, we have been groping

for four weeks in the darkness searching

for political truth, and have not found it.

How is it that we have not invoked the

Divine guidance of the Father of light

upon our proceedings? The longer I

live and the more I know the more I

believe that God governs in the affairs

of men, and if the sparrow cannot fall

without His notice, is it probable that

an Empire can rise without His assist

ance? ‘Exeept the Lord build the house.

they labor in vain who build it ’ I firmly

believe this, and I also believe that with

out His concurring aid we shall meeed

in our political building no better than

the builders of Babel. I, therefore, more

you that from henceforth we open our

daily deliberations withrmorning prayer.”

‘And from that moment they began to

make progress in the framing and adop

tion of that fame-crowned old document.
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THREE GOOD-LOOKING CALIFORNIA

HERE are photographs of three Los

Angeles garages that are good to

look at. They are so inviting in exterior

appearance that an owner takes pleas

ure in storing his car there. All are lo

cated in the apartment house district

and for that reason appearance counts

for much. Most of the women who re

side in pretentious apartments have con

  

siderable of an idea about style and

dress. They want it not only in their

place of abode and personal apparel,

but they like to deal in the exclusive

type of stores. They prefer to lunch in

the place that is "different" and this

sense of discrimination extends even to

the garage

kept

in which their cars are

as the proprietors of these

GARAGES

three have learned and turned to profit.

The Westcott service station and pub

lic garage presents a dazzling white dis

play. It is of brick construction with

plaster facing and the trimming is in

ornamental tile of various colors. The

mission type of architecture is used. The

De Luxe garage is the quaintest in Los

Angeles. It is situated directly oppo

site to a beautiful park and, of course,

it must be maintained in keeping with

the surroundings. And, by the way, this

garage is operated by a woman. It is a

house of many gables. Flower beds and

foliage plants enhance the appearance

of the Bryson garage, which is right in

the midst of the ultra-fashionable apart

ment house district. The lawn, that is

about 20 ft. deep from the curbing, is

kept close cropped and immaculate. The

building is of glazed gray brick. One

of the rules of this establishment is that

no cars shall be permitted to stand out

side while work is being done on them.
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ALL IN THE DAY’S WORK
 
 

A Motor World Man Went on a Road Trip in

Illinois and Picked Up a Hatful of Ideas.

Are Just a Few of Them.

Here

Don’t They Give You

Something to Think About ?-Editor.

 
 

 

Machinery N0 Better Than the Operator

 

“ 0 piece of machinery is better than

. the operator who runs it,” says H.

E. Hall, tractor service man for the

Forbes Motor Sales Co., Clinton, Ill.

“For this reason," he says, “the more

thoroughly the tractor owner is instruct

ed the better the success he will have

with his tractor and the less grief he will

cause the service man. My plan is this:

“When I deliver a tractor I go care

fully through the instruction manual

with the farmer. I show him all the pic

tures and explain them to him. I point

out where trouble is most likely to oc

cur and I show him and tell him what he

should do to avoid or correct trouble.

“Then I start the tractor and put the

farmer on it to run it. I tell him to go

ahead, meantime standing by myself to

give any assistance or instruction that

may be needed. I find the average

farmer will learn more about running his

machine in an hour this way than he

could in a week’s time watching me

run it.

“There's one thing that always is sure.

Neither my explanations nor those in the

instruction manual, all stick consciously

in the farmer’s memory. It’s too much

to expect that they will. Nevertheless,

whenever any of the common troubles

happen, as they are certain to do, what I

have said, or what the book has said, is

very likely to spring up in the recollec

tion of the farmer and he does the right

thing.

“Why, I know how it was in my own

case. I took a course of instruction up

at the factory. So far as the ability to

recall at will what I had seen and

learned was concerned I might just as

Well have been the ignoramus I was

when I went there. But after I got to

starting tractors and things began to

happen, instantly all that I had learned

came back to me and I knew just what to

do. Now. the farmer is just like I was.

“Therefore, I say there is one thing

every tractor manufacturer ought to be

carefully sure of, and that is that he has

a complete operating manual, fully illus

trated and giving every last little detail

about the construction and operation of

his machine. It ought to tell the farmer

everything he should know.

“At the present time I know of only

‘one or two manuals that are worth the

powder to blow them up. The manufacs

turer ought to take more interest in

this.” '

Special Parts Man

“ llE parts and accessory business is

big enough to warrant the attention

of a special man, or it can be made so,”

says 0. L. Langellier, Ford dealer at

Clinton and Lincoln, Ill.

“I remember when, some few years

ago, Henry Ford insisted upon our car

rying a stock of repairs and accessory

parts, which, for such an agency as

mine, amounted to about $1000.

“I thought I was being abused. What?

Tie up my capital that way? I didn’t

like to do it, but I did because I had to.

“Now I 'am glad I did. Ford was

right. Why, now I carry a $10,000 stock

of Ford parts and accessories exclusively

and don't think anything about it.

Rather I’m glad I do because it has be

come one of the most profitable depart

ments of my business.

“I put the parts and accessory depart

ment under the charge of a special man

both here and at Lincoln, and I hold him

responsible for its conduct and I insist

upon his pushing it. I find I have in

creased my annual turnover of capital

inveted in that department six times,

and, actually, I could run a year or two

on my accessory business and never sell

a car.

“It’s a business by itself. The leaks in

it are stopped when you have the right

man to look after it and if he is energetic

and pushes it it can be made very prof~

itable.

“I used to carry accessories for all

makes of cars, but now I confine myself

to Ford accessories only. And I don’t

carry a miscellaneous lot of them either.

I keep tab on my accessory business, and

as soon as I find I have stocked some

thing which is not appropriate for my

trade, or which does not move readily, or

on which it is impossible for me to make

any money, I cut it out. The dealer who

will departmentize his accessory business

and give it the attention it deserves

easily can develop a satisfactory and

profitable business."

 

Tell Him To Keep The Horses

 

“ IIS horse theory has slowed up

tractor sales a lot this spring," says

0. L. Langellier, Fordson dealer at Clin

ton, Ill., and Lincoln, Ill.

“What do I mean by that? Why, just

the notion the farmer has got into his

head that he has to sell his horses before

he can buy a tractor.

“The real way to look at it is the other

way around, the farmer must buy a

tractor before he dare sell his horses,

and it is up to us dealers to educate him

“to this right way of thinking. As a mat

ter of fact, he can’t do anything else.

He’s taking too big a chance if he does

differently.

“The point of view of the average

farmer is that if he can dispose of his

horses then he will be in a position to

buy a tractor. Now, he can’t afford to

look at it that way. Nearly always the

time when -a dealer can deliver a tractor

is more or less uncertain. A good many

things may happen to cause delay. The
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farmer wno disposes of his horses first

and thinks he wul immediately replace

them with a tractor is taking a long

chance on being disappointed. There’s

always work to be done and usually it’s

work that can’t wait. Then, if he can’t

get a tractor immediately he's likely to

be up against a serious proposition.

“Manifestly, the thing for the farmer

to do is to buy his tractor. Then he can

sell his horses as soon as he gets a

chance and he can’t make any mistake.

It’s part of our job as dealers to make

the farmer see this. We’ve got to edu

cate him."

Keep ’Em Moving

“KEEP ’em moving."

“That’s my motto as respects

service on both motor cars and tractors,”

says L. E. Forbes, automotive dealer at

Clinton, II].

“It’s particularly important as respects

tractors. The farmer’s tractor never

breaks down except when he is using it

and when he needs it and when time

means everything to him. I aim always

to have on hand a complete stock of

spares and to hop to trouble the minute

it is reported to me. Most tractor trou

bles can_be fixed in the field if the serv

ice man goes all equipped to do the work.

I send my man all ready.

“In case the trouble is so serious it

cannot be remedied at once, as in a case

of serious breakage or something like

that, I intend to lend a tractor so that

the farmer can keep on with his work.

I am rigging up a truck right now on

which I can load a tractor and take it

out to the farm. .

“Service is the biggest factor in the

tractor business, and unless the dealer is

ready and willing to assume full respon

sibility for service he has no business

trying to sell tractors at all.”

 

Brands His Salesmen

 

“I IDENTIFY all of my salesmen,"

says W. C. Starr, Overland distrib

uter at Decatur, Ill. “Every man has a

car and attached to the rear of each car

is a shield which proclaims him as my

representative and which identifies him

by number. This not only advertises me

and my business but tells me which sales

man is responsible for anything that may

arise. In another way this is an advan

tage.

“My men come in to report every

night. It's hard to tell when all will be

in, some arriving at the garage very late

at times. Suppose there’s something

wrong with one or more of the cars

which must be fixed before they can be

taken out in the morning. When the

salesman comes in he leaves a shop notice

that his car requires such and such at

tention. This goes to my night force.

As the ticket bears the number of the car

the men do not have to take the time to

examine every car in the outfit to locate

the lame one. The number on the ticket

identifies it immediately. This saves

time. It’s little things like this that are

worth while and which minimize trouble

and expense."

 

Carry a Full Line of Cars

 

H TTRA'CTIVE decorations in our

showroom brought fifty lookers

where we had one before,” says H. H.

Lanham of A. V. Brownback Co., Deca

tur, 111., Oldsmobile distributer.

“When we began, a little over two

years ago, we had nothing but an ob

scure little dump and we had some time

getting started. Then we moved into a

better place, where we had a showroom

40 x 60. We painted the interior white,

put in good lights and other decorations

—had quite the classiest showroom in

town and immediately we got on the

map.

“Then we built this building, with its

white and glittering outside, its big win

dows, its corner location and all these

big game heads and deep sea fishes on

the walls, and, believe me, the lay-out

began to attract attention and has grown

to be some asset.

“Then you’ll notice we carry a full line

of ()ldsmobiles on the floor. That is what

every dealer ought to do—show his whole

line.

“A man came in here the other day

with his mind made up to buy an open

car. But as soon as he got inside his

eye was caught by that enclosed car over

there and he went right over to it and

eitamined it all over. He couldn’t keep

his eyes off it, yet he drove away finally

With the open car he came in to buy.

“The next morning he was back here

bright and early. Driving in, he said:

“ ‘Say, the wife and I laid awake most

of the night last night talking the matter

over. While an enclosed car costs more

money than I really want to put into a

car just now we decided we might just

as well be good to ourselves and spend

the cash. Will you take back this car I

bought yesterday and let me have that

one?’

“ ‘Sure,’ said I.

 

Individual Separators

 

“ HE day of the individual grain sep

arator has come,” says 0. L. Lan

gellier, Fordson dealer at Clinton and

Lincoln, 11]., “and we dealers who have

taken on the tractor see a new and prof

itable business opportunity.

“The trouble in the past has been that

with the big separator so many farmers

had to combine in the purchase of one, or

they had to depend upon the thresherman

who owned an outfit, that dissatisfaction

arose. Farmers have never been very

good on the cooperative stuff. They never

could agree on who should take prece

dence and there was an annual quarrel

about the division of expense.

“Now with the small machine owner

ship can be made a family affair, or so

few farmers can combine that getting

along peaceably becomes easier. The

farmers are coming to see that it is an

advantage to be able to do their thresh

ing just when they want it done, and as

tractors become more numeroust owned

there will be an increase in the number

of small separators commonly OWned in

the community.

“With my present prospects—and it

still is very early in the season—I sus

pect I shall sell a half dozen anyway and

it will be just so much extra business

[or me. The way to work it is to get the

several members of a family to join, or

just two or three close neighbors who are

friends. It looks like good business to

me.”

 

Don’t Promise Too Much

 

U MAN can’t go any further than his

reputation for service can be sus

tained."

It wasn’t an automobile dealer who

said that, but it was said about auto

motive equipment, so it has a meaning

for every dealer who sells automotive

equipment. It’s worth thinking about.

And thinking about hard, too.

A certain automobile dealer lost a sale

the other day because he would not set

the limit so far off on the service he

would promise to give that his reputation

would get punctured stretching so far.

A woman wanted to buy an automobile.

Being a woman, she shopped. She had

money, too. Somebody was bound to get

that money.

She finally narrowed her choice to two

cars. It came to a question of guaranty

on service. One dealer, with the quality

of his car in mind and his reputation at

stake, refused to make any promises be

yond the regular trade guaranty on his

car. He knew that the reputation of

neither his car nor of himself would suf

fer if he did that. He wouldn’t take a

longer chance.

A competing dealer, with the Woman’s

money filling his eye, agreed to keep her

car in running condition for one year

from sale free of charge.

Being a woman, she bought of the lat

ter dealer.

The other dealer saved his reputation

but lost the sale.

The year isn't up yet and nobody

knoWs what will happen to the first

dealer.

There’s a proverb about a woman

scorned. But that isn’t a marker to a

woman who doesn’t get what she thinks

she ought to get in the way of service

on a car.

 

I have only one man to purchase

the automobile equipment and the

same man sells it. He is thus able

to study conditions and keep the

whole business in his own hands.—

J. W. Prather, parts department

manager, Maxwell, Chalmers and

Winton, Kansas City.
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THOSE PICTURES

On the Pages That Follow Are Pictures—Lots of ’em—

Taken by Motor World at the Hot Springs Meeting of

the Automotive Equipment Association. Look ’em Over.

You May Be Better Looking Than You Thought You Were.

As a Starter Here Are Some of the

  

_WQ-OpOW-mw»0uM~wwmme~0~wwe~o~howo~e~woone»..-on-m-wo~o~o-o~o~o-o»o~o~o~o~o~o-o-0~M

C. E. Stahl and Mrs. “’illiam Mrs. L. H. Bcl- Mrs. Wol/ Mrs. John F. Mrs. E Sparks Mrs. R. R. En

Mrs. C. E. Stahl. M. “’ebster lou‘s Chicago. Fulton Chicago. gelhart

Connecticut Tcle- Chicago. Worcestrr. Mass. The F. H. S. Co., DavenportJowq.

phone and Elcc- Chicago.

tric Co.

  

..- '.- ~:.‘ ~;“Q;Mr. and Mrs. Mc- viii.“Mrs. T. M. Wil- Misslrcne Keegan Mrs. T. M. Brooks , Mrs'. Frank Chase Miss Elizabeth

Hams Chicago. and Son, Henry 'I‘.‘ ' Attleboro, Mass. McCoy Gaule

Louisville, Ky. . Brooks. Chicago. McCoy M 0 t o r _ Beck & orbett. .11

Mrs.” Wm. McCol- ._ _ ! \ Supplies Co., San IronCo.,St. Louis, -,.'_;

lum ‘ Francisco.

Rahway. N. J.

,i..l' a‘.fl -;.

"on.-a"ono-s--e».o--o-o-O"O-0"."O"O"O"O"0"."OWWWM”~QWQQnQ~Qu-QHQ~QIvQn.w.».~.n.onQanQn.WM..MQ".W..°°.".°°.~.~.°°.°°.“.“.“.".°'.~."MM.“M..".“."."WM*W*'
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Pictures That Help You Remember Hot Springs

 

  

W. F. Parker E. R. Waterman Wm. Sparks

Packard Elec. (70., Splitdor/ E I e c - Sparks Withing

Warren, Ohio. trizaiN Co., New- ton Co.. Jackson.

or . .J.

  

PHILIP H. LYON

Of the Chunslor rt Lyon Co.,

San Francisco,

President of the Association

  

Somebody/s Dog. Mrs. A. J. Schwarz.

New York City.

O-‘O—w'bwth-OHO“I“I"0-.“Q-0-O-o-o~0-O—O-O-O~O-'O-WMWMMMWM-0~O~O-WO~OWO*O~Q~M~WQ~M~O»O~0-O~O~O~O~'.'“”’~OM

\

  

Wu.vu.a.~.n..g....._........._.......,_._.“._..__.__.“._.__.".,,.,,.W..n.-.u.n.~.n.~Q->.-.~o.-H-—.~.u.u.n.-Q~Q~QWw.g_gny-Q~HM~Q~W-.-.-O-.-O-O~O~On.“O-.—.-....-Q»....~....u.

Mrs. W. W. Low Mrs. Otto Kauf- Theo Bass and I T. B. Wildermuth Mrs. A. J. Picard Mrs. A. J. Riel»

Chicago. num‘n Miss Miriam Bass Harrisburg. Pa. New York. Milwaukee.

The Cholloner 00.. National Electric

Oshkosh. if Auto Supply Co.,

Peoria, lli.

“mm”...w.0~“mo—woo-m-mw-“kw-MOMMMO"
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FRED W. KOHL

0/ the links Co., Chicago, who is the greatest little assistant

photographer in the business.

l—"There’s one.” 2——"Got ’er." and 3—"Whnl's your name!”

  

SIDNEY B. DEAN

Of Nicola, Dean & Gregg

St. Paul, Former President

of thr‘ Association

Here shown in three poses:

  

WILLIAM M. WEBSTER

Cmnmissioner of the Automotive

Equipment Association

  

RAY W. SHERMAN

Editor of Motor: \VORLu

 

 

_t., \ _,

Lt

ALAQLL .7

REPRESENTING MOTOR WORLD

Charles B. Shanks. H. M. Swetland, Howard Spohn,

Manager President 0] the Special Represen

Class Journal 00. taflve

  

.7 ~ '

. In, ' r
7.4— a“). ----7 --.- ‘m
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“Bill” Low and Some of His Friends

  

..—.~.wou.co.u.-.u.~m“.¢-.-.Q~Q-..~.~.-..“.00....W

  

v _ 7 _.I- . w e. ‘5‘!"

{LP-1r , ’ ‘Q A.’,

Mac McGaulen J. E. 001103! Robt W. Martland W. S. Holmes E. (Y. Deardor/ J. C. Hipp L. J. Fielding

Beck & Corb'ltt Collcy - Minn ich California Auto- W h i t ehouse Le- T o l e (l 0 Rubber P e n n s y l v ania Auto Parts Co. of

Iron Co., St.Louls. 00., Atlanta. mobile T r a (l c eomple (70.. New-- 00., Toledo. Rubber & Sulpply America, Chicago.

Assn., Oakland. ark. N. J. ' C0.. Clevelam.

~

.

-

~

\.

'0'.“

Q-Q-.Q-Q"Q-.Q4-Q--QI-.oo.nv.».~.oo.—.~Q-Q-.Q—QnQ’..~._.”...“.,WQ_Q~QNQ..."Q—Q“..~.-QQW.W-Q~QQ.QanQ»Q‘-Q_Q-.~.~Q.Q.Q».-.u.

  

IV. K Ewms Frank Keegan .I. T. Jenkins .1. M. Adam L. T. Kaufman

(f. Blackmore, Mote-Meter Co. .1. F. O‘Brien B(|l(l(.’7l Mfg. 00., Auto Leather-Mfg.

Dayton. Long Island City General Asbestos Chicago. (‘0. , Arlington,

& Rubber (70.. N. J.

Charleston, N. (7.

  

W. W. LOW.

Electric Appliach Co.. .

  

.u.‘-.-'.-.“.'.".".".".¢.".".".".'l.".".".'I.-.¢I.-..>.u~.v-.‘-.01.w‘n..-._.“.u..*,.—......~.I._.'".__

Chivugo “Pat” Husscy lmdyer Gravel Joseph M. Bloch H. M. Dine N. H. Oliyen

Cleveland, Ohio. Lmlgar Gravel at Gibson (10., In- Dine-Dewees Co. Metal Spemaltws

Fils. Montreal. dianapolis. Canton. 0., & Wm 00.. Chicago.

.11. W'cbster.
  

'WWMF°FWO“W@‘CW'H~WMFO~@
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George Fritz and Why He 'Is Busy

 

  

E. W. Reynolds J. R. Lostro G. L. Clark C. A. Blssonelle J. W. Lawheall

Automobile Sup- Lostro Auto Sales Thus. J. North- Corcoran_- Victor Auto compressor

ply 00., Tacoma. Co., Athens, Ohio. 350%; Rochester, Co., Cincinnati. Wilmington.

. . io.

  

GEORGE FRITZ,

._ ,. . Field Secrclary of the

1 Association

H. .1. Hopkins Warren Walker Charles E. Faeth W. F. Doolittle Clarke 0. Powell

Geller Ward 15 Walker Mfg. 00., Kansas City, Mo., 0. S. Mersick :6 Powell 8 up p l y

  

. Hasmrr Haril- Racine, Wis. T. M. Brooks Co., New Haven. Co., Omaha. ‘

ware Co., St. Automobile Su 1)

Louis. ply Co., Chicago.

  

Los: his name! L. W. Perkins W. S. lslierwooll W. A. While H. F. Collins F. J. Radlofl Jas. S. Longhurst,

Who is he! Jifiy Ja o k 00., Chum ion Igni- Orr Iron Co., 1511- Standard Woven A. Nelson Mfg. Jr., Nu Back Ill/g.

Cleveland. tion ’17., Flint. ansville, Ind. Fabric 00., Chi- Co., Chicago. ‘ C11, 5!. LOMH. H

cago. ' '

  

 

a I . - ..
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“Standardization” Andrae and Victims

  

Geo. E. La Vletea B. R. Benton D. D. Duncan E. N. Stern W. L. Moncur

Osgood Lens ‘5 B e n t on Bailey J. H. Haney d- 0. 1i D. Auto Sup- Cutten é Foster

Supflly Co., Now 00., Richmond, Co.. H a s n i n g :1. ply Co.. Cincin- Co., Toronto.

Yor . Va. Nob. nati.

F. T. ANDRAE

Julius Andrae (6

Sons Co.. Milwau

  

kre.

M. D. Campbell 0. F. York H. M. Behan Earl Allmon O. P._Hand

Perican Campbell York Supply Co., Chirago Auto Eq. Missouri A uto Burd_H19h 00""

00., column“. Greenville. Ohio. 00. Sveviflllu 00-, 51- ore-“w” Rm” C°~

Louis. noon/mu, In.

  

l

A. D. Williams John W. Fulton Nathaniel Leuer- A. R. Mosler R. K. Cody _

Silver Co.,Bethle- T'H" I" H. S. 00., one. Hill Pump .4. R. Moslc'r é W. E. Cody Co., 8111le Drake Co.,

hem. Chlcano. Valve Co., CM. 00., Mt. Vernon, Columbus, Ga. Chlcago.

N. Y.ongo.

  

Fred V. McGraw W. D. Alrramier.

Jr.

A lcrander Smmld

Co., Atlanta.

'1'

--l
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Fred W. Kohl and Ray W

U". Ralph Miller Mrs. W. E. Wis- And some wore Mrs. L. P. Zinke Mrs. L. B. Ever- Mrs. A. R.John80n

Springfield, Ohio. sler

  

  

Frank W. Roche

Automobile Topics

New York.

W. R. Hughes & F. X. Berrodin A. M. Roper

Martin Murray Berrodin Rubber Roper Harris &

Coreoran Mfg. Co.. Co., Philadelphia. I) an h a m 00.,

Cincinnati. Greenville, Texas.

T. B. Wildeinuth

Sherman

.aa'i

.I- a? '

4i
0

u,
."

  

Mrs. A. E. Gross

Philip Gross Haw.Chicago. hart Chicago, and

Co., Milwaukee.Challoner C o . . Mrs. D. S. Camp

Oshkosh. bell. Chicago.

7 no hats.

[N‘s Main (-3.

L. M. Lloyd, Edw.

A. Cassidy, Grey

ory Flynn. E. A.

Cassidy 00., New

York.

.1‘:

~if’

>I

.”.'°”.W"’”.'.“.“.“.°""“.“w”w.".“.°°."m.°'W'O"O"O'-O~°O~OM-M'OM%MMMMMWMid-QMMW0“0"Mr-0"».‘-0".~0~---0-’

  

. Erdhaus;

C. 6 D., Cincin—

tor Device Co.. In- nalti.

W. H. Banfield “Happy” Rhodes H. H. Brenner C. A. Taylor F J.

. W. H. Banfleld & H o in e Mfg. Co.. Cooper R u b b er‘Van Briggle Mo

Sons, Toronto. Chicago. Co., Cincinnati.

H. R. Carlisle, At

water Kent.

dianapolis.
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w 1‘ '
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H. E. Patterson E. J. Hess A. J. Riebs Wm. Von Elm E. (1'. Kennedy E. E. Arnold

Warner Patterson Equipment 00.. Milwaukee. E. A. Laborator- Jijfy Jr'r'k 00.. H. W. Johns-Man

Co., Chicago. [fun-ms City. ms, Brooklyn, and Cleveland. ville C 0 . . N e u'

. .I. H. Rose, S. York.

Smith, t“ Sons. .London. Eng. x

u

I w e
\ A 7

4

‘ . »» - ,2 I ?

. I ’1 '

. . - r

_'-_a£‘:_-h-LA t

I

John S_tockflsch C. L. b'tebbina F. J._ Forbes .I. B. McMnllin H. F. Kircher L. A. Saflord S. A. Winsor

Veedol Otis, New Double Fabric Rug/beams 00., Western Mfg. Co.. Peoria Overhead Ale-Quay - Norris F. H. d S. Co.,

York. Time (10., Auburn, Bridgeport. Uskuloosa. “’asher Co., Pe- M I 9. Co., St. Cltdrngo. ]

lml. nrin. Louis. t

1

f

C. L. Wheeler James H. Wilker- “Badger Jack” Osey Austin R. W. Gilchrist N. F. Ozburn Leland H. Craig 1

Salt Lake Hard- son Cooper J. P. Gordon (70., Bailey Drake Co., Ozburn - Abston Walden - Worces

ware Co., Salt A. E. A. Attorney, Walker Mfg. Co., Columbua. Chicago. Co., Memphis. ter, Inc., Worces

Lake City. . Racine. ter, Moss.

"A.c A A t l . l . ‘ l ‘ - .
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Who’s the Best Looking iMan-Ti)

  

A. J. Hopkins

Canadian Fair

banks Morse Co.,

. Montreal.

G. P. Rogers

Pyrene Mfg. Co.,

New York.

J. A. Buhr

F. H. Lawson 00..

Cincinnati.

  

A. J. Schwartz

Championlgnition

Co., Flint.

  

B. L. Clements Floyd A. Knight

Ben Louis. Jr. J 'B. Mfg. Co.,

Borderland Auto I’ittsfiel Mass.

Supply (‘12.. h‘l ,

Paso.

le. F. Edwards Geo. L. Fischer

Globe Machine (6 J. H. McCullough

S t a m p i n g Co., 4- Son, Philadel

f‘lvrelmul. phia.

are;

t

t
:1.

  

  

“Dick” Ptcard

A. J. P100111 6

Co., New York.

R. F'. Graham

r

Co., Peoria.

L. R. Whittemore

Whittemore - Sim

Co., New York.

a h a m -Sel,:er

J. W. Fischer

A, R. Mosler 46

Co., Mt. Vernon,

N. Y.

Bert Ludy

Clucker & Hixson

Co., New York.

John A. Kohl Guess who he is! C. M. Bunncll E. B. Collins

The Zinke 00., General Electric E. B. Collins Co.,

Chicago. 1% a]. , Harrison, Damn'lle, Ill.

H. 8. Emmy H. I. McConnell F. 8. Durham A. C. Drlson

Am. Ever Ready H. C. Roberts Bonney Vise 6 Victor Mlg. 6

Works. Long Is- Elev. Co., Philu‘ Tool Co., Allen- Gasket Co., CM

land City. dclphta._ town, Pa. cayo.
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Mrs. W. S. [sher
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4 n

Y it Can’t Keep the Men Away

0O‘OHOHO-0-O-I-Q-Q-O>-O>0-~ovo~o~ooo-...vo.oo.MM“

  

s‘ _4.4"

Miss Naomi Evcr- Mrs. Robt. .4. Mrs. E. J. Hess MissJuliaBraasoh George Briggs Mrs. W. W. Low

hart Stranahan and Kansas City. and Automotive Equip. Sinclair Oil Co., Chicago.

and Fred W. Kohl Miss Stranahan Mrs. R. W. Gil- .-1 ssn. Chicago,

Toledo. christ. 1nd Mrs. Robt. A.

‘ Chicago. Stranalmn

 

  
-’ * {It-l 1"

Mrs. B. Miller Miss Olga Shields

Economy A u t o Automolwebqutp

Supply Co., New- -1nent.Assn.

ark, N. J. . .

(f Mrs. E. C.

Gnttha-rd

Nor’western Auto

Supply ~Co., Bill

ings, Mont.

Mr. and Mrs. Mr.

Frank Keegan

Moto - Motor' Co..

Long Island City.

;.Mrs. C. Albracht

'K. W. Ignition

00., Cleveland.

Mrs. Fred Camp~

bell

St. Louis. '

Iv } '_ '1. ‘

  

Mrs. “1. A. AllenMr. and Mrs. John

,. wood _Worcester A. Jacob-sen ‘ McClure Anderson Electric New York.

Flint. The Fulton Co., ,Arbm-tsnn. & Co., Minneapolis Iron Store (*0 . , Parkridge, Mrs. F. X. Berro

Milwaukee. Sioux City. 00. Ill. din, Philadelphia.

Mr. & Mrs. E. L. Mr. and Mrs: H. Mrs. B. J. Grigsby

_ _-,,‘ ‘I‘.

.‘1.' t"'.’‘w

.a\ ..

Q.__._‘,r. _

I.‘ ''-‘H''

b‘~,._t l. ‘.

O’< _t;. '

I. ‘..‘4zy l,v’_j1vv.r‘ae
'_a_V“.v..- ‘I"I~_ I‘- l ‘’_.lr

s'A ll‘.r_4 ‘_ ‘v ‘l.

M‘O'0~¢~¢~0-0O'0o-ooOQIgQ..-......................Wm.......4.....-.-'.-'.-<.»-.-.".-.-.—400o0Q».ooov

i 
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10 White Pairs—13 Dark Pairs

   

 

I .
l
i

I

* “ 1’‘ Kl éky

l "iii. ML . “4%....

L. H. Bellows Robert Weinstock L. A. Sta]!

Walden - Worces- Weinstock Nich- Stafl B r o s. Co.,

ter, Inc.. Worccs- ols Co., San Fran- New York.

ter. Mass. cisro.

W. J. Helneke and

Dean L. Moberley

L. I’. Hallady (70..

Strcntar. Ill.

F. C. Linscott E. Horace Haw- C. R. Dent

L i n a c o t t Auto thorne Tidewater Oil Co.,

Supply Co., 805- Hawthorne Co. , New York.

ton. Bridgeport.

 

 

0. A. AndersonH. M. Tucker E. V. Leimbach Richard Cracker E. D. Knowles R. W. Backus C. F. Hodgson

J. P. Gordon 00., Edward V. Hart- Allen Auto Spc- Thermoid Rubber Championlgnition Weaver 51/9. 00., Western Motor

Columbus. lord, Chicago. cialzy Co., New 00. Co., Flint. Springfield, Ill. Supplgll‘aCo, Min»

Yor. neapo .

 

 

H. H. Wright J. C'. Donnelly Harry Smith F. Kengetcr W. R. Wilmot M. L. Harlem Harry Prescott

Wright Mfg. 00., Standard Woven Pennsylvania Royal Vehicle Manager Minnc- Judd & Leland

Lisbon, Ohio. Fabric 00., Wal- Rubber ‘9 Supply Caryn... New York. apolis Automobile Mfg. Co., Clifton

Trade Assn.,Min- Springs, N. Y.Co., Cleveland.

F. Ham. Sitter

 

pole, Mass.

neapolls.
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Not an ()ld Man "in the Bunch!

  

*OM-WWWO~0-Q~O-Q~Q~O~O—O~O"MM~O~O»O~O~O~O~O~

Jas. S. Remick .4. IV. Frnrntl ; George Brunner IV. IV. Earleg Lee Frcudenthal Franklyn Mayo Edward A. Cas

Jas. S. Remick Federal Miniature Brnnner Mfg. 00., Corcoran Vii-tor Champion Ignition Mayo - S k i n n e r sidy

00.. Sacramento. Lamp (' o. . (L'hi- Utica. ('0.. Cincinnati. (‘0., Flint. Mfg. 00., Chicago. New York.

cago.

  

Wm. M. IVcber Chas. H. Hath- “Gus” Will R. IV. Smith Conrad E. Niehofl E. IV. Scott F. C. West

Chicago Antomo- away Minneapolis Anto- National Stand- Paul G. Niehofi (6 Hastings (6 Ander- F. 0. West 0011).,

bile Supply 00., Badger .II/g. Cor- mobile Trade As- ard 00., Niles. 00., Inc., Chicago. son. ("ni<~..go. .(lhicago.

Chicago. ioration. .Ililwau- 800.. Minneapolis. ‘Mich.

‘ec.

  

WM"0-0~0“0"Whii'OMW-d-O-w~¢~¢~¢-fl~o~o~0WWwoho~ww~I~o-o~0~0~0~m~o~0~0~0-0~0~0

.v—m-WNQQQ-Q.........~.............N....-.......Q-......Q.Q-.Q........g.....Q......_._.W".fl.M...a....“~._,.,..,_.”...»._._._,._.,,._._.-.,,.,,.,,.a.,...‘-Q.Q-Q..Q-QnQaQ-QQQ-Q»Q~Q-Q~Q~Ql.Q~Q..Q~Q~Q..Q_Q~Q“Q»Q“Q“Q-Q..Q~Q.Q..Q~Q..Q~Q-”Q..QnM“........

E. V. Hennccke F. S. Sonthwick George Woelfel, E. J. Thalman J. K. Gilchrist "Pat" Malone A. E. Gross

Meta-Meter 00., Southwick Auto Jr. Snap-Lolc Window Bailey Drake 00., Shaler 00., II’au- Philip Gross Hdw.

Long Island City. Su ply 00., To- The Z i n k e 00., 00., Cleveland. Chicago. pun, Wis. 00., Milwaukee.

pc 0. Chicago.

l

O

l
G

o"O".—O'WWWWHWWWWWW
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J. D. McGauley

Milmack Co.

Philadelphia.

WWO"O"WO“OQO"WO"OQO°°O"O“O

G. N o r m a n

' Baughman

Tampa, Fla.

u.nMu.u.¢MM".°°.

B. M. Asch Ivan F'. Goodrich B. Miller Frank Sparks W. J. Seroy H Garland Amos E. R. Schultz

Asch if Co., New 'Goodrich Lenhart Economy A u to American C h a in Stewart Mfg. Co.; Black & Decker Schultz Auto Sup

York. M/g. Co., Phila- Sugply Co., New- Co., Chicago. Oakland. Mfg. Co., Balti- ply Co., Sioux

delphia. ar , N. .1. more. City.

WWW-WWMWWWW

  

See’Em Smile!.Must all be JobberSl 3

  

  

W. ll].

American

Co.'.

Conn.

  

\

 
~o~0~o-o~o~0~o~0~o~~o~o~oMum-omm-moM-oa—wmmmmm.

T. H. Carruthers I). S. Campbell [-1. Kemmel A. V. Comings J. , E. Messenger

(‘orcoran - Victor and Perk-ins Cambell Chilton Co., Phil-Auto Metal Parts

Co., Cincinnati. ".4. R. Johnson Co., Chicago. ailelphia. Co., Des Moines.

Chicago. -

  

Wheeler J. W a d s w o r t h Geo. S. Ever-hart S. A. Fulton Christianv S. An- Wm. R. Petze

Chain, Staff The Challonrr Co.. The Fulton Co., dorsen P r e s c o t t Auto

Bridgeport, Staff d- lu‘ckhonse. Oshkosh. Manager H o m c- Parts Co., WebMilwau-kcc.

. stead Hotel,

l'it.

('hii-ago. III. Hot stcr, Mass.

Springs.

.M~M“~.-o.u.w.am.........g......”.“.Q“~..Q_..WWW*“”MMW"0"."0"M".".".WWWWQ".““HWWmm-O~O-0~O-O-O~0M~O-O~O~O~OM~OW
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“Ben” Stoll I. B. Gary B. R. I’arrott Cecil Dixon 0. .1. Bauer_ J. B. Marian D. G. Caywood

Johnson Tire (f Corning G la 8 s Inland Machine Hyslop Bros.. To- M e t at Slampmg John Van 3611- Billack Cd Dgclfgr ‘

. g. 0., a :  Auto Co., Mont- Works, Corning. Works. St. Louis. ronto. Co.. Long Island schoten, Fough

gomery. N. Y. Caty. k88fl816.

    

I". M. Butts Geo. Rinkcnberger J. H. Liston F. R. Hall George Colton “Ned” Vestal Warren Shay

Butts & Ordway Washington Auto Htppee S t a t e s N o r t h w e stern M o to r Hdw. & Reinhardt Br 0 3., Champion .\ ark

Co., Boston. Supply Co., Wash- Auto Supply Co., Chemical Co., Ma- Equipment C o . , Minneapolis. Plug Co., To edo.
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Make Tractor Care

a Habit
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By C. L. Butler

THE LAST

OF FOUR ARTICLES

On Tractor Selling, by C. L. Butler,

president of Butler-Vet'tch Inc. Oak

land, Cal., distributer o] Fogeof prod

ucts.
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, Why This Story Was Written

“DITOR Motor World: We have followed with

J interest the three articles by Clyde Jennings:

“Why the Man Who Is Going to Sell Tractors Should

Know Them," “Why the Man Who Is Selling Tractors

Should Know Them," and “Why the Man Who Has

Sold Tractors Should Know Them."

We know every man who is selling farm tractors

will benefit by reading these articles.

we are making it a point to see that this series of

stories is read by each of our dealers.

However, no matter how well informed or how capa

ble the dealer may be, the greatest problem is still to

pass on a portion of his information to the purchaser.

We have found that practically all of recent tractor

troubles can be traced to lack of tractor education on

the part of the user.

sponsible for this, but in an effort to aid him in this

The dealer may be directly re

educational work, we have prepared the enclosed

articles.

We have, and We believe they may help other dealers as they have

helped ours, and with this in view are submitting them

to Motor World with the hope that they may be of

some use in the near future.

Oakland, Cal., Lloyd Veitch.

Very truly, Butler-Veitch,

 

O as well by your tractor as you

D do by your horses and you will re

duce your costs per acre. Trac

tors—large and small—can be operated

cheaper than horses, but not on neglect.

It takes time to care for a tractor, but

only a fraction of the time spent on

horses. Why not be fair and admit it?

The fact that the time spent on horses is

an old familiar job—“chores” in fact-—

does not make it shorter. Get the same

habit with your tractor and you will be

ahead on sleep.

Protect Your Tractor from Exposure

Horses aren’t left hitched to the plow

all night. Why then the tractor? Don’t

try to get by with saying that it does

the tractor no harm. There is no trac

tor built that will last as long in the

weather as it will under cover. Nor is

there an ignition system that won't be,

injured by exposure to a tule fog—nor a

radiator to heavy frost. Bring your

tractor home every night—or at least

give it a canvas cover. Remember that

part of this job of getting lower costs on

your farm operations is up to the

farmer. The manufacturer can’t do it

all. A little time will save a lot of

money.

Stop and figure how much time is

spent taking care of horses. Watering,

feeding, bedding, currying, cleaning out

the barn, harnessing—will twenty min

utes a horse do it? That's two hours a

day for a six horse team. It takes at

least as long to get horses from the

barn to the field as it does a tractor.

Generally the horses have to come back

at noon, besides. Spend as much time

intelligently on your tractor each day as

you do on your horses and it will always

be ready and able to work. Before you

leave it at night get it ready to start in

the morning. Fill the crankcase with oil

and your tank with fuel. If it is going to

freeze during the night, drain your radi

ator and screw the drain plug back in.

In the morning fill it with warm water

so that it will start easy. Always start

on gasoline and run on it until your motor

gets warm. Heat the manifold, warm

the spark plugs and the carbureter if the

morning is real cold. All these things

can be done in half an hour once you

get the habit—make it a “chore.” In

the warm weather a lot of these things

are not necessary.

Spend another half hour, if you think

it necessary, tightening up nuts and

turning down grease cups and you

still have gained an hour on the time

you would spend on horses. Further

more, unless you have pasture your

horses are there every day in the year—

summer and winter. When the season's

work is done your tractor, after being

thoroughly overhauled and properly

housed, can be forgotten till next year’s

work begins. Those horses are a respon

sibility you must meet. They must be

fed and cared for every day. You can’t

go to the city for the holidays or East on

husiness unless you pay someone else to

look after your horses.

Give the devil his due. You will lose

less time with your tractor than you

spend on your horses. Suppose you do

have a breakdown? Suppose the agent

is slow getting you new parts? (And

maybe it is his fault and maybe it is the

express company’s.) Grant all these

things. You can still catch up to your

work. In a pinch the operator can drive

his tractor sixteen hours a day, or you

Illlllllllllllll lllllllllllllllllllllllllll'llllllllllfllllll

can work two shifts and use the machine

the entire twenty-four hours. Unlike

horses a tractor does not need rest. Like

them, though, it does need care. And

the better the care the less the delay.

A careful, well informed tractor man can

take any good machine and work it every

day in the season. In an eleven hour

average day he can easily keep his trac

tor working in the field ten hours. One

hour for care of the tractopten hours

working it in the field. There is a tend

ency for the farmer to feel that he is

getting a little bit out of the work class

when he 'buys his tractor. Provided he

knows his work he can truly work four

hours to accomplish the same results, but

he still must work.

Don’t Be Like a Boche

When a man buys a horse and snags it

he blames himself. When he buys a

tractor and “snags” it he blames the

agent who sold it to him. This is largely

a matter of convenience. Regardless of

where the fault lies, there stands the

tractor agent with his future dependent

on the good will of his users. Being bot'n

conscientious and keen, he does all in his

power to satisfy the owners. Far be it

from me to advocate a change of heart

for the tractor dealer who is really

serving his owners. But the greatest

service that can be done the farmer is

to teach him to serve himself. The

mollycoddle who is born in luxury and

raised on a fond parent’s apron string

seldom accomplishes much. The same

goes for the farmer who does not learn

to care for his own tractor.

When quitting time comes don’t desert

your tractor like a Boche leaving a

trench.
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Ford Lights From a Battery

Editor Motor World: 1—Can you

furnish a wiring diagram for head and

tail lamps for a Ford, the current to be

taken from a 6-volt storage battery with

out generator? Please give the voltage,

candlepower and amperes for each

lamp with double contact and the neces

sary grounding.

2—I would also like a diagram of

wiring for two headlamps, one tail lamp

and one dash lamp, the current to be

taken from a 6-volt storage battery.

3—Could an extra wire be attached

to the storage battery terminal for the

side and tail lamps with an extra switch

in connection with the headlamps al

ready wired through the regular switch

and have both sets of wiring attached to

the one battery terminal?

4—Does a single-contact tail lamp

have to be grounded when connected to

the regular switch of a Ford car, the

current being taken from the magneto

using an 18-volt bulb? What is the best

candlepower to use?

I: 6v.lo‘cp.
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SHOOTING TROUBLES

When asking for information, please state whether you maintain a permanent file of Motor World,

as many inquiries are answered by reference to previous issues

5~How many dry cells would be equal

to a 6-volt storage battery?

6—What would be your advice as to

lighting a tail lamp and two side lamps

equipped with iii-volt 2 c.p. lamps using

.84 amperes?——Delbert Hunter, Rossic,

N. Y.

Answer—l—The wiring for head and

tail lamps using the current from a 6

volt storage battery is shown in Fig. 1.

Only one switch is used and this lights

both head and tail lamps at one opera

lion. Either single or double contact

bulbs may be used. If the single con

tact bulbs are used, it is not necessary to

ground anything as the grounding is

automatically taken care of through the

base. In the case of the double contact,

the other wire would have to be sep

arately grounded in each case. The

voltage and candlepower of each of the

bulbs is given, but it is a little difficult to

give the exact amperage that each lamp

would consume as this differs in various

makes of lamps. Here is an approxi

mate consumption table for different

camllepowers at 6 volts:
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Fig. 1 shows connection of three lights to storage battery. Fig. 2 shows a dash

lamp in series with the tail lamp. Fig. 3 shows headlamps operated .by mag

neto, side and tail by battery
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llandlepower Amperes

6 . . . . . . . . . . . . . . . . . . . . . . . .75

12 . . . . . . . . . . . . . . . . . . . . . . .1.5

18 . . . . . . . . . . . . . . . . . . . . . . .2.2

21 . . . . . . . . . . . . . . . . . . . . . . . .2.5

24 . . . . . . . . . . . . . . . . . . . . . . .3.

36 . . . . . . . . . . . . . . . . . . . . . . .4.

Special 9-volt 21 c.p. lamps intended

in be wired two in series with the Ford

magneto consume about 2 amperes each.

2—The wiring diagram for two head

tnmps, tail lamp and dash lamp is shown

in part in Fig. 2. It is only necessary to

change the diagram as is shown in Fig.

l and cut into the tail-lamp line at some

point with the dash lamp. The dash and

tail lamp are then in series, each being 3

volts and an additional feature is that

the dash lamp acts as a tell-tale to notify

the driver when the tail lamp is out,

because one lamp will go out when the

other is out. This will not afiect the

headlamps.

3—Yes.

4—A single contact lamp does not have

to be grounded. The best candlepower tn

use depends on how much light you want

on the road. Either 16 or 21 c.p. should

be satisfactory.

5—Three dry cells connected in series

will give a voltage approximately the

same as a 6-volt storage battery.

6—A plan that has worked success

fully is shown in Fig. 3.

Current Consumed by a Starter

Editor Motor World: Would be

pleased to know if it would be possible

for me to obtain a list of the proper

starting amperage that an automobile

draws at the time the starter is pressed

in.—Daniel L. Kenslea Co., 68 Main

Street, Watertown, Mass.

Answer—It would be absolutely im

possible to furnish any such table that

would be in the least degree reliable, be

cause the amperage used by the star-v

ing motor9 is directly dependent upon

how hard the engine is to turn over. In

other words, an engine with good com

pression, good piston rings, tight valves.

tight bearings, etc., may consume 150

amperes, while the very same engine, a

few months later, if the valves are leaky,

the bearings loose, and the compression

poor, may take only 60 to 70 amperes.

A difference in oil, both as to grade

and as to thickness in summer and win—

ter, will make a great deal of difference.

amounting to perhaps 50 or 75 per cent

in the consumption of current.

We should say that the amperage con

sumed by various cars on the market

varies anywhere from 50 to 250 or 300

amperes, this being the maximum range

in both directions—Editor.



  

GARAGES SHOW/ROOMS REPAIRSHOPS

SCIENTIFIC-CONSTRUCTION
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Modern Two-Story Garage

Character of business—-Storage, vul

canizing, tires, accessories and serv

ice by automobile owners’ company.

Details wanted—Two-story building on

lot 100 a: 140 ft., shop on second

floor, vulcanizing department, large

storage space, one or two electric

elevators, advisability of acetylene

welding plant.

Name—Oklahoma and Arizona Devel

opment Co., Blackwell, Okla. '

Answer—In fulfilling your request'for

a plan we were doubtful as to whether

you desired a showroom but finally de

cided that the chances were good that

you did, and therefore one was included.

We should advise the use of an in

clined driveway or ramp instead of ele

vators, since the former fits into the gen

eral layout very nicely. A ramp is

cheaper than an elevator, figuring its

 

OTOR WORLD is glad to re

ceive and answer inquiries

for garage plans, but in order

that there may be as little delay

as possible in submitting the

plans desired it is imperative

that the following information

be given:

Size of plot, with rough sketch

showing shape and its relation

to adjoining plots; name and

number of departments oper

ated; number of cars to be

shown in salesroom; number of

cars in garage; any other perti

nent details.

  

 

cost as the cost of the space it takes

up and taking the cost of the elevator as

the total charges, including interest, de

preciation, maintenance, insurance and

rental of space occupied, etc.

In the particular layout we have se

lected, if you have practically all cars

fronting on aisles, as shown on the plan

herewith, then you will find that you

can store just about as many cars using

a ramp as if you used an elevator. How

ever, if you prefer to place two rows of

cars on one side of the aisle at points

on both floors, then by eliminating the

ramp you can store about 20 cars addi

tional, thus involving one row the full

width. It should be explained that this

latter method does not ofi'er any great

disadvantages.

One elevator is sufficient for this build

ing, in case you prefer it.

On the second floor the last two cars

in the middle rows should be ones which

are always very late to come in, since

with their presence the adjacent passage

way is rather cramped.
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Insofar as possible the cars adjacent

to the shop should be ones which are

usually out all day. This will allow a

car to be run directly into any point

of the shop, sliding doors being used so

that maneuvering of the car for posi

tion is eliminated.

We have not only provided welding

and vulcanizing rooms but also an elec

trical room. Both battery charging and

electrical repairs can be done here. Yes,

we advise you to have a welding outfit.

 

One-Story Concrete Garage

Character of business—Sales, service,

storage.

Details wanted—Building 50 a: 140 ft.,

one-story concrete, corner lot, plate—

glass front.

Name—The Motor Mart, Bainsville,

Mont.

Answer—You did not say whether, in

addition to a garage and shop, you want

ed a showroom or an accessory store, but

from the printing on your letterhead we

are quite sure that you sell cars as well

as accessories, and therefore you will un

doubtedly want rooms for both these de

partments, so that you can conduct these

branches of your business with full effi

ciency. Furthermore your desire for a

plate glass front argues that it is to be

used for store purposes. We strongly

urge you therefore to adopt our plan

which provides for a modest showroom

and accessory store; however, if you feel

that you do not want these features we

shall be glad to draw a plan for you

without them.

You will note that the plan is very

compactly arranged with showroom and

adjacent departments occupying a strip

across the front, the shop on a strip

acioss the rear and four rows of cars

facing on two aisles—a total of twenty

eight. It is suggested that in placing

these cars that as far as possible short

cars be segregated on one aisle and long

cars on the other aisle, thus making for

more aisle room.

Entrance to the shop is through a se

ries of sliding doors, the purpose of

these doors being to allow entrance to

any part of the shop directly, without

any manoeuvering. The cars stored di

rectly in front of the doors should be

ones which are usually out in the day

time.

The accessory store and showroom are

so laid out that they can be attended to

by one man if necessary. At the same

time they are sufficiently separated so

that one will not detract from the other

in any way.

There is a broad accessory display

window at the front, and it should be

dressed once a week. Watch Motor

World for suggestions regarding dress

ing windows.

Shelves cover two sides of the room

and there is a single long showcase.

The accessory stock room is not only

for surplus stock. but also to house ac

cessories and supplies which would be too

bulky or unsightly if placed in the store.

If you are skeptical regarding the ne

cessity of a showroom and accessory

  

 

   

 

 

 

  

 

 

 

 

 

  
 

  

  

store in a town of your size please write

us and we will be glad to go into the

matter more fully.

Two Floors 64 x 88 Ft.

Character of business—Garage.

Details wanted—Lot 64 a: 88 ft., two

floors, repairshop on second floor.

Name—Otto Schwinck Garage, West

Point, Neb.

Answer—You did not state whether

you wanted a showroom and accessory

store or not, nor did you say whether the

plot is on a corner or not. We assumed

that it was not on a corner. Neverthe

less the plan we are sending you is quite

suitable for a corner location.

We included an accessory store and

showroom in your layout because we be

lieve that you deal in cars and sell ac

cessories and that therefore you will

want the necessary store space to carry

on these departments of your business to

best advantage. A store is recognized

as a necessity to the sucessful handling

of goods in all lines. Even in a small

town such as yours, the butcher, the

OWL This design for the Motor Mart includes a showroom

" I1 and accessory store that can be attended to by one

I 'man if necessary. There is a broad display window
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baker, the grocer and every merchant

finds it necessary to have a store in order

to do business. Certainly a store is just

as much of a necessity for a man selling

automobiles and accessories. You are

planning a new building. In a sense this

new structure will stand as an important

milestone on your road to success, and you

don’t want to spoil the advantage of this

fresh start by omitting either showroom

or accessory store.

In storing the cars it was found ad

visable to place two rows on one side of

the aisle. If you are not familiar with

this arrangement you may wonder how

the back cars can be moved without dis

turbing the front row. The answer is,

they can’t; but if the cars in front are

the ones which go out early and come in

late and those in back are the ones which

come in early and go out late, the cars in

front will be out of the way when those

in back are moved in or out.

 

Scripps Produced 1020 in May

DETROIT, June 7—The Scripps-Booth

Motor Car Co. produced 1020 cars last

month, working on a basis of 22 days to

the month.
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Two-story building for Otto Sch-winch Garage
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Modern Methods in Ford Service

(CONTINUED FROM THE JUNE 4 ISSUE)

Taking down the engine—Various engine stands used—Testing and straightening the crankshaft

—Rebabbitting the block

By J. Howard Pile

HIS is the second of a series of articles on the best methods of Ford repairing. The

first installment appeared in the June 4 issue and covered—Organization in the shop

use of the repair order, list of the standard overhaul operations with the prices of"

labor, taking the engine out of the car. Future installments will deal with burning in

the bearings, aligning the connecting rods, cylinder reboring, transmission overhaul,

magneto testing and repairs, assembly of the engine, service operations on the rear as

sembly, front assembly, steering gear and all parts of the car.

\

PART I—THE POWER PLANT (Continued)

Z—Taking Down the Engine

OR rapid work on the engine, both

in taking down and in assembling,

an engine stand must be used. Just

how many and what kind of stands to

use will depend largely on the volume

of work to be done in the shop. The

simplest and cheapest engine stands are

constructed of wood and are made in two

styles, one holding the engine right side

up and the other holding it upside down.

These are shown in Figs. 9 and 10. A

metal engine stand which is lighter is

shown in Fig. 11. These stands are for

assembly and taking down only and there

is no means of fastening the engine to

the stand. These stands should be pro

vided with casters so that the whole as

sembly can be easily moved about by

one man or a helper.

After taking the engine out of the

car with the tongs (Fig. 13) and chain

hoist, it is set on one of the stands

shown in Figs. 9 or 11, and the work of

taking down starts.

l—Drain the oil into a pail by taking

 

  

DRESYED 2HX4 out the drain plug. The gasket should

_ _ _ be reneWed as it is hard to get an old one

Fig. 9—Wooden engine stand for holding the assembled engine in its natural tight, so this one can be junked. Put the

position plug back in the hole after the oil is all
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out and screw it in far enough so that

it will not lose. '

2—Take all the cotter pins out of the

crankcase bolts and transmission case

bolts. They are to be junked.

3—Remove the fan shaft bracket by

taking out the cotter pin at the back end

of the bolt, taking off the locknut and

screwing out the long bolt.

4—Take off the fan belt.

5—Remove the timer from the cam

shaft.

6—Remove the timing gear case by

taking out the cap screws.

7—Loosen the reverse, low speed and

brake adjustments on the transmission.

8—Hold the boltheads underneath the

transmission case with a %-in. open eml

wrench or a knee wrench and turn the

nuts off with a %-in. speed wrench. A

jew socket wrench may he used and one

is shown in Fig. 16.

9—Remove the transmission cover, the ‘

pedals coming ofl" with it.

10—Loosen the cylinder-head bolts

with a 7/16-in. end wrench.

ll~—Turn the bolts out with a 7/16-in.

speed wrench.

l2—Lift off the cylinder head. If it

sticks, it can be started loose by cau

tiously slipping the point of a screw

driver between the head and the block

and turning or prying until the joint

loosens. It is then lifted off by catch

ing a finger of each hand in the spark‘

plug holes of cylinders 1 and 4.

13—Hang the copper-asbestos cylin

der-head gasket on a nail if it is in fair

shape to be used again, otherwise put it

in the junk box.

l4—Remove the nuts from the valve

cover studs with a %-in. speed wrench.

lS—Remove the valve covers.

16—Put the nuts back on the studs to

prevent their getting lost.

l7—Mark the valve heads with a cen

.a
®

,

ALL JOINTS WELDED '

 

lEON PIPE

 

 

 

  

1"Tawnrznzon

Fig. 10—Wooden engine stand for holding the assembled engine upside down

for easy removal of the crankcase and subsequent work on the bearings and

connecting rods. The head is removed from the engine before transferring it

to this stand

ter punch, starting with the front No. 1

to the back No. 8.

18—Raise the valve springs one at n

time with the valve lifter and pull out

the pins. The pins can best be taken

out with a light pair of pliers with long

noses. This is quicker and easier than

using the fingers.

19—Lift out the valves by the heads.

 

 

Fig. 11—A metal

engine stand made

from iron pipe

welded at the

joints. It answers

the same purpose

as the wooden one

shown in Fig. 9

but it is lighter in

weight

- speed wrench.

20—Pull

washers.

Zl—Turn the engine upside down and

set it on the stand shown in Fig. 10.

22~Hold the crankcase nuts with a

%-in. open-end wrench or knee wrench.

23—Turn out the bolts with a %-in.

(See Figs. 14 and 15.)

The jew socket wrench shown in Fig. 16

may also be used for this purpose.

24-—Remove the crankcase.

25—Remove the three brake hands by

slipping them back ofl“ the drums.

26—'Take out the wire that locks the

flywheel bolts.

27—Remove the flywheel with a fly

wheel wrench.

28—The transmission will now come

off and it is to be laid aside until it is

ready to be dissembled further.

29—Remove the four bolts that hold

the field coil assembly to the block.

30—Lift off the coil assembly.

31~Remove the oil pipe.

32—The engine block, now containing

the crankshaft, connecting rods, pistons

and camshaft is washed with kerosene to

remove all the oil and dirt.

33—Place the block in a stand shown

in Fig. 18.

34—Turn the block in the stand so

that the cylinders are horizontal. the'i

latch the stand in this position.

35—Remove the %-in. cap screws that

keep the camshaft bearings from turning.

36—Remove the timer roller locknu'v

and roller.

37—Pull the camshaft out through the

front of the engine in one unit with the

gear wheel.

38—Mark the pistons on tap with a

center punch, 1, 2, 3 and 4.

out the springs and cup
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Iitt—Mark the main-bearing caps in

the same way at the front ends, 1, 2!

and 3.

40—Mark the connecting-rod bearing

caps on the camshaft side, 1, 2, 3 and 4.

41—Remove the cotters from the con

necting-rod bolts.

42—Remove the connecting-rod bolts,

starting them with an L-wrench and

turning them out with a speeder.

43—Reassemble the caps to the rods

with the bolts.

44—Push the pistons out through the

top of the cylinder block.

45—Lay the pistons on the bench on

their heads.

 

Fig. 13—This is a detailed drawing of the engine-lift

ing tongs, showing all-the dimensions.

  

The use of these

tongs was described and illustrated in the last install

ment of this article in the June 4 issue

Fig. 12—Horizontal and vertical cyl

inder block clamps mounted on a

bench. For bearing work the clamp

to the right had best be turned around

so that the workman can stand at the

end 'of the bench. The way it is

mounted here is for valve work and

other work to be done to the head of

the block. The clamp to the left is

suitable for fitting the main bearings

Fig. 14 (right)—

Remom'ng the

crankcase bolts

with a knee

wrench and

speeder

an?
‘1

.4, ,

  

a T “ A

46—Remove the cotter pins from the

main-bearing bolts.

47—Hold the heads of the main-bear

ing bolts from turning while the nuts are

taken off. These front and center bolt

heads are square, and the rear heads

are round with one side milled off. The

nuts are hexagon. Use speeders on the

lower ends.

48—Lift out the crankshaft.

3—Testing and Straightening the

Crankshaft

Before fitting the main and con

necting-rod bearings to the crankshaft

it is necessary to test the crankshaft to

find out whether the shaft is bent or

sprung. No matter how carefully or how

well the bearings are fitted, if the

crankshaft is out of line, it is only a mat

ter of time when the same old bearing

trouble will appear and the more the

shaft is out of line the quicker the bear

ings will go.

For straightening and testing, a com

bination tool shown in Fig. 19 is used.

This too] has a bar in front to which are

fitted two sliding centers.

l—Place the crankshaft between these

centers, sliding one or the other to the

shaft till it is held firmly.

Z—A multiplying indicator (see Fig.

19A) is placed with the base on the

block of the press and the plunger of the

l

>,./%
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Fig. 15—In using a speeder of any

kind, greater speed can be obtained

by holding the right hand on the

crank and the left hand just below

the crank and making both hands

more. This just doubles the speed

obtained by holding the right hand

on the crank and the left hand

on top, because the “str0ke” is only

half as much

indicator resting lightly on the center

bearing of the shaft.

8—Turn the shaft around slowly, keep

ing your eye on the needle. A variation

of .002 in. is permissible, but more than

this indicates that the shaft needs

straightening. The high side of the

shaft is marked with a piece of chalk.

4—A bent shaft is straightened in a

straightening press which forms the rear

part of the tool shown in Fig. 19. The

  

Fig. 16—Jew socket wrench for removing the crankcase bolts.

is even faster than the knee wrench and speeder as the spring holds the lower

socket up against the bolt head

shaft is laid across the two lugs with

the chalked or high side up.

5—-Pressure is applied to this point

by setting down on the screw and the

shaft is tested again.

6—-This operation is repeated until the

needle of the indicator shows a variation

of not more than .002 in.

7--A shaft that is much out of line

should be tested also on the two end

bearings after straightening as there is

a possibility of throwing these out of

line when bringing the center bearing in

line.

8—A shaft that shows true on the cen

ter hearing before straightening will be

true on the end bearing.

9—If the main bearing surfaces are

true, the crankpins are bound to be true.

Even a new shaft from stock should be

tested for alignment as there is a pos

sibility of its having received rough

usage at some point in its travels from

the factory to you.

4—Rebabbitting the Cylinder Block

If the babbitt in the cylinder block is

loose or much worn, the block will have

to be rebabbitted. This may be done by

sending the block to the nearest Ford

branch or it can be done with a babbit

ting jig as follows:

l—Hold the block on the engine stand

This method

so that it is bottom side up and the

cylinders as nearly perpendicular as pos

sible.

2—Cut out the old babbitt metal, tak

ing care to clean out the holes which

key the ba'bbitt to the bloek and also the

oil holes.

3—Clamp the babbitting jig (Fig. 20)

in position with the camshaft centering

pins in the camshaft bearings. This

gives the correct gear distance between

the camshaft and the crankshaft so that

the gears will mesh properly.

4—Turn the eccentric locks up against

the bearings to prevent leakage of bab

bitt.

5—Melt the babbitt in a ladle. To pro

duce a satisfactory bearing, use the best

grade of babbitt, melting about 5 lb. in

a 10-lb. ladle.

6—It should be heated till it scorches a

pine stick but does not set it on fire. If

it sets it on fire, it is too hot, the metal

has been burned and should be discarded.

7—Stir the metal with the stick and

skim off the dross.

8—P0ur the metal quickly but steadily

into the molds.

9—Needless to say the molds should be

absolutely clean, dry and free from oil

and grease. A trace of moisture would

be turned to steam by the hot metal and

this would forcibly expel the molten

  
  

Fig. 18—Cylinder

block stand that

will hold the block

in three difierent

positions. T h e

latch is operated

by the pedal and

catches in any

one of the three

slots. The cas

to r e d platform

shown below can

be bolted to the

bottom of the

stand w i t h four

  

Fig. 17 (above)—Cylinder block

stand for bolting to the bench. This

holds the block in a horizontal posi

tion for work on the bearings, pis

tons, etc. The handle operates an

eccentric cam which locks the block

to the stand.
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Fig. 19— (Left)

C r a n k s h a f t

straightening

press and testing

m a c h i n e. The

shaft is caught

between the cen

ters and tested

with t h e gage

shown in the fig

ure to the right

Fig. 19a— (Right)

This gage has a

plunger that ea:

tends from the

bottom of the dial

and this records

any up and down

motion on the dial

which can be sci

 

 

 

 

 

 

 

  

 

Fig. 20—The rebabbitting jig set in position on the. block. The correct distance

between the camshaft and crankshaft is secured by the lugs which fit into the

camshaft bearings

metal, necessitating the removal of the

jig, cleaning the bits of metal and start

ing all over again, not to mention the

possibility of injury to the operator.

This cannot happen in a perfectly dry

mold. Oil or grease may cause some

what the same trouble and make blow

holes in the bearing. It is best to pre

heat the portion of the block around the

bearings with a blow torch or gas torch

. and also heat the jig as this will make a

smoother job.

10—If the metal is too cold, it will not

get into the corners of the mold and it

will not hug closely around the shaft.

ll—After the metal has cooled off

enough to set, remove the jig and file off

any fins that have been formed. The

babbitt should be flat across with the

iron seat that the cap rests on.

12—If the babbitt has been well done,

the metal at the right temperature, the

casting preheated and it flows up smooth

ly around the shaft there should be no

need to ream the bearings before burning

in. However, a more satisfactory job

will result if the bearings are reamed or

bored with a special jig or reamer, of

which there are several excellent makes

on the market.

13—Rough scrape the bearings to fit

the crankshaft endwise, being careful not

to remove too much metal. There must

be no endplay to the crankshaft.

14—The bearings are now ready to

burn in.

If no other operations are necessary,

the preparations for burning-in can be

started at once, but if the cylinders are

to be rebored, the reboring should be com

pleted before the bearing work is started

because it is not necessary to disassemble

the bearings after they have been burned

in. The overhauling and assembly of the

pistons should also 'be completed before

starting to 'burn in the bearings. These

subjects will be taken up fully in the

next installment of this article.

  

 

 

The Next Installment of

MODERN METHODS IN

FORD SERVICE

Will Appear in Next Week’s

Issue

T will deal with overhaul

ing the piston and con

necting-rod assembly, fitting

the rings, aligning the bear

ings, replacing the bushings,

reboring the cylinders, fitting

the pistons and generally get

ting the engine in shape to

burn in the bearings which

will be covered in the next in

stallment following. It will

describe a considerable num

ber of devices for saving

time, doing better work and

insuring more perfect jobs.

Future installments of the

article will deal with over

haul operations on all parts

of the car including the rear

assembly, etc.

III 13

EADERS are invited to

write us concerning any

points that they do not un

derstand. Those inquiries

which seem to be of general

interest will be answered in

this department of MOTOR

WORLD, those which are not

of general interest being an

swered by mail. Be sure to

give us your name, address

and the garage you are con

nected with, as unsigned com

munications will not be an

swered.
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Simplicity Is Feature of A-C Magnetic

Speedometer

Automatic Compensation for Temperature

Changes Insures Continual Accuracy

HE A-C speedometer brought out

by the Champion Ignition Co., Flint,

is a magnetic type of marked sim

plicity, and with an~ingenious method

for regulating and maintaining accuracy

in spite of variations in temperature.

The speedometer has a stationary, per

manent horseshoe magnet held securely

in the interior of the instrument in a

manner which is similar to magneto and

galvanometer construction. The arma

ture rotates within it, being driven by

the flexible shaft.

The armature is segmented into poles,

the magnetic current passing through

them and being thrown or shunted in the

direction of rotation and carrying with

it a non-magnetic element in the form of

an inverted aluminum cup having on its

periphery the scale which indicates the

velocity of the vehicle either in miles or

kilometers per hour. The light weight of

the aluminum cup renders it so sensitive

to the magnetic drag that the instru

ment starts to register at a speed of 1

mile per hour. The speedometer is

graduated up to 75 m.p.h, with gradua

tions indicating every mile.

Objections to magnetic speedometers

in the past have generally centered

around the fact that the magnet ex

pands in warm weather, thus, when

cold, increasing the distance from the

armature. This slight variation is com

pensated for in the A-C instrument by

an automatic thermostatic control which

changes the relation of the armature

laminations one to the other, thereby

advancing or retarding the magnetic flux

as may be necessary. In this way the

speedometer will give correct reading re

gardless of temperature. There is an

adjusting screw for making the primary

setting on the magnet and this is set

at the factory.

The speed recording elements are con

..a
s .1

  

  

New A-C mag

netic speedometer

with flexible

shaft. Note how

flexible shaft is

connected to cen

ter of back of

speedometer

tained in one-half of the housing and

the odometer component in the other.

The only connection between the two is

a worm shaft which operates the odom

eter. The odometer will register mileage

up to 100,000 and repeat on the total,

which in this instrument is placed on

the side.

The trip register which can be reset

either forward or backward, to any de

sired figure, is at the left. It registers

in miles and tenths to 100 and repeats,

the tenth figure being the same color as

the unit figure, but divided by a decimal

point.

The halves of the speedometer are

assembled and united by a steel band

forced over the broad flange surface of

the instrument by pressure. The mov

ing parts are fully jeweled, having two

large jewels of sapphire and garnet.

  

Magnet and rotor of A-C speedom

eter, showing thermostatic compen

sator on rotor
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There are several design features which

are unique in the instrument, a valuable

point being the connection of the flexi

ble shaft to the back so that it can be

hidden completely from view. The neck

to receive the shaft is concentric with

the instrument and' has a %-18 S. A. E.

(spark plug) thread. The ferrules have

a tapered fit, making alignment perfect.

The speedometer is held into the in

strument board of the car by a patented

band clamp having slots tapered so that

when turned, projections go into the

slots and cause a forward movement of

the clamp, thereby securing it. It is

locked by tightening a screw.

The front face of the instrument is

die cast of aluminum with a gun metal

enamel finish. The escutcheon flange is

either nickel or enamel or can be made

in any desired finish. The back part of

the instrument is also die cast and oxi~

dized black. The reset knob in the

center is nickeled. The figures on the

indicating and registering member are

white on black as standard.

A special flexible shaft has been made

for this instrument and greater dura

bility and strength are claimed for it.

The cable is made of alternately wound

mono-coil music wire of four layers.

each layer having four strands totalling

3/16 in. diameter. The cable ends are

secured by a patented process and guar

anteed by the manufacturer not to break

loose. The coupling nuts are made large

for good contact. The casing is tem

pered material wound with two strand

wire and coiled tightly to hold grease in

case of severe bends. All parts are rust

proof.
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LETTERS from READERS
When asking for information, please state whether you maintain a permanent file

of Motor World, as many inquiries are answered by reference to previous issues

 
 

 

Editor Motor World: Charles

ton seems to be the one place in

the United States that progres

ses in every line, especially in

the automobile dealers. There

are here now 14 dealers and 7

accessory concerns handling 34

different makes of cars thatI have

absolutely no dealer co—operation

or organization, and, as far as I

know, there never has been

any.

About the only way they do co

operate is when one cuts his

price the competitors do the

same. This will in time have

disastrous consequences for

some or all of them. Every one

 

Co-operation Wanted

that I have talked to seems to

want something started toward

organization, and as soon as you

leave him he can’t say anything

too mean about you. It is a

pity that we don’t get some new

blood here that has had experi

ence in organization work to

start it here. Mr. Vesper him

self would be fine and start it

right.

Here's hoping that some one

sees this that knows the traits

of this old historic town better

than I and can give a lift by get

ting the organizers behind the

dealers here.—J. B. Tait, Army

(‘ycle Mfg. Co., Charleston, S. C.

 

 

Modem Oklahoma Garage

Editor Motor World: Herewith photo

graph of the new building of the Jones

Motor Co., McAlester, Okla., recently

constructed, and as we feel very proud

of this garage we take pleasure in send

ing you this photograph trusting that

you will find room in your pages to

give it publication.

1 also wish to say that McAlester is

to-day closing a 3-day automobile show

held by the dealers of Pittsburg County

in this new building, and as I have had

the pleasure of attending a number of

the largest automobile shows held in the

United States, I want to say that I per

sonally feel that this show is of so much

importance that I believe Motor World

should mention it.

I am and have been, for the past three

years, a constant reader of Motor World

and am familiar with your policy of pro»

mating the interests of the motor car

industry generally, and trust that you

will take hold of this and give it such

publicity through your magazine as may

be fitting.

We have had the co-operation of the

United States Army, inasmuch as it

furnished us an airplane as an attrac

tion for the outlying communities as well

:is the local population. We have had

one of the best local automobile shows

that I have ever had the pleasure of at

tending, as everyone seemed to go into

it wholeheartedly, and sales have been

promoted that I am confident would not

have been for some time to come had it

not been for the enthusiasm shown by

the various automobile dealers—Russell

Hardware Co., J. E. Crawford, Manager

Accessory Dept., McAlester, Okla.

 

For a Number of Years

Editor Motor World: Enclosed please

find a contribution for the short-cut page,

which I thoroughly enjoy reading. I look

for it first thing in every issue of Motor

World, which I have been reading for a

number of years—William T. Guenther,

Eveleth, Minn.

That Bumper Question

Editor Motor World: The A. E. Ben

nett Co., Los Angeles, began the manu

facture of a line of bumpers which in

fringed patent No. 1,052,224. The Gemco

Mfg. Co. brought suit against them for

infringement about two years ago, upon

which an injunction was granted, forcing

the Bennett company to discontinue sell

ing infringing bumpers. After a short

time, however, this company purchased

a quantity of the Gemco brackets

through jobbers, and began selling

bumpers purporting to be of the Gemco

make. The large quantity that were

sold led to suspect that they were mak

ing their own bumpers. An investigation

was commenced and it was discovered

that they had their own patterns and

were buying castings and manufacturing

the infringing brackets on a very large

scale. Further investigation disclosed a

sign at the Bennett place of business to

the effect that the company were agents

for the Gemco Mfg. Go. On May 16 Mr.

  

“'

Here is the modern home of the Jones Motor Co., McAlester, Okla.
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Bennett was brought into court on a

charge of contempt of court and upon

having the facts presented to him,

pleaded guilty to the charge, and was

fined $250. He has been cautioned by the

court that another offense of this nature

will mean a jail sentence. This informa

tion will no doubt clear up some very

disturbing conditions that have pre

vailed on the Coast for the past two

years.—Gemco Mfg. Co., G. F. Discher,

President.

An Elaborate Window

Editor Motor World: The window

illustrated here represents a corner of

a garage machine shop. Unfortunately,

the lettering on our window obstructs

the view of many of the details, and

the photograph does not in any way do

justice to the display.

The workman who is shown at the

left is a dummy who is operating a

pneumatic valve grinder, grinding in the

valves on a Ford cylinder block, which

is mounted on a Manley engine stand.

The valve grinder is operated by a port

able air compressor, standing on the

floor just in back of the mechanic. On

the work bench, which extends the en

tire width of 14 ft. across the window,

are laid out the necessary working equip

ment, in the line of small tools, taps,

dies, wrenches, etc. There is a hand

operated bench drill, a vise and valve

cutting attachment, also clamped to the

I
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Here is a window that really sells an idea—the idea of having thoroughly

modern service station equipment

bench, and a bulb case and a small stock

of accessories on the upper shelf. To the

right is a battery charging outfit,

charging two storage batteries.

Our window dresser has carried out

the details to an extent that would do

credit to our friend Belasco, even to the

cigarette stump and burnt matches on

the engine block alongside of the me

chanic. The floor is made out of 12 in.

squares of heavy compo board, imitating

cement, and in the center of the win

dow is a perforated drain outlet painted

black to imitate the real thing—G. B.

Shearer, Jr., President, Gaul, Derr &

Shearer Co., Philadelphia.

Dealer Conclusions Regarding the Tractor Business

EALERS who are experienced in the

tractor business entertain no illusions

about what the manufacturer of tractors

ought to do to make the tractor trade

attractive and profitable. By the same

token they are not at all afraid to give

expression to their views as well. The

letter which follows this introduction is

a case in point.

The letter is written by Oscar A.

Rystrom, one of the best-known and

most successful of the real, simon-pure

automotive dealers in the State of

Nebraska. Rystrom has been a retail

dealer in farm implements and automo

biles for many years. The automobile

department of his business was insti

tuted about 13 years ago, so that as an

automobile dealer he ranks as a veteran.

Also he early saw the necessity and wis

dom of departmentizing his business and

separating the automobile from the farm

operative equipment part. Therefore to

day he specializes throughout his organ

ization. In addition to the parent con

cern at Stromsburg, Neb., which is head

quarters for Mr. Rystrom, branch stores

are maintained at Polk, York and Bene

dict, Neb. All these stores are organ

ized along the same general lines as the

Stromsburg store and work along paral

lel lines.

Rystrom was early in the tractor busi

ness and understands it thoroughly. His

experience has cost him something and,

as he says in his letter, during the period

he has been selling tractors he “has had

time to come to some definite conclu

sions."

As these conclusions concern some of

the live issues which at this time are

engaging the attention of men in the

tractor business, what Rystrom thinks

will prove of interest and value to Motor

World readers. Incidentally, it may be

recalled that at the recent Omaha con

vention of the Mid-West Implement

Dealers’ Association Mr. Rystrom was

elected president of the association for

the ensuing year. His letter follows:

Editor Motor VVorld—Referring to tractor

distribution, I wish to state that the writer

has had experience along this line during the

past 13 years, and during this time has had

time to come to some definite conclusions.

We have found that it costs money to sell

and give the service required to make a

satisfactory business in tractor lines, as re

tail dealers. _

In the first place, if a retail dealer in trac

tors is going to make a success of it that is

lasting. he will necessarily have to be an

implement dealer that has proved a success.

He will more than likely, also, have a large

experience selling motor cars and have a

garage manned by expert mechanics.

In the next place. he must have the

finances to place tractors in lock by the

car'oad at a time when they are to be had.

Wiih the foregoing requirements fulfilled he

will be in position to sell tractors in a busi

ness-like manner, provided he can get a dis

count on the tractor from the manufacturer

that will enable him to pay the necessary

expenses and make a profit.

That is where the rub comes. Mast of the

manufacturers (0-day. it seems, have for

gotten that the retail dealer, in order to pay

expenses and make a profit, must have a

discount that will enable him to come out

right at the end of the year. Most manu

facturers admit that they are making a good

profit on the sale of tractors, but they seem

to be of the opinion that the retail dealers

are so anxious to get this business that they

are willing to do this part of iheir business

for the fun of it or their health.

The retail dealer in tractors is surer en

titled to a. profit on this end of the business

just as well as the manufacturer, in fact. if

he is the right kind of a dealer he will be a

big asset to the manufacturer that is willing

to treat him fairly.

Most manufacturers have their limit of

discount on such a large number of tractors

that no ordinary dealer can hope to reach

the maximum. To make a long story short.

it seems that if a dealer sells, say, eight or

ten tractors of one kind he should be entitled

to the limit of the discount, and this dis

count, to be fair on a merchandising basis

such as we have described, should be about

twice what the ordinary manufacturer is

allowing on one tractor at this time. We

hope that the manufacturer will see his

mistake and get busy and make his arrange

ments with the retail dealer along the line!

we have stated: and if he will do this at

once. he will find that the retail dealer "ill

be in a position to save the situation which

otherwise may prove to be a bad thing for

some of the manufacturers who have gone

into the tractor game in such a large way.

The manufacturer should remember that

there is only one way to do the greatest good

to the greatest number, and that is to (real

everyone fairly. It is time for the manufac

iurers to think this matter over seriously.—

Rystrom Implement Co., Stromsburg. Neb.
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HE sale of a business is always a

matter of moment to the parties in

volved. The seller naturally is eager to

get the purchase price and the buyer

just as eager to get possession of the

business and see what the future holds

forth for him. Unfortunately, this

eagerness on the part of both parties

often results in an informal transfer out

of which trouble is likely to grow.

In one case that I remember, two men,

Smith and Jones we will call them, got

together and drew up a little memo

randum by which Smith agreed to sell

his garage, repairshop, tools, supplies

and good will for $1000. He further

agreed to stay out of the automobile

business for 5 years and not to work

for any one as a repairman or salesman

for the same length of time.

All went well until about a year from

the sale, when Jones decided to sell out

his business and did sell out to a man

named Brown.

After Smith sold out his shop, he

started a repairshop, and a number of

times Jones came around with cars for

overhauling and other repair work.

Smith finally sold out his repairshop and

went to work as a salesman for the man

who bought it.

Brown finally started suit against

Smith for breach of contract, and asked

for $1000 damages, claiming that he had

broken the contract which had been made

with Jones and which Jones had assigned

to Brown.

Will Brown Collect?

The law in this case is very important

to any dealer if there is a possibility

that he may either sell out or buy out

another dealer’s business. The first thing

to. be considered is the part of the agree

ment that provided that Smith would

stay out of the automobile business for

5 years, and would agree not to work for

any one else as a repairman or sales

man during that time.

If an agreement of this kind cannot

be made, then Brown would not have a

good law suit in any event.

Is it reasonable as regards the time

—five years? It certainly would not

be held to be unreasonable. And as re

gards the place—a small city—the courts

would likewise hold it reasonable. And

due to the fact that Smith might inter

fere with the business of the party buy

ing the shop just as much by working

By George F. Kaiser

LAW

YOU SELL YOUR BUSINESS

for someone else as by opening a new

shop of his own, the fact that he agreed

not to work for anyone else as a repair

man or a salesman, would not be held ob

jectiona'ble.

So far as Jones is concerned, the agree

ment was valid and binding, if he wished

to take advantage of it.

There is another point which arises

in connection with this case, and that

is this: Did Jones waive any of his

rights by recognizing Smith as a repair

man and by bringing cars to him for

overhauling, and other repair work.

If a man wishes to sue because another

party has broken an agreement not to re

engage in business, he must not give the

other party his permission to do so. It

would certainly seem, that if he brought

cars for overhauling and other repair

work to a man who had agreed not to

re-engage in business, he would be giv

ing his implied consent to the other

party so doing.

This Happened in Kentucky

In Kentucky, a short time ago, where

two partners were proprietors of a back

line, one partner sold out to the other

and stipulated that he would not operate

a competing line as long as the buyer

continued in business. The court de

cided that an agreement of this kind

was 0. K. And when the seller re

engaged in business again in competi

tion with his former partner, an injunc

tion was issued in favor of the buyer.

He was also allowed damages for breach

of contract.

The court said in deciding the case:

“Contracts in partial restraint of

trade are now generally upheld as

valid when they are agreements by

a seller of a business not to com

pete with the buyer in such a way

as to decrease the value of a busi~

ness; by a retiring partner not to

compete with the firm; by a retiring

partner not to do anything to hinder

the business of the partnership; by

an assistant or agent not to compete

with the master or his employer

after the expiration of his term of

service; by the buyer of property not

to uw it in competition with the

business retained by the seller or

an agreement made by the lessor of '

property not to use it in competition

with the business of the lessee.”—

Nickell v. Johnson, 172 S. W. (Ky.).
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PERPLEXED?

Does some point of

law perplex you? Why

don’t you ask Motor

World’s legal editor to

discuss the question?
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Of course what the court said is true

in the usual case, but in the Kansas

case, where an opinion was asked, it was

different because the buyer sold out to

another party after practically consent

ing to the seller’s re-engaging in a busi

ness which was started up in competition

with the one previously sold.

 

Be Careful of Names

HERE one partnership engaged in

the business of selling parts uses

a name so closely imitating the name

of an established firm engaged in the

same business as to be calculated to mis

lead or deceive, it may be prevented from

further use of such name by injunction

on application of the injured partner

ship.

The court held that although persons

are entitled to enter the business of re

pairing and supplying new parts for old

automobiles, and although they may

specialize in any particular make and

model, and advertise that they specialize,

they cannot imitate the name of another

concern so as to benefit themselves to

the injury of the other firm.

It was further held that the injured

firm need not wait until the imitative

name was actually used, but might get

an injunction before it was used even if

it was assumed in good faith, without any

intention to mislead the public or to

interfere unfairly with its competitors'

trade. The use of the name Imperial

Sales & Parts Co. was, therefore,.re

strained because it too closely resembled

the name Imperial Automobile Parts Co.

 

Going 'After Equipment Service Business

A dealer in Boston who has facilities

for giving service on several different

lines of equipment is sending out cards

to car owners telling them that he is

equipped to give service on the particu

lar accessories used on their cars. He

first finds out what kind of cars are

equipped with the accessories that he

gives service on, and he then secures a

list of owners of these cars from listing

companies.

The cards that are shown are printed

on heavy manila, somewhat similar to

the ordinary United States postal card.

The back of the card is entirely blank

and the name and address of the owner

are simply written on with pen and ink

or on a typewriter and a stamp is af

fixed in the usual place.
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Repairshop Shortcuts

From Motor World Mechanics
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No. 2161—TOWPOLE AND FITTINGS

A towpole is made of llé-in. pipe of

the required length, flattened and drilled

at one end to fit the pin in the attach

ment on the tow car. A piece of old

Ford propeller shaft is bent into a hook.

fitted with a set screw and riveted into

a Ford universal joint which is, in turn,

welded to the pipe. The towpole fitting

is attached to the tow car by drilling

the rear cross-frame member to take the

ends of an old Ford front radius rod,

the ball being ground off to allow two

pieces of plate to be bolted or riveted

to the ball end. When these are in place.

one on the top and one on the bottom,

they allow the end of the towpole to

slide in between. The fastening is with a

115-in. pin. When it is possible to strap

the radius rod to the overhanging body

of the tow car, considerable weight can

be carried such as the end of the ordi

nary dolly or tow beam—A. G. Albrecht,

Midway Auto Exchange, St. Paul, Minn.

No. 2162—CASE-HARDENING

FURNACE

A small case-hardening furnace is

made by welding or bolting an old

brake drum to the tube of a rear

axle housing, the bell part being closed

to prevent the escape of air. A metallic

funnel with a mouth the same diameter

as an electric fan is soldered or brazed

to the side of the housing, a hole being

cut in the housing at this point. A cokc

or coal fire built in the brake drum will

have a forced supply of air from the fan

and this is sufficient to case-harden small

articles—C. A. Henderson, Auto Elec

tric Department, Kerr Electric Shop.

Emporia, Kans. .

No. 2163—-CYLINDER-HEAD LIFTER

A cylinder-head lifter for handling hot

heads and saving gaskets is made from

three pieces of %-in. pipe and a %ein

tee. The vertical piece is 8 in. long and

the handles each 3 in. long. The vertical

piece is threaded at both ends and the

handles threaded at one end only.—

Asaske Nakamura, Honolulu, Hawaii.

 

No. 2164—DRILLING THE FRAME

A hole may be drilled through the

frame of a car without the necessity of

the mechanic lying on his back by using

a pry on the end of the breast drill.

This pry is a piece of 2 x 4 laid over a

block of suitable thickness. The pres

sure on the drill is controlled by the

pressure on the pry. If necessary, nails

 

Make a Dollar

HOW often have you been com

pelled to rack your brain to

overcome some difliculty? But

when you. did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of

those life-savers out of their hid-~

ing places and put them to work

for your fellow-craftsmen. Send

them to Motor World. We will

pay you a dollar for erery one ac

cepted.

The only requirements are these:

1—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—Write on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

  

 

can be put in the end of the pry to pre

vent the drill from slipping off.—George

W. Sjoboen, Jewel Car Exchange, Mus

kegon, Mich.

No. 2165—CARBURETER WRENCH

FOR FORDS'

A wrench to remove or replace the car

bureter on the Ford without taking off

the intake manifold is made of a piece

of flat iron or steel 1 in. wide and 5/16

in. thick. It is bent at right angles at

the jaw and at right angles again for the

handle. The handle is 5% in., and the

distance from the handle to the jaw is

3% in. The opening of the jaw is 9/16

in.—-C. H. Charter, Sticklen Bros. Garage,

La Harpe, Ill.

No. 2166—ANVIL FOR FORD TRANS

MISSION BANDS

An anvil for clinching the rigets on

Ford transmission bands is made by

mounting an old Ford transmission drum

with the shaft attached to a 1%-in. tee

and nipple, the lower end of the nipple

being screwed to a base which is attached

dmlllll'lll'lllIlllllllIIIIllll"Ill"llllllllllllllllllllllllll

to the end of the bench. This base is

cut from %-in. boiler plate, drilled for

screws and tapped out with a 11,—2-in.

pipe top. One side is cut off flat and the

drum overhangs the end of the bench.—

W. H. Kutscher, Springfield, Ill.

 

N0. 2167—HOLDER FOR WELDING

STICK

Short pieces of welding rod can be

utilized by making a holder out of half

round iron fitted with a handle. The

main piece of half round is about 12 or

14 in. long. The movable jaw is also

of half round stock with a hole drilled

near the center for a cap screw which

is threaded into the main piece. A

spring at the rear end keeps the javvs

together and the jaws are formed at the

end to catch the welding rod without.

slipping. A wooden handle completes

the device. Pressure of the thumb on

the small piece right over the spring

releases the rod by opening the jaws.—

J. N. Bagley, J. H. Haney & Co., Hast

ings, Neb. '

No. 2168—DRYING CEMENTED

PATCHES

A rack for drying cemented patches

is made by fastening spring clothes pins

to the edge of a shelf or on a wooden

pole. The repair sections or patches

are held by the clothes pins till dry.—

J. A. Baugh, Camper & Baugh Vulcan

izing Works, Alameda, Cal.

No. 2169—BELLOWS TO BLOW OUT

DIRT

Dirt and pieces of carbon are blown

from cylinders and cylinder heads with

a molder’s bellows about 22 in. long. By

hanging the bellows near the engine

stand they will often save time even if

compressed air is available—Floyd Bliss.

Aurora, Ill.

 

What caused me to put in my au

tomotive equipment department? It

was this way. This is becoming an

automobile section of the city. Men

came to me to purchase cars. Why

should I send them downtown for

the necessary small things? It is a

convenience to the buyer and I

make money out of it—J. W.

Prather, parts department man

ager, Maxwell, Chalmers and Win

ton, Kansas City.
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'UNIVERSAL VULCANIZING

OUTFIT CLAMP

This is a. quick-acting, light

weight clamp for repairing

inner tubes. The complete

outfit consists of the clamp and

patch units. The patch units

are complete with the neces

sary rubber patch and solid

fuel, which can be ignited with

a match. The unit maintains

Its heat for about 5 min. which

is sufficient time to vulcanlze

the repair. The clamp is made

of pressed steel, nickel-plated

and takes but little space. The

spider is made of spring-tem

pered steel of sufficient strength

to clamp down the patch

tightly. but resilient enough so

that It does not bend the tin

cup and burn the tube. Price

$1.50 for a complete outfit, con

sisting of clamp and six patch

units in a box.—Joseph Pollak

Tool & Stamping Co., 81-85

Freeport Street, Boston.

CURTIS STYLE-S AIR COM

PRESSING OUTFIT

This outfit includes an air

compressor with hand-unloader

and tight pulley, welded steel

pressure tank with air gage,

drain cock and pop safety

valve. The piping between the

compressor and tank is made

of a special pattern to save

floor space. There is an outlet

cock from the tank, 20 ft. of

hose with a rapid chuck. and

the outfit is made in five dif

ferent sizes with different ca

pacities. — C u r t i s Pneumatic

Machinery Co., St. Louis, Mo.

VAN SIOKLEN INSTRUMENT

BOARD FOR FORDS

This is an instrument board

for Fords for holding the speed

ometer clock and a dash elec

tric lamp. Made In a number

of different sizes to fit the vari

ous Ford body models, prices

ranging from $17 to 326, de

pending upon the model and

the equipment—The Van Sick

len Co., 14 Chicago street, El

gin, Ill.

CONTINENTAL ENGINE

STAND FOR FORDS

This Is a stand built speci

ally to handle the Ford engine.

The complete power plant can

be placed In It and torn down

to the stripped cylinder block

and rebuilt without having to

change Its position In the stand.

After the complete engine is

placed in the stand it can be

turned in any position and

firmly locked. It is not neces

sary to remove the crankcase

or take oft the transmission

before the engine can be fast

   

 

 

F-F Battery Booster

  
ened to the stand. Weight 115

lbs. Price $30.—Contlnental

Auto Parts Co., Knightstown,

Ind“

APEX CARBURETER

THROTTLE PNEUMATIC

BUTTERFLY

This is a carbureter throttle

which takes the place of the

standard throttle or butterfly

valve In any 1 ln._ Holley or

Kingston carbureter regular

equipment on Ford Cars. The

volume of air mixing with the

gasoline vapor iiowing from the

carbureter is mechanically op

erated with the regulation of

the engine speed through the

operation of the throttle. The

throttle can be applied In a

short time with no change in

the adjustment of the carbu

reter and with ordinary tools.

When the engine starts, the

throttle delivers air into the

carbureter slowly giving a rich

mixture for quick starting. As

the throttle is open for greater

speed the throttle delivers a

much higher percentage of air

and the result is a leaner mi»

ture. When the throttle is twu

thirds fully advanced it acts

the same as the ordinary but

terfly valve. Price $3.50.—

Apex Electric Mfg. Co., 1410

1412 West Fifty-ninth Street.

Chicago.

F- F BATTERY BOOSTER

This is a rectifier for chang

ing alternating current to di

rect current for battery charg

ing. The line voltage is re

duced to the proper charging

voltage by a transformer. It

can be connected to any lamp

socket and the current con

sumption is equivalent to burn‘

ing a 100 watt lamp. The

charge starts at a high rate

from 10 to 15 amperes and as

the charge nears completion

the rate gradually reduces it

self due to the rising battery

voltage. A meter shows what

current is flowing and there is

no wiring to be installed.

Made in a number of sizes and

types of different current ca

pacity and different voltages

Prices ranging from $24 to SH.

—France Mfg. Co., Cleveland

BAKER TIRE COVER

This is a tire cover for spare

tires to prevent their depreciat

ing on account of weather. The

cover is made up in DeLiue

style and special color and the

color scheme 0! any car may

be carried out in the tire cover

Made to fit any tire regardless.

of the style of carrier used—

Baker & Lockwood Mfg. Co"

Kansas City, Mo.
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E. M. Boon, Brownwood, Texas. automo

bile dealer. will erect a. new 50x 100 bulld

lng adjoining his present salesrooms.

Funnels-Oliver-Rllcy Motor 60., Little

Rock. Ark., will build a display room which

will cost $10,000.

6. W. Fischer, Purcell, Okla., has opened

a new vulcanlzing plant.

L. G. Springer, Randolph,

opened a Chevrolet agency.

0. H. Eden, Sapulpa. Okla. has opened a

vulcanizing and retreading shop.

Whltesldes 81. Son., Graham, Tex., have

completed a new building in which they are

installing new equipment for automobile re

pair work.

Kan. has

People’s Vulcanlzlng Plant, Leavenworth.

Kan. has opened a vulcanizing shop in the

Phelps Building.

Tri-statc Tire 60., Texarkana. Ark., has

filed articles of incorporation with the clerk

of Miller county, with a capital stock of

$15,000. The incorporators are: George

Stroud. Rollin W. Rogers, F. J. Wilcox and

E. M. Gleason.

Freed Auto Supply 60.., Galveston. Texas,

has opened for business. A complete line

of Ford parts and accessories will be car

tied in addition to Star and McGraw tires.

catering to both retail and wholesale trade.

i. Freed is proprietor.

John Donaghy, Pawnee, Okla, has opened

a painting shop.

PACIFIC COAST

Hartman &. Stein, Portland, will erect a

one-story garage, brick, 78 x100, at 5th and

Everett streets.

Franklin-Wicks 60., Seattle, Franklin dis

tributer. will erect a. two-story and base

ment, brick and concrete garage and sales

room to be 72 x 100, at 1522-24 Belmont Ave

nue.

Pohlo 6. Son, Salem, Ore.. will construct a

concrete garage and salesroom, 55 x 75. one

story, to cost $10.000.

C. Sprinkle a. 60., Spokane. will occupy

a. new fireproof concrete and brick one-story

building, which will be equipped with a ma

chine shop.

D. 6. Warren Motor Car 60.. Portland.

and Roesch 4'. Olson, Seattle, each firm dis

tributing the Velie in its territory, have

consolidated, and the combined organization

will'handle the Peerless in Washington, as

well as Velie cars and trucks.

J. H. Alnncough, Portland, Oregon distrib

uter for Kelly-Springfield passenger car and

truck tires, will remove to larger quarters

at Broadway and Ankeny Street, where he

will build a large new building.

Apperson Motor Car 60., Portland, will in

future be known as the Fike-Horn Motor

Car Co.. with C. F. Horn, president, and Roy

Fike as vice-president and general manager.

The firm will continue to distribute the Ap

person in Oregon territory.

Consolidated Stage 60,, Lakev'lew, Ore.,

has completed plans for a two-story brick

garage. 90 x 100.

Guarantee Tire 60., San Francisco. will

open a. branch office at 819 East Pike Street.

100 X 112.

ETAIL NEWS

8. D. Bernstein, Portland, will erect a

brick garage, 57x 140, on Corbett Street, to

cost $15,000.

Colin &. Radford, Colman Block, Seattle,

will erect a two-story masonry garage.

30x67, at 1603 Howard Avenue, to cost

$10,000.

Acklcy 8. Miller, Tillamook, Ore., will

erect a one-story concrete garage, 105x 143,

to cost $20,000.

W. J. Orton, Puyallup. Wash, will erect

a. concrete garage to cost $10.000.

A. G. McCanolcls, Vancouver, B. C., will

erect a one-story brick garage, 40 x 70, cost

ing $8,000.

National Storage Battery Co. and Sunset

Motor Co.. Seattle. have leased a building

to be erected at Howard and Pine streets.

Pacific Tire Q. Rubber 60., Portland, has

recently added a complete tire repair and

retread station.

Long's Auto Supply 60., Portland, has

opened a new supply store at 335 Ankeny

Street. Long also has agency for Kelly

Springfleld tires.

Victory Motor Car 60., Seattle, has been

formed by Charles H. King, president; C. H.

Donnellon. vice-president, and H. H. Lerch.

secretary-treasurer. to handle Haynes cars.

E. R. Peoples, Seattle, will erect a ma

sonry garage, 105x76, to cost $20,000.

J. Duncan, 1358 32nd Avenue, Seattle, will

erect a one-story garage, 87x60, to cost

$8.000.

Manley Auto 60., Portland, has taken over

the distribution of the Stearns for the en

tire state of Oregon and twelve counties in

southern Vi'ashington. The company also

handles the Grant, Hupmobile and National.

William L. Hughaon 60., Portland, has

taken the agency for the entire line of Lee

Loader & Body Co.. in Oregon.

Hormlston Auto 60., Hermiston. Ore, will

erect a two-story reinforced concrete build

ing, 75x80. costing $12,000.

V. L. Waiser, Spokane. will begin work on

a brick garage, one-story, 35x60, to cost

$6,000.

A. J. Rosseau and E. E. Archibald, Albany.

Ore.. will erect a two-story brick garage,

E. W. Bader, Seattle. will erect a two

story building costing $30,000 at 9110 11th

Avenue, to be occupied by Hoyt & Hicks.

as a top and body factory.

R. E. Anderson, Tacoma. has let contract

for a new two-story garage to cost $40,000

and to be occupied by the Pacific Car C0.

Terminal City Motor 60., Ltd., Vancouver,

B. C., will erect a two-story, reinforced con

crete garage and salesroom, 66:: 120, costing

$35,000.

lrvlngton Auto 60., Portland, will occupy

a new one-story. 100x100 brick and con

crete garage, to cost $15,000.

E. F. Day, St. Johns, Ore, will erect one

story garage, 50 x 125. of concrete and brick.

Thoma: Brashear. Union, Ore.. will erect

a one-story brick garage, 50x100, to cost

about $7,500.

Whitney Motor 60., Hoqulam, Wash, will

begin work at once on a two-story con

crete garage. and repairshop, to cost $75,000.

Modern machinery will be installed.

Arno Moreen, Marshfleld, Ore.. will erect

a new concrete garage, 75 x 145, to cost $12.

000, in that city.

Brunn Motor Car 60., Lexington and El

car distributor, Portland, will move to larger

quarters on Broadway 'and Couch Streets.

E. R. Peoples, Seattle, will erect a garage,

105x76, cost $20,000, at Melrose and Pike

Streets.

Blewctt Garage, Cashmere,

crect new garage. 581120.

A. J. Eberhard, Seattle. will erect two

story concrete salesroom and garage, 110x

40. costing $30,000.

Blau Bros" Kirkland, will erect a 100x80

concrete garage in that city.

Hanson 60., Seattle. will erect a one-story

garage, 10S x30, to cost $10,000.

Western Motors 60., Tacoma,

at two~story garage, 125x80.

Baker & Campbell Garage, Myrtle Point,

Ore, rccently destroyed by fire, will be re

built. New structure will be three times the

size of the old building.

W. S. Dulmage Motor Car 60., Seattle,

will remodel its building at 10th Avenue

and Union Street, and install a trimming

shop, paint shop and decorating shop.

George and Charles Vlck, Salem, state dis

tributers in Oregon for the Fordson tractor,

and Marion county dealers for Ford and

Overland cars, have sold their Marion county

territory rights to Watt Ship of the Watt

Ship Co.. Salem. The Watt Ship Co. ac~

quires the Valley Motor 60., Fordson dis

tributor in Marion county and the Vick

Bros.’ garage in Salem.

Wiles Auto 60., Forest Grove, Ore., will

erect a salesroom and garage, 100x100. to

be used as garage, rcpairshop and sales

room.

J. W. DeYoung, 1401 Alameda Street,

Portland, will erect a. one-story garage, 50 x

100. to cost $9,000.

Pike & Lund, Seattle painters. have had

“’ash., will

will erect

_plans completed for their proposed five-story.

240 x 120 ft. building to be erected at a cost

of $125,000. \‘Vork will be started in the

near future.

Hosklns &. Andros, Portland, will erect a

one-story building, 50x94, to cost $8.000.

Frank A. River: 60.. Seattle, has opened a

tire and service station at \Vestlake and

Seventh Avenues. The concern distributes

Hood tires.

Puget Sound Battery 60., Tacoma, Willard

distributors, is located in a new sales and

service station at 703-5 Pacific Avenue.

where it purchased the building and remod

eled it, installing new equrpment.

Tire Sales & Service 60., Seattle, has

taken the agency for the Kelly-Springfield

tire and will represent the company for Ore

gon, Washington and Idaho. H. M. Cagne

will be the wholesale branch manager in

Seattle and Henry E. Schmidt exclusive sell

ing agent.

MIDDLE WEST

Wisconsin Natlonal Tire 60., Milwaukee.

Wis, has been organized by \V. E. and A.

E. Stein and has opened a retail tire store

and service station at 484 Milwaukee Street.

The firm will act as distributor of Standard

Four tires.

George Huleby, Clarence Gibson and Oscar

Harrlman, Madison. Wis, have formed a

partnership to establish a general automo

tive repair and service shop in the former

quarters of the Brewer-Mosel Auto (10.,

Madison. All are former employees of the

Brewer-Mosel mechanical department.



34 June 11. 1919MOTOR WORLD

NORTHWEST

Stlnson G. Llndell have purchased the ga

rage at Claremont, Minn., from A. Engbard,

to be known hereafter as "Claremont Serv

ice Garage."

Lawrence Meech, Rolfe, Iowa, has bought

the Avery garage at'Bradgate.

Lloyd H. Williams and R. F. Smith, Des

Moines, have bought the Des Moines Inter

national Motor Truck Co. from B. 0. Bean.

E. M. Palmer, Des Moines, has bought the

Sioux Rapids Auto Co., Sioux Rapids, Iowa.

L. D. Stephens, Hamburg, Iowa, proprie

tor of the Willard Storage Battery Co.

there, has leased the Stanton garage and

will maintain both garages.

Lleut. Claire B. Arnold, Oskaloosa, Iowa,

has bought an interest in the Lambert Tire

Shop. 118 North Market Street.

P. T. Burk, Milford, Iowa, has sold his ac

cessory business to E. C. Gran.

erght-Chman Motor Co. has been organ

ized at Cedar Rapids, Iowa, to distribute

Maxwells in eight counties in that section

of Iowa.

Fletcher Truck Co., Des Moines, has taken

the agency to distrlbute Elcars in sixty

three Iowa counties.

Toozer-Gerspacher Motor 00., Omaha, has

opened salesrooms in Des Moines and will

distribute Dort cars for Iowa.

Martin Dale, Bode, Iowa, has bought the

Bode Auto Co.

Jesse Breon, Hedrick, Iowa, has sold

Thorne's garage to Clyde Meier.

Parks Brothers, Melrose, Iowa, have

bought the Shepard & Cannon garage.

McCauley Motor Co., Iowa City, Iowa, has

bought the Sidwell Motor Co.

Atlantic Auto Co., Atlantic, Iowa. will open

a branch at Massena, Iowa.

SOUTHWEST

Levy &. Levy, Carroliton, Mo., will open

the Battery & Auto Electrical Service Co.

Economy Tire Co., Marshall, Mo., C. H.

Breedlove, proprietor, has opened for busi

ness, handling tires and automobile acces

sories.

National Motor Car Co., Kansas City. has

leased a two-story building at 1727 McGee

for five years at $27,000. They have a capi

tal stock of $50,000.

B. D. Harreld, Burlington, Kan, has

bought lots and will erect an addition to

his garage and Ford service station.

Sinclair Refining Co., Clay Center, Kan,

ROHACO

HE Roberts-Hamilton Co., Minne

apolis, Minn., is making a Series “D”

direct connected unit farm light and

power plant, in which the engine is

directly connected to the generator.

These two units together with the

switchboard are mounted on a base so

that the entire plant with the exception

of the batteries is in one unit.

The engine is fitted with ball bearings

and is of the four cycle type and cooled

by water. Either gasoline or kerosene

can be used for fuel and the speed is

governed by a fly-ball type throttling

governor. The normal speed of the

engine is 1200 r.p.m. Ignition is by

means of a jump spark using a 32-volt

system ignition. The engine is so con

structed that a pulley can be placed on

the fly-wheel and this can be used for

operating other machinery or a line shaft

George Masterson, Mgr., will erect a new

filling station at Fourth and Court streets.

Butler Motor 00., Butler, Mo., has opened

for business in the automobile supplies and

accessories business. The firm is composed

of H. J. Travis, H. C. Terry and R. Bar

tholmew.

Cock's Auto Station Co., J. \V. Cook,

president, Kansas City, has leased a build

ing at 1306-18 E. 15th Street for five years

for $12,000. They will conduct a garage and

salesroom.

Ed. Arnold, Lawrence, Kan., is erecting a

new modern garage on Massachusetts Street.

He will have the Buick and Cadillac agency.

H. H. Mueller, Cape Girardeau, Mo., will

erect a one-story, 74x14!) garage, costing

$17,500. at Jackson, M0. The F. M. Groves

Motor Co., Cape Girardeau, will occupy the

garage, dealing in Ford cars and repairing.

E. K. Porter, Tulsa, Okla.. will erect a

new garage at a cost of $15,000. The build—

ing has not yet been leased.

C. O. Wilson, Kirwin, Kan, has opened

a repairshop, specializing in Studebaker re

pairs.

Northwest Auto Paint Shop, Oberlin, Kan,

has opened for business. L. J. Smith is pro

prietor.

C. D. Crane, Thayer, Mo., has purchased

property and will begin the erection of a

building for a supply shop.

NEW GARAGES

0. L. Rosman . . . . . . . . . . . . . . ..I-Iarlan, Iowa

K. E. Young . . . . . . . . . . . . . ..Dlagonal, Iowa

Standard Oil Co. (filling station).

Osceola, Iowa

Ollie Crawford . . . . . . . . . . . . . ..Belmond, Iowa

“'illiam Widdie & Sons . . . . . . ..Dewar, Iowa

Packard Tire Stores, 717 Pearl St.,

Sioux City,'Iowa

Roy E. Larson . . . . . . . . . . ..Forest City, Iowa

Sammies Oll Corporation (garage and

filling station) . . . . . . . ....Sioux City, Iowa

M. L. Wheatley . . . . . . . . . ..Belle Plaine, Iowa

Posokony-Shimmers Auto C0. (50x130),

Pocahantas, Iowa

Denlson Storage Battery Co. ($12,000),

Denison, Iowa

Des Moines Amazon Tire Co....Des Moines

Duke Brothers . . . . . . . . . . . . . . . . ..Des Moines

Albert Hansel] . . . . . . . . . . . . ..Indianola, Iowa

0. A. Bullock . . . . . . . . . . . . . . . . . ..Bagley, Iowa

Mahler & Son . . . . . . . . . . . . . . . . ..Bagley, Iowa

Iowa Vulcanizlng C0. . . . . . . . . . ..Ames, Iowa

Stockdale & Hushka . . . . . . . ..Bradford, Iowa

Frank Augustine . . . . . . . . . ..Dyersville. Iowa

Mullen & Darrell . . . . . . . . . . . . . . ..Ogden, Iowa

Green Murphy . . . . . . . . . . . . . . . ..Houston, Mo.

Nichols & Mannel . . . . . . . . . . ...Clarence, Mo.

J. N. Wilton (5512100 ft.).

\Villow Spring. Mo.

“"illard & Werling . . . . . . .. . .yVarrenton, Mo.

\Vilkinson Auto Co.. . . . . . . . . . ..Kennett, Mo.

Cashion & Strong (60x80 it., $1,000)

Perryville, Mo.

F. H. Thwing . . . . . . . . . . . . ..Kansas City, Mo.

T. S. Waddell ($5,000 stock).Pierce City. Mo.

Joe Feihler . . . . . . . . . . . . . . . . . ..Perry, Mo.

Richard Glotzbach..... . . . . . . . . . .Alma, Kan.

White Way Garage . . . . . . . . . . . . . ..Linn, Kan.

William Reheis . . . . . . . . . . . . . . ..Douglas, Kan.

Baker's Garage . . . . . . . . . . . .Clearwater, Kan.

Claude Linn-Ralph Werntz. .Huntsville, Kan.

J. M. O'Brien . . . . . . . . . . . . . . ..Humboldt, Kan.

Leonard P. Trower . . . . . . . ..\‘\'ellsville, Kan.

F. H. Norris ($8,000) . . . . . . . ..Geneseo. Kan.

G. R. Sager . . . . . . . . . . . . . . . . . . . ..Vining, Kan.

F. E. Dyer . . . . . . . . . . . . . . . . . . . ..Ottawa, Kan.

Homer Pointer . . . . . . . . . . . . . . ..Guymon. Okla.

Hippel-Shefiield Co. . . . . . . . . . ..Teague, 'l‘ex.

Wayne Marshall . . . . . . . . ..Bentonvllle. Ark.

Floyd Motor Co . . . . . . . . . . . . . . . . ..Paris, Tex.

Square Deal Garage Co . . . . ..Hudspeth. Tex

F. M. Knott-J. A. Little (2-story, 150 ft).

Albany, 'I‘ex.

C. G. Shoop & Co. (45x130)....Beloit. Wis.

A. Devos (60 x 120),

18th St. and North Ave, Milwaukee, Wis.

Spencer L. Johnson (78x132),

Reedsburg, Wis.

Berlin Motor Service Co.,

712 YVisconsin St, Berlin. Wis.

Lincoln Motor Car Co. (60x 108),

Third and Clark Sts., Milwaukee. Wis.

William C. Raue (90x50)..Waterto“'n. Wis.

M. Goes (30 x 130),

Green Bay and Concordia Aves,

Milwaukee. Wis

Chas. A. Honold & Co. (40x50),

819 Pennsylvania Ave, Sheboygan, Wis.

 

Jordan Making 15 Cars Daily

CLEVELAND, June 7—The Jordan

Motor Car Co. has run up its produc

tion to 15 cars daily, with its entire out

put for the next 8 months sold in ad

vance. The company will produce 4000

cars this year and hopes to have its new

factory in operation by July 15. Work

on the new plant is now underway.

 

Acason Building to Capacity

DETROIT, June 6—The Acason Truck

Co. is producing from 20 to 23 trucks a

day, which is plant capacity.

FARM IJGHT AND POWER PLANT

  and the full capacity of the engine can

be utilized for this purpose when de

sired.

The generator is a ball-bearing, four

pole unit of 1500 watts capacity. The

commutators are large and the shaft re

volves on ball bearings. There are four

poles, four brushes, laminated pole

pieces, open construction and a heavy

starting torque for cranking the engine

The switchboard embodies all the nec

essary instruments for successfully han

dling the electric plant. A voltmeter.

ammeter, reverse current cut-out, fuses.

end cell switch, self-starting switch.

field rheostat and dynamo switch are

among the accessories included with the

board.

An option is given as to type of bat

teries, either Edison or steel glass cells

being available.
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Rural Motor Express “Till Pay

But, Like Everything Else, There Must Be Careful Investigation

First—Here’s How One Man Started

URAL motor express routes will

Rpay. Experience demonstrates

that farmers like them and want

more. Farm truck is delivered to

the market far quicker and in much

better condition by motor truck than

by railroad.

The first thing to do is make a

careful survey of surrounding terri

tory. Map the proposed routes. See

the farmers and find out how much

produce they normally ship by rail

road and from this get a line on how

much the motor truck route could be

expected to handle. Get the good will

of the farmers. Sell them on the

idea. Here’s a letter from Ott Bros.,

Staunton, 111., to F. W. Fenn who is

in charge of rural motor express

matters for the N. A. C. A.:

F. W. Fenn, Secretary,

Rural Motor Express Committee.

In regard to business will say there

is enough to pay us to start at once.

We wish to establish our line on

sound business principles and wish to

avoid disastrous competition.

In regard to the truck; we have a

model “G” two-ton International Har

vester Motor Truck, bought Nov. 1, 1918.

It is equipped with enclosed cab, stake

body 5% ft. wide, 12 ft. long.

It is our intention to equip this truck

 

Ott Brothers Rural Motor Express Line

Main Oillce 222 E. Main St., ‘phone 147. Staunton, Illinois. I

TIME CARD NO. 1

Effective March 3, 1919. Subject to change without notice.

STAUNTON, ILL.. TO ST. LOUIS, MO.

  

Leave Staunton . . . . . . . . . . . . . . . . . . ..7.00 A. M.

Arrive Williamson . . . . . . . . . . . . . . .. 7.16 A. M.

Arrive Livingston . . . . . . . . . . . . . . . .. 7.25 A. M.

Arrive Hamel . . . . . . . . . . . . . . . .. 8.15 A. M.

Arrive Edwardsville. 9.00 A. M.

Arrive MarvaIe . . . . .. .. 9.45 A. M.

Arrive Collinsvllle..... ..10.10 A. M.

Arrive Eelst St. Louis . . . . . . . . . . . ..11.30 A. M.

Arrive St. Louis . . . . . . . . . . . . . . . . ..12.00 Noon.

The above cost is based on the fol

lowing conditions:

  lloads. . .. . . . . .Good or bad

Weather. . . . . . Rain or shine

bead. . . .. 4000 pounds or less

Time.. .. ....10 hours for 2 men

Goods hauled subject to damage claims

Enclosed also you will find an operat

ing sheet which I think comes close to

the cost of operating our route between

Staunton, 111., and St. Louis, Mo. As to

the charges, I just made a guess as I do

not know what charges are made by the

motor express lines. But at that we can

make a little profit. Freight charge per

100 lb. or less from St. Louis, 50c, war

tax, 2c, drayage, 15c—total, 67c.

Some time ago I sent a time sheet to

your office which, according to your let

ter, I believe you did not receive. It is

given above.

 

  

Leave St. Louis . . . . . . . . . . . . . . . . . .. 7.00 A. M.

Arrive East St. Louis . . . . . . . . . . . .. 7.30 A. M.

Arrive Collinsvllle . . . . . . . . . . . . . . . .. 8.50 A. M.

Arrive Maryville . . . . . . . . . . . . . . . . .. 9.15 A. M.

Arrive Edwardsville... 10.00 A. M.

Arrive Hamel . . . . . . .. 10.45 A. M.

Arrive Livingston. 11.35 A. M.

Arrive Williamson. ..11.44 A. M.

Arrive Staunton . . . . . . . . . . . . . . . . . ..12.00 oon.

Locust Street, Des Moines. The branch

will control practically all of the State

of Iowa with the exception of the East

and West tier of counties. H. H. May—

hafi'ey, who has been assistant manager

of the Omaha branch, will be Des Moines’

manager. The Ideal Auto Co., which

has been local distributer for Oakland,

will have quarters with the factory

branch. '

Sheepshead Race Entries

NEW YORK, June 9—A program of

four events, a 10-, 20-, 30- and 50-mile

race, is scheduled for the Sheepshead

Speedway on June 14. The 20-mile event

is to be an invitation race for non-pro

fessional drivers. The entries received

by the Contest Board of the American

Automobile Association so far are:

  

 

 

With an endosed bOdy on the order Of This card is for one truck to start Orly" Car

an interurban express car, 5 ft. wide, one day and return the next w. T. Comerford ‘ I ‘ _ _ I _ “Stun

, . .
,552 ft' .hlgh’ 1.5 ft' long over an’ loadmg Should two trucks be put in operation mm!" 0 Dmme“ ' ' ' ' ' ' ' ' "Duesenberg

from either Side and rear end as thls . Dario Resta . . . . . . . . . . . . ..Resta special

the time card would not be affected— r e i 1
ty e of bod offers the reatest con_ Joe Thomas . . . . . . . . ..Merce ID ca

p. y g . . Max A. Ott. Louis Chevrolet . . . . . . . . ..Frontenac special

vemence under all weather conditions. in Van ....Hudson special

Enclosed you will find an accurate _ glerfiiynfllckg - - - - - - - - - - Hitickfl special 1 l

- - _ . . eyno s . . . . . . . . . .. ron enac speca
draWIng of the route over whldl w‘f pro Des Moines Branch for Oakland Dave Lewis . . . . . . . . . . . . ..Meteor special

pose to operate. You may keep this for Tommy Milton . . . . . . . . . ..Duesenberg special

future reference. The operating cost of DES MOINES, June 7—The Oakland Ralph DePalma . . . . . . . . ..Pa.ckard special

truck and business of motor express line Motor Car Co. has opened a factory fifsfrt'rgglwgts‘dr' " ' ' " ' ' ' ' "Balm

per mile would be: branch distributing headquarters at 1215 Louis Wagner I ‘ I , _ _ _ _ “Ballot

Operating Cost and Income of 0 Motor Express Line

lncome on First Class Express Operating Cost

Express charge 100 lbs. or Per mile 50 Miles

less, per mile . . . . . . . . . . . $0.01 Per 50 miles . . . . . . . . . . $0.50 Gasoline _ _ _ I _ _ _ _ _ _ _ _ _ _ _ _ _ _$0_04 _ _ ’ ’ ' I _ _ ‘ . _ _ _ I . _ _ ‘ _ _ _ _ _ $100

Drflyase charge 100 lbs- or on and Grease . . . . . . . . . . . .. 1.0% . . . . . . . . . . . . . . . . . . . . . .. .25

less- per mile - - - - - - - - - - -- 410% Per 50 miles - - - - - - - - -- ~10 Tires . . . . . . . . . . . . . . . . . . . .. .02 . . . . . . . . . . . . . . . . . . . . . .. 1.00

—‘“ Depreciation . . . . . . . . . . . . .. .01 . . . . . . . . . . . . . . . . . . . . . . . 50

Total 100 lbs. per mile...$0.01% Total per 50 miles.... $0.60 Two men. |abor 5 hrs

at 500 . . . . . . . . . . . . . . . . . . .. .10 . . . . . . . . . . . . . . . . . . . . . .. 5.00

Full load 4000 lbs. exp. per Intercslt, taxhillcense. rleint.

mile . . . . . . . . . . . . . . . . . . . ..$0.40 Per 50 miles . . . . . . . . 420.00 rep? FF~ ° “6 supp 88

_u" load 4000 lbs. druyage claims. other expenses... 07% . . . . . . . . . . . . . . . . . . . . . .. 3.68

per mile . . . . . . . . . . . . . . . . .. .08 Per 50 miles . . . . . . . . .. 4.00 _—

-_ _-_ Total expense per mile. $0.25 Total per 50 miles. . . . .$12.43

Total per mile . . . . . . . . ..$0.48 Total per 50 miles.... .$24.00 5 hrs. labor for 2 men unloading and reloading and in

Total expense . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 17.43 Specung ""(‘k ' ' ' ' ' ' ' ' ' ' ‘ ' ' ' ' ' ' ' ' ‘ ' ' ' ' ' ' - ' ' " ' ' - - ~ - - ' - ~- 5-00

Net profit...'. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. $6.57 Grand total for 10 hours, 50 miles . . . . . . . . . . . . . . . . . . . "$17.43
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Misleading Advertising

been one of the errors in the automobile industry.

The fault has rested with the manufacturer who

has not analyzed the selling possibilities of his product

as fully as he should, and who in his uncertainty of

opinion falls back on overstating the case in order to

satisfy himself that he can sell the product.

Most frequently the distributer and dealer have, after

the product has been sold, had to carry the burden of

the overselling advertising campaign.

It is most unfortunate that overstatements in adver

tising should be made, and particularly when the bur

den of making good on the overstatements is passed on

to a party who had nothing to do with making the over

statements.

Where a product has merit by virtue of design, ma

terials, and manufacturing processes, there is no neces

sity for extravagant super-statements. Such befog the

issue.

A case in question is that of a manufacturer intro

ducing a new product into a relatively new field where

he endeavors to prove that the product will never give

trouble and that it will do business in every depart

ment of the field. '

There have been some tractors sold which were ad

vertised as being capable of doing every part of farm

work, as well as road work. It did not require such ex

travagant statements to sell the tractor. Perhaps these

statements made it easier to sell the first few tractors,

but they made repeat business harder. _

In selling tractors it is not necessary to declare that

they will do every bit of farm work. In 99 per cent.

of the cases such a statementds false. The tractor

can be a great paying investment to the farmer with

out having to perform the blanket function of doing

every bit of farm work. The dealer who endeavors to

sell a farm tractor as being capable of every bit of

farm work is building a sales barrier instead of build

ing a constructive highway of salesmanship upon which

to carry his future business.

Take another case: The manufacturer of house light.

ing who declares that his unit never requires any atten

tion and will do every bit of necessary farm work is

sowing his wild- oats of house lighting business. He has

got to back water on that statement sooner or later.

The farmer is not slow on finding out that carbon has

to be removed and that certain portions of the electrical

equipment has to receive attention and that other diffi

culties arise.

It was not necessary to declare that the outfit would

never require attention or that it would do every farm

job. There were more potent arguments for securing

the farmers’ attention. 1

In nearly every case a new product is almost in

variably too broadly advertised. The manufacturer

OVERSTATING the facts in advertising copy has thinks it capable of anything in the field.

blanket thought concerning its operations.

anything. It will function anywhere.

bial brook, it will go on forever.

The distributer or dealer has a right to use his in~

fiuence against such super-advertising statements. He

is the man who first must bear the brunt of these state

ments. He is the man whose pocketbook is first touched.

Heretofore he has not interested himself sufficiently in

the advertising of the product he has to sell. He has

made an error in this regard. Not only has he passively:

stood back of the statements without knowing the facts

in the case, but in some cases he has been guilty of

equally extravagant statements.

The distributer or dealer should sanely study the

product he is to sell. He should sanely study the sell

ing arguments. He should sanely study the people to

whom he is to sell the product. He should sanely study

the field in which the product is to operate.

If he follows this course he will soon discover that it

is not necessary to claim everything from heaven to

earth for his product. He will soon discover that the

greatest error he can make is to claim too much for his

product. He will discover that his selling arguments

will be stronger if he focusses his efi'ort on the impor

tant considerations and does not spill all of his argu

ments at once. More sales are made by carefully select

ing the suitable arguments and concentrating on them

than by covering the earth, so to speak.

In the early days of the motor truck it did not make

any difference whether the manufacturer built 3. Hon.

2-t0n, 3-ton, or 5-ton truck. He advertised it as suitable

for all lines of business.

The same mistake is to-day being made selling trac

tors. Too often the dealer wants to sell a tractor. Make

the sale is his only objective. He forgets to think of

repeat business. He wants to get the'first tractor out.

He succeeds and has months of leisure to repent for his

foolish deeds.

Don’t be afraid of refusing a sale. You make a friend

when you prove to the prospective buyer that your par

ticular equipment is not suitable for every case. You

demonstrate you are a real man when you show you are

not afraid to pass a sale to the man who has a product

better suited to the job.

The same mistake has been made in a house-lighting

field. There have been sets sold that were not suited

to the job. These sales stopped rather than accelerate.j

future business.

Keep the main objective of salesmanship always in

mind, namely, always endeavor to give the man the prod

uct that is best suited to his requirements. Underwll

the product rather than oversell it. Sell it on merit

rather than on extravagant claims. Never be guilty of

declaring that machinery does not require attention.

He has a

It will do

Like the prover
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There’s Money in Equipment

If You Go After It

As a Dealer, You Are the Only Satisfactory

Outlet and Source of Supply for the Car Owner

Cecil Dixon, who is sales manager for Hyslop Brothers, Toronto, gave his talk

before a recent convention of dealers in that city. It is well worth reading.—-EDITOR.

VERY automobile dealer, automo.

E : bile repairman and garageman

should count on getting a large

proportion of total income from the sale

of automotive equipment, embracing ac

cessories, tires and supplies for automo

biles, trucks and tractors.

The season of 1919 offers greater

opportunities than 1918, or ever before,

because there are 70,000 more car

owners and all the motor cars, after

another driving season, require extra re

pair parts and supplies.

As a dealer, you are the only satis

factory outlet and source of supply for

the car owner.

Writers and speakers have

bers and distributors, can find nothing

to indicate any serious reduction in the

price of goods we handle.

Every dealer should plan his buying

in proportion to the number of each

article he sold during the past season.

This can be accomplished by keeping a

sales record of each article, or you can

get it from your invoices. By keeping a

simple stock record of the quantities of

accessories sold during the season you

can form a correct basis for buying for

the following season. You will know

exactly the proper quantities to buy and

the proper time to stock certain season

able lines which have not a regular sale.

car owners in your territory. Aster

tain how many cars of each make. When

you know how many Fords and how

many Chevrolets and other makes are

in your territory, you can better decide

on proper quantities to buy.

Due allowance should be made for

the number of customers controlled by

your competitors, then you can fairly

correctly determine sales possibilities and

the quantities and kind of accessories

to buy.

Buying should be in accordance with

customers' and prospective customers'

cars.

One special point, and that is: Do

not allow yourself to be stam

 
handecl out much advice to deal peded by some salesman into buy 

ers, telling how and what should

be done to improve their mer

chandising methods, the handling

and exhibiting of stock, in order

to conserve and save more nickels

out of every dollar’s worth of

sales, so that I fear some repeti

tion, but will try to suggest

briefly and pointedly specific

methods that can be adopted to

advantage.

 
 

Get On a Cash Basis

N a cash basis, the banker will lend

more money on the strength of your

financial statement and because such a

position will enable you to pay for regu

lar purchases and take ~ advantage of

any special opportunities—Dixon.

ing heavily in order to get a

price on some new fangled, 1m

tried device. Better line up with

some reliable jobber, who has a

few years’ experience in sorting

out these new offerings and who

handles most of the standard

lines.

You can do a great deal at the

present time to maintain a feel

ing of confidence on the part of

 
 

 
 

Probably the biggest problem is

sales, and sales depend on proper

buying. This means you must antici

pate and plan to have a sufficient assort

ment of stock to take care of your car

owner customers’ needs and give prompt

service. If your present stock is low and

you have not bought your spring stock,

get on your toes at once, as otherwise you

will be out of the running.

Prices on automotive equipment are

likely to remain at present levels for

the entire season. The firm with which

I am connected has carefully searched

the raw material markets and factories

in Canada and the United States, but

there is nothing whatever on the horizon

to indicate a reduction in prices for at

least the next six or eight months, and

even then no sweeping changes are

likely.

The trend of events in the next three

or four months may give some indica

tion of price possibilities for 1920 buy

ing, but for the 1919 season we, as job

When buying your stock, proper con

sideration should be given to the demand

for such an article in your locality and

the quantity limited to the extent of

your ability to make quick turn-overs.

It is advisable to carry an assortment

or complete line of accessories, but care

fully avoid an over-stock of any one item,

which costs money in the way of interest

and discounts, soiled stock and other

increased expenses.

Over-buying and slow sales are the.

greatest enemies to the turn-over.

Over-stocks tie up profits, and for the

coming season the dealer can more

safely plan to operate with a smaller

quantity of each article of stock and buy

oftener than during war time seasons.

Buy with Care

In selecting the lines of accessories to

put in stock, you should be guided by

the wants of customers plus the total

customers and car owners. ,If

the car owners find that you are

not buying goods, on the expectation of

a decline in price, they on their par:

will refuse to buy for the same reason

Many car owners have already over

hauled their motor cars or will very soon

start the buying stream and their needs

must be supplied from some one. You

can, to a large extent, create your sales

market before the buyer arrives at your

store.

More time and thought should be given

to increasing sales by every possible

legitimate method. One way is to keep

your customers and prospective cus

tomers well supplied with reasons why

he should buy your goods. Many car

owners do not know the uses of certain

articles or are not aware of the exist

ence of certain articles.

This sales effort can take the form of

personal solicitation, catalogues, price

sheets, circulars and other advertising

and selling plans. Put into the heads
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of your customers plenty of reasons

WHY they should buy and you stand to

get an order sooner or later.

From the writer’s experience with the

retail business I am satisfied that the

best time to sell accessories and extra

supplies is the moment after the new

car has been sold. The new car owner

is delighted, or should be, and is in a

ve_ry favorable mood to receive your

suggestions that he provide a set of tire

chains, tire irons, grease gun, hydrom

eter, set of extra bulbs, tools, bumper,

spark plugs, jack, clock, seat covers, a

can of oil and grease, wheel puller, spare

tire, tire cover, fuse plug, mirror, clean

ing materials and brushes, and many

other articles that will suggest them

selves.

Get on a Cash Basis

In case you are not doing so, the time

is now ripe to put your repair bills and

entire business on a cash basis. Your

gross profit on accessories will average

from 20 per cent to 35 per cent on sales,

which will not provide for bad debts.

On a cash basis the banker will lend

more money on the strength of your

financial statement and because such

position will enable you to pay for regu

lar purchases and take advantage of any

special opportunities.

You will also avoid many unpleasant

interviews with customers in collecting

unpaid bills. In order to purchase goods

from the right markets and at the right

prices, you require cash sales, as open

unpaid accounts will not buy new, fresh

stock.

It is also imperative that you sell at

FULL LIST PRICES—no cut prices,

discounts or other deductions—such as

fitting or installing accessories without

charge.

You should know how long it takes

and how much it costs to fit or install

accessories, even though you may not be

equipped to do the work yourself. In

almost every case the goods are worth

the price that has been fixed on them and

should not be sold at any other. Once

you make a special or cut price on an

article it is very hard to reinstate cor

rect prices and not only is the profit on

that special sale lost, but the profit on

after sales as well.

If prices are cut on certain articles,

prices must be raised on other articles

to cover the loss. Then the buyer of

the higher priced goods is not getting a

square deal. Get your price and don’t

let your customer beat you out of a

nickel here and there on the purchase

of his motor car supplies.

In the long run, the dealer profits most

who serves his trade the best. All cus

tomers should pay the same price and be

treated alike. Up-to-date dealers prac

tice the one-price policy and tag each

article plainly showing the price.

That leads me to consider the actions

of competitors. If you believe it neCes

sary to sell goods at cut prices because

of competitors’ actions, then I recom

mend the need of trade co-operation with

your competitors.

One of the outstanding lessons of the

great war was the great advantages in

organization. For several years past all

combines or organizations on the part

of manufacturers, wholesalers and re

tailers were looked upon in most cases

with suspicion. That was due largely

to the fact that a few individuals have

brought the name of “associations” into

disrepute through the fixing of prices

and throttling trade in various ways.

To-day most manufacturers, whole

salers and retailers realize that when

they get together the most important or

desirable thing is NOT to fix prices, but

to eliminate wasteful methods, to com

pare systems, exchange plans, arrange

for road and highway improvements,

discuss and promote better trade methods

and incidentally raise by education and

conference the status of any “lame duck”

or inexperienced dealer, if there is one

in your locality.

A discussion along the lines of the

cost of doing business will in most cases

cure the price-cutting habit. Know your

cost of doing business, and if your com

petitor is selling a standard article at

a cut price, go to him in an open-minded

way and show him where he is losing

money and make him a friend.

There is no need for competitors to be

enemies and fair competition means co

operation. Through co-operation much

antagonism and suspicion can be wiped

out by associations giving publicity to

the objects of their organizations and

the good which they are able to accom

plish.

I understand that collective price fix

ing is not only unlawful but is con

sidered unnecessary by associations.

G0 at it from the other point of view

and educate your competitor by show

ing him how to find the gross profit on

the sale of accessories and how to find

his cost of doing business. By helping

him arrive at the cost of doing business

and facing the gross percentage of profit

with naked eyes the incentive to cut

prices is wiped out, as the net profit will

certainly not permit him to stay in busi

ness and sell automobile accessories.

An association, either local or larger,

can be of marvelous advantage in intro

ducing many other reforms. When you

join, be active, suggest and start some

thing.

At one time or other nearly all get

caught with an over-stock of a line of

goods. Probably the local market will

not absorb the goods, but through the

medium of your association very often

some other member can use the over

stock and will pay at least the cost price

for it.

The association should work in this

and similar ways.

I specially appeal for you to organize

and associate with men of like purpose

and the same line of business. The

weakness of individual action and the

result of co-operation will never be bet

ter exemplified than during the progress

of the great war so nearly closed.

The necessity of properly displaying

accessories is important. Show cases or

sloping shelves are necessary. Take ad

vantage of your windows. Window space

is the most valuable and nearly always

the cheapest, advertising that you have.

If you would care to read a detailed

list of up-to-date garage methods, you

can obtain free on request from any job

ber in the Automotive Equipment Asso

ciation a copy of a booklet on “How to

Run a Garage.”

This booklet is printed and circulated

by the Assisting-the-Trade Committee

of the Automotive Equipment Associa

tion of the United States and Canada.

The book is offered to the garagemen,

not as a panacea for all ills, but detailed

suggestions and opinions are given,

formed from actual contact with garage

men and observation of their methods.

Its aim is to present the garage busi

ness from the same legitimate business

standpoint that the merchant in other

lines would use in approaching his prob

lems of merchandising. The writer of

the booklet deals with each and every

phase of the garage and accessory busi

ness in a brief practical manner.

Better send for a copy and read it.

You will be able to check up your pres

ent methods against this standard and

see where you are right and where you

may be missing something.

In conclusion, do not overlook the

every-day-of-the-year stability of the

accessory business. The average gross

profit, the immense possibilities for pres—

ent and future sales are worth your time

and effort. The sales possibilities of

your territory or locality can be visual

ized by multiplying the number of car

owners by a minimum of $60—the aver

age yearly purchases of accessories per

car owner—and this figure would not

include tires or gasoline.

Observe, study and practice the

methods of some of your successful

neighbors who are retail merchants in

other lines and you can be reasonably

certain of making money and building

a good business in the line of automotive

equipment.
 

May Market “Liberty Fuel”

CHICAGO, June 7—Liberty Fuel, the

special motor and airplane product de

veloped by the Government for its war

trucks and planes, and regarding which

conflicting reports came from Washing

ton early in the winter, is to be put on

the market in large quantities within a

short time according to former Major

Zimmerman, who was instrumental in its

development. The announcement came

in a discussion of a paper on “The De

sign of Intake Manifolds for the Present

Heavy Fuels” by F. C. Motk, engineer of

Stromberg Motor Devices Co., presented

to the June meeting of the Midwest Sec

tion, Society of Automotive Engineers,

last night.  

Wallis Tractor Resumes

RACINE, June 7—The Wallis Tractor

Co. resumed operations June 2 with a

large force and on a greatly increased

production schedule, after 'being closed

down for a month, during which time the

entire plant was overhauled and final

work done on important changes to in

crease the economy and efliciency or

processes. The Wallis company from

now in is operating on a straight 8-hour

a day basis, without overtime.

I
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Is Running Joslyn’s Business

N O MATTER how small or how large your

business is, you must divide it into de

partments if you are to increase your business

and make it of maximum value to you.

If it is not departmentized it will always be

one of the second-rate businesses of your

Departmentization marks a businesstown.

4‘ HETHER I am the boss my

self or whether these other

fellows around boss me I never

have been able to find out,” says J. S.

Joslyn of the Joslyn Auto Co., Rockford,

Ill. “Sometimes I wonder what I am

doing around here at all, because I don’t

find very much to do. All these other

fellows do it for me. That’s what I get

from departmentization and specializa

tion.

“You see, the fellows in the car depart

ment go out and sell the cars and don't

tell me anything about it until after it’s

done. My accessory man, who spends all

of his time out among the farmers, does

the same thing, as far as accessories,

grease and oils are concerned. I have a

special farm tractor man who puts his

time in on tractors. I am now planning

to put on farm lighting plants and am

going to handle that in the same way. I

have come to the conclusion that that is

the only way the automobile man can

handle these extra lines of merchandise

and make them pay.

All Through the Business

“Weare carrying this idea of special

ization or departmentization all through

our business. Take the service depart

ment, for instance. Out of the dozen

or more mechanics I have around here,

I have selected three and am training

them for special tractor service men.

“I also expect to have one or more of

them trained for special service men on

farm lighting plants when we get into

that business again. I take it that the

automobile dealer who goes into the trac

tor trade cannot do anything but hop to

trouble the minute it happens on the

farm. It is fair neither to the farmer

nor to himself to rely upon the factory

to send a man when a man is wanted.

The dealer himself must have competent

men who can handle anything that comes

up in the business. For this reason I

am training special men.

business.

Number.

"Every Monday night in our shop we

hold a special repair school. We have

a lantern and a screen and project pic

tures of automotive equipment and han

dle repair problems in such a way that

our men will know what to do when such

matters come up.

“One night may be devoted to the care

and maintenance of magnetos, another

to carbureters and another to any other

part of a tractor or a car which is

likely to get out of order. In this way all

our men are kept up on their toes and

right up-to-date in the latest informa

tion on all mechanical repair matters.

You have no idea how this increases the

efficiency of our shop.

“This matter of tractor service is

strictly up to us, and when the farmer

wants it, he wants it quick. We can’t

afford to hold him up while we are send

ing to the factory for somebody to come

and help us out. We intend to take care

of everything that happens on the

tractors in our territory ourselves. In

other words, we intend to be entirely in

dependent of the factory on service mat—

ters.

“As a matter of fact we have gone

into the tractor business to stay. We

have demonstrated that we can make it

a profitable department of our business

if we handle it right, and by handling it

right we mean taking care of our own

service without exception. We have an

idea, too, that this will add to our ad

vantage not only in making our reputa

tion solid with the farmers but in bring

ing us a greater compensation for the

work we do.

“Notoriously the commissions are too

low on tractors. We believe the factory

should pay the dealer enough to make it

worth his while. Most of the old com

panies are working upon the ancient idea

that the service must come from the fac

tory and the price of the machine must

cover the expense of the service. Our

idea is that if the dealer attends to the

operate in your absence.

time to concentrate on the expansion of the

You become a creator of a greater

business and the watchdog over operations.—

From MOTOR WORLD Summer Merchandising

as a leader. Create an organization that will

This will give you

service himself and relieves the factory

from all responsibility he is entitled to

a greater discount and that we are go~

ing to try to get.

“We are new in the tractor business

and don’t know it all yet. We Went into

it last fall and up to the present time

we have sold thirteen Case machines and

the equipment that goes with them.

From the present outlook this business

on tractors and equipment, including the

grain separators, which we also have

taken on, will amount to about $60,000 to

$70,000 this year. Handling as we are

with a special department, we of course

will make some money on this, but we

are not going to make as much as we

think we ought to.

“We are going to try to make our

service so efficient that it will be so ex

clusively our own that we shall be en

titled to a greater compensation. We

believe that is the way to do it.

Good Tractor Men Scarce

“One difficulty we all will encounter is

the difficulty of getting good men to sell

'tractors. Such a man must understand

farming and know how to approach the

farmer in the right way. When we be

gan we had a chap fooling around here

whom we have developed into a tractor

salesman. I put him out upon his own

responsibility and told him to go to it.

“After working a week and not accom

plishing anything he wanted to quit. I

told him he had no business to quit as

long as I didn’t kick, but to keep right

at it. The second week he sold two trac

tors. That’s what you must do—get a

man who you think can sell tractors

and then make him stick to it. In the

long run he will make good. Don’t be in

too big a hurry, and don’t get discour

aged if the results do not come immedi

ately. We are convinced from our ex

perience that we can make the tractor

business pay if we handle it the way we

have started.”
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TRUCK EXPEDITION IS

STARTED ON ITS WAY

St. 45Louis Dealers Start

Vehicles on 5-Day Tour

of 375 Miles

 

ST. LOUIS, June 9—Forty-five trucks,

comprising the St. Louis Motor Truck

Expedition, left here at 6 o’clock this

morning on a five-day tour of 375 miles

through Northern Missouri and West

ern Illinois. The purpose of the expedi

tion, as stated in literature, which will

be dropped from a Curtiss airplane, is

to demonstrate to the people along the

route and the whole world that the.

“motor truck is a practical, useful, con

venient and economical vehicle for the

farmer and the merchant in the smaller

town, that it will go and come and carry

on your roads as well as on city streets.”

“Ship by Truck" will be the slogan of

the expedition. This will appear on arm

bands worn by all members of the party

and on signs on every truck entered. The

entrants and the number of trucks each

has, follow:

Trailic Truck Corp., Trafl‘ic, 2.

Federal Truck Co., Federal, 2.

Welling Motor Co., All American. 2.

Auto Car Sales Co., Autocar, 1.

B. F. Goodrich Rubber Co..

Arrow, 1.

W'eber Implement & Auto Co.. Maxwell, 2.

F. C. Meyer Motor Co.. Republic, 3.

Southwest Nash Motor Co., Nash, 2.

Master Truck Agency. Master, 1.

DeLuxe Automobile Co.. Oldsmobile. 1.

International Harvester Co., I. H, C., 3.

General Motors Co.. G. M. C.. 2.

Bethlehem Motor Sales Co.. Bethlehem, 1.

Goodyear 'Tire & Rubber Co., Packard, 1.

Packard Motor Car Co.. Packard, 5.

Scudder Motor Truck Co., Service, 3.

Dorris Motor Car Co.. Dorris, 2.

Rottersman Auto & Truck Co.. \Vheat

tractor. 1.

Midwest Motor Co.. Clydesdale. 1.

Aldrich-Stephens Motor Co., Dearborn. 3.

Firestone Tire & Rubber Co.. White, 2.

Newell Motor Car Co., Paige, 1.

Martin Motor Truck Co., Diamond T..

Denby, Fulton. 3.

The expedition expects to return to

St. Louis either Friday night or Satur

day morning. The course to be followed

and schedule of stops follow:

Monday.

St. Louis to St. Charles—No stop.

VVentsvllle—Lunch. 12 to 1.

Troy—Stop. 2:30 to 3 p. m.

L0ulsiana~6 p. m.. supper and breakfast.

Camp in City park.

Tuesday.

Hannibal-Noon. Park on leVee. lunch

“'ith Chamber of Commerce. depart at 4 p. m.

Quincy—Arrive 6 p. m. Supper and break

fast.

Pierce

Wednesday.

Camp Point—Stop.

Clayton—Arrive noon for lunch.

Mount Sterling—Short stop.

Rushville—Stop 2 to 4 p. m.

Beardstown—Arrive 6 p. m..

breakfast.

supper and

Thursday.

Virginia—Stop 8 a. m. to 9 a. m.

Jacksonville—Arrive noon for lunch. De

part at 1 p. m.

W'hite Hall—Short stop.

Jerseyvilie—Supper and breakfast.

Frlday.

Alton.

The educational features include the

showing en route of motion pictures

showing the benefits of good roads to the

motorists, endurance runs, etc. Short

talks on the possibilities of trucks will be

made by a speakers’ committee.

Robert E. Lee is commander in chief

vture.

of the expedition, and Preston W. Duffy,

trammaster in charge of movement

and drivers. Others who go on the trip

include Harry G. Moock, business man

ager, N. A. D. A.; C. E. Lightfoot, Gen

eral Motors Co., chairman Commercial

Car Bureau, St. Louis Automobile Manu

facturers and Dealers Association; L. I.

Amrine, Scudder Motor Truck Co., chair

man of the committee in charge of the

expedition; J. C. Magna, Federal Truck

Co.; Frank Martin, Mar-tin Truck Co.;

Conrad Welling, Welling Motor 00.; C.

A. Bothell, Packard Motor Car Co.;

Alexis Steiner, Rottersman Auto &

Truck Co., and C. A. Aldrich, Aldrich

Stephens Auto Co. These with one news

paper men required seven passenger cars.

The Curtiss airplane is the property

of the Service Motor Truck Corporation.

 

D. McCall White, Cadillac Man,

Designing Car of His Own

DETROIT, June 9—D. McCall White,

formerly vice-president of the Cadillacv

Motor Car Co., has openeo a temporary

office in Detroit. He is actively engaged

in getting out preliminary designs for a

new car which he is going to manufac

The location of the plant in which

it will be produced has not yet been

definitely determined.

Merge Two Kansas Dealers

WICHITA, June 9—Both the Packard

Wichita Motor Co. and the Marshall

Motor Co. of this city have been pur

chased by the H. G. Motor Co., St. Louis.

This new company takes over the entire

stock, shop equipment and accounts 01'

the two companies and will distribute

Chandler and Stutz cars in thirty-two

Western Kansas counties. Officers of

the new company are: general manager.

J. 0. Dennis; wholesale manager, Mr.

Ketchum; retail manager, W. F. Groom:

secretary, H. C. Alber.

 

Truck Demonstration for Washington

WASHINGTON, June 7—The Wash~

ington Automotive Trade Association

will hold a truck demonstration here June

28 to demonstrate the “Ship by Truck"

movement. Contributions were made by

the different agencies to provide for the

necessary advertising and prizes. A

large parade with a number of govern

ment trucks in line is expected. -

 

Hinkley Producing 5 a Day

DETROIT, June 7—The Hinkley Mo

tors Corp. is now running approximate

ly 5 engines daily. Owing to the delay

the company does not hope to run more

than 6000 engines this year, but antici

pates running 15,000 in 1920.

 

New Lewis Service Tray

YPSILANTI. MICH., June 7—The

Lewis Geer Mfg. Co. is placing a new

automobile tray on the market. It is 37

in. long. 22 in. wide, 3 in. from the floor

on four roller bearing malleable iron

casters. It has a neatly upholstered

head rest and rack on each side for tools

and is of mission finish. It sells for $3.

BOSTON DEALERS WORK

UNDER CAR SHORTAGE

Sixty to 90 Day Deliveries

Promised—Used Cars Go

ing Very Well

BOSTON, June 9—Some idea of how

the shortage of cars is affecting some

of the dealers here is afforded by the op

erations of the C. S. Henshaw Co., dealer

in Dodge Brothers cars. This company

is 'booking orders for touring cars on a

60-day delivery basis and closed models

on 90 days. Also there are three mem

bers of the sales force out scouting

through New England trying to pick up

used Dodge Brothers cars. On top of

that they are advertising in the newspa

pers for used machines, yet cannot get

enough.

R. R. Ross, who has the Fiat agency

at Bosto'n, has taken over the distribution

of Columbia cars, which had been han

dled by the Utterback-Gleason Co., Dort

distributer, for the past year.

W. H. Gleason of the Utterback-Glea

son Co., has made two trips to Flint with

in a month, and on one shipment he got

280 cars and on the other he got 60, but

they have all been disposed of as soon

as they reached here.

Frank E. Sanders, for some years with

the Winton branch at Boston, and later

with an agency for cars at Worcester,

has come back to Boston and he is a

partner with A. V. Mann, in the Mann

Motor Car Co., which has just taken on

the Maibohm for New England, with

salesrooms on Boylston Street. He is~

general sales manager of the new com-.

pany.

The new company formed to handle

the American six here comprises H. D.

Dockery, president; M. T. Atwood, vice

president; A. D. Howard, treasurer, and

A. L. West, secretary. Their temporary

quarters are at 185 Devonshire Street un

til they can secure salesrooms on motor

row.

F. 0. Johnson, distributer of the

Sterling trucks, has moved from down

town to 1031-33 Commonwealth Avenue,

where he has salesrooms and service sta

tion combined.

The Walker-Johnson Truck Co., formed

some months ago with a factory at Wo

burn, Mass, is now offering 2000 shares

of stock to the public at $50 a hare to

enlarge the facilities of the plant.

To Build 150,000 Fordsons

DEARBOR'N, June 7-—Henry Ford &

Son will produce approximately 150,000

tractors during the fiscal year commenc

ing June 1, 1919. The plant has been

in operation 14 months, and on May 1, the

date it closed down for inventory, it had

made 53,078 tractors. Inventory work

was completed June 1 and the company is

now back in production. Approximately

100 tractors were run daily this week,
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N. A. D. A. STARTS FIGHT

ON CAR CONFISCATIONS

Directors in Session Recognize

Growing Menace and Move

to Stop It

 

ST. LOUIS, June 7—The confiscation

of motor cars containing liquor in dry

states by Federal Revenue agents was

recognized as a growing menace to the

industry by the directors of the National

Automobile Dealers’ Association, in ses

sion here Monday_and Tuesday, and

steps were taken to check it. The di

rectors met at headquarters, 3124a Lo

cust Street, and for the first time in the

history of the association every director

and officer was present.

The seriousness of the situation was

made more apparent when it was con

sidered that the whole nation soon will

be under prohibition laws.

veloped that in a majority of cases the

cars have been sold by the dealers on

conditional bills of sales. The cars are

either sold or destroyed after they are

seized by the revenue agent. The dealer

is thus deprived of his car, and he is

unable in many cases to recover the bal

ance due on the purchase.

A case in point has been upheld in

the United States Circuit Court of Ap

peals in Georgia, although the dealer

had no knowledge of the purpose to

which the motor car was being used.

Similar cases are pending in Colorado,

Washington, Virginia and California.

The condition is made more serious by

the fact that the Federal Reserve banks

are considering a proposal to refuse

to rediscount motor car dealers’ com

mercial paper, when cars are sold on

such conditional terms. It also has im

paired ability of owners to insure

their cars.

Will Help Georgia Dealers

A pledge of “adequate financial” sup

port was made by the directors to the

Georgia dealers who are fighting this

case. It will be taken to the United

States Supreme Court, and if lost there,

the N. A. D. A. will work to have the

law under which cars are confiscated re

pealed.

Resolutions pointing out the danger to

the industry of the confiscation laws, out

lining the plan of campaign against it,

soliciting the National Automobile Cham

ber of Commerce to join with the deal

ers morally and financially in defending

the Georgia case to the Supreme Court

of the United States, and asking the

Chamber to send a representative to the

Georgia State Dealers’ Association in

Macon, June 6, to join with the repre

sentative of the N. A. D. A., in a pledge

of the situation were adopted. The reso

lutions, as sent to the manufacturers,

follows:

"The directors of the National Automobile

gréirlieirts" Association, meeting in St. Louis,

“That whereas under Section 3450 of the

Revised Statutes of the United States, the

It was de- '

revenue officers of Georgia, Virginia, “fash

ington, Colorado, and the like have been

confiscating motor cars in which liquor .is

carried, either upOn which liquor federal

revenue tax has not been paid or which is

carried into dry territory in violation of pro

visions of the Reed amendment (the Bone

Dry Law) and selling such cars or destroy

ing them,

"And that whereas, a number of these cars

have been sold by the dealers under condi

tional bills of sale, and that

"Whereas, when cars so confiscated or

thus sold, regardless of any knowledge on

the dealers' part that such cars were to be

used by purchasers for unlawful use, and

that

“\Vhereas, as a result of such confiscation

dealers are losing their motor cars; in many

cases also the balance of money due on such

cars, and that

"Whereas, because of such confiscation in

surance companies are refusing to write

theft insurance on such cars so sold condi

tionally and are withdrawing from many of

the states, and

“Whereas, the Federal Reserve Banks are

considering the refusal to rediscount dealers'

commercial paper on such conditional bills

of sale, such action threatening the security

of the dealers' business and seriously im

pairing their ability to fulfill their obliga

tions toward their manufacturers, and

“Whereas, after national prohibition be

comes effective this condition now prevalent

in the prohibition states will be prevalent

over the entire United States. affecting every

dealer and every manufacturer.

"Be it resolved that the directors of the

National Automobile Dealers’ Association

pledge their financial support and the sup

port of the machinery of their organization

to defending a case now in the Circuit Court

of Appeals of the United States, sitting in

Georgia, and

“Be it further resolved that the National,

Automobile Dealers' Association respectfully

solicit the National Automobile Chamber of

Commerce to join with the dealers morally

and financially in defending the Georgia case

to the Supreme Court of the United States.

that a. precedent may be established for the

entire country, and

"Be it further resolved that the National

Automobile Chamber of Commerce send a

representative to the Georgia. State Dealers“

Association meeting in Macon, June 6, to

join with the representative of the National

Automobile Dealers’ Association in a pledge

of the situation."

Alfred Reeves, general manager of the

National Automobile Chamber of Com

merce, replied to this as follows:

“Thanks for your telegram containing

greetings and co-operation. You have

the same thought from our car manu

facturers. Met Congressman Fordney

yesterday. He will try to arrange for

meeting with you and others in attend

ance, but uncertain at this time. New

rulings from Treasury Department on

truck chassis and parts taxes given me

at Washington mailed to you. Think

they are highly helpful, thanks to ef

forts of your association and others.”

Discuss Tax Repeal

The directors discussed methods to be

pursued in obtaining the repeal of the 5

per cent tax on motor cars and parts and

the 3 per cent tax on trucks. A telegram

signed by all of the directors was sent

to Senator King of Utah, commending

him for introducing Joint Resolution No.

26, providing for the repeal of this sec

tion of the War Revenue Act. The tele

gram states that the directors “feel that

the taxes on motor cars, trucks, parts

and accessories levied in the act impasse

an unjust and restrictive burden upon

the industry, that they impose a penalty

upon the manufacture and sale of motor

cars and trucks and endanger the wel‘

fare and the safety of 900,000 workers

in the nation’s third largest industry and

impair the credit of more than one bil

lion dollars invested in the industry.”

The modified ruling of Internal Rev

enue Co.mn.ss.oner Roper in respect to

the truck chassis tax is still unsatisfac

tory to the directors of the N. A. D. A.,

and in a telegram signed by all of them

they submitted to Roper:

“That Treasury Department ruling of

June 3, modifying Article 15, regulations 47,

that a ‘chassls equipped provided with a

super structure of such design that it is

without substantial additions adaptable for

hauling heavy loads is an automobile truck

or automobile wagon and taxable at the rate

of 3 per cent,’ and that ‘a chassis not so

equipped is "another automobile" taxable at

the rate of 5 per cent,’ is not just inasmuch

as it ignores the fact that in trade usage

the chassis is the unit of sale and universally

disposed of by the manufacturer and dealer

without any superstructure.

"It is further declared that the classifica

tion is unjust because of the impossibility of

dealers furnishing their manufacturers with

certificates of the purpose for which such

trucks chassis are to be used, as dealers buy

great numbers of chassis, which stand on

their floors before disposed of to customers

and that virtually in all of these instances

the dealer would himself be unable to give

the assurance demanded."

The association has asked local trade

associations to protest against the modi

fications as issued and to ask that the

decision be made on the basis suggested

by the N. A. D. A.

Resolutions were adopted supporting

the Townsend Federal Highway Com

mission bill, which purposes to create a

national highway commission with jur

isdiction over highways similar to that

exercised by the Interstate Commerce

Commission over railroads;

The association sent a protest to the

Treasury Department against a Rev

enue Bureau ruling that whenever a

dealer adds a part or an accessory to a

motor car and sells the car and the

added part on one bill that he is a “fur

ther manufacturer,” and subject to a 5

per cent tax on his total sale price.

Two bills in Congress—one in the

House and one in the Senate—providing

for Federal control of the motor car in

interstate commerce were indorsed.

It was reported that the association is

working on a uniform motor car tax for

adoption in all the states regulating, li

censing, taxation, police regulation and

liability for negligence and the like in

the operation of cars.

Directors present were: F. W. Vesper,

St. Louis, president; Harry G. Moock,

St. Louis, secretary and business man

ager; W. J. Brace, Kansas City; P. E.

Chamberlain, Denver; H. L. Robertson,

Houston; Harry D. Austin, Seattle; A.

E. Maltby, Philadelphia; George D. Mc

Cutcheon, Atlanta; J. A. Graham, Min

neapolis; A. E. Mitzell, Canton; P. H.

Greer, Los Angeles; E. W. Steinhart, lu

dianapolis, and Thomas J. Hay, Chicago.

John H. Johnson of Boston was named

as director for the Eastern Division.

The directors will meet next in Den~

ver in October.

Paige Production Now 75 Daily

DETROIT, June 7—May production at

the Paige-Detroit Motor Car Co. aver

aged approximately 75 cars daily. The

high mark was 110 machines in one day

and the low mark 40. The normal ca

pacity is 100, but this mark will not be

reached before August. The company

has orders for five times more cars than

can be produced.
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The week in Philadelphia

PHILADELPHIA, June 7—Orders for

passenger cars have been coming in so

rapidly to dealers and distributers in this

territory as to further embarrass some

companies which are now far behind on

deliveries and cannot see their way clear

to catching up for months.

Take the case of the Ford Motor Co.,

which produces at the factory branch

here 175 cars a day. Orders for closed

cars, Louis Block, manager, said to-day,

cannot be fully caught up with for nearly

two years at the present production rate

and the company is two months behind on

filling orders for touring cars. The

light truck chassis, without body, that is

made here, is a trifle behind in deliveries.

Other dealers are from one to two

months behind on orders for closed cars,

roadsters and runabouts.

The sale of trucks continues quiet,

generally. Whereas a few months ago

the truck was the vehicle most in de

demand, interest has switched with em

phasis to passenger cars and houses

which never seriously considered taking

on a line of passenger automobiles now

are placing orders.

One instance of a concern which has

taken on passenger cars for the first

time is the Peters Engineering Co.,

which has just moved from 3202 Chest

nut Street to Thirty-third and Chestnut

Streets, where it is displaying the Davis.

This concern hitherto has devoted its

energies mainly to machinery and to an

tomobile engineering, including welding.

The Philadelphia Garage Association

is showing considerable activity in both

business and social matters. At its

latest meeting a committee was ap

pointed, consisting of George G. Blind,

the president; Charles E. Mieswinkel,

Richard Lusse and W. Miller, to arrange

for an automobile tour and outing at a

resort near Reading, Pa., early in July.

Members of allied trades, including men

well known in the oil industry, will be

guests. The memory of the “run” last

summer, to Atlantic City, still is frcsn

in the minds of members and guests, and

it is intended to have this year’s outing

exceed that of a year ago, in features and

interest.

The garagemen have adopted a resolu

tion to adopt a form of release which

shall operate as an agreement between

customers and garage owners that in

case of theft of automobiles, or parts of

automobiles left in charge of members,

the members shall not be held respon

sible; except that in case of the payment

of a special rate which will permit in

surance against theft, the insurance

money will be regularly paid.

The stand is taken that because of

the increasing prevalence of theft from

garages that the police seem unable to

prevent or to remedy, it would be ruin

ous to garagemen to accept the respon

sibility for cars and car parts at the

usual rate or fee. The attorney for the

association will assist in drawing up the

exact form to be adopted.

The association of garagemen also is

establishing a bureau of information with

regard to reliability of employees, the

system of information to be free to mem

bers, who are expected to exchange re

ports which may be of value. This, it

it is believed, will add to the efficiency

of the garagemen’s service.

The Pressman Tire & Rubber Co.,

which has just been incorporated under

the laws of the State of Delaware with

$3,000,000 capital'stock, has purchased

the properties at 250-254 North Broad

Street as its permanent home, and ar

rangements have been made for dis

tributing branches in all the principal

countries of South America. The com

pany’s present quarters are at 300-302

North Broad Street.

The realty deal involves upwards of

$500,000, and the building acquired is

three stories high and 183 ft. deep. Her

man Pressman, president of the new own

ing company, is also general manager.

William J. Ryan, a Philadelphia business

man, is vice-president and sales manager;

G. W. Manwaring is controller and ofiice

manager, and Michael F. Donahoe is

general counsel. Included in the direc

torate is R. T. Moyer, an official of the

North Penn National Bank. The com

pany states that it controls the output

of three factories, or a total of about

700,000 tires annually. Within the last

ten days leases have been closed in

New York, Boston, Baltimore and other

Pennsylvania cities in addition to Phila

delphia, for units in a nation-wide store

system of retail tire distribution.

The Smith-Davis Machinery Co., Mar

ket Street, near Twenty-first Street, dis

tributer in this territory for Bessemer

motor trucks and Austin-Western road

machinery, has taken on the Allis-Chal

mers general purpose farm tractor, es

pecially suitable for use on small farms

and as a cultivator on larger tracts.

Demonstrations started to-day, the first

being held at Bustleton, where a large

gathering of farmers witnessed the trac

tor’s tryout. The tractors at present are

stored on the Meadowbrook farm of the

Smith-Davis Co., near Jenkintown, and
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are taken from there on Bessemer trucks.

Tours will next be made through New

Jersey towns and farming localities.

Implements accompany the tractors,

drawn on other trucks.

Official announcement was made today that

the consolidation of. the Maxwell Motors and

Chalmers Motor companies will provide for

a corporation to have approximately 400,000

shares at no par value. Terms of the con

solidation, it is announced here, call for the

giving of 120 per cent in new stock for Max

well first preferred; 60 per cent in new stock

for second preferred, and 70 per cent in new

shares for Maxwell common. Chalmers pre

(Continued on page 44)

 

Week in Des Moines

DES MOINES, June 7—Des Moines

dealers are showing a keen interest in a

campaign now on in Des Moines against

reckless driving. During the past two

weeks three small boys have been run

down and killed, and the entire city has

been roused. One of the daily papers

has organized a committee of one hun

dred whose only aim is to eliminate reck

less driving, and many dealers have

already sent in their names for member

ship on this committee.

The Sears Co., Iowa’s oldest dealer,

has during the past week closed a con

tract to distribute the Jordan in thirty

two counties in the Des Moines territory.

This is the first time that the Jordan

has been handled in Des Moines.

The Oldfield Motor Car Co., Chevrolet

distributer, this week signed a contract

to distribute Munford tires for the entire

state of Iowa.

T. R. Storey and the Jordan Brothers

have opened the Mulbery Street Auto

Co. at 1214 Mulberry street.

John W. Buck, pioneer Davenport,

dealer has announced his retirement from

the retail field. Buck entered the motor

car business in Davenport nineteen years

ago and for the past twelve years has

continuously handled Packards. Mr.

Buck plans within a short time to enter

the automotive equipment field with his

son.

The Week in Kansas

City

KANSAS CITY, June l—Claude Rec

ords has been appointed assistant man

ager and L. S. Lemke office manager of

the Kansas City branch of the Kelly

Springfield Truck Co. by branch manager

Harry Crosbie.

James C. Stockwood, proprietor of the

Stockwood Tire Co. at Independence, Mo.,

has taken on the distribution of the Old
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field tire. The sales and service rooms

at 2301 Grand, formerly occupied by the

Servis Tire & Supply Co., has been

leased by Stockwood. The distributing

territory includes Kansas City and West

ern Missouri. S. W. Reeces, district

manager of the Oldfield Tire Co., will

make his headquarters at the new ad

dress. Sam Hudson, formerly with the

Kelly-Springfield Tire Co., has joined

the sales organization and the force will

be increased in the near future, as the

demand for the 8000 mile tire grows.

The O’Maley Tractor Sales Co. is mov-

ing this week to. a new location on Wal

nut street.

William J. McNary, for 12 years with

the Jackson Motor Co., has been as

signed stock in that newly organized

concern and becomes assistant manager.

J. P. Harper has succeeded E. R. San

dusky as manager of the Karshner Motor

Co., Stutz distributer. Sandusky has

been appointed manager of the Beggs

Motor Car Company, manufacturers in

Kansas City.
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The Week in Milwaukee

MILWAUKEE, June 7—Although the

situation in regard to the supply of pas

senger cars has improved materially in

the last three or four weeks, by reason

of constantly increased production at the

factories, the demand has grown so

much faster that the shortage of cars

remains acute. It is not a question of

price, but of deliveries, dealers say.

The leSiness of selling passenger cars

at this time is merely a question of tak

ing orders. The unexpended selling abil

ity of dealers and salesmen is being di

verted into new channels, those of mak

ing impatient buyers patient, and

spreading an all too scant supply of

merchandise over the greatest possible

consumer area.

For the last 10 days or two weeks re

ports have been in circulation to the ef

fect that a big drop in prices may be

looked for on July 1. The main rumor

was that at the beginningr of the new

era of peace manufacturers got together

and agreed to maintain prices until July

1; that the agreement is about to expire

and makers will scramble to see who can

sell the lowest. Therefore. said Dame

Rumor, wait until after July 1 to buy

your car. Hudson’s recent price reduc

tion is pointed out by the rumor mongers

as the straw which shows the way the

wind blows.

Dealers who have heard these rumors

say that there has not been any appre

ciable effect on trade, so far as they can

ascertain. They are able to sell a great

deal more cars than they can hope to

get. Some people. they agree. may be

holding oilr until next month, but no one

would know it. judging from the situa

tion. And, they add, it is an even bet

that prices will go up or down July 1.

Motor trucks are moving in a satis

factory manner. although it is not nearly

so easy to make sales of commercial vehi

cles as of passenger cars, if the com

parison is fair. Truck dealers are not

particularly pressed for deliveries, as a

rule, although the supply is by no means

such that there is a surplus of undue

proportions.

Industrially. the automotive business is on

the boom in Milwaukee and Wisconsin. Man

ufacturers of cars. trucks, bodies. frames.

engines, parts, accessories and supplies are

working at capactiy. An important local

development is the announcement of the

decision of the Briggs & Stratton Co.. one of

the big makers of ignition devices and other

parts and specialties. to double the size of

The Darwin Garage, Grand View. Wis.

has been taken over by Victor Wallin. for

merly of the Kamm Garage. Ashland, Wis.

The building will be enlarged. Mr. Wallin

will specialize in Ford replacements and re

pairs.

The Rummele Auto Co.. 706 Center Ave

nue, Sheboygan, Wis, will spend 87500 in

enlarging and remodeling its salesroom,

garage and repairshop.
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its plant at an estimated cost of $500,000.

The. company will take over the motor-wheel

department of the A. O. Smith Corp. and

develop some new designs now perfected.

The stockholders of the Winther MOtor

Truck Co., Kenosha, Wis.. will meet June 11

to consider recommendations adopted by the

board of directors to issue $1,000,000 of

common stock to finance expansion. Pres

ent holders have signified their intention of

taking virtually all of the proposed new

issue.

Tractor manufacturers in Wisconsin are

increasing production once more. A month

or two ago it was found necessary to make

slight limitations in order that stocks might

work down. The wholly unfavorable spring

season in the Middle West and other sec

tion of the country restricted the demand

and sales fell somewhat below expectations.

Improvement in sales became so marked

during the latter part of May and early in

June that the check has been removed on

output.

Arrangements for the sociability tour and

"romp" of the Milwaukee Automobile Deal

ers, Inc., on June 27, 28 and 29, are going

forward, and between 100 and 125 tradesmen

have elected to participate. Announcement

of the objective will be made shortly.

The Milwaukee Tire Dealers' Association

is about to launch a co-operative advertis

ing campaign along systematic lines to com

bat the effect of the competition offered by

“curbstone” dealers and those merchandising

stuff that is more or less junk under the

guise of reliable goods. An oflicial insignia.

“Certified Dealer," has been adopted for use

by members and for the purposes of the

publicity drive.

R. E. Chamberlain, manager of the freight

transportation department, Packard Motor

Car Co.. Detroit, spent several days in Mil

waukee during the Week to conclude arrange

ments for the local end of the four-day

cruise of the Packard sales organization.

which will be here June 17. The Milwaukee

Automobile Dealers, Inc., will co-operate

with the local Packard branch stafl in en

tertaining the 1000 or more visitors, who

will arrive at 10.30 a. m.. on the steamer

Nac-onic. and depart at 9.30 p. m.

Among ninety prominent business men of

Milwaukee who participated in the seven

teenth annual trade promotion tour conducted

by the Jobbers' Division, Milwaukee Asso

ciation of Commerce, June 2 to 7, were sev

eral representatives of the industry. Victor

M. Stamm, manager of the Milwaukee inter

ests of the U. S. Rubber Co., acted as a

member of the executive committee. The

party traveled in a special train and cov

ered a route of 1000 miles during the week.

The Motor Sales Co., Main and Webster

Streets. Madison. Wis. Hupmobiie and Lex

ington. has opened a complete service station

and repair shop at 20 North Webster Street.

ferred will, it is said, get 90 per cent in new

stock and Chalmers common 15 per cent.

The new company will sell $10.000,000 of

convertible notes, which will be convertible

into the new stock at a figure to be an~

nounced later. Proceeds of the sale of the

notes, which are expected to be taken by a

syndicate of local bankers, will be used to

provide for the future expansion of the com

pany's business.

A. S. Hetzell. formerly Cleveland district

manager for the Republic Rubber Co.. has

been appointed manager of the Philadelphia

district. with' headquarters at 806 North

Broad Street.

A new motor oil company has entered the

field here. E. H. Freas and Malcolm H. Rob

ertson, well known in automobile circles in

Philadelphia, have gone into business for

themselves, under the name of the Freas»

Robertson 0!] Co, making motor oils. to be

marketed as “Fre-Bertson" oils. Robertson

for 5 years was central city representative

for the Vacuum Oil Co. and, until recently.

head of the lubricating department of the

Marshall-Wells Co. of Duluth, Minn.

Kane 8. Green has been elected president

of the Automobile Club of Philadelphia. H.

Bartol Brazier has been re-elected vice

presidcnt. Howard Longstreth is treasurer

and Eugene E. Hogle. who was named acting

secretary during the year. is now secretary.

In an experiment to see if the dinerence

between the cost of coal at the mines and

that for which it is sold on the market can

not be cut, hauling of coal from the anthra

cite region of Pennsylvania direct to con

sumers in Philadelphia now is being tried.

It is believed that coal can be hauled as

cheaply, at least, by trucks as by railroad.

“'hen the coal transported by truck arrives

at the city it will have the advantage of

being transported directly to the consumer

in the truck without rehandllng. This will

avoid the expense of dumping into dealers‘

yards, being scooped up and rchauied. The

first coal to be hauled started yesterday

from the T. D. Bergen mines at St. Clair.

and the first car to leave with a load was a

Ski-ton auto truck.

After two years' intensive service, the

Motor Messenger Service Corps of this city

has been demobilized. The corps was formed

in April, 1917, the drivers were nearly all

society women, and were the first of the

many divisions of women in war work here

to wear a uniform. During its service the

corps drove its cars 39.415 hours, carried

thousands of tons of feight. thousands of

passengers and many influenza epidemic pa

tients. The corps was merged with the Red

Cross in June of last year.

The Mathews Carriage and Auto Co. has

filed amended articles of incorporation

changing the firm name to the Mathews

Truck Body Co., and increasing the capital

stock to $75,000. Edwin V. Mathews is

president of the company and R. G. Priebe,

secretary.

M. M. Reno of Burlington. lows. has

bought the interest of R. B. Leachman. in

the Leachman-Laibourne garage and in the
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future this will be known as the Claibourne

Reno Co.

Ben Ginsberg, formerly connected with

the Hawkeye Auto Salvage Co., has organ

ized the Iowa Auto Salvage Co. and opened

salesrooms at 309 East \vValnut Street.

Ward Schooier, manager of the Schooler

Rubber Co., who has been overpas with the

Eighty-eighth Division. will return to civil

life this coming week and upon his return

will take over the entire quarters now occu

pied by his company and the ideal Auto Co.

at 1019 Locust Street.

The Iowa Vulcanizing Co. is enlarging its

quarters at 1008 Locust Street.

W. A. Nunamaker and his son, F. L. Nu

namaker of Cedar Rapids, have organized

the Apperson-Nunamaker Co. and have taken

the Apperson agency for Linn and the six

adjoining counties.

R. C. DuBois of Mount Vernon, Iowa. who

for nine years has been salesman for the

J. 1. Case Co., has joined the sales forces

of the Buick Motor Co. and will travel in

Northwest Iowa. with headquarters at

Waterloo.

The Packard Tire Stores. 1nc., this week

opened a store at 626 Second Ave.. Cedar

Rapids. Iowa.

Iowa Jumps Its Fees

DES MOINES, June 7—Owners of

motor cars in Iowa this week got their

first ofiicial anouncement of what license

fees would be under the laws passed by

the recent session of the Iowa. legisla

ture. For those owners who had not

taken time to figure out their fees the

announcement comes something as a

shock. The basis of the fee is one per

cent of the valuation as fixed by the

state executive council plus forty cents

for each 100 lb. of weight. The State

Highway Commission has figured fees

on this year’s0standard models of some

of the leading cars as follows: Buick,

$26.60; Cadillac, $49.40; Ford, $12 to

$16; Hudson, $35.20; Dodge, $20.60; Lo

comobile, $71; Mercer, $61; Overland,

$19.60; Packard, $69; Paige, $36; Peer

less, $41; Pierce-Arrow, $82.40.

 

Martin and Parry Companies Merged

INDIANAPOLIS, June 9—The Martin

Truck & Body Corp., York, Pa., and the

Parry Manufacturing Co., of this city,

both commercial car body makers, have

merged as the Martin-Parry Corp. John

J. Watson, Jr., is chairman of the board,

and other directors are: Guy E. Tripp,

Westinghouse Electric & Mfg. Co.;

James F. Shaw, Knauth, Nachod &

Kuhne; F. M. Small, former president

of the Martin Truck Co.; Robert I. Burr,

S. C. Parry, Parry Manufacturing Co.;

Walter R. Herrick, Herrick, Borg & Co.;

and George R. Walbridge, Bonbright

Co., Inc.

Here Comes Henry’s Street Car

DEARBORN, June 7—Within two

weeks the first of Henry Ford’s “street

cars” with which he hopes to solve De

troit's transportation problem will be in

operation. The big gasoline vehicle is

nearing completion at the Dearborn trac

tor plant. C. J. Hall of Los Angeles,

Cal., is aiding Mr. Ford in designing and

construction work.

NATIONAL SHOW DATES

FOR 1920 ARE ADOPTED

N.A.C.C. to Hold Both Car and

Truck Shows in New York

and Chicago

 

NEW YORK, June 9—The National

Automobile Chamber of Commerce has

definitely decided to hold the National

automobile and motor truck shows in

New York and Chicago next year. At

a meeting of the directors of the N. A.

C. C. last week it was decided to bolt]

the New York car show in Grand Cen

tral Palace during the week of Jan. 23-10.

The Chicago car show will be held in

the Coliseum during the week of Jan.

24-31. It is planned to hold truck shows

in both cities on the same dates.

The truck show in Chicago is to be

held in the Drexel Pavilion in the stock»

yards section. No place has been chosen

as yet for the New York truck show.

Samuel A. Miles will again manage both

shows.

-Sections for Montreal Association

MONTREAL, June 7—The attendance

at the general meeting of the Montreal

Automobile Trade Association last Mon

day evening for the purpose of organiz

ing sections for dealers, accessory men

and garage men respectively, was large.

and the concensus of opinion was so

strongly in favor of the proposed action

that the decision was unanimously

reached to proceed with the work oi.‘

organization. Strong committees were

appointed to carry out the intention of

the members. Provisory committees for

the three sections follow:

Automobile Section—U. H. Dandur

anc'e, G. E. Ansley, ‘C. Ginsberg, R. Gene

reux and L. M. Hart.

Automotive Equipment Section—A.

Crowhurst, L. Gravel, W. D. Thurston,

E. R. Fenwick, A. Renaud, J. A. Tuck

well and M. J. Hummell.

Garage Section—John Feeley, J. Gatt

bois, H. A. Degrace, L. H. Beaudet, H.

Kennell-Webb, L. M. McNaughton and

F. Courtemanche.

He Passed Up

$200 of Trouble

H CAN'T stir up trouble for $200,”

says J. S. Joslyn, of the Joslyn

Auto Co., Rockford, Illinois.

“Man came in here the other day and

insisted on buying a tractor. I had

never seen him before so I asked a few

questions. Found he had only about 80

acres and they were cut up into small

fields. Told him to go back home and

forget all about it, that he didn’t need a

tractor. Why, that man couldn’t use a

tractor on a farm as small as that eco

nomically and if I sold him one he would

find it out too and become a knocker.

One dissatisfied tractor owner can spoil

the tractor trade in a whole neighbor

hood. It’s good policy now and then to

turn down an order. The margin on

tractors is small enough in all conscience

to take any chance. I feel I can't stir up

trouble for $200.”

Start Plant for Wills Car

PORT HURON, MICH., June 9—Work

will start at once on the first three units

of the automobile factory to be built

hereby C. Harold Wills and John R. Lee,

former Ford executives. The three units

will each have a length of 1000 ft. Con

struction work will be pushed on a huge

scale, and it is hoped to have a complete

plant in production before fall.

It is expected that the new organiza

tion will announce the design of its pro

posed car within the next 60 days. Ru

mors state that the machine will sell at

between $1200 and $2000 and will be a

light six, embodying new features in

body and motor design which will cre

ate a sensation in automotive circles.

Wills said in Port Huron last week that

he had been working on the car for sev

eral years and that experimental ma

chines have been driven as high as 180,

000 miles.

It is said that many of the ideas of

the Hispana-Suiza car have been worked

out and perfected by Wills and that he

controls many of the American patents

on the machine. It has been said that

the new Wills motor, while a 6-cylinder

engine, is so light that one man can

almost carry it.

Dealers Favor Single State Tax

WASHINGTON, June 7—A petition

favoring the bill introduced by Con

gressman Fuller providing that any one

found qualified to operate an automobile

in one State will not be obliged to make

additional registration or take out ad

ditional licenses or pay additional taxes

when traveling on pleasure or business in

other States was filed with Congress this

week by the National Automobile Deal

ers’ Association. The bill provides that

the certificate of local officers of a State

should be accepted in all States of the

country as competent and sufficient evi

dence that the owner has complied with

the laws and regulations of his residen

tial State. It was referred to the Com

mittee on Interstate and Foreign Com

merce, as it is intended to regulate the

interstate use of automobiles and all

“self-propelled" vehicles using public

highways for interstate commerce.

Ignore Wage Increase Demand

BLOOMINGTON, June 7—Dealers

who were served with a demand for an

increase in pay from their mechanics.

from 55 cents per hour to 75 cents, with

a closed shop, have decided to ignore the

request. The proprietors of the various

repairshops believe that the price now

charged car owners for repair work is

about all that the trade will stand. The

dealers will close their repairshops be'

fore they will accept the terms of the

new scale.
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Resignations and Promotions

Place Workers in New Places

Prominent Tradesmen Assume New Duties

L. E. Lyons, who for the past several

months' has been acting as sales manager

of the B. F. Everitt Co., has resigned to re

turn to the Sheldon Axle & Spring Co., with

headquarters in Detroit.

Fred W. McIntosh, formerly connected

with the Overland factory. and also engaged

in Y. M. C. A. work during the war period.

has made connection with the Manbeck

Motor Sales Co., Des Moines, and will travel

Eastern Iowa.

W. W. Mountain, former head of the Flint

Varnish & Color Works, Flint, Mlch.. is at

the head of the Mountain Varnish & Color

Works, a new Toledo enterprise which will

make a specialty of automobile colors and

varnishes.

C. P. Henderson, former director of sales

of the Cole Motor Car Co., who resigned to

become a. district sales manager of the Cole

and Lexington cars in San Francisco, has

given up the Cole and will devote his entire

time to the Lexington.

Miss Sarah Jelllffe, advertising manager

of the S. C. Johnson & Son Co. for the last

few years, has resigned and formed a con

nection with the Western Advertising

Agency, where she continues to handle the

Johnson account.

C. R. Kirkpatrick, recently superintendent

of service for a sales and service firm, has

returned to the Automotive school of the

Detroit Institute of Technology and will re

sume the work, dropped several months ago,

of instructor.

Wllllam T. Whitlock has severed his con

nection as assistant superintendent with the

Fisk Rubber Co., Chicopee Falls. He has

not made public his plans for the future.

F. W. McIntyre has been appointed sales

manager of the Becker Milling Machine Co..

Boston. For the past 16 years he was con

nected with the Niles-Bement-Pond 00..

Boston.

0. D. Conover, formerly vice-president and

chief engineer of the T. W. Price Engineer

ing Co., New York, and production manager

of the Ludlum Electric Furnace Corp., has

resigned to become sales and production en

gineer on foundries and steel plants of the

Austin Co., Cleveland.

F. W. Marshner has been appointed man

ager of the Detroit branch of the New De

parture Mfg. Co., Bristol, Conn., succeeding

the late Samuel B. Dusinberré.

L. D. Fljux has been appointed Detroit

district representative of the automobile

equipment department of the Westinghouse

Electric & Manufacturing Co., with an office

in the Kresge Building. T. G. Haugh will

assist him.

 

1000 Perfection Heaters Daily

CLEVELAND, June 9—After taking

over the assets and manufacturing facil

ities of the Perfection Heater division

of the Standard Parts Co. in Cleveland,

the Perfection Heater & Mfg. Co. has

leased the greater part of a fireproof

building at E. Sixty-fifth Street and Car

negie Avenue, where it will continue the

manufacture of Perfection heaters. The

new concern is capitalized at $300,000 and

has increased production of heaters to

1000 daily, according to C. S. Pelton,

vice-president and general manager. W.

A. C. Smith is president; F. D. Kellogg,

secretary and treasurer; E. L. Jones,

special factory representative, and L. H.

Peck is in charge of engineering and

production. Pelton_ has been with the

Perfection Springs and Standard Parts

seven years, having been in charge of

the Perfection Heater business the last

four years. Jones has been with the

Remy Electric and Standard Parts com

panies in sales capacities. Mr. Peck for

merly was machine tool designer for the

Foote-Burt Co. until he entered military

service as a lieutenant.

 

12,713 More Cars in D. C. This Year

WASHINGTON, June 9—There are

12,713 more automobiles in the District

of Columbia this year than in 1918, ac

cording to a report by the Superintend

ent of Licenses. During the last 11

months 38,878 license tags were issued as

compared with 26,165 in the same period

for the preceding year. There were ‘but

34,347 tags issued during 1917-1918, less

than the number in 11 months of this

year.

 

Expansion for Republic Truck

CLEVELAND, June 9—With all but

one of its subsidiaries now in Cleveland,

the Republic Motor Truck Co., capitalised

at $18,000,000, plans to center its indus

trial expansion in this city.

J. O. Eaton of Alma, Mich., made that

statement in Cleveland, and he is first

vice-president of the company and presi

dent of the Torbensen Axle Co. of this

city, which is a subsidiary of the Re

public company.

The Republic properties consist of the

Republic Motor Truck Co., the Torben

sen Axle Co., the PowrlOck Co., which

was brought to this city from Detroit

some time ago, and the R. & P. Tractor

Co., a subsidiary, which has been con

ducting tractor development in Alma,

Mich. The latter activity is to be trans

ferred to Cleveland as soon as practic

able.

The Republic company some time ago

acquired a tract of 76 acres east of Cleve

land, and here the industrial expansion

will take place. While no definite an

nouncement has been given out, the pres

ent plan is to house the engineering, ac

counting, experimental, purchasing and

service departments in downtown build

ings. The executive offices of the Re

public company are to be brought to

Cleveland at once.

Better labor markets and more ade

quabe transportation facilities were two

reasons given for the selection of Cleve

land as the point where Republic holdings

will be extended. It is thought the trac

tor development may be the first to be ex

tensively worked out here.

The presmt daily output of 75 trucks

will be increased materially, it was an

nounced. Whether this means the erec

tion here of factory units for truck manu

facture is not known at this time.

Boston-Portland Express Line

BOSTON, June 8~The Atlantic Motor

Express has just been formed here to do

a big intercity trucking business

throughout New England with head

quarters at both Boston and Portland.

Me. It will establish connections in 100

New England cities and towns, and it

has taken over some motor express com

panies now in operation.

The company plans to operate a fleet

of Pierce-Arrow trucks which represent

an outlay of $250,000 and expects to do

a business of $1,250,000 a year. Already

it has ofiices in 35 cities and towns in

the territory. The backers of the enter

prise comprise Linwood E. Porter of

Portland, as president. Frank E. Rume

ly, the vice-president, is a big contractor,

and he is also interested in a shipbuild

ing company and a trust company.

George Hendricks of Boston, secretary, is

the head of the Kingston Press and

Dover Bindery; and Frederick A. Nicker

son of Portland, the treasurer, is a for

mer Pierce-Arrow engineer and the

agent for the line in Maine. Edward C.

Walker is the manager of the Boston

terminal. Buildings have been leased at

42-48 Hartford Street, Boston, and 72

to 76 Cross Street, Portland. The new

company is putting out a stock issue of

$750,000 to finance the project.

 

Oneida Truck Going Strong

GREEN BAY, WIS., June 7—The

Oneida Motor Truck Co., in the 6 months

or more since the end of the war, has

more than doubled its production and in

creased its retail sales by 130 per cent.

Business in May reached $185,000, or

$70,000 in excess of the April volume.

The business of November amounted to

$81,000, and the plant was engaged

largely in the execution of a war contract

for 1500 field kitchens and limbers.

 

Detroiter Car Creditors to Meet

DETROIT, June 9—Creditors of the

Detroiter Motor Car Co. will hold a final

meeting at 117 Ford Street, West, on

June 25 to pass on the trustee’s report

showing property for distribution, etc..

and offer for sale the balance of unpaid

accounts receivable.

Culto-Tractor Production Delayed

DETROIT, June 7-—-The Detroit Culto

Tractor Co., recently organized to mar

ket a light three-wheel gasoline farm

tractor, will not be in production at least

until September. The company recently

purchased a garage and must rebuild it

to make it suitable for production.
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This is the new Hudson Sedan, which is finished in dark blue except for the

fenders and the upper parts of the body, which are black

Tractor to Cross Continent

NEW YORK, May 29—A wheat trac

tor made by the Hession Tractor and

Tiller Corp., Buffalo, started from Elm

hurst, a suburb of this city, on a hike

across the continent May 29. The

tractor is convertible for road work

by changing the drive wheels to rubber

tired wheels and substituting chains and

sprockets for the bull gears. This gives

a road speed of about 15 m.p.h. This par

ticular tractor draws a Rogers trailer

fitted up with four bunks to accom

modate the men who will pilot the trac

tor on its 3200 miles trip. Robert Loftus

and Fred T. Ferrell are in charge of the

expedition. Stops will be made along the

route to demonstrate the ability of the

machine at plowing.

 

International Harvester Buys Plow

CHICAGO, June 7—The International

Harvester Co. has purchased the Chatta

nooga Plow Co., maker of chilled plows.

The Chattanooga Plow Co. was formed

40 years ago and is being operated by

the founders. Its plant covers about 3%

acres of a 7-acre site. The line of horse

and power cane mills established by the

Chattanooga company will be continued

by the Harvester company.

 

Pennsylvania to Assist Users of State

Routes

HARRISBURG, PA., June 7—Begin

ning hionday, June 9, the State Highway

Bureau of Information will furnish to

all the daily newspapers in Pennsylvania

information filed each week by the fifteen

district engineers in Pennsylvania, cov

ering every detour in each district. The

information will be as follows:

Location of detours; description and

condition of detours, whether state high

way, state-aid, township, or private

road; the approximate date detour was

placed, or is to be placed; and the ap

proximate date of removal of detour.

Postcard reports to the State Depart

ment each week from the engineers also

will furnish information of a more gen

eral description as to detours. A large

map has been prepared in the office of

the department here, on which the vari

ous detours will be traced. In this way

it will be possible for all motorists each

Monday to clip from the newspapers in

formation concerning all detours in the

state. The Bureau of Information also

will supply detour data to the motor

clubs of Pennsylvania, many of which

are preparing to place special bulletin

boards in their headquarters. The de

partment also has placed orders for

metal detour signs which will point the

proper roads.

More Capital for Parker

MILWAUKEE, June 7—Capitalization

of the Parker Motor Truck Co. was in

creased from $350,000 to $500,000 in the

form of additional preferred stock at

the annual meeting of the stockholders

of the company, Adam J. Mayor was

re-elected president, and other officers

are: vice-president, F. H. Parker; secre

tary-treasurer and general manager, L.

L. Newton. Directors were re-elected.

 

American Knight-Motored Trucks

CHICAGO, June ’7—The Highway

Motors Co. has recently been incorporated

to build American-Knight motored trucks

in 3%” and 5-ton capacities. It has pur

chased the assets of the Motor Trucks,

Ltd., Brantford, Ont.

Armleder Adds Salesmen

CINCINNATI, June 7—W. D. Thomp

son, formerly wholesale manager of the

Lexington Colorado Auto Co., has

joined the sales force of the 0. Arm

leder Co. as western representative with

headquarters in Denver. Jack Parker

with the Oldsmobile organization for the

past five years is also connected with the

Armleder concern and Charles F. Ward,

Providence, R. I., is covering Massachu

setts and Connecticut for the company.

C. B. Harvey will have charge of the

Middle West with headquarters at

Chicago.

 

Wilmington Trade Organizes

WILMINGTON, June 7—After vari-'

ous attempts, the automobile trade of

Wilmington has finally formed a sub

stantial business association, known as

the Wilmington Automobile Trade As

sociation. The following officers have

been elected: President, W. A. Macdon

ald; vice-president, E. L. Bixby; secre

tary, E. C. Ulrich; treasurer, E. F. Mer

rick; directors, two from each branch of

the trade, F. B. Norman, Herbert Smith,

Edward Smith, Henry White, N. C.

Howell, Clarence Walker, Harry C. Loose

and J. A.‘Brannock, with F. B. Norman

as secretary of the board of directors.

Some details as to future plans are yet

to be worked out. Some want weekly

meetings the year round as a sort of

clearing house proposition, which is one

of the aims of the organization, while

others want meetings discontinued in

summer.

The purpose is to solidify and harmon

ize the trade here, so as to co-operate

along general business lines for the

benefit of all. As this organization re

places the Wilmington Automobile Asso

ciation, formed primarily to promote the

annual shows, this latter function will be

assumed by the new body, and already

plans are in the making for next year's

show.

Two New Ahlberg Oflices

CHICAGO, June 7—The Ahlberg

Bearing Co. has opened two new factory

branches to take care of its customers in

territories which were previously han

dled by distributers. One is located at

511 Westminster Street, Providence,

under the direction of Harold F. Wood

worth, who for some time previous to

his entry in the service was in the em

ploy of the Ahlberg Bearing company

at the Boston office. The other office

is in the City Bank Building, Kansas

City. This office is under the manage

ment of Edward A. Hefi‘erman, who has

just returned from the Naval Aviation

Service.

 

New Chevrolet Sales Zones

FLINT, MICH., June 7—The Chevro

let Motor Co. has just created seven new

sales zones in the United States and one

in Canada. This gives the company a

total of fifteen sales zones in the United

States and two in the Dominion. One of

the new zones will have its headquarters

in Chicago and another in Cincinnati,

where the Chevrolet company is already

operating factory retail sales branches.

The wholesale departments in those two

cities will start business Aug. 1. The

Cincinnati department will be in charge

of John Flynn, who was ith the Balti

more branch for 4 years. H. H. Monday,

for several years connected with the

washington branch, has been transferred

to Chicago to handle the wholesale busi

ness there. While the Chevrolet com

pany has been operating on a fixed

schedule of 700 cars a day, this produc

tion is being exceeded almost daily, the

average production for last week being

726 cars.
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COMING EVENTS.

Races, Contests and Tours

Travers Island, N. Y.,

to Greenfield, Mass-.June 12-13 . . . . . . . ..1nter-city Reliability run.

'Sheepshead Bay. N.Y2June 14 . . ._ . . . . . . . . . Speedway.

  
Atlantic City, N. J. . . . July 4. ..

Tacoma,

. . . . . ..Airplane race. Aeronautic Convention.

Wash . . . . . . . . July 4 . . . . . . . . . . . . . . Speedway.

Hohokus. N. J . . . . . . ..Jul_v 4 . . . . . . . . . . . . ..Dirt track event.

Cincinnati. 0. . . . . . . . ..Juiy 5 . . . . . . . . . . . . ..Speedway.

Uniontown, Pa . . . . . . ..July 19 . . . . . . . . . . . ..Mid-summer Meet, Speedway.

Sheepshead Bay. N. Y.July

'Middletown, N. Y. . . . Aug.

Elgin. Iii . . . . . . . . . . . . ..Aug.

Sheepshead Bay, .\'.

Uniontown. Pa..

Sheepshead Bay

'Allentown. Pa

  

  

26 . . . . . . . . . . . . . Speedway.

15 . . . . . . . . . . . . Dirt track event.

. . Road race.

. . Speedway.

Speedway.

Speedway.

Dirt track event.

Cincinnati. 0.. .Oct. 1 Speedway.

'Trenton. N. J .. Oct. 4.. Dirt track event

'Danbury, Conn......0ct. 11 . . . . . . . . . Dirt track event.

'Tentativo dates.

Meetings

Pittsburgh. Pa........June 12-1-i . . . . . . . ..Annual Convvntion of American Drop Forge Assn.

. and Drop Forge Supply Assn., William Penn

' Hotel.

Detroit, Mich . . . . . . . ..Iune 16-19 . . . . . . . ..Spring Meeting, American Society of Mechanical

Engineers. Hotel Statler.

Philadelphia, Pa . . . . ..June 21 . . . . . . . . . . . .Annual Outing, Kugier's Mohican Club. Motor

Truck Assn. of Phiia.. with the Phila. Auto Tradi

Assn. Automobile Accessories Business Assn. and

the Camden Auto Trade Assn.

Ottawa Beach. Mich...lune

Philadelphia, Pa

23-28 . . . . . . . .. Summer Meeting. S. A. E.

....'Sept. 22-24 . . . . . . . ..Annual Convention. National Association 0! Fur

chasing Agents, Bellevue-Strati'ord.

Foreign Shows

  

Paris. France . . . . . . . ..Oct. 15 . . . . . . . . . . . ..Grand Palais—lnternational Automobile Manufac

turer's Congress. -

London, Eng . . . . . . ....Nov. 7-16 . . . . . . . . ..Olympia Exhibition. Society of Motor Manufactur

ers & Trades.

Tractor Demonstrations

Wichita, Kan. . . . . . . ..luiy 14-19 . . . . . . . . ..Automotlve Committee of National Implement

Assn.

Columbus, 0. . . . . . . . ..luiy 28-29 . . . . . . . . ..Iu charge of Prof. H. C. RamsOWer. head of Agri

cultural Engineering Dept. of Ohio State Uni

T‘I versity.

Piqua, O. . . . . . . . . . . ...Aug. 1-2 . . . . . . . . . ..In charge of Prof. H. C. Ramsower. head of Agri

cultural Engineering Dept. of Ohio State Uni

versity.

Fostoria. 0. ..........Aug. 6-7 . . . . . . .....In charge of Prof. H. () Ramsower. head of Agri

cultural Engineering Dept. of Ohio State Uni

vers ty.

Akron. 0. . . . . . . . . .....Aug. 12-13 . . . . . . . ..In charge of Prof. H. C. Ramsower, head of Agri

cultural Engineering Dept. of Ohio State Uni-,

versity.

Aberdeen. S. D. . . . . .. Aug. 18-22 . . . . . . ..Sectionai Tractor Demonstration.

Ottawa. Ont., Canada,, October . . . . . . . . ..lnter-Pro"incial Plowing Match and Tractor Dem

onstration. ,

Shows

Greenville, S. C . . . . . ..Iuly 14-19 . . . . . . . . .Agriculturai Implements and Tractors. F. M. Bur

nett. General Manager.

Minnesota . .. \ug. 30-Sept. 6....State Fair. _

lndlanapoiis. Ind . . . . ..Sept. 1-6 . . . . . . . ..State Fair. Cars and Accessories. Indianapolis

- Automobile Trade Assn, John B. Orman, Man

ag r.

Cincinnati, 0. ........'~‘ept. 13-20 . . . . . ....Ninth Annual. Music Hall. Cincinnati Automobile

Dealers' Assn.. H. K. Shockley. Manager.

New York. N. Y.....Ian. 3-10 . . . . . . . . . ..Grand Central Palace. National Automobile Cham

ber of Commerce. S. A. Miles, Manager.

Chicago, Ill. . . . . . . . ...Ian. 24-31 . . . . . . . . ..Coliseum, Cars: Drexei Pavilion, Trucks; National

Automobile Chamber of Commerce, S. A. Miles.

Manager.

 

Another Dealer Adds Planes

KANSAS CITY, June 9—The Hiatt

Motors Co. has recently purchased twenty

Curtissairplanes, which are being deliv

ered by express to the Kansas City sales

rooms. Three of the planes have already

been sold and an unusual amount of

interest is being shown in the new ad

venture. . The regular motor car sales

men are handling- the sale of the planes

for the present, until the industry grows

to larger proportions. A complete stock

of parts is carried at the salesroom.

When the plane is purchased, it is de

livered to the customer and the motor

company's worries are over. It is up to

the customer to find a pilot to teach him

the rudiments of flying, but with the

return of so many efficient flyers from

service, this is an easy matter. Kansas

City has also an organization of ex

perienced fiyers, which was formed to

promote the aviation industry.

Apprpve Projects For 11,350 Miles of

Road

WASHINGTON, June 9—Pr0jects for

improving highways totaling 11,350 miles

to cost $108,295,329 and on which Fed

eral Aid amounting to $43,076,176 was

requested have been approved by the

Bureau of Public Roads to date. This

includes 1188 projects, of which 813 miles

have been completed at a cost of

$6,870,451, of which $2,692,491 was paid

in the form of Federal Aid by the Gov

ernment.

McGuire Carlisle Sales Head

STAMFORD, CONN” June 9—Clar

ence V. McGuire has been appointed gen

eral sales manager and advertising

director of the Carlisle Cord Tire Co.

Until now he has been vice-president of

VanPatten, Inc., advertising agency. In

entering the company he becomes a

director of the organization and a mem

ber of the executive board.

 

Oakland Branch Managers Meet

PONTIAC, June 7—Branch managers

of the Oakland Motor Car Co. and resi

dent managers of the General Motors

Acceptance Corp. held their annual con

ference at the Oakland plant here last

week. Those in attendance were (Oak

land branch managers): 0. F. Borkey,

Chicago; W. H. Tracey, Cleveland; L. S.

Shoup, Indianapolis; A. P. TenBrook.

Kansas City; L. J. Brocking, Minne

apolis; C. E. Wells, Philadelphia; C. E.

Burton, Omaha; George W. Alger, Pon

tiac; H. E. Mahaffey, Des Moines; L. C.

Bollinger, Spokane; Charles M. Brown.

New York. The General Motors Accept

ance Corp. managers were: R. F. Wi

gand. Chicago; J. E. Curtis, Chicago; J.

G. McCreary, Detroit; J. N. McMahon.

general credit manager; Paul Fitzpat

rick, vice-president and general manager;

W. N. Albee, Detroit.

NEW YORK_ STOCK EXCHANGE CLOSING

QUOTATIONS, JUNE 7, 1919

Bid Asked

Fisher Body. com . . . . . . . . . . . . . . .. 91 5

Fisher Body. pfd . . . . . . . . . . . . . . ..100 101

Goodrich. com. . . . . . . . . . . . . . . . . .. 83% 831$

Goodrich. pfd. . . . . . . . . . . . . . . . . . “105% 10"

Kelly-Springfleld, com . . . . . . . . . .125 125%

Kelly-Springfield, pfd. . . . . . . . . . .. 96 100

Kelsey “'hecl. com. . . . . . . . . . . . .. 56 58

Kelsey \Vheei, pfd. . . . . . . . . . . . . .. 98% 99%

Lee tire . . . . . . . . . . . . . . . . . . . . . . . .. 341/; 85

Stewart “'arner . . . . . . . . . . . . . . . .. 94 99

Stromberg . . . . . . . . . . . . . . . . . . . . . .. 61% 62%

U. S. Rubber. com . . . . . . . . . . . . . “1185‘ 119

U. S. Rubber. pfd . . . . . . . . . . . . . . ..114% 115

Chandler . . . . . . . . . . . . . . . . . . . . . . . . .197 198

General Motors, com . . . . . . . . . . . “242% 243

General Motors, pfd . . . . . . . . . . . . .. 941‘ 9415

General Motors, deb . . . . . . . . . . . . .. 90 90%

Maxwell. com. . . . . . . . . . . . . . . . . . .. 44% 45

Maxwell. is! pfd . . . . . . . . . . . . . . . . .. 81 Si“:

Maxwell. 2d pfd . . . . . . . . . . . . . . . . .. 36% 363i

Pierce-Arrow. com . . . . . . . . . . . . . .. 64 64V!

Pierce-Arrow, pfd. . . . . . . . . . . . . ..107 101’»._

Saxon . . . . . . . . . . . . . . . . . . . . . . . . . .. 12 12s.

Studebaker. com. . . . . . . . . . . . . . . “116% 1161.

Studebaker. pi'd. . . . . . . . . . .. 98 100

Stutz . . . . . . . . . . . . . . . . . . . . . . . . .. 72%, 73

White . . . . . . . . . . . . . . . . . . . . . . . . . .. 60 61

Willy's-Overland, com. . . . . . . . . . .. 3914. 59

Wiliys-Overland, pi'd. . . . . . . . . . . .. 97 98
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MERCHANDISINGSPECIFICATIONS
THEtableswhichappearonthesepageshavebeenpre

paredwiththethoughtofassistingthesalesmaninthe
merchandisingofpassengercarsandcommercialvehicles.

Thedatahavebeenlimitedtothosefactswhichtheaverage salesmanfindsnecessaryforcomparativepurposesandas

salesammunition.

Thetableswillbecorrectedandreviseddowntodate

everyweek.

Theywillbesupplementedbyothersfromweektoweek,
intendedsolelyforthegaragemanandrepairmanwhohas themaintenanceofpassengercarsandcommercialvehicles
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What Hudson Offers Dealers

l ' Sixty thousand satisfied owners give the Super-Six advertising value

I that no other fine car enjoys. Sales for every month this year have

, exceeded the sales for the corresponding month in 1918.

l

l
The Hudson Super-Six is the largest selling fine car in the world.

‘ Its reputation for endurance, speed, and power is scarcely rivaled.

Note the kind of dealers Hudson has. They are everywhere the most

prosperous. Their stores indicate the quality of the car they sell. They

i are the show places of the industry.

Only in handling a car that has the confidence-winning quality of "

l the Hudson Super-Six could they prosper as they have.

lllllllllllllllllllllllllllIllIllllllllllllllllllllllllllllllllllllllllllllllllllllllll

For years Hudson had a hard time to keep production’s pace with

demand. We have now found it necessary to expand our factory. Addi

tional facilities have been installed. Output will be increased. In the

future our dealers will be able to share still greater profits.

 

 

To meet with our rapid expansion a few high-grade dealers will be

added to our organization.

You know what the Hudson standard is. If you meet it, write now.

This is an opportunity to share in the prestige and prosperity of the

world’s largest maker of fine cars.

Hudson Motor Car Company

Detroit, Michigan
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Unusually Heavy Demand

Emphasizes NASH Quality

THE high character of the performance

of Nash passenger cars and trucks in the

hands of owners everywhere is emphasized

by the unusually heavy demand for these

Nash products in all parts of the country.

This demand means, of course, that Nash

dealers are reaping the profits on a yolume

business. "

Nash Passenger Cars

Five-Passenger Touring CarY $1490 Four-Passenger Sport Model, $1595

Two-Passenger Roadster, $1490 Se lien-Passenger Sedan. 82575

Se ven-Passenger Car, $1640 Four-Passenger Coupe, $2850

1'. 0. b. Kenosha

Nash Trucks

()m:~T0n Chassis, $165!) Two-Ton Chassis, $2175

Nash Quad Chassis, $3,250

The Nash Motors Co., Kenosha, Wis.

Illamlfacfurefs of Passenger Cars and Trucks

Including the Famous Nash Quad
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ideal which builders of cars, trucks, trac

tors and power boats are striving to realize.

To create an automotive unit of uniform

time-and-wear-resisting capacity in every

part—one that, when it fails, will fail “all

at once and nothing first"—this is the goal

towards which builders are striving.
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It is a significant fact that the longest

lived automotive units are those carry

ing "W" equipped magneto: and

lighting generators. And it is a matter

of record that 'mfl" equipped elec

trical apparatus often outlast; the use

fulness of the machine that carries it.

Be Sure—See That Your

Electrical Apparatus
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ASY steering makes Contented Drivers. It

‘ conserves human strength and increases

efficiency in both driver and truck. It means

a bigger day's work more easily done and

greater satisfaction to both the owner of the truck

and the man who drives it.

This Contented Driver is only one of 140,000 who go to their

homes after a better day's work with lighter hearts and with less

wearied bodies, because the trucks they drive are equipped with

Ross
STEERING

Gums
The special feature which distinguishes Ross Gears from all

others is the screw and nut mechanism which transfers the ac

tion of the steering wheel to the steering arm. The nut is a

solid piece, completely enveloping the screw, so that the enor

mous bearing surface on the threads of both screw and nut is

utilized with every turn of the wheel. 1

  

  

 

These bearing surfaces not only malre steering easy under all

conditions, but they guarantee an unusual degree of safety

and reliability. '

Ross Steering Gears are now used as

standard equipment by l20 difl'erent

manufacturers, representing consider

ably over half the entire motor truck

industry.

Write for catalog and any other infar

malion desired aboul "The Steering

Gears Hm! Predominale an

illolor Trrkh. "
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There are thousands of Ford stations scattered all over the civilized globe

where interest in the current editorial feature is equal to that expressed by the

Dunlop Motor Co., Ltd., of Kilmarnock, Scotland.

If you give Ford service and if you would know the best and most practical

methods for rendering that service with maximum aduantage to owner and to

yourself read, and preserve for future reference, every one of these important

feature articles. They began in our issue of June 4.

 

Tureen-s "Ion" IOYOII IILIIIIOCI " run-"u I. at '61.

(the Eunlop motor 60., mo,

mllTEIED

m .

mo:t§i mu Klimarnoek. no 28. 1919.

THC DUNK-OP.

Editor,

l'iiotor World",

239 West 39th St.,

New York City,

Dear Sir;

Your issue of liq 7th is to land ire-dag and we observe on page 33 an announce

met with regsni to forthcoming articles on Pord’ repeisdng and n are writing

to ask it you could let us have advance copies or thqarticles for the mom

of embling us to select and order the tools and machinery Ihfoh the Mthoi'

reommends in his lectures.

By lesson of tin distance we are from you it will be a somehhat tedious procesl

to wait till the enfl of the loo-tune before learning What is necessary in the

We! tools.

Perhaps the Author would roman-ize the items necessary and you could pssl it

_ to s good Accessory Home for them to fill in the prices of the various articles

' sud mil sum to m when we would be in s position to instruct mu eminent

After checking of: What we hays git.

Ocu- xeseon for rusting is that we have to-dsy obtained entry to large pmisel

and are amass to put our Ford repairs in e ups-ate department and to have that

department equipped in the best meeiblc rmaer.

Your! {adthmly ,

‘

&_.__,-

‘

 
 

 

it is suggested that manufacturers of special Ford service tool equipment get

in touch with the above at Kilmarnock, Scotland. It is further suggested that

the advertising section of Motor World will carry the manufacturer's mes

sage to the thousands of Ford service stations in every country where high

ways permit the operation of motor cars.
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Quality Equipment

DEPENDABLE electric

system is of utmost impor

tance. Electric equipmentmust

be correctly designed and pre

cisely built. A system bearing

the name “Gray & Davis” as

sures theowner of efficientper

formance at all seasons,under

all conditions. Essentially a

quality system for quality cars.

L41!itELL-ho._
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' AUTOMOBILE STARTING

LIGHTING AND LAMPS
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Read the story on the folltrwing pages about how the tractor has driven the prairie dog from his burns

in Colorado and has opened possibilities ofu’ea-lth for the state and business for tractor makers and

, dealers
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Most of the machines had an interested crowd of followers regardless of dust and heat

Tractor Demonstration

Opens Eyes of Colorado 4

Thousands of Farmers See Arid Soil ‘lltade Ready; [Manufacturers

See Possible Great Wealth for lWountain State and Dealers

Are Happy Over Future Sales of Tractors and Power

respondence) —- What the

world doesn’t know about the

tractor and its possibilities has

been demonstrated by the Moun

tain States National Tractor Dem

onstration which closed here to

day.

For thousands of years vast

sections of Colorado have lain arid

and sun-baked, the playground of

prairie dogs, and scorned by man.

This week a great fleet of tractors

went at 1200 acres of this soil, plowed

it, harrowed it, and fitted it for seed,

and as the chugging machines did this

job that had for centuries been wait

ing for these tractors the eyes of 20,

000 or 30,000 farmers and business

men opened wide, dealers began to

grasp the big sales possibilities, and

the tractor manufacturers became

more than ever assured of their part

in the scheme of national development.

Heretofore, Colorado has been asso

ciated in the public mind with moun

DENVER, June 12 (Staff cor

Farm iMachin‘ery

tain peaks and mines, and few have

given a thought to her great areas of

what used to be waste land. But now

folks are _ talking of 25,000 tractors

for Colorado within four years, the re

clamation of 3,000,000 or 4,000,000

acres of arid and irrigated land, and a

big, new agricultural industry, with

new wealth for farmer, manufacturer

and dealer.

  

This is the big Twin City pulling twenty-four disk plow bottoms
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The show has been of great educa

tional value to farmer and tractor maker

alike. To the far er it has shown

power farming on ig scale, a reclama

tion of seemingly waste lands ready to

give to Colorado new wealth perhaps

greater than her mines ever did.

The manufacturers’ eyes have been

opened to the great possibilities of Color

ado and the surrounding states.

At the present time there are about

4000 tractors doing farm work in Color

ado. As a result of the demonstration

this week the prediction is common that

this figure will be doubled next year

by the thirty-five or more tractor dealers

already established in Denver. The num

ber of dealers here possibly will be

doubled before next year’s demonstra

tion is put on. All this points to the

fact that a new era of power farming

has sprung up in this part of the country,

where for years and years the sun-baked

plains have remained idle.

It remained for the tractors and gang

plows to show that this rock-like soil

could be broken up and converted into

useful tracts instead of being the play

ground for the prairie dog.

Tractors Get a Gruelling Test

Probably no .better field could have

been chosen anywhere in the country

to test the mettle of the tractors and their

equipment. A tractor that came through

this demonstration successfully can pull

its full quota of plows anywhere where

a tractor is at all possible. The ground

was so hard that the plows left a glazed

surface on the edge of the furrows. Re

ports have it that in one or two in

stances a mo‘ld-board type of plow was

nuined in a few hours plowing. This

may have been due to too fast plowing,

for in many other instances the mold

board plow was functioning parallel with

the disk type.

The disk type plow is especially suited

for this part of the country, where the

ground is extremely hard. It reduces the

draft by the substitution of a rolling

friction as compared with a sliding fric

tion. 'Operators at this demonstration

could not take advantage of stops to

the.

A Wallis tractor plowing.

clean plows of trash as at many other

demonstrations. In other words, as there

was no stubble or anything else to in

terfere with the proper scouring of the

plows an operator had no excuse for

stopping presumably to clean his plows,

when in reality his engine might be

overheating, or some other trouble mani

fest itself.

It was clearly a demonstration that

brought out faults in any of the ma

chines, and the manufacturers as a

whole feel encouraged with the perform

ances of their products.

Ground Packed Like Rock

With virgin soil like that east of

Denver, where time has packed the

ground into a rock-like substance, ObVI

ously the tractors, especially some of the

smaller ones, had to back up a little

now and then and take another start.

A pile driver does not! sink a pile into

the ground with one steady push neither

must it be expected that the smaller

tractors with their full number of plowa

can go through the unscratched plains

of Colorado without a halt now and then.

Until 1919 the tractor has not figured

  

Marian Browning, daughter of the machine-gun inventor, driving a Fordson

  

People followed machines around the field all day

very prominently in the cultivation of

irrigated lands, of which there are in

Colorado now about 3,400,000 acres.

This irrigated country is a potential

field for the tractors. Objection is some

times raised to the use of tractors in

irrigated lands, but tractors are being

used successfully in such lands. Most

of the objections have been based on the

fact that the soil is too .heavy, require

ing as many as twelve horses on a 12—

or 14-in. sulky plow and that a tractor

designed to pull three or four bottoms

could pull but two in these lands. In

spite of this fact the ratio of work done

to cost per acre remains the same as

between the use of horses and tractor on

dry land.

Another condition that spells the

general distribution of the tractor in

the irrigated lands is that in these lands

are found great numbers of silos, neces

sitating ensilage cutters and other farm

machinery requiring power.

Some farmers have bought expensive

stationary gasoline engines for this pur

pose, where a few dollars more would

have given them a tractor, which not

only is a mobile outfit but will do any

thing the stationary engine will do.

Interest in Motor Cultivator

Where land is irrigated crops are sure

and this has given rise to the great

popularity of the small grain and bean

thresher, with which the tractor is in

dispensable. The motor cultivator prom

ises to become popular in the irrigated

lands, as was shown by the interest in

these machines at the demonstration.

The farmers who attended the Denver

demonstration found the limitations of

wind, rain and horsepower overcome by

the tractor. Several years ago farmers

of this section began to realize the im

portance of early plowing in summer.

In this part of the country July is the'

logical month. But the farmer finds that

after the harvest of winter wheat is out

of the way his horses are not in the best

of condition to tackle the land under the

great heat of the midsummer sun. Hay

ing time comes along also and the
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The early morning view shows the great numbers of cars driven out early to

horses must be brought into action again.

Farmers here know that the wind, the

weeds and sun take from the soil the

necessary moisture and fertility unless

some means are at hand to prevent it.

The tractor is the solution, for there is

no such thing as limitation to its use, as

with the horse. After the wheat harvest

is over the land is bare and exposed to

the action of wind, sun and weeds. The

stubble helps to draw the moisture out

of the ground and a vast amount of

moisture escapes if the land has been

allowed to dry and crack. This moisture

must be conserved by plowing the land

and disking it.

When the land here is left until fall

it has become so dry and cracked that

it will not pulverize properly, resulting

in a lumpy field and very poor seed bed.

Weather conditions may prevent early

plowing, but here again the tractor shows

its superiority over the horse, for as

soon as the ground is ready the tractor

can go out and rush through the work.

A Crowd of Real Prospects

One of the best features connected

with the demonstration was that the

great majority of farmers present were

just the ones the tractor men were

anxious to show. These farmers came

from fifteen states including Colorado,

Utah, New Mexico, Texas, North and

South Dakota, Nebraska, Wyoming, Ok

lahoma, Iowa, Montana, Kansas, Idaho

and Nevada, as was shown by the regis

ter in the headquarters tent.

Besides this there were hundreds who

did not register. These men came to get

a line on the tractors with the expectation

(i using them on their farms. There

were few who came for entartainment

only. Only those interested in buying

tractors would put up with the terrific

clouds of dust stirred up not only by

the machines in the field, but the thou

sands of motor cars coming and going.

The feeling is common among the trac

tor dealers that there will be little sales

resistance to the tractor in the inter

mountain states. The soil conditions

were typical of this part of the country

and thus the farmers could visualize the

machines working in their own neighbor

hood.

The attendance was enormous. Exact

figures are lacking as to the number of

people who saw the show. Tuesday,

which was Denver Day, brought some

thing like 20,000 people, while some

estimate as high as 30,000. There was

a double line of motor cars nearly three

quarters of a mile long stretched in front

of the exhibit tents, with machines com—

ing and going all the time. Monday

was given over to getting the plows and

tractors adjusted so everything was in

readiness for the actual plowing Tuesday

morning. Plowing demonstrations were

from 9.30 to 11.30 in the morning and

from 1.30 to 3.30 in the afternoon of

each day. Wednesday was Dry Farming

and Livestock Day, while Thursday was

called Rocky Mountain States Day.

Big Outfits Showed Up Best

Several makers were showing two or

three different sized tractors on the field,

but as a general thing the big outfits did

the best work as they ran much more

steadily and were too heavy to be shifted

about by the inequalities of the ground.

Some of the giant outfits pulled so many

bottoms that there was very little pene

tration, which is often the case where a

large gang is pulled, as the unit is not

as flexible as a smaller one and will

override depressions. Few of the trac

tors made a uniform depth of 6 in. but

one or two went down as deep as ’7 or

8 in. Deep plowing was not asked for

from any of the machines. The soil was

quite uniform, much heavier than the

easern soil where demonstrations have

been held. There was a heavy sod, which

in most cases was well turned under

where it will for a long time furnish a

moisture sponge.

There was a note of the military in

the demonstration. with several huge

 
 

What Do You Know About

Burning-InBearingsil

This is a comparatively new process in

fitting bearings on the Ford, and the

complete process will be described and

illustrated in the next installment of

Modern Methods in Ford Service

which will appear in the NEXT ISSUE.

 
 

avoid the congested and dusty roads

tanks and other army appliances in the

headquarters tent. Several of the

French seventy-five field pieces thun

dered a salute at 1 o'clock Tuesday after

noon, which was the formal opening of

the demonstration and the signal for the

one-hundred tractors to drop their PIDW:

and start turning the hard-boiled land

to a depth of 6 in.

Practically every make of tractor was

represented pulling from two bottoms

in the case of the Fordson to twenty

four bottoms which the big Avery pulled.

In the first minute, nearly 2% acres of

land was plowed and this record was

practically maintained as the time went

on. Each day was a repetition of the

first, with the exception that the machines

had to move to a different field each

time. After every vestage of the virgin

soil had been turned over and disked

the machines swung around and formed a

gigantic parade.

Over 1200 acres of the land turned.

disked and drilled will be planted to fan

crops. The land has been idle since time

began and probably would have remained

so for years more had it not been for the

tractor.

Many Operating Farm Machinery

All the tractors at the show Were not

in the field. Scores of them operated

threshers, ensilage cutters, cream separa

tors, in fact almost every piece of ap—

paratus apt to be used on the modern

farm. In addition the headquarters tent

contained exhibits of piston ring makers.

tractor engines, oils and greaslq, trac

tor hitches, steels for tractor parts,

magnetos, carbureters, etc.

The demonstration was authorized

under the supervision of the National

Tractor Manufacturers Assn., and the

Denver Civic and Commercial Assn. as

well as the Denver Tractor Club de

serve much credit for the splendid way in

which they co-operated to put over the

show.

A. E. Hildebrand, manager of the

National Tractor Manufacturers’ Asso

ciation, and J. B. Bartholomew, presi

dent, declared that the Denver conditions

were ideal 'and feel that Denver is the

logical place for the big national demon

stration, not only from the standpoint of

soil conditions, but hotel accommodations
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and similar matters that go to make a

successful show. The idea seems to be

for doing away with the small regiopal

demonstrations and concentrate on the

one big show on the Colorado plains.

While some people complained of the

terrific dust, the farmers and tractor

men declare the dry soil was just what

they wanted. With damp soil, plowing

becomes a relatively easy matter, but the

western farmers wanted to know just

what the tractors could do on the virgin

acreage baked so long that it seemed

impenetrable. There is no doubt but

that one of the big results of the show

will be the cultivation of vast acres in

Colorado and other western states that

heretofore have been taken as waste

lands.

List of Exhibitors at Denver

Aultman & Taylor Machinery Co., nine

tractors, bean and pea thresher and a New

Century separator.

_B. F. Avery & Son, seven tractors, motor

cultivator, motor cultivator planter attach

ment, one Yellow Fellow separator and one

Yellow Kid separator.

Advance-Rumely Thresher Co..

pull tractors.

Beeman Garden Tractor Co., four garden

tractors.

Cole Motor Sales Co., Denver, ten Cletrac

tractors.

Colorado LaCrosse Tractor Co.. two Happy

Farmer tractors.

Colorado Moiine Plow Co.,

Universal tractors.

Colorado Lauson Tractor Co..

son tractors.

J. I. Case Plow Works. six \Nallis trac

tiOrs. ‘

J. I. Case T. M. Co., twelve Case tractors.

John Deere Plow Co.. six Waterloo Boy

- tractors.

International Harvester Co..

nationals and six Titans.

Independent Tractor and Farm Machinery

00., four Hart-Parr tractors and two Bailor

motor cultivators.

Indiana Silo Co.. six Indiana tractors.

Illinois Tractor Co.. four Super Drive

tractors.

H. W. Moore & Co., Denver, two Allis

Chalmers tractors, one Allis-Chalmers all

purpose automotive unit and two C. L. Best

Track Layer tractors.

four oil

twelve Moline

three Lau

three Inter

  

  

Th-e Cleveland Tractor Co. brought

out a large captive balloon to the

demonstration as advertising stunt

Holt Mfg. Co., tour Holt caterpillar trac

tors.

Kinnard & Sons Mfg. Co.,

Flour City tractors.

S. & R. Truck Sales Co., two Sandusky

tractors.

Bates Machine & Tractor Co., one Bates

Steel Mule.

Fageol Motors Co.. two Fageol walking

tractors. '

Wisconsin Tractor

tractors.

Hession Tiller & Tractor Co..

sion tractor.

Coleman Tractor Co.,

tors.

Yuba Mfg. Co., one Yuba tractor.

Denver, two

Co., (our Wisconsin

one Hes

six Coleman two-

In addition the following concerns ex

hibited implements and accessories:

Colorado Implement & Tractor Co., en

silage cutters and separators.

Port Huron Machinery Co.,

tractor and implements.

C. W. Keith.

rator.

Light Draft Harrow Co.. harrows and im

plements.

Oliver Chilled Plow Works, plows and

tools.

Port Huron

ensilage cutter and sepa

Owensboro Ditcher Co.. ditcher imple

ments.

American Manganese Steel Co., tractor

parts.

National Beet Harvester Co., beet har

vester.

Waukesha Motors Co.,

Byrne Kingston & Co..

magnetos.

tractor engines.

carbureters and

Executive Committee Responsible for the Success of the

Rocky Mountain States Tractor Demonstration

  

Mountain States Tractor Co.. eight Ford

sons.

Minneapolis Steel & Machinery

teen Twin City tractors.

C. H. Parker 8; Sons Electric Co.. Denver,

two Eagle tractors. \

Rock Island Plow Co.. one Helder trac

(‘oq thir

tor.

William Saighmnn. Denver. tour Gray

tractors.

George W. Smith, Denver. three Fitch

tractors.

'Herbert Toogood Machinery Co., Denver.

four General Ordnance tractors.

Emerson-Brantlngham Implement Co..

two tractors.

J. E. Jones, Denver, one All Work tractor.

C. W. Keith, Denver. one Huber tractor.

Inland Machine Works, piston rings.

Double Seal Ring Co., piston rings.

Colorado Lubricating Co., oils and greases.

Monarch Mtg. Co., 'oils and greases.

W. IV. Coates. silos and ensilage cutters.

Bosch Magneto Co.. magnetos.

Alamo Farm Light Co., farm light plants.

Electro-Mfg. Co.. Denver, spark

fler.

intensi

Texas Oil Co.. oils and greases.

Sinclair Oil Co., oils and greases.

Buller Coupler Co., tractor hitches.

K-W Ignition Co., magnetos.

Balso Oil Co.. Council Bluffs, Iowa, oils

and greases.

A. J. SIMONSON

Member from Agricultural

a: Livestock Bureau of

Denver Civic & Commer

cial Association

Who was

A. E. HILDEBRAND

manager

Whose wide experience in

tractor demonstrations in

sured the success of the

event

and Former governor of Colo

rndo. now president of the

Agricultural & Livestock

Bum-nu of Denver

E. M. AMMONS C. L. CLINTON F. M. ROSS

Member of the executive

committee and prominent

in the Denver trade

Representative of the

Oliver Chilled Plow

Works
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Selling Optimism

To Your Own Organization

Henry Started Out to Do Just This—How Well

He Succeeded Is Told by His Own Men

SUALLY when a merchan

‘ I dising story is printed and

read, that ends it as a mat

ter of permanent record. Some

times it concerns a theory that the

man behind the idea has tested and

found good, but those stories are

not often along very novel. lines.

The other kind—the kind that you

want to know the answer to—are

those which deal with a new con

dition. These stories are advanced

when certain conditions arise and

later you wonder how they worked

out. Perhaps you tried it yourself

and succeeded. Then you wonder

about the other man.

MOTOR WORLD printed such a

story in the issue of Feb. 19 on the

spring selling of motor cars, as an

interview with H. R. Henry. At

the time that was printed a good

many dealers were in doubt as to

the future. Some read Henry’s

views of implanting optimism

throughout his organization with

considerable question in their

minds.

Some Man Wrote Him

Some man wrote to him about it.

Several persons have spoken to the

writer about the plan, expressing

considerable doubt. One thing that

can be said about Henry’s plan of

“treating the advanced price as a

fixed condition” is that nearly the

entire business public has joined

in that chorus. Henry was one of

the first in his community to begin

that preachment, but later he had

plenty of help.

But to get back to where we started,

we wanted to test Henry’s theory, so

that we could tell you whether he put

it across or not. So far, the test of cars

placed with consumers and dealers ap

pears to indicate an increase of 100

per cent in the business of the organi

zation for which he is the selling main

spring. A few days ago Henry put

this sentiment in writing:

“The spirit of optimism is prevalent

in our entire organization—this ap

plies to dealers’ organizations as well

as local. In my opinion, 30 days will

bring about av shortage of automobiles

unprecedented in this district.”

Very Good for Henry

Very good for Henry; you might

say that he was whistling to keep up

his courage. What about the rest of

his organization?

Well, we asked them about it, just

to learn if Henry had made optimists

of them all. Here are some of the

answers. Judge for yourself.

T. L. Haussman, president: So far this

year our sales departments have put over

a 100 per cent: advance. With the prices

in prospect for crops in our territory I

am expecting 1919 to be the topnotch

year.

W. G. Wallace, secretary, the financial

man: All departments have shown a big

increase in earnings over any previous

year. March promises to be the biggest

month we ever had. I expect 1919 to be

the biggest year with the biggest profits.

F. J. Probst, manager accounting de

partment: From the start we have made

I can see nothing but the biggest year. I

regard the future as WONDERFUL.

R. H. Patterson, Assistant Manager of

Wholesale: Dealers are stocking cars in

larger nuantities than ever. Splendid

retail sales are reported from the terri

tory.

A. E. Reece, Superintendent wholesale

department: Our dealers—and their

bankers—are taking a broader view of

financing the automobile business. and.

with very few exceptions, have been able

to take on themselves their entire allot

ment of cars. This has put them in A1

condition for the opening of the spring

season. The recent rains and retarded

sales have made them all enthusiastic

good roads boosters. They see where

good roads mean money.

D. M. A. Branch, Quincy, 111., dealer:

Our dealers’ organization is twice as

large as in 1918 and each will be sorely

disappointed in himself if his gross sales

are not twice as large as ever before.

Frank Rogers, dealer: My dealers

consider themselves fortunate that they

are connected with a distributer who can

supply sufficient cars. Reports to me are

that the farmer who expected that he or

his son would have to go to war, now

finds that he is to get $2.26 for his wheat

and he wants a car.

James Arbucklo, Jr., Poplar Bluff, Mo,

dealer: The good roads that are under

way this year are going to sell many cars

for us. Farmers in this section have the

money and are only waiting for the roads.

A. H. Allen, retail manager: ‘We are

telling buyers that an advance in price

is more likely than a lower cost. Cost

cannot be lowered until fundamentals of

living and construction are cheaper.

J. Gwynn, retail salesman: The ser

vice of our company has backed up

the salesman until they are not afraid to

sell cars, for there is no comeback.

Here’s Real Optimism

William Thompson, retail salesman:

After having had experiences with other

lines, the spirit of the management here

convinces me that I should have my ban

ner year.

Charles 0. Stewart, retail salesman:

The public, in relaxing from the war

strain, appears to have picked on the

motor car as a means of diversion. The

service of our company appears to be in

keeping with the spirit of the times.

Tom H. Phillips, retail salesman: The

spirit here has tremendously impressed

me. Before entering the service I was in

a bank. On my return, two banker

friends advised me to get into the auto

mobile line. I feel that I did not make a

mistake.

Charles H. Thurer, retail salesman:

After all, a car is only as good as the

company back of it. That is why we have

confidence to sell.

L. P. Hambuechen, retail salesman:

My commissions for February were

$1100. That is my answer. I went to

the undertakers with a conservation

proposition—to cut the cost of their lim
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ousine equipment. As undertakers be

lieve in standardizing their equipment,

I see good times ahead.

B. Hufi‘, retail salesman: I am looking

for a banner year because I am sold on

the Overland and am going to push my

confidence along.

George Duntze, retail salesman: The

service department has backed me up so

often and I feel that I am selling it and

I face my prospects with the utmost con

fidence.

J. P. Hart, retail salesman: After be

ing connected with other organizations,

I have been so impressed by the co-opera

tion and fairness of this organization,

that I am making extraordinary efl’orts

and meeting with extraordinary success.

C. A. Oppliger, retail salesman: There

never was a better selling opportunity

than the Overland Light Delivery Car.

It appeals so strongly to merchants from

an advertising viewpoint.

J. H. Gibson, manager used car de

partment: This year the used car busi

ness will reach its crest. The so-called

people have their pockets lined with

money and are not afraid of cars that

have been tested.

James F. Read, used car salesman: The

war taught so many persons to know cars

that they are not afraid to take on a used

car, hence we are set for our biggest

business.

J. J. Cratty, used car salesman! That

this will be our biggest year is shown by

the business done so far and the number

ready to buy and the lack of prejudice

against used cars.

A. C. Phillips, used car salesman: The

business this year and our prospects in

dicate at least a 50 per cent increase for

the year.

Now stop and think yourself back to

last Nov. 11 when Henry started to

put over a 100 per cent increase in

business in 1919. 'Think what your

own organization is saying and then

ask yourself: “Does it pay to be an

early optimist?"
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Editor Motor World: Enclosed

is a cost sheet that I worked out

which saves real money on the in

dividual job If used continually

there is no mod to do a guess at

the pried—L. J. Tillotson, Bakers

field. Cal.
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How , to Overcome

ow Window Reflections

‘ N l ALK along the automobile

row in any city on most

any day and instead of

seeing what is behind the glass you

see a lot of phantoms.

The result obtained by the lights

and shadows is what the camou

flage artists strove for during the

war. However, this is not what

dealers are striving for.

The product displayed is as

thoroughly concealed as would be

the case if very careful effort had

been made to conceal it.

This is not the sort of display

that is likely to put money in the

pocket of a dealer. What he wants

is to have people see his goods.

Watch the people passing along the

streets where automobile dealers have

established their showrooms. People

have to crane their necks and can see

little of what is inside the average dis

play room unless they make a special

effort to do so. Even then they are

not likely to get a good view. This

may result in some people entering the

salesrooms who otherwise would not

do so. It also prevents many people

seeing enough to arouse the curiosity

or interest necessary to persuade them

to enter these rooms.

It is only at night when the streets

are lighted by artificial lights and the

interior of the salesroom is flooded

with light that the average salesroom

display is effective. During daylight

hours the window glass might as well

be used for bill boards as far as its

being of service in selling automo

biles is concerned. -

Every line of business using display

windows has the same problem to over

come and many difi'erent methods have

been worked out. Many of these can be

applied to the automobile dealers’ prob

lems with an efficiency as great as has re

sulted in department, furniture and pi

ano stores.

Discover the Cause

The first step towards the solution of

the problem is to discover the cause for

these optical illusions, to find out why it

is that we see part of one machine and

the rest of another where only one ma

chine actually exists.

It is all caused by the reflecting powers

of glass combined with different degrees

of light. If you blacken the back of a

piece of glass and then illuminate the

front you have a fairly good mirror.

If you have used black velvet and

placed between the velvet and the glass

different objects you find that you can

see some of these objects, but also the re

flection of the objects in front of the

glass. It depends what these objects are

what result-you secure, but it is likely to

be one of confusion. The objects do not

appear natural.

The reflection troubles of the automo

bile dealer are caused by the fact that

there is a great deal more light outside

the display room than there is inside.

The darker interior tends to transform

the plate glass into a mirror. The dark

er the interior or the deeper the room

the greater is the reflecting power of the

glass brought out.

The result is that instead of displaying

the cars inside the salesroom, the build

ings across the street are shown, possibly

even the signs and show windows of a

competitor.

Of course, if there was nothing at all

on the other side of the street there

would be no trouble. There would be

nothing serious to reflect. If, however,

there happens to be a tall white build

ing just across the street that is what the

passerby sees in the window glass in

stead of the fine cars shown inside.

A very simple way to overcome this re

flection difficulty is to use enough artifi

cial light throughout the day inside the

salesroom to make the interior bright

ness equal or exceed that outside. This

remedy, however, will prove expensive

since possibly even more lights will have

to be burned in the day time than are

burned at night.

Another method which has been used

with success is curved glass in the win

dow. This requires special window frames

and glass that is bent with a curvature

such that the angle of reflection of ob

jects outside the window will throw the

reflection above the point of vision of

people on the sidewalk.

At one time there was a piano store

on Fifth avenue, New York, with a win

dow of this type. The glass was almost

invisible. It almost seemed as though

one were looking directly at the piano

displayed rather than through a piece of

plate glass. These windows, however,

have never come into any great degree

of popularity in spite of the fact that

they are so efl'ective in overcoming the

reflection. The special window construc‘

tion required and the high cost are partly

responsible for this. .

The most practical method is to con

fine the daylight display to the windows

alone and to make no attempt to make

the whole display room clearly visible

from across the street or from the side

walk.

The nature of the displays, the large

 

A portable screen in back of the car breaks up reflections very effectually
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size of the cars, the big investments in

decorating the display rooms and placing

the cars for display upon the sales floors

are among the reasons why automobile

dealers have been averse to using back

grounds in their windows and confining

the window displays to a single car.

There are not enough cars in most

salesrooms to make the display look

crowded or confusing if the whole dis

play room is used for a window display.

Effective Night Display

The effect at night of these displays is

all that can be asked for. During the

day, however, the effect is far from sat

isfactory—in most cases very far from

satisfactory. Instead of making the

. whole display room one well-arranged

and attractive window display the reflec

tions from the plate glass turn the whole

thing into a kaleidoscopic jumble.

By making the display during the day

only one car deep inside the window a

great deal of the reflection can be over

come. This is done in using portable

background screens of light color and

high reflecting power. The colors and

decorations on these screens must be such

that they absorb the minimum amount of

light and they must be made of material

that will break up the reflections of ob

jects across the street. In other words,

the surfaces must be of a rough texture

and the color highly reflective.

If these screens are placed close to the

car a very marked reduction in the

amount of reflection from the glass will

be observed. In most cases the car that

was almost entirely invisible before now

stands out sharply against the contrast

ing background of the screen. Instead of

having no display at all one car is prom

inently displayed.

This method is not expensive and will

be found to be as effective as any method

that can be adopted. The screens can be

made as ornate or as artistic as desired.

They can be made to harmonize with the

other decorations of the salesroom. In

fact, they can be made a real decoration.

At night they can be removed and the

whole floor thrown open to view.

Three or Four Screens to Car

These screens do not have to be as

large as the car. They should be small

enough to be easily moved and they net-d

not be placed and to end. A space can be

left between two adjacent screens. At

least three or four screens should he used

to a car and be grouped back of the car

in such a way as to bring out its outlines

and to cut down the window reflections

to the greatest possible degree. It will

require a little experimenting to find out

just the grouping that will give the best

results. .

In some cases it will be necessary to

use artificial light in addition to the

screens. The light should be thrown up

on the car from several different loca

tions. If it all comes from one source

it will serve to bring out the slightest

defect in the _finish of the car and to

greatly exaggerate this defect. If it

comes from several different light sources

all of the same intensity the result will

be much more pleasing.

A very good way to accomplish the de—

sired result is to install lights in the

four corners of the windows and equip

them with flood lighting reflectors. By

lighting the car both from the floor and

the ceiling, unpleasant reflections due to

the artificial lighting will be avoided.

Different degrees of brightness, how

ever, will be needed for different colored

cars. A black car will need very much

more illumination than a white one. In

fact, a white or a light colored one may

not require any artificial lighting at all

but will require a darker background

than the black car in order to bring out

its lines strongly.

Study Your Color Scheme

Since the success of this method of

overcoming the objectionable reflections

depends to a very considerable extent

upon the reflecting and light absorbing

qualities of different colors it is essen

tial that some knowledge of these quali

ties be acquired and used intelligently if

the desired results are to be obtained.

A light attractive color which at first

thought apparently would absorb but

little light may be the one that absorbs

a great deal and be the color that should

not be used. For this reason some table

of the light absorbing qualities of differ

ent colors is essential. There are now

published very extensive lists along these

lines. Most books on illuminating engin

eering give it considerable attention. The

following table, however, is complete

enough to give the reader a pretty good

idea of the right and the wrong colors to

use when making the screens.

Absorption of Light by Colored Paper

Percentage

of Light

Material Aborbed

White blotting paper . . . . . . . . . . . . . . . . ..18

White cartridge paper . . . . . . . . . . . . . . ..20

Ordinary foolscap . . . . . . . . . . . . . . . . . . ..80

Chrome yellow paper . . . . . . . . . . . . . . . . ..88

Orange paper . . . . . . . . . . . . . . . . . . . . . . . ..60

Plain deal paper (clean) . . . . . . . . . . . . . .50 to 60

Yellow wall paper . . . . . . . . . . . . . . . . . . ..60

Yellow painted wall (clean) . . . . . . . . ..60

Light pink paper . . . . . . . . . . . . . . . . . . . . ..64

Yellow cardboard . . . . . . . . . . . . . . . . . . ..70

Light blue cardboard . . . . . . . . . . . . . . . . ..75

Brown cardboard . . . . . . . . . . . . . . . . . . . ..80

Plain deal paper (dirty): . . . . . . . . . . . . ..80

Emerald green paper . . . . . . . . . . . . . . . . ..82

Dark brown paper . . . . . . . . . . . . . . . . . . ..87

-Vermlllon paper . . . . . . . . . . . . . . . . . . . . ..88

Blue-green paper . . . . . . . . . . . . . . . . . . . ..88

Cobalt blue . . . . . . . . . . . . . . . . . . . . . . . . . ..88

Black . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .95

Deep chocolate paper . . . . . . . . . . . . . . . ..96

French ultra-marlne blue paper . . . . . ..96.5

Black cloth . . . . . . . . . . . . . . . . . . . . . . . . . ..98.8

Black velvet . . . . . . . . . . . .' . . . . . . . . . . . . . .99.6

This table, though by no means com

plete, does show the importance of select

ing colors and materials for the back

ground screens with care. It will be

noted that there is a very considerable

difference in the absorption powers of

black velvet and of black paper. While

black velvet comes within four-tenths of

one per cent of absorbing all the light,

black paper only absorbs 95 per cent.

Blues, greens and browns absorb too

much light to make them effective as col

ors for background screens. White, yel

low and orange, however, can be used

with satisfactory results. The eye can

not always be trusted in picking colors.

Two colors that look alike to the eye may

be vastly different. One may.absorb more

light than the other on account of a

slightly different combination of colors

that has been used in mixing the colors.

Though the difference is not great

enough to be apparent to the eye there

may be considerable difference in the re

flecting powers of the two colors.

The materials used must also be consid

ered. As the table shows cloth absorbs

more light than paper. A textile surface

absorbs more light than a hard, smooth

surface. These are small points, but small

ones have to be considered if the window

reflection problem is to be solved with

the greatest degree of satisfaction.

Satisfactory screens used as back

grounds for the cars displayed with the

cars flood-lighted to the intensity re

quired to overcome the reflections on the

window glass if the screens alone do not

prove effective will overcome all troubles

from reflections now experienced by au

tomobile dealers.

To get the very best results, however,

and to secure these results at the mini

mum of cost it is necessary to pay close

attention not only to the selection of the

color scheme of the screens but also to

the material of which the surface is

made. The surface must not be made of a

material having too perfect a reflecting

quality. Neither must it be made of a

material that absorbs an undue amount

\of light. Some material such as paper or

similar substance in the happy medium

must be chosen.

Find the Leak.

66 HEN anybody tells you there’s no

money in a repairshop just tell

him to get busy, that there’s something

wrong,” says Charlie Starr of J. & G.

Starr & Co., Ford dealer at Decatur, Ill.

“At the end of the first year I ran my

shop here I figured, as nearly as I could

get at it, that I’d made just $14 on the '

year’s business. I nearly threw a fit. I

went all over my figures again with the

result that the best I could do was to

throw some doubt on that $14, even.

Then I called in an expert accountant.

“ ‘See here,’ I said to him, ‘something’s

wrong here and 'I can’t find it. Go to it

and see what you can do.’

“Well, that fellow worked seven weeks

—cost me a nice little $1000 fee—and

then he submitted a plan.

“I tried it out for a year and found I

had increased my profit to $700. Still I

wasn't satisfied. So I stopped up a few

more leaks and made some other changes.

Then I began to make money. Now, I

charge against my shop one-third of my

rent, heat, light and such things, $1500

as a salary for myself, and still show a

good profit every year. It’s just a matter

of system. Get the right system and

then stick to it. If you can’t get the

right system yourself hire an expert to

put one in for you. It pays, no matter

what it costs.”
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De \Palma Wins the Big Race at Sheepshead Bay

‘ Against a Field .of Crack Drivers

Sweepstakes Called Off and Each Race an Event Unto Itself—

Fifty Thousand Race Fans Watch Their Favorites Circle

the Track and Mow Down Old Records—De Palma

Makes 113.76 m.p.h. in 50-Mile Event

SHEEPSHEAD BAY SPEEDWAY,

June 14—Driving his car at a rate of

113.76 m.p.h., Ralph de Palma won the

504mile event here this afternoon by

covering the course in 26:23.40, inciden

tally breaking the record for this dis

tance which was made by Louis Chevro

let last year. Chevrolet’s time in mak

ing the previous record was 26:57.30.

Dave Lewis, second, even went ahead of

the old record, making the distance in

26:27.80.

In the shorter races which preceded

the main event, two records were broken

in the 30- and 10-mile races, Ralph Mul

ford winning the 30 in 16:01.20 and Tom

Milton being the victor in the 10-mile.

De Palma at the wheel

of the winning Packard

which broke the record

in the 50- mile event

his time being 5:20.20. Ralph Mulford

also captured the special 10-.mile event

in 5:24.20. The original plan called for

a 20-mile non-stock race for local cars

and drivers not entered in any of the

other events of the day, but this had to

be called off on account of the small num

ber of entries.

The purse offered the

amounted to $35,000.

The First Race for 10 Miles

Fully 50,000 race fans gathered to

watch the events. The grandstand,

contestants

which has 45,000 seats, was practically

full and hundreds of cars were parked

in the infield.

  

This crowded grand

stand gives an idea

of the interest the

Easter-hers take in

automobile racing

Just previous to the first race it was

announced that the first man in each

event would be winner instead of all four

events outside the local race being sweep

stakes. The first race, a 10-mile event,

opened with nine starters. Tom Milton

won in 5:20.20, with Ralph Mulford sec

ond in a Frontenac, Dario Rests third

in his Resta special, and Ralph de Palma

fourth in a Packard.

Second Race for 30 Miles

The second event, a 30-mile race, was

started with eight cars, of which only

five finished. Mulford took the lead al

most from the start and maintained the

(Continued on page 34)

Ralph Mulfo'rd and his

well-known smile. He

did not finish in the big

event, but showed up

well in the shorter races
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Why Don’t You Do

the Things You Know

‘You Ought to-Doil1:1 1:1

Reilly, with a softening tire,

stopped in front of Harvey’s

Garage and dragged the hose out of the

hole in the sidewalk and proceeded to

bring back enough resiliency to get his

Sennett sedan back to the service sta

tion.

“Help yourself,” smiled Harvey. “Air

is the one thing that hasn’t gone up in

price.”

Reilly laughed.

“We’re thinking of raising the price,

however.” ' ~

“Raising the price ?” inquired 'Reil'ly.

“Yes, we’re going to put in one of

these pay-as-yow-enter things that wind

up the hose and won’t let you get any air

until you contribute ten cents for foreign

missions.”

“Not bad! Not bad!" Reilly said,

laughing. “When a man wants air it’s

worth ten cents—and then some. No

reason why you should give it away if

you can sell it.”

And just then the dissertation on air

and other things was interrupted by the

abrupt stop of a customer who changed

the subject to greasy cushions. It was

all right, he agreed, for a mechanic to

sit in a car to test a motor, but he wasn’t

at all in favor of having Mrs. Customer

clean the grease oil“ with her new Sunday

skirt.

There really wasn’t much Harvey could

say, so he compromised by kidding the

customer along, making a declined offer

to pay the cleaning bill and cementing

a league of peace by giving the customer

a cigar. He breathed easier after the

customer had gone.

“Phew!” he wiped his brow.

“Well!” announced Reilly, concluding

the camouflage inspection of his tires.

“Yes—well!” replied Harvey.

“What makes you let the men sit- on

the cushions with their greasy overalls?"

“Gosh! I forget about it. I’ve been

going to fix up something so they

wouldn’t do that—but I forget."

“And what about washing the display

windows and keeping a good display in

them '2”

“I forget— Say! Don’t read me a lec

ture, please! I know I ought—”

“HOW about a little air, Harvey '!”

By Ray _W. Sherman

“And that’s just what I want to tell

you about. The things the people in this

trade OUGHT to do and DON'T do.

You know, Harvey, as well as I do, that

the popular conception of a garage is

that it is a dirty, greasy place in which

a person who is at all dressed up should

not go. You know, also, that it is cur

rent talk among car owners that they

can’t find in garages the things they

want to buy. If a man wants a fan belt

he may or may not get it, regardless of

whether the garageman has frequent

calls for it.

“And, since you and I and all the

other people in this trade K‘NOW these

things, why is it that we don’t do some

thing to remedy these conditions? Why

is it that you haven’t made some emer

gency covers for the cushions so that

dirt and grease are not wiped all over

cars when they are in your shop? Why

is it that you don’t pay any attention to

the appearance of your display window?

And why is it that you don’t keep your

stock up to date and keep it moving so

you can render some service to your

customers and make some extra money

for yourself?"

Get a Supervisor

“Well—you see—I’m busy and there’s

nobody to look after things like that.”

“Then, once again, I ask you, Harvey,

why you don’t get some measure of de

partmentization into your business so

there WILL BE somebody to look after

all these things that need to be looked

after? You KNOW that you need

somebody to look after these things and

still you don’t do anything toward get

ting that somebody. There’s no one to

blame but YOURSELF.

“Then, there are motor car dealers who

let 'customers come in and BUY cars

but who don’t begin to SELL them. They

K‘NOW they ought to get some spiz and

snap into their sales work but they

DON’T DO ANYTHING. There are

salesmen who KNOW that other sales

men are more successful and make more

money, and these salesmen who are less

successful KNOW there is something

about these more successful methods that

they ought to have. And not only that,

13 El

but these birds already KNOW what

some of those more successful methods

are but they DON’T DO ANYTHING

ABOUT IT.

“And there are mechanics who KNOW

that study helps a man, and thatthere

are a great many things they could study

to make themselves better mechanics.

A mechanic who can read can make him

self a pretty good engineer if he will

only study. This, of course, takes time

and effort. The mechanic, however,

isn’t handicapped 'by lack of knowledge

as to what to do. He KNOWS, but he

DOESN’T DO ANYTHING ABOUT IT.

“And now, Harvey, what I’d like to

have you tell me is, why don't we all do

these things that we know we ought to

.do?”

“Darned if I know,”

“What’s your answer?"

“I don’t know either,”, replied Reilly,

“but I do know this, that those people

who DO the things they KINOW they

OUGHT TO D0 are the ones who slide

by the rest of us like a house afire and

leave us wondering how they did it. And

the answer to our wondering is so sim

ple: They merely did the things they

KNEW they OUGHT TO DO.

“What little I’ve got I got by doing

said Harvey.

_the things I KNEW I OUGHT TO DO

and what I haven't got is because I failed

at that same point. The same thing ap

plies to you and every other man in this

and every other business.

“I, for one, would like to see this busi

ness on a little better plane. I’d like to

see cleaner garages, cleaner salesrooms,

better show windows, better merchandise

stocks, better mechanics, better mer

chandising, and everything better all

along the line. Furthermore, I'd like to

see the job done by the pepole' who are

in the trade to-day instead of having to

wait for a new crop to come along and

push the present aggregation of the

map, and—"

“And while you’re at it-—” Harvey

pointed to the again flattened tire.

“Yes, I know what you’d like to say,"

said Reilly. “If I had in that tire all the

air I’ve let loose around here it would

run a couple of thousand miles without

being patched.”
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A Contract Question

Editor Motor World: Please advise

your opinion in the following: Last sum

mer we had the sales contract for cer

tain territory, and copy of same enclosed

for reference.

Our contract expired July 30. Previ

ous to this date, or on about July 18,

other parties contracted for this same

car to succeed our contract after July

30 on certain part of our territory, and

immediately came into our contracted

territory and sold a car, saying it

was their territory, and tried to sell

another car on the same ground.

We, however, were working that ter

ritory at the same time and sold the

other buyer. We took up with these

otheragents about commissions on this

car sold in our territory before their

'contract took effect, and they said that

they wouldn’t do anythingrsaying that

we couldn't have sold that party a car.

‘Ho'Wever, this does not seem to us is

'the question, and that they should be

’liable for commissions on a car sold in

our contracted territory. ‘

We took it up with the jobbers in this

case and they claim that they did not

authorize these dealers to sell in our

territory until July 30, or when our con

tract expired, and for us to look to them.

What can be done in this state in a case

like this? Is a contract for the territory

like this ground for action to collect

commissions on sales made by other

parties and territory of new machines?

If I sold a certain car and took a

deposit on it, with the expectations of

getting the territory contract, and a few

'days after this I found out that another

man had signed up for the territory,

after I had sold this car—what redress

have I?

Have I any right to commissions if

this party that bought this car from

me takes one from the man that got the

contract? Or do I have to refund the

deposit money? I have not tried to buy

one'from the man that has the contract

but have tried to get one outside.

Would the dealer that sold me one to

fill this sale be liable to the local dealer

for cOmmissions on the delivery of this

car in his territory'l—Pederson Hard

ware Co., Chokio, Minn.

Answer—You said that you were en

closing a copy of the contract, but you

did not do so.

If you have a contract with a manu

facturer or some other person by which

you are given exclusive territory and
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sales are made in that territory you, of

course, have a claim for damages against

the party who contracted to give you that

right.

If you make a contract with a pros

pective customer to sell him a car before

you actually become the agent for that

make of car, 'you are not entitled to com

mission if the prospect you dug up there- ‘

after actually buy a car from the per

son who finally becomes the agent.

In a case like this a dealer should

not bother with trying to get his com

mission from the agents who get in on

his territory but should demand his

rights from the manufacturer direct.

Of course you will eventually have to

retain local counsel so I would suggest

that you do it an once because you have

nothing to lose and everything to gain

by cutting out delay.

 

Lien Law in Missouri

Editor Motor World: Can you give me

any information in regard to a lien law,

for the garageman, regarding the col

lecting of accounts against the automo

bile owner? We have a case on hand

where the owner refused to pay the bill

against his car, saying the labor was

too high. We had this car in the shop

about six weeks, and ordered about $75

worth of parts, which came C.O.D. We

paid for them and overhauled the car

from engine to rear axle, including

starter and all. The labor figured up

about $90, but we made a labor charge

of $85, and it was worth 'every cent'of

it, at the rates of 90 cents an hour. The

customer tried to settle this bill for

$100 but we refused to accept the check

for this amount, as he thought we would,

and he is a man considered to be worth

about $50,000. We are thinking of bring

ing suit for the full amount of $153.36

and damages for holding us out of the use

of our money. He took the car out over

two months ago and said it was running

 

MOTOR WORLD will be glad

to assist you with any, legal

problems. In writing give com

plete facts, copies of contracts,

papers, etc. Be sure to tell us

whether you maintain a permanent

file of Motor World, as inquiries

can frequently be answered by ref

erence to previous issues.

 

 

 

PERPLEXED?

Does some point of

law perplea: you? Why

don’t you ask Motor

World's legal editor to

discuss the question?

  

 

 

fine and seemed to be satisfied, but now

refuses to pay the repair bill. Can we

sue for damages, too, outside of the re

lifir bill?—Joyce Garage, Vanduser,

o.

Answer—In Missouri garagemen

have a common law lien on chattels

which have been improved by mechanical

labor, but the worker must retain pos

session of the chattels. If he allows the

chattels to go out of his possession he

loses the lien. As you apparently have

surrendered the car to the owner, you

no longer have a lien, but there would

seem to be no good reason why you

should not sue and recover the amount

you claim is due you. Consult your

local attorney at once and have him

institute suit for you.

Michigan Bad Check Law

Michigan has now joined the states

which are after the “bad check makers.“

The new Michigan law which has been

approved by the Governor and goes into

effect about August 18 says:

To punish the giving of checks, drafts or

orders on any bank or other depository.

wherein the person so giving such check or

draft shall not have sufficient funds or credit

for the payment of the same.

The People 0/ the State 0/ Michigan enact:

Section 1. Any person who, with intent to

defraud, shall make or draw or utter or de

liver any check, draft or order for the pay

ment of money, upon any bank or other de

pository, knowing at the time of such mak

ing, drawing. uttering or delivering, that the

maker. or drawer, has not sufficient funds

in or credit with such bank or other deposi

tory. for the payment of such check, draft.

or order. in full, upon its presentation. shall

be guilty of felony and punishable by im

prisonment for not more than one year or by

a fine of not more than one thousand dollars.

or both such fine and imprisonment.

Sec. 2. As against the maker or drawer

thereof, the making, drawing, uttering or de

livering of a check, draft or order. payment

of which is refused by the drawee when pre

sented in the usual course of business, shall

he prima facie evidence of intent to defraud

and of knowledge of insufficient funds in or

credit with such bank or other dePositorF.

provided such maker or drawer shall not

have paid the drawee thereof the amount due

thereof, together with all costs and protest

fees, within five days after receiving notice

that such check. draft or order has not been

paid by the drawee.

Sec. 3. The word "credit" as used herein

shall be construed to mean an arrangement

or understanding with the bank or depository

for the payment of such check. draft or

order.
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Modern Methods in Ford Service

(CONTINUED FROM THE JUNE 11 Issue)

Reboring the Cylinders—Fitting New Pistons—Fitting Piston Rings—Aligning the Connect

ing Rods—Burning in the Bearings

By J. Howard Pile

HIé is the third of a series of articles on the best methods of Ford repairing. The

first installment appeared in the June 4 issue. Future installments will deal with

burning in the bearings, transmission overhaul, magneto testing and repairing, the

ignition system, the carbureter, engine assembly, service operations on the rear assem

bly, front assembly, steering gear and all parts of the car.

PART I—THE POWER PLANT (Continued)

5—Reboring the Cylinders

YLINDERS can be rebored by a

G number of different methods. The

quickest way is by the use of a

boring mill which is specially set or spe

cially constructed for the Ford engine.

Such a machine is quite expensive, how

ever, and only the larger service stations

would‘find it profitable to own and oper

ate one.

There are several very excellent small

er tools on the market at the present

time which are really greatly modified

reamers especially designed for the pur

pose of boring out cylinders. These

operate by clamping a guide to the top

of the cylinder block. Through this guide

extends the shaft which has a cutter

head on the lower end. The cutters are

adjustable so that the cylinder can be

bored to fit the standard oversize pistons

and the cutter head is fed by a screw on

the shaft which turns in a nut or thread

ed hole in the clamp. Some of the types

are shown in Fig. 21. No specific in

structions can be given for operating the

tools as they vary in mechanical design.

The following operations cover the use

of any one of the tools:

1-Examine the bore of each cylinder

carefully to decide how much oversize

the bore will have to be. The standards

are:

No. 3021 (piston) 3%

(standard size)

in. diameter

 

THE following subjects have

been covered to date:

System in handling Ford service

The repair order

Labor operations covering repair

work

Engine division

Rear system division

Front system division

Chassis division

Paint division

Body division

Top and windshield division

Lamp and horn division

Special

Segregation of work

Arrangement of departments

Disposition of old material

I—The power plant

l—Removing the engine from

the car

2—Taking down the engine

3—Testing and straightening the

crankshaft

4—Rcbabbitting the cylinder

block

  

 

No. 3021-0 (piston) .0025 in. oversiza

No. 3021-D (piston) .03125 in. oversize

No. 3021-E (piston) .033 in. oversize

The bore should be measured at a

number of different places with an inside

micrometer and the cylinder bored to the

next largest standard oversize unless

there are scores and scratches, in which

case the sizes will be larger still. The

method of using the inside micrometer

for this purpose is shown in Fig. 22. If

the block has already been rebored to the

largest oversize, it will have to be dis

carded and replaced by a new one, as

there is a chance of running into a blow

hole or getting the metal of the cylinder

wall too thin at places and not only this,

but it would be necessary to make up

special pistons and rings which would

most likely cost more than the fitting of

a new block.

2—Set the cutters on the 'boring tool to

the exact oversize desired, using an out

side micrometer. The method is illus

trated in Fig. 23.

3—Glean off the top of the cylinder

block, scraping off all the dirt and

pieces of gasket with a putty knife. This

will allow the clamp to sit down true and

flat on the block so that the cutters will

cut a surface exactly at right angles to

the top of the cylinder block. Theoreti
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Fig. 21—There are a number of types of cylinder boring tools, three of which are here 8h0w’ll.

cally the clamp does not actually guide

the direction of the cutters, but any side

thrust caused by the clamp not being

set down true is bound to cause more

pressure on one side than the other.

Therefore it is best to have the clam-p

true.

4—Clean out the cylinder bore, remov

ing all oilI grease and dirt.

5—Clamp the cylinder block firmly in

place in such a position that the work

man will find it convenient and easy to

turn the handle. It is generally found

convenient to have some means of

clamping the block directly on the floor

or on a stand a few inches high. This

enables the workman to stand in an up

right position.

6—Put the clamp in place. On some

boring tools the cutter centers itself in

the cylinder bore by means of a lead

ring. In such a case it is only necessary

to insert the lead ring in the cylinder

and then bolt the clamp fast to the top

of the block. Other makes require cen

tering by hand and this must be done

very carefully to insure a true bore.

7—Set all the clamp bolts down good

and tight and be sure that they are all

equally set. One or two loose bolts may

throw the clamp out of line or allow it

to slip, which would be fatal to a true

bore.

8—Turn the handle of the bar which

rotates the cutters and also feeds the

cutters into the cylinder. The cutters

should 'be fed clear through the cylinder.

9—Repeat the operation on the other

cylinders.

IO—Remove all the chips and cuttings,
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first by blowing out with compressed

air, then by washing with gasoline or

kerosene.

6—Fitting New Pistons

If the cylinders have been rebored, the

new oversize pistons should fit into the

cylinders very closely [but should not

stick. Ordinarily lapping is not resorted

to in Ford work because the pistons are

very accurately sized and if the cylinder

reboring has been accurately done, there

is no need for it. It simply adds to the

expense of the overhaul operation with

out any appreciable benefit. In extremr

cases where the bore is not quite up I~

size or where oversize pistons are to be

fitted to old cylinders without reborins.

the pistons may be lapped in if they fit

too closely. In any case an extra charge

  

  

 

 

ter.

Fig. 22 (Left)-—-Measu1~ing the bore with a micronw

Fig. 23 (Above)—Setting the cutters with an

outside micromter. Fig. 28 (Below)—-The piston

pin bushing reamer
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Fig. 24—An old piston slit to make

a cylinder lap

should be made for lapping, over and

above the regular charges, otherwise a

loss may be sustained on the operation.

This is the procedure if lapping is

deemed necessary:

l—Take a Ford piston which is larger

than the diameter of the cylinder to be

lapped and turn down the head to the

diameter of the cylinder, leaving the

skirt full size. See Fig. 24.

2—Slit the skirt diagonally with a

hack saw.

3—Make a handle of 1-in. iron pipe

and fittings as shown in Fig. 25.

4—Smear the lap with a small amount

of fine grinding compound. It is not

necessary to use a large amount and an

excess will simply be wasted and will run

down the walls, getting over everything.

 

  

 

 

 

 

  

 

 

5—The proper lapping motion is a

combined twist and up-and-down stroke

throughout the entire length of the cylin

der. The lap should be turned from time

to time to bring new surfaces into con

tact.

6—When the cylinder has been lapped

so that the new piston will enter the

cylinder and slide clear through without

binding, the lapping is finished.

7—Coat the new piston with a mixture

of ground glass and oil and transfer the

lapping handle from the slit piston to

the new one.

8—Lap each piston into the cylinder

which it is to occupy.

- 9—The lapping should be continued

until the piston when dry and clean may

 

Fig. 26—This stand holds the pis

ton while the bushings are driven

out
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Fig. 27—This piston-pin bushing

driver is turned out of a solid piece

of steel, the diameter of the collar

being smaller than the diameter of

the bushing and the shaft fitting

into the hole

i

be easily moved through the entire

length of the stroke. It should not bind

when moved around.

lO—The clearance between pistons and

cylinders should be between .003 and

.004 in. for cast iron pistons. Alloy pis

tons require about twice this clearance.

If the difference in size is not too great

it is not necessary to use the slit piston

and the new piston can be lapped right

m.

7—Fitting the Piston Pin

If there is lost motion between the

piston pin and the bronze bushings in

the piston bosses, the bushings, or per

haps both bushings and pin will have to

be renawed. If the pin is worn, the wear

can be easily seen or it can be deter

mined with a micrometer.

1—Set the piston on a jig shown in

Fig. 26.

 

Fig. 25 (Left)—A

handle made up of

pipe fittings is used

to operate the cylin

der lap shown in

Fig. 24. The handle

should be made long

enough so that the

operator will assume

an easy position.

Fig. 29 (Right)—

The connectingwod

alignment jig is set

on a line with the

workman’s eye
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2—Drive out the bushings with a,tool

shown in Fig. 27. This is made with the

shaft 9. little less in diameter than the

diameter of the piston pin and the diam

eter of the collar a trifle less than the

outside diameter of the bushing. It ls

preferable that the whole tool be made

in one piece, turned down to size.

3—If an arbor press is available, a

similar tool and jig can be advantageous

ly used.

4—Drive in the new bushings with the

same tool and jig.

6—Ream the bushings to the correct

size with the piston bushing reamer

shown in Fig. 28.

8—Aligning the Connecting Rod

The two holes in the connecting rod

must be parallel both ways to insure

  
,_7i _7* . 

 

 

regula/r vise

perfect operation of the engine. Twisted

rods cause a great deal of trouble, rapid

wear and noisy engines. All rods, new

and old, should be tested before as

sembling the rod in the piston. A test

ing and straightening jig used and

recommended by the Ford Motor Co. is

shown in Fig. 29. This jig is bolted to

the bench on a block so that it is about

on a level with the workman’ eye.

l—Put the larger of the two arbors

through one side of the frame of the jig.

241ack the connecting-rod bolts a

trifle to allow the arbor to go through

the bearing.

3—-Slide the arbor through the bearing

and through the other side of the jig

frame.

4—Tighten the bolts.

SOFT METAL

LlNlNG

  

Fig. 30 (Left)—I)etailed drawing of the connect

ing-rod bending tool.

chisel mark on the piston ring goes to the top

Fig. 35 (Aimed—This

 

Fig. 31—Three types of piston vise, two to be attached to the bench and one to be used in a

5—Clamp the small arbor in the up

per hole with the small clamp.

6—Rest the small arbor first against

the top test surface to test for parallel

ism, then against the lower set to test

for twist. If light can be seen under one

side in either case, the rod must be bent

until the small arbor rests evenly doWn

on all four test surfaces.

7—The bending is done with the bend

ing iron shown in Fig. 30.

8—The connecting rod is now assem

bled to the piston with the piston pin.

9—The piston is clamped in a special

piston vise to prevent injury to the sur

face of the piston. Three types are

shown in Fig. 31. Two of these are in

tended to be fastened to the bench with

a hole for the connecting rod to drop

    

 

 

 

 

Fig. 32—Pisto-n-ring removing tool
Fig. 33—Fitting the rings to the piston
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Fig. 34 (Above)—Grinding down the ring edges.

Fig. 36 (Right)—Home-made tool for cleaning ring

groove

through when the piston is clamped right

side up for working on the piston rings,

and the other type fits in a regular ma

chinist’s vise. The faces are lined with

babbitt or soft metal to prevent injury to

the piston or rings.

10—Push the piston pin through the

bushings and upper hole in the connect

ing rod.

ll—Center the piston pin so that it

will not extend to the outside of the pis

ton when the rod is slid sidewise to touch

either boss.

12—Tighten

screw.

13—Insert and spread the cotter pin.

The connecting rod should swing freely

in the piston but should not have any

lost motion up-and-down. It is very easy

to confuse side motion with up-and-down

motion, especially if the piston pin is

well oiled. The connecting rod should be

grasped firmly in the hand to make the

test.

It is not advisable to attempt to re

babbit connecting rods as they can be

obtained from Ford branches cheaper and

better than you could do it.

9—l"itting the Piston Rings on New

and Old Pistons

Piston rings can be slipped on and off

the pistons by using any one of a va

riety of methods, but the piston ring ex

pander shown in Fig. 32 is the quickest

and easiest to operate. If the piston is

new:

l—Fit each ring to the groove and

to the cylinder that it is to occupy.

Fig. 33 shows the method of fitting the

rings to the pistons. Work the ring

around the groove. It should fit freely

all the way round.

2—H there are any high spots, they

are removed by rubbing the ring on a

piece of emery cloth mounted on a flat

board as shown in Fig. 34 or on a surface

the piston-pin clamp

 

 

 

FORD PISTON RlNC: GROUND

TO A CHISEL 'EDGE
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plate with grinding compound on it.

The fit should be free but not too free.

The rings must not be mixed after fitting.

Note—All rings now made by the

Ford Motor Co. are slightly tapered on

the outside to prevent pumping oil up

into the combustion chamber. The small

diameter goes to the top. The edge with

the smaller diameter is marked on the

inside by a light cold chisel mark as

shown in Fig. 35. This chisel mark must

go to the top of the piston.

3—The ends of the rings are now filed

down so that the rings will fit into the

cylinder.

4—A piston without rings is placed

in the cylinder.

5—Push one ring down above it.

6—Raise the piston to square the ring

in the cylinder.

7—File the end of the ring till the

clearance between the ends is about .004

in. or a little more than the thickness of

the paper that this is printed on.

8-—Assemble the rings on the pistons

with the chisel mark up.

. 9—Where old pistons are used, the

ring grooves are first cleaned out, re

moving all accumulations of carbon. A

quick and easy way to do this is with a

tool shown in Fig. 36. This can be made

from an old piston ring or can be forged

from tool steel so that it will retain its

edge longer.

10—New rings are fitted the same as

in the case of a new piston.

 

nected with.

The Next Installment of

MODERN METHODS IN FORD SERVICE

Will Appear in Next Week’s Issue

IT will deal with burning in the bearings with a bum

ing-in machine. This most up-to-date equipment will"

save many dollars on every job. A more perfect bearing

in a fraction of the time required by hand work will

appeal to every garageman.

erable number of devices for saving time, doing better

work and insuring more perfect jobs.

ments of the article will deal with overhaul operations

on all parts of the car including the rear assembly, etc.

EADERS are invited to write us concerning any

points that they do not understand. Be sure to

give us your name, address and the garage you are con

0! IIIIllIIIIlll\Alrlllll"NIllllilhnlllllylillilvlllHFi

It will describe a consid

Future install
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No. 2170—KEEPING FORD FENDERS

TIGHT

Front and rear fenders on Fords are

prevented from working out on the fen

der iron by removing the fenders, thread

ing the end of the iron and putting a nut

on after the fender is in place. This nut

will draw the fender up tight by pressing

against the regular Ford clamp.—Shern

& Albertson, Clear Lake, Wis.

No. 217l—SWING1NG A PORTABLE

LAMP

A portable lamp may be hung in any

desired position over the car or other

Work by the use of two ordinary window

shade stop pulleys and a few yards of

shade cord. One pulley is fastened over

head and to one side of the work and the

other is'fastened to a wall or post lower

down on the other side of the work. The

lamp is secured to the center of the cord

and by shifting the cord on the two pul

leys the lamps can be brought in almost

any position—Frederick A. Kissner, New

York City.

No.72172—INSTALLING roan START

. me CRANK BUSHING

A new Ford starting crank bushing is

drawn into place by inserting it as far

as it will go by hand, then putting a

bolt through the bushing from the front

end, a washer being placed under the

head so as to catch the front of the

crankcase front hearing. A nut and.

washer are put on the other end of the

bolt and the bushing drawn into place by

screwing down on the nut until the bush

ing is flush at the front end—S. Buck

man, Wentringham & Mitchell, Havelock,

Marlborough, New Zealand.

No. 2173—BUILDING UP BATTERY

POSTS

Pillar posts on storage batteries are

built up‘ by using a “post cup” made of

cast iron. This cup fits over the stump

of the old post and a new post is built

up in the hole with an oxy-acetylene

torch. The cups are made in four or

five sizes and shapes to fit the different

makes of batteries. An Exide battery

requires two tapered cups as the positive

is larger than the negative. The Willard

battery uses a straight cup and both

posts are the same size—R. McFarland,

Spillman's Garage, Newark, Ohio.
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Repairshop Shortodts

From Motor World Mechanics
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Make a Dollar ‘ .

0W often have you been '

compelled to rack your

brain to overcome some difi'i-v

culty? But when you did find

a solution—what satisfaction

vit was! Well, here’s a chance

for you to dig some of those _

life-savers out of their hiding

places and put them to work

for your fellow-craftsmen};

Send them to Motor,W0rld.

We will pay you a dollar for

every one accepted for pub

lication. '

The only requirements are

these:

l—Describe the shortcut

briefly but clearly, in few

words.

2-—Send a sketch, in pencil

or pen, no matter how rough;

our artists will finish the job.

3—Write on ONE side of

the paper only. '

4—Sign your name and.

initials, the_name of the com

pany you are with, and the

town. ‘

Write plainly. If your

name is unusual, print it in

capital letters.

  

 

No. 2174—EMERY PAPER HOLDER

Emery paper is made always accessible ,

and kept in good condition by rolling it

on spools and setting these in a small

stand. This stand is small enough to be

placed conveniently on the bench or

garage floor.—Autocar Co., New York

City. (From Commercial Vehicle.)

No. 2175—LOCATING INTAKE MANI

FOLD LEAKS

Intake manifold leaks are quickly lo

cated ’by the use of a piece of smoking

mosquito punk. This is moved around

all joints of the manifold and the flange

where the carebureter is attached. If

there is even a very slight leak, there

will be a thin line of smoke drawn in

with the air as soon as the punk is

brought near the leak—Hugo Engel,

New Braunfels, Tex‘.

No. 2176--SAVING THE WORK BENCH

. Wear and tear on wooden work benches

is largely eliminated by placing a pad

on the bench. This pad consists of a

cast-iron disk hollowed out in the center

to hold lead which is melted into it.

When the lead becomes too much bat

tered from hammering, it is simply

melted and re-cast—Autocar Co., New

York City. (From Commercial Vehiclel

No. 2177—BATTERY POST DRILL

A twist drill with a square shank can

be made into a very efficient battery

post drill by grinding ofl" the two lipsv

as shown in the illustration, leaving a

small tip at the center which leads the

drill straight and makes the use of a

center punch unnecessary. The clear

ance on the cutting edges should be

greater than for harder metals so that

the drill will cut faster. The size should

be 55 or ‘34. in.—V. M. Roberts, Mulberrv

Grove Auto Shop, Mulberry Grove, Ill.

No. 2178—USING A JACK

A TRUSS ROD

When an axle truss rod interferes

with the use of a jack, the difficulty

may be overcome by putting a piece of

U-section metal on top of the jack so

that the truss rod goes through the U

and the legs of the U bear on the rule

housing—Clemens Roeske, Chicago.

UNDER

 

Burning-In Bearings

will be treated in the

next installment of the

MODERN METHODS

IN

FORD SERVICE

This comparatively new way of fit

ting bearings will enable you to pro

duce twice as good a job at a very

much lower cost to you. MORE

PROFIT AND BETTER WORK.
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- The Man Who Waits for Price

IX MONTHS ago one of the biggest obstacles in the

Sway of sales was the belief on the part of the public

that motor car prices would fall. A few dollars

were cut off some prices immediately after the armis

tice was signed, and so the public reasoned that, figures

having started downward, they would continue.

But the prospect who waits for a lower price may find

himself sadly awakening some day to the fact that he

has done two things. He has left himself without a new

car for months and in the end has had to pay a higher

instead of a lower price. The facts in this editorial

may be used to advantage with such prospective buyers

as believe prices will fall.

At the outset let it be understood that the price cuts

made about January 1 and before were not real cuts.

Advances had been made during the early fall to take

care of the “war basis" production that was demanded

after January 1. Cars were being sold in October and

November at prices which really were not called for

until January. But, as a wise business move, the price

was put up early in order that a “100 per cent war basis"

might be reached as soon as possible.

It was as though a man said: “I will put $100 in the

bank to provide for myself when I lose my job January

1." Then, if he found he wasn’t going to lose the job

he could spend the $100. Which is what happened in

car prices.

Then, manufacturers, finding this price idea prevalent,

announced publicly that they would guarantee prices

for varying periods, many of which periods are now

drawing to a close. Wherefore, many prospects again

believe that prices will fall this summer.

Motor World has investigated this situation. Inquir

ies have been made of all manufacturers as to-whether

they intend to change their prices July 1. About 86

per cent of those addressed replied, and among them

are some of the largest, although a few of the biggest

producers did not make definite statements.

The replies received are unanimous. They state that

prices cannot come down. They are based upon ma

terials and labor, and unless these commodities fall

prices cannot be reduced.

Many of the letters are signed by old and experienced

production men. They say that if things keep going

the way they are now, HIGHER and NOT LOWER prices

may be expected. Not one of them seems to see any

change for lower prices.

One manufacturer says there won’t be any reduction

in HIS prices THIS year or NEXT year.

Another says his prices of to-day will remain in effect

“for several months anyway.”

Another states: “No revision will be made in our

prices. Labor is higher to-day than at any previous

times. A few articles have been reduced in price, but

some have advanced. At the present time we can see

no reduction in list prices."

Still another states that his present models are all

made and sold and shipped, and that when the new

model comes along in a short time with some refinements

and improvements it will be $100 HIGHER than the

present car.

Several have guaranteed prices until January 1, and

another says he won't reduce UNTIL THERE IS A

RADICAL REDUCTION IN THE COST OF LABOR

AND MATERIAL. You can set your own dates for the

reduction in labor and materials. And don't forget this,

that cars are nearly all labor in the last analysis.

“For your information,” says another, “we do not con

template any change in prices for the next twelve months

at least."

“It is our very firm belief,” asserts another old com

pany, “that our present prices will be maintained until

January 1, 1920.”

And one of the most popular lines issues this state

ment: “In spite of the increased cost of labor and the

difiiculty in obtaining materials in sufficient quantities.

we expect 'to HOLD TO OUR PRESENT PRICES. If

costs are still further increased, however, it may be

necessary within the near future to ADVANCE OUR

PRICES PROPORTIONATELY."

Similar in tone is this from another: “If there should

be any change made it would undoubtedly be AN AD

VANCE RATHER THAN A DECLINE. We find under

present conditions that the demand is for quality and

service rather than a reduction of first cost."

One maker, whose name has been before the industry

for years, says: “It is our opinion that there will be no

revision downward, but that the trend is rather up

ward." ’

Paragraphs like these could be written over several

pages, but they would tell no more than is already told.

Labor and materials, the foundation of the product, are

not likely to tumble very far, as every one knows, so

there isn’t much chance of reduction.

There are of course possibilities of lower prices in

the lists of certain lines. A big producer may efi'ect a

slight reduction because of the quantity production he

may attain, but he can’t get into his old stride as

rapidly as some people think, and, even if he does, these

decreases in price because of increased production can

not be proportionately great and, at that, they may be

entirely wiped out by increases in labor and materials.

The chance is small for reductions on this score.

Makers may add new models and bring out cars at

lower prices, but, if they do so, the ears can’t be much

better than other cars of approximately the same price.

Price is governed absolutely by materials and labor.

Production and efficiency as price makers have been in

effect for several years, and not much can be expected

from them.»

We probably shall not see cars at much lower prices

than now for many, many years, and, many keen think

ers believe, never in the present generation.

Why wait? Buy NOW!
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Exterior of the Nelson showroom in Channpaign

How the Nelsons Make Each Car Sell Four More

was regarded as the best grocery

store in Champaign, Ill., Ahi Nel

son has sold out and with the aid of his

sons is selling motor vehicles exclusive

ly. The eldest son, Bert C. Nelson, sug

gested 2 years ago the idea of taking

the agency of an automobile, believing

that he could make such a side line

profitable, and the parent approved.

A rear room of the store was utilized

as a showroom. After taking an order

from a customer for groceries, the sub

ject of a motor car was broached. Tact

fully, a demonstration was suggested.

Most of the patrons dismissed the idea

as a joke but later, in most instances,

they would agree to a ride.

: FTER conducting for 36 years what

Demonstrations in Dull Moments

The junior member of the firm would

devote the dull portion of the afternoon

to the demonstrations. It was not long

until he began to report some sales,

and the father, who was at first in

clined to be skeptical regarding the

proposition, was forced to admit that the

son was right.

At the outset, the Chandler car was

distributed, but later, the Milburn and

Ranch-Lang electrics were taken on.

Gradually the number of sales increased

until now the firm ranks as the leading

retail distributer of Milburns in the

United States, while it has sold a large

number of Chandlers.

A branch agency has been opened in

Peoria and a younger son, Harry Nel

son, placed in charge. Two other sons,

Clarence and Arthur, have become allies

and now the father and four sons are

working together. Clarence is head

mechanic and has charge of the service

department and looks after all adjust

ments. The father and other three sons

are salesmen.

A few months ago the grocery was

sold, as it was found that more money

could be realized from the sale of

motor vehicles in one month than in a

year from the grocery store. An agency

has also been opened at Bloomington

and other extensions of the operations

of the firm are under consideration.

The firm has set a high standard and

is beginning to attract attention due to

the large volume of business handled.

Their methods are out of the ordinary.

An effective ad is a small booklet upon

the cover of which appears the lineI

“What we Say about our Competitors."

The interior pages are blank. The

slogan of the firm is to make each car

sell four more, and every buyer is given

consideration long after the car has been

delivered and every effort made to con

From

Groceries

to

Automobiles

vert that buyer into a booster for the

firm of A. Nelson & Sons.

  

The California Automobile Trade

Association has adopted this em

blem which is being given wide

display by the members. It is car

ried on members’ cars, shown in

windows and other places. Over

the secretary’s signature appears

the following statement, “If you

will deal with a firm displaying

the above emblem, the California

Automobile Trade Association, con~

sisting of over 2500 members, will

guarantee you fair treatment."

  

Ahi Nelson and his four sons who used to conduct the best grocery store in Champaign and who now aspire to a

similar position in the automobile selling world
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Two Kinds of Ether

Editor Motor World: I am going to

ask you for a little information on how

much ether to use in 5 gallons of gaso

line—William Greenham, Hackettstown,

N. J. '

Answer—In the first place, we are un

able to give you any definite information

on this point unless we know for what

purpose you want to put the ether in the

gasoline. There does not seem to be any

advantage in adding ether to gasoline

excepting to make starting easier in cold

weather. There are two kinds of ether,

one called sulphuric ether, which is a

chemical prepared from sulphuric _acid

and alcohol, and used as an anesthetic

for operations. This ether is very in—

flammable, and evaporates very easily

and is often used for starting stubborn

engines by introducing a teaspoonful in

each cylinder in very cold weather. As

soon as the engine takes a few explo

sions the interior walls of the combiJs

tion chamber are warmed up a little bit,

and the engine will run on ordinary gaso

line. The other kind of ether is pe

troleum ether, which we understand is

being marketed by a number of the

larger oil companies, and this is sim

ply a very high-test gasoline, which

evaporates much more readily than the

ordinary automobile gasoline, or even

than benzine. It is usually sold in small

cans containing about half-pint and is

used in very much the same manner as

the sulphuric ether for starting in cold

weather, but the petroleum ether is very

much cheaper, and therefore more de

sirable for this purpose. If this does not

answer your question, please send us

more complete details as to just exact

ly what results you expect to attain by

using ether in the gasoline.

In the early days of automobile and

motor but racing it was considered quite

a smart trick to put various ingredients

in the gasoline to give the engine more

power and make the car or boat run

faster during the race, but with a more

thorough understanding of fuels and

carbureters, it is generally agreed that

the gain is little or nothing.

 

Front Wheel Alignment Puzzle

Editor Motor World: On a Cole Road

ster, is it possible for one front wheel to

be out of alignment without affecting

the other front wheel, causing the right

tire to wear prematurely and not show

any signs of wear on the left front tire?

One of our customers owns the above

car, which we have tested and find that

the front of the tires toe-in more than

the permitted 1.4 in.. to this we have

attributed the fact that the right tire

" llllfllflllllllflllllllllllflllllllllllIIIllllllllllllllllIlIIIlllI'lllllllllIlllllllllllIllllllllllllllllllllllllllllllllllllIllIllIllllllllllllllllllllllllIIllllllllllllillIllllIIIIIllllIIIIIIIIlllIlllIllIlllIllllllIlllllllIIIlIIllllIlllIllIlllllllllflllIIllllllllllllllllllllllllllllllllllllllllllllllllmm

SHOOTING TROUBLES

When asking for information, please state whether you maintain a permanent file of Motor World,

as many inquiries are answered by reference to previous issues

wears prematurely, but our customer

wishes to know why it is that the other

tire does not show any wear. We have

endeavored to explain to him how one

tire can wear before the other, but he

being of a mathematical turn of mind,

we have been unable to reason the mat

ter out in an everyday common sense

way, so have turned to you in the hopes

that you would be able to help us to ex

plain to him in mathematical terms how

it is possible for one wheel to be out of

line, wearing one tire, without affecting

the other.-—W. E. Diggle, Jr., Fisk Rub

ber Co., Charlotte, N. C.

Answer—It is quite possible for tires

to wear unequally on the front wheels,

as you have experienced. There are two

possible ways in which this unequal wear

may happen. Of course, it is obviously

impossible for one wheel to be in line

and the other out of line, because the

alignment is simply a relation between

the two wheels. Therefore, assuming

that the wheels are out of line compared

to each other, one theory would be that

there is more weight on the left ~wheel,

and therefore the left wheel is kept in

a straight line by the steering gear, and

it does the steering, while the right

wheel, which carries less weight, does the ,

slipping and therefore the tire wears out

faster. It would be quite easy to prove

the correctness of this theory by weigh

ing the two wheels separately, that is,

with everything in place the way the

car is ordinarily driven, driver in the

seat, etc., run the right front wheel onto

a platform scade, and accurately weigh

it, then do the same with the left wheel.

As the drive is on the left side, and it is

quite probable that the driver is alone

a considerable amount of the time, this

would seem to indicate that there is

more weight on the left side of the car.

and consequently on the left front wheel.
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If this theory is not proved correct by

the use of the scales, then the only other

possible way that we could think of that

this might happen would be where a

non-skid tire was used on the left side

and a smooth tread on the right side.

Obviously, the non-skid tread would keep

to the road, and do the steering, and

the smooth tread would do the slipping

and consequently take the wear. Of

course, if you line up the wheels the way

they should be lined up, neither of the

tires will show any wear from this

cause.

 

A Bouquet from Tasmania

Editor Motor World: I must con

gratulate you on the way in which you

run your paper, the Motor World.—

G. Charlton Rudge, Latrobe, Tasmania.

Helps Them in Their Work

Editor Motor World: We have been

constant 'readers of Motor World for two

years, and could not get along without

it, as nearly every issue contains some

thing that helps us in our work at some

time.-—Stents Garage & Machine Shop.

Fairview, Ill.

 

Helps Business

Editor Motor World: I have been a

reader of Motor World for several years.

and I wish to say that it has been a great

help to me in my business—John F.

Duby, Dorchester, Mass.

Changing to a Cloverleaf

Editor Motor World: Will you please

illustrate a design for making a Clover

leaf body from a 1912 Cadillac touring

car ?-—Toby Hook, San Rafael, Cal.
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A Narrowed Front

Character of business—Sales, service,

storage.

Details wanted—Two story building

on lot 150 a: 66 ft., with front part

48 ft. wide, 70 ft. back, then full

width, salesroom, store, entrance in

front and side, shop on second

floor, elevator, wash rack, battery

room.

Name—F. S. Hertzig, New Philadel

phia, Ohio.

Answer—We have drawn a plan for a

two-story garage on the size plot that

you have indicated and according to this

arrangement the total capacity of the

garage would be 48 cars for storage.

This would not include any cars that

were in the shop, those in the show room

or on the wash racks.

You will notice that there is a double

row of cars both on the first and second

floors and the six cars in the 'back row of

the first floor cannot be moved until the

cars in front have been taken out. Ar

rangements would, of course, have to be

made to store only the cars which go out

late in the back row and the same rule

L .i_~.. 7, v . ViISOTT

SCIENTIFIC CONSTRUCTION

GARAGES SHOWROOMS
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applies on the second floor, but there are

always a certain number of cars that are

more or less dead storage and these cars

_could be put in the back rows.

To keep things from moving slowly, it

would be best to have the front driveway

for driving in only and the side drive

way to the alley used as an exit only.

This would prevent confusion. You will

notice that there is a dumbwaiter from

o the parts and accessories stock room on

the first floor to the tool room and parts

room on the second floor. The parts most

used in repairing and service work are

kept. on the first floor. However, should

parts be required on one floor that are

kept on the other they can be sent up Or

down, as the case may be, by using the

dumbwaiter.

Two windows are provided on the first

floor, the front window being used for

sales over the counter and the rear win

dow.being used 'by the garage.

If you require room for storage of more

cars than is provided in the plan you can

make your shop or show room smaller

and put in six or eight more cars. On the

other hand, should you want more shop

room it will have to be at the expense of

storage space.
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A two-story garage with narrow

front for F. S. Hertzig
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While the battery room has been placed

at the front of the building on the sec

ond floor in order to secure better light,

there is no reason why it should not be

placed back against the tool room if it is

more desirable to have light in the shop

proper.

The division between the shop and the

rest of the garage on the second floor

need not be a solid wall but can be built

up of chicken wire simply to keep the

shop separate from the storage space.

Building for Ford Sales and

Service

Character of business—Ford sales

and service, tire sales, parts and

accessories.

Details wanted—Corner lot 80 a: 80

ft., room for service on 200 cars

intermittently, town of 2,500 popu

lation, with one other garage. Want

to know the best height of ceilings

and whether 20 per cent is too

steep a grade for a ramp.

Name—A. E. Clovis, St. Marys, W.

Va.

Answer—We believe that your plot is

plenty large enough for your purpose.

The plan which you have submitted

has some good features, but there are

also several objections to it and perhaps

the best way to explain the advantages of

the plan which we are printing is to state

the objections to yours. The storage

space on the ground floor is too narrow

for reasonable convenience in storing two

rows of cars and the storage space on the

second floor is badly broken up. At the

same time the arrangement of showroom

and shop units is not as neat as it might

be and according to the plan the paint

shop can only be reached through the

repairshop.

Examination of our plan will show that

many more cars can be stored and that

the arrangement of all departments is

compact and convenient.

The battery department was placed un

der the ramp because there was no other

particularly suitable place for it and

also because there was no other use for

this space, which is hardly high enough

to store cars. In order to obtain full head

room at the lower end it is advised that

the floor in this room be sunk a foot or so.

There is no front entrance driveway on

our plan because it would only be an en

cumbrance with the car arrangement

which we find is best. Also its elimina

tion means that the full frontage space

may be given to display purposes.
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It should be obvious that if you want

to have a larger accessory store and stock

room, these two may be enlarged by re

ducing the size of the showroom and

moving the offices to til.- right as much as

desired.

There is a dumbwaiter connection be

tween the accessory stock room and the

parts room upstairs so that steps may be

saved.

Twenty per cent grade is a little steep,

although it is used to some extent. Fif

teen per cent is the most desirable and

this is the slope we have used.

Fifteen feet is about the best distance

between floors.

An L-Shaped Building

Character of business—Storage, serv

ice sales.

Details wanted—Lot L-shaped, 130 ft.

deep, 100 ft. wide, 38 ft. on main

street, main garage on second

floor, quick service jobs on first

floor, oflices, showroom, parts and

stockroom.

Name—James L. McNair, Laurin

burg, N. C.

Answer—Your building is a particu

larly difficult one to lay out to the best

advantage in so far as storage is con

cerned. The general arrangement of the

first floor has been left nearly as you

suggested, but we have moved the show

cases and wall cases across the show

room to get them as near the stockroom

as possible so that parts and stock kept

in the stockroom can be handled through

a window and sold over the counter. A

window at the rear under the stairs is for

the distribution of parts to the shop on

the first floor. We have placed a dumb

waiter in the corner to supply the shop

on the second floor with parts that are

needed for repairs. If there is a great

deal of repairing done here, it would pay

to have another stockroom on the second

floor and separate the stock in such a

way that there would be a minimum of

.-___» aw“ i.
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A building especially designed for Ford sales and service for A. E. Clovis

hoisting up and down on the waiter.

For the purpose you have in mind, that

is, a quick repairshop downstairs and a

shop upstairs, there is hardly room for

more than 20 cars at the most and some

of these will have to be put in at a slant.

The two in the corner would have to be

those that come in early and go out late.

The elevator should have two doors,

one to the outside of the building so that

cars can go directly from the street onto

the elevator, and another inside that will

permit cars to be driven from the shop on

the first floor onto the elevator without

the necessity of going outside.

From Across the Seas

Editor Motor World: I have been a

subscriber to your valued publication,

Motor World, for several years and have

found it a most valuable educator and

helper in carrying out my duties as ser

vice and sales manager.—Arthur T. Bar

ron, Nattrass & Herris Motor Co., IJtd.,

Wellington, New Zealand.
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Keeping Up With Progress

Editor Motor World: Your magazine

has always been a great help to me in

keeping up with the progress of the

automobile business—George D. Stacy,

North Yakima, Wash.

Enthusiasm from Cover to Cover

Editor Motor World: Your magazine

is surely a wonderful help and inspira

tion to the small-town garageman who

sometimes grows discouraged. But every

week Motor World arrives with en

thusiasm from cover to coven—J. J.

Walker, Salem, Ohio.

Part of His “Equipment”

Editor Motor World: Enclosed please

find check for $2. Start sending Motor

World at once to the address below.

Motor World is an indispensable part of

my equipment.—Junius S. Wade, Augus

ta, Ark.

  

'Illillflmm:

SHOP

U 1 l u a 74'

.nuunxr

 

ELEVATOR

SHOP

m

QUICK Sill/KI

U aim-um

burn

 

 

pr»: 41

  

 

 
 

  

E

STOCK 1100"
%

J.ssowzoon ‘ x

  

(I;

 

    

L‘. \" x: w » \v)

  



June 18, 1919

3|MOTOR WORLD

or;RETAIL NEWS
MIDDLE WEST

C. H. Clemons, Weldon. 111.. has completed

a new garage, 64 x120. He will do a gen

eral storage and repair business and conduct

a. sales agency and accessory store.

Pierce .1. Caldwell, Decatur. 111., have

opened a garage which has been remodelled

from the New England building. The struc

ture is of two stories. An elevator has

been installed. The firm will do a general

repair and storage business and later may

conduct a sales agency.

Axel Christopher and F. E. Harvey, Mo

llne, 111., have formed a partnershlp, and

opened a garage and sales agency at 409

Thirteenth street. Branches will be opened

later in East Mollne, Rock Island and other

points. The firm will be distributors for

ahe Oldsmobile cars and trucks.

C. H. Nlckcy, Springfield. 111., has opened

a garage and sales agency at 311 Monroe

Street. He will be distributor for the Paige

cars In the Sangamon, Menard and Logan

counties territory.

Wllllam Walters and Morris Cohn, Dan

ville, 111.. have organized the Independent

Tlre Co., and will operate a. tire and acces

sory store at 103 East North Street, and wlll

also do a vulcanizlng business.

E. L. Garlng, Davenport, Iowa, has opened

a tire and vulcanlzlng sh0p at 508 Harrison

Street.

M. W. Edlund, Mollne, 111.. has taken the

agency for the Prest-O-Lite batteries and

opened a. service station at 313 16th Street.

Auto Supply and Accessories, Elgln. 111.,

has opened a store at 2 N. State Street, thls

city, and G. F. Eby has been appolnted man—

ager. Another store is to be opened at

Jollet, 111., at the corner of Joliet and Van

Buren Streets and J. A. Kremer will be the

manager. The main store at Aurora, 111.,

wlll continue under the management of E.

H. Roblnson. '

Dan C. Blokel, Galeaburq, 111., has been

appointed manager of the Midwest Tire and

Sales Co.. and a. sales and service station

has been opened at 49 South Street.

E. D. VanAradell, Galesburg, 111., has taken

the agency for the Oakland and Liberty

cars, as well as Reo trucks for Knox county.

WIIIIam D. Anderson, Mollne. 111., has

opened an accessory store under the name

Mollne Auto Supply Co., at 1604 5th Ave. He

was formerly wlth the Mollne Universal

Tractor Co.

SOUTHWEST

Mexlco Tractor 8‘ Implement Co., Mexico,

M0., has opened for business. Chas. H. Bra

den is manager.

K. A. Smith, Hot Springs. Ark.. wlll erect

a $10,000 filling station in the near future.

5. M. Lyon, Ottawa, Kan, has opened a

new battery service statlon.

E. P. Houser, Ottawa, Kan., has opened a

new servlce station He also handles a line

of automobiles.

Southwest Tlre 60., Springfield, 11110., has

opened for business.

A. D. Herbal, Hunter. Kan, has opened a

n-pairshop.

Walter Towner, Marquette, Kan.,

opened a repalrshop.

has

Thomas Burch, Manhattan, Kan, has so

cured the agency for the Liberty motor car

and will establish several sub agencies.

Noyes-Montgomery Motor Co., Hutchinson.

Kan., is moving to new quarters, and wlll

have more than three times the original

floor space. This company i agency for

the Oakland. Premier and International

truck.

E. E. Wood, Montgomery City, Mo., has

recently opened a Gates Half-Sole tire ser

vice station.

E. N. Schrlbcr and J. M. Baker, Eldorado,

Kan, have secured dlstributlon for the Oak

land motor car in the northern half of Butler

county.

Rlchmond Tlre & Repair Co., Richmond,

.\lo., will soon be opened in the Hughes

Building. Wm. Schaub will be the manager.

Economy Car Appllancc Co.. Tulsa, has

been chartered with $100,000 capltal by John

D. Fallyer, Seymour, Mo, Samuel A. Boor

stln and E. J. Taylor, Tulsa.

Rlchmond 6|. Alder, Seguin. Texas, have

opened a vulcanlzlng and repalr shop on

W'. Center Street.

8. B. and J. W. Webb, Dermott, Ark., plan

to erect a new $20,000 garage.

J. G. erght, Lincoln, Nebr.. sales man

ager for the Wittman Battery Manufactur

ing Company, will opeh a branch of the

.company at Guthrie, Okla.

Houston Motor Truck 60.. Houston, Texas,

has moved lnto the new quarters, which con

stitute the largest exclusive truck salesrooms

in Houston. F. E. Wllson Is manager.

E. M. Wllholt Oil Co. ls erecting a. modern

filling station at Springfield, M0. The build

lng will be brlck, trimmed with stone.

Temple Motor Co., Wichita, Kan., has been

purchased by Fouts and Harvey of Eldorado,

who will open a modern garage and service

statlon 1n the near future.

H. Harlow, Union, Mo., has opened a. re

palrshop.

McClellnnd-Gentry Motor 60., Oklahoma

City, is making plans for the construction

of a three-story and basement building of

brick.

PACIFIC COAST

Durham & Strider have opened a repair

shop at San Anselmo, Calif.

Stoll Bros. have opened a repair shop at

218 S. Broun Street, Napa, Callf. '

W. 8. Collins has been appointed manager

of the Plnole Garage, Pinole, Calif.

Joe Zampettl has added a repair depart

ment to his blacksmith shop at Larkspur.

Calif.

B. A. Freeland has opened an Exlde bat

tery servlce station at 232 Main Street, Pe

taluma, Calif.

Sebaetopol Tlre a. Repair Shop has been

established by P. S. Kurth and C. H. Galupie

at Sebastopol, Callf.

Branch &. McCorkle have purchased the

agency for the Stephens car in Alameda,

Contra Costa and Napa countles from W.

J. Benson Co. and have established sales

headquarters at 3068 Broadway, Oakland.

Scrippe-Booth Co. of California has In

corporated with Cliff Durant, president, Nor

man do Vaux, vlce-presldent, A. L. Warm

lngton, treasurer, and C. M. Stoves, secre

tary. The company will operate in the states

of Californla, \Vashlngton, Oregon, Idaho.

Nevada and Arizona, with headquarters at

2857 Broadway, Oakland, Harry McKnight

ls manager and G. B. Osborn, assistant

manager.

Manning &. Sons have purchased the re

pairshop at 347.4th Street, Holllster, Calif.

Eureka Vulcanizan Works has been estab

lished at 422 San Benito Avenue, Holllster.

Calif., and w111 stock salvage tires.

Wllbur Warnoek, owner of the San Juan

Garage at San Juan Bautlsta. has added a

complete stock of accessories and a battery

department.

Normandln-Campen Co. of San Jose, Calif.,

has establlshed a. branch at Holllster with

H. Baehr in charge of the sales of Hudson,

Velle, Saxon and Chevrolet cars, as well as

Republic and Peerless trucks.

Harvey L. Burchcll, Studebaker dealer at

Salinas, Call-L, has opened a branch at Wat

sonvllle with his brother, Tom, as manager.

L. E. Rogers, formerly manager for J. H.

Jefsen Co., has opened the Rogers Garage

at Salinas, Calif., and wlll handle the Nash,

Reo and Dort lines.

J. L. Clark and H. s. Morton have opened

an Exlde battery station at Salinas, Ca11f.,

as the Auto Electric Battery Service.

Charles E. Barnes has purchased the Dle

sadera Garage, 717 Dlvlsadera Street, San

Francisco.

Harry Wolverton, formerly manager of the

Oakland, Pacific Coast League baseball team.

has purchased the Coliseum Garage at 358

Baker Street, San Francisco.

Ed Morrison has opened a repairshop in

the St. Supery Garage, 1530 Tell Street, San

Francisco.

Palln Bros. have opened tlre salesrooms

and a vulcanlzlng shop at the corner of Ex

change Avenue and Third Street, Santa Rosa,

Calif. A hydraulic press has been installed.

Davis 6. Mason have established the Fa

shlon Garage at 17 Main Street, Santa Rosa,

Calif. The building is 1301120 and sales

rooms for Moon cars occupy the street side.

Dave Caro has purchased the American

Garage at the corner of California and Lo

cust streets, San Francisco, and lnstalled a

repalrshop.

Guarantee Garage, 118x50 and 38 feet

high, has been opened at Petaluma, Calif.

M. A. Joseph has resumed the ownershlp

of the Service Garage at San Juan Bautlsta,

Calif.

EAST

Bartlett Garages, Inc., Philadelphia, has

conveyed to the Foss-Hughes Co., distribu—

tor of Pierce-Arrow trucks In that territory,

the buildings—two three-story and one one

story brick—at the northeast corner of

Twenty-first and Market streets, on a slte

221x180. for a conslderatlon recorded as

nominal, subject to a mortgage of $100,000

and a ground rent of $17,200. The deed

hears $85 worth of war tax stamps. The

property is assessed at $400,000.

Joseph J. Greenberq, Phlladelphla. 1s hav

ing plans prepared for a sales and service

building to cost $80,000, to be erected at

1408-1410 North Broad Street. The structure

will be two stories high, 62:;200 ft, and

wlll be of reinforced concrete and brick.
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Charles Kahn, Philadelphia, is having plans

prepared for a sales and service building to

be erected at 8304-3314 North Broad Street.

George Stuetzer, Philadelphia, ,will build

a brick garage at Warnock Street and Lin

drey Avenue, to cost $1,270.

H. J. Law, Philadelphia. will build 3. ga

rage at Sansom and Sixty-first Street.

Empire Garage, Harrisburg, Pa.. has

opened for business. which includes general

repairing. at 677-679 Briggs Street.

Columbia Storage 00., Philadelphia. is

having alterations. to cost upwards of $100.

000, made on its building at Sydenham Street

and Columbia Avenue.

J. L. Welbley, Harrisburg, Pa., has opened

at Fourth and Chestnut streets. that city, a.

sales and service station for handling the

Franklin car and its repair and service work.

George Compton Kerr has been appointed

manager of the sales department and Boyd

Enck, manager of the service department.

NORTHWEST

Lleut. A. D. Mead, identified for the past

five years with Lahr Motor Sales Co., Over

land distributor out of North Dakota. has

opened 'a sales agency for Overland cars and

International trucks, operating under the

name of Overland-Mead Co.. Dickenson,

North Dakota.

Rose a Son, Onawa. Iowa. have sold

their garage to Wilbur Clodtelter.

S. V. Cooney, Malvern, Iowa, has pur

chased the interest of his partner in the

Cooney-Himmiler garage.

Lingo Bro... Norwich, Iowa, have pur

chased the A. F. Woodward Garage at She

nandoah. Iowa.

Saints Highway Garage, Bedtord. Iowa.

has been sold to James Salter.

Tires and Flowers

  

THAT beautiful flowers and handsome tires make a most happy combination

was demonstrated in a recent window display in Boston, arranged by the

Boston branch of the Miller Rubber Co., of Akron, Ohio. The placing of auto

mobile tires in the window of a large floral shop was in itself so unusual as to

attract extraordinary attention

Hercules Bodies for Ford Trucks

OMMERCIAL bodies in a number of

different types are being manufac

tured for the Ford trucks by the Her

cules Buggy Co., Evansville, Ind.

The No. 301 body has inside dimen

sions 94 x 45% x 12 in. and is furnished

with a cab top. The frame includes sub

sills made of hardwood securely ironed

and braced. The end gate has three

hinges and a full chain drop. It is painted

dark green and fitted with flare boards.

The No. 301 body with box seat is iden

tical with the previous body, excepting

that it has no cab top.

The No. 311 canopy top body with cab

has a six post top with splendid roof and

curtains. Other models are straight

bodies, platform and platform with slat

sides and end gates.

  

The body shown above has high slat sides and a. vertical sliding door in the and

you. This is suitable for cattk. The bodies below are open and covered er

press, both fitted with driver’s cab
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\CARSAFE LOAD GOVERNOR

This is a load governor for

trucks and consists of two

parts, the registering device and

the controlling device. The

‘registering device is a casting

which takes the place of the

usual spring shackle. This

casting is especially designed

ifor each type and size of truck.

IAll other parts are standard

for all types and sizes of trucks.

The registering device consists

of two parts. The upper part

attaches to the body and the

lower part carrying the spring

Jbolt. The operation of the

device is by means of a hydrau

lic system which cuts out the

ignition current when the

truck is overloaded. In order

that ignition may not be inter

fer-red with due to road shocks

while the truck is running, the

device is rendered inoperative

while the truck is in motion.—

Cammen Laboratories. 42 ‘vVest

Thirty-Ninth Street, New York

City.

KING HAND HOIST

 

  

This is a hand hoist for dump

ing bodies and has a capacity

of 4000 lb. The power is trans

mitted from the hand crank

through a train of gears to a

cable which runs over a pulley

and lifts up the body. As the

Iload is lifted. the hoist gradu

I ally falls back toward the body.

I making the pull always straight.

}The hoist is shipped complete

with baseboard for attaching to

I any chassis. The holes are bored

I where required. and the board is

" bolted to the frame. A space of

‘ 11 in. is required back of the

seat for the installation of the

hoist. Price $50. Hebb Motors

Co., Lincoln, Neb.

MILLION COMMERCIAL

COWL FOR FORDS

This is a cowl used in chang

lng a Ford to a commercial car,

and is made of heavy steel fln

ished with one coat of primer

only. It may be painted any

color to match the rest of the

car. Price $5. Million Motor

Co., Adrian, Mich.

I

SPEE-DEE HAND CLEANSER

This is a greaseless prepara

tion for cleansing the hands of

all kinds of material. It is fur

nished in cans of various sizes,

and dealers are furnished with

counter display cards litho

graphed in several colors. By a Million Commercial Cowl

Klng Hand Holst

Lightning Change Rims
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special folding arrangement,

space is provided for the display

of an actual can of the product.

State Chemical Co., 656 West

Austin Avenue, Chicago.

O'BRIEN ENGINE BLOCK

SUPPORT

This is an adjustable support

for engine blocks, the station

ary part of the support being

bolted to the bench and the

movable part of the support

being bolted to the cylinder

block. The movable part or

support arm is bolted to the en

gine with the engine-head bolt

when removed from the car and

the spindle and of the arm then

slipped into a box bolted to the

bench. No lifting out of the

engine is necessary after mount

ing on the support. The arm

with the engine attached re

volves on the spindle and can

be turned in any position con

venient for the work being done

and rigidly held there by tight

ening one screw. The part of

the arm that bolts to the en

gine is offset from the center

of‘ its spindle bringing the cen

ter of the engine in line

with the spindle to balance the

engine. The support is rigid

enough to allow an engine to be

run in with a belt. Price $18.50

Economy Auto Supply Co.,

Empire Building, Denver.

MILLION CAPILLARY OIL

FILTER

This is an oil filter for re

moving particles of dirt and

sediment from dirty oil so that

the oil can afterwards he used

for machinery, etc. In opera

tion the oil passes through a

series of fine mesh brass wire

filter cloth and is then filtered by

going over a series of wicks by

capillary attraction. Made in

two sizes, 30 gal. for garage

use, price $35, and owner size,

10 gal.. price $20. Million Motor

Co., Adrian, Mich.

LIGHTNING CHANGE COL

LAPSIBLE. RIM

This is a part to be attached

to old rims. converting them

into lightning change rims. The

parts consist of a strap with a

ball and socket Joint to be riv

eted to the rim, thus acting as a

hinge. and another strap loose

ly riveted at both ends so as to

permit the rim to collapse when

bounced upon the ground. The

inner tube must he deflated to

allow the rim to collapse. Light

ning Change Rim Co., Berrien

Springs, Mich.
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De Palma Wins the Big Race at

Sheepshead Bay

(Continued from page 16)

lead straight through to the finish, al

though he did the last quarter of the last

lap on a flat tire.

The entries were:

Car No. Driver and Car

l—Dario Resta, Resta

2—Ralph Mulford, Frontenac

3—Joe Thomas, Mercer

4—Ralph de Palma, Packard

7—Louis Chevrolet, Frontenac

38—Dave Lewis, Meteor

48—Ray- Howard, Peugeot

Milton, the winner of the first race,

did not start in the 30 mile event, as his

car was undergoing repairs to fit it for

the 50-mile event. Reynolds did not

enter either. Chevrolet had trouble with

a burned valve at the end of the sixth

mile and had to give up.

The race started as a three-cornered

fight between Resta, Lewis and De

Palma, but when Resta went out at the

end of the third lap with spark plug

trouble, Mulford had a safe lead on his

follower, but he did not slow down on

that account, but drove at a furious pace

till his right rear tire went down on him

in the last lap. Even with this he fin

ished in 16:20.4. De Palma was second

and Joseph Boyer third. The best pre

vious time on this speedway was

16:31.00.

In place of the special 20-mile event

for local amateurs, which was called 06,

1 2 3 4 5

2 2 2 2 2

4 4 39 39 4

39 39 4 4 '39

38 38 38 38 38

3 3 3 3 3

27 27 8 21 21

9 9 21 9 9

21 21 27 '
.

  

another 10-mile race was staged with six

starters as follows:

Car No. Driver and Car

2-—Ralph Mulford, Frontenac

3—Joe Thomas, Mercer

4——Ralph de Palma, Packard

9—Tom Milton, Duesenberg

38—Dave Lewis, Meteor

39—Joseph Boyer, Jr., Peugeot

Ralph Mulford won this in 5:24.20;

Joseph Boyer, Jr., second; Ralph de

Palma, third; Dave Lewis, fourth. All

the cars maintained the same positions

throughout the race that they assumed

at the end of the first lap excepting Tom

Milton, who retired after finishing one

lap.

De Palma Wins the 50-Mile Event

The 50-mile race, which was the big

event of the day, was won by De Palma

in his Packard special at the rate of

113.76 m.p.h. These nine cars and driv

ers started:

Car No. Driver and Car

1—Dario Resta, Resta

2—Ralph Mulford, Frontenac

3—Joe Thomas, Mercer

4—Ralph de Palma, Packard

9—Tom Milton, Duesenberg

21—Denny Hickey, Stickel

27—Ira Vail, Hudson

38—Dave Lewis, Meteor

39—-Joseph Boyer, J r., Frontenac

6 7 8 9 10 11 12 13 14 15

2 4 4 4 4 4 4 4 4 4

4 2 2 2 39 39 2 39 38 38

39 39 39 39 2 2 39 38 39 39

38 38 38 38 38 38 38 2 2 2

3 3 3 3 3 3 3 3 3 3

21 21 I 21 21 21 21 21 21 21 21

.

Ray Howard and his Peugeot, which

won the Indianapolis race on May 31,

did not start as he was having some me

chanical trouble. Neither of the other

two Frontenacs piloted by Louis Chevro

let and Reynolds showed up.

Mulford pulled right out in the lead

with De Palma close on his heels and

for six laps the cars were so close that

it was impossible to see which one was

leading until the cars passed right in

front of the grandstand. Mulford man

aged to keep a shade in the lead, how

ever, but was finally passed by De Palma

on the curve going into the back stretch

of the seventh lap. The Packard pilot

had put on a terrific burst of speed at

this point, but this did not get him a

safe margin, as Mulford hung right to

De Palma’s tail for the next three laps.

In the eleventh, De Palma managed to

increase his lead to about 50 ft. After

this Mulford steadily lost ground, drop

ping to fourth place in the thirteenth

and finally stopping altogether on the

back stretch in the seventeenth. In the

meantime there was a duel between

Boyer and Lewis for second place.

Boyer maintained second place from the

seventeenth to the twenty-fourth lap,

but was finally nosed out on the home

stretch by Lewis.

With Mulford out of it and a fairly

safe lead on the duellists for second

place, De Palma took thiugs easier, but

still came home with a new record. Mul

ford's first two laps were run otf at the

rate of 1:11 per lap.

Ira Vail went out in the third lap and

Resta gave up after the first.

The positions maintained by the cars

were as follows:

16 17 18 19 20 21 22 23 24 25

4 4 4 4 4 4 4 4 4 4

33 39 39 39 39 39 39 39 39 38

39 38 38 38 38 38 38 38 38 39

2 3 3 3 3 3 3 3 3 3

3 21 21 21 21 21 21 21 21 21

21 21 ’

 

Jordan Talks in Des Moines

DES MOINES, June 14—“This is the

greatest year in automobile history, the

year of greatest opportunity for the

salesman who has a value, an idea of'

service to the buyer and applies the

golden rule policy to his business," was

the message brought to the Motor Trades

Bureau of the Des Moines Chamber of

Commerce by Edward S. Jordan, presi

dent of the Jordan Motor Car Co., at the

monthly dinner of the bureau, June 9.

Jordan predicted a great increase in

motor buying and in truck building and

stated that the saturation point would

not be reached until every man, woman

and child had a motor car which would

not wear out.

He urged the employers to foster co

operation from their men by promoting

enthusiasm, friendly rivalry, better

methods, profit sharing and a “good ex

ample set by the boss." Profit sharing

does not mean giving away money, ac

cording to Jordan. It'means the dis

tribution of the rewards according to

the efforts of the men who make up our

organizations.

Reduce War Vehicle Orders

WASHINGTON, June 13—The con

tracts for motor vehicles placed by the

War Department during the war and

amounting in all to $416,528,000 on Nov.

11, 1918, were reduced by cancellation or

completion to $17,970,000 on May 17. Of

the total, 67 per cent was canceled, 29

‘per cent filled, and 4 per cent still re

mains on order.

 

Du Pont to Build Passenger Cars

NEW YORK CITY, June 16—The Du

Pont Motor Mfg. Corp. has been organized

under the laws of the State of Delaware

with general offices at Wilmington, Del.

The corporation will manufacture Du

Pont motor cars. Announcements of the

policy of the corporation will be pub

lished shortly. This corporation is not

affiliated with the E. I. Du Pont de

Nemours & Co.

.___.

J. & D. Tires on 6000 Mile Basis

CHARLOTTE, N. 0., June 13—The

J. & D. Tire Co. will adjust from date

all J. & D. casings, including those in

stock, on a 6000 mile basis.

Service Men May Organize

NEW YORK, June 15—A meeting of

service managers and mechanical super

intendents of metropolitan service sta

tions will be held at 8 o’clock Monday

evening, June 23, at the Automobile

Club of America, for the purpose of con

sidering plans for bettering service

through an educational organization. An

invitation has been extended to any who

are interested in the service division of

the trade.
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OFFICERS AND DIRECTORS OF THE NATIONAL AUTOMOBILE DEALERS’ ASSOCIATION AT

l—C. A. Vane, assistant business manager, St. Louis. 2—A. E. Maltby, director, Philadelphia.

4—P. H. Greer, director, Los Angeles.

business manager, St. Louis. 6—P. E. Chamberlain, director, Denver

McCutcheon, director, Atlanta.

MEETING IN ST. LOUIS, JUNE 2-3

3-—Georg,e D.

5—Harry G. Moock, secretary and _

7—P. H. Brockman, president, St.

Louis Automobile Manufacturers’ and Dealers’ Association. 8—Harry D Austin, second vice-president, Seat

tle. IO—F'. W. A. Vesper, president, National Automobile Dealers’ Association. 11—A. E. Mitzel, director,

Canton, 0.

TRUCK DEALERS LIKE

RESULTS OF CARAVAN

Tour Through Country About

St. Louis Believed the Start

of Truck Sales in Territory

ST. LOUIS, June 14—Efiiciency of

100 per cent was attained in the St.

Louis Motor Truck Expedition, which re

turned to St. Louis after a 375 mile tour

through Missouri and Illinois. The ex

pedition left here at 6 a. in. last Monday,

returning here yesterday afternoon after

a remarkable record.

All of the trucks that entered the tour

returned without a single mishap. The

trip was made on an average of 15 miles

an hour, and the expedition always was

on time. None of the trucks required

even an adjustment.

The object of the trip was to demon

strate to farmers and to merchants 1n

the smaller towns the utility of motor

trucks and the advantages of good roads.

The attention the trucks attracted all

over the route and the interest shown

in every feature of the trip made cer

tain the success of the expedition. The

value of trucks as a means of transpor

tation made a deep impression on rural

Missouri and Illinois. The publicity

given to the tour in the St. Louis news

papers, which told of the way the trucks

stood up under the hard strain, also

served to bring forcibly to the attention

of St. Louisans themselves the value of

motor truck transportation in broaden

ing their trade territory.

The St. Louisans in charge of the trip

were delighted with the results obtained.

12—J. A. Graham, director, Minneapolis.

It has created an interest in motor trans

portation, and has done more in the edu

cation of the farmer and those in the

smaller towns in the value of such trans~

portation than could possibly have other

wise been realized.

As a sales proposition the tour was

regarded as a success, in that many

prospects were lined up, and it is be

lieved that direct results will in them

selves make the trip more than worth

while. As an advertisement for St.

Louis, it was regarded as something that

was invaluable. Dealers already are

talking of making the expedition an an

nual affair.

The roads over which the tour was

made were dry. There were no

hard roads. In some places there

were deep ruts: None of the roads were

in good condition, but the trucks went

over them in good shape, further demon

strating their value.

Big crowds greeted the expedition all

along the route. Farmers and their fam

ilies lined the roads to see the cars pass.

At the night stops almost the entire

population turned out. Wherever stops

were made short talks on good roads

and motor truck transportation were

made. The speakers were Harry G.

Moock, manager of the National Auto

mobile Dealers' Association, who sug

gested the expedition; Charles E. Light

foot, of the General Motors Co., chair

man of the Commercial Car division of

the St. Louis Automobile Manufacturers'

and Dealers' Association; L. H. Amrine,

of the Scudder Motor Truck Co., chair

man of the tour committee; T. C. Bran

dle, vice-president of the Trafiic Motor

Truck Co.; and Capt. Robert E. Lee, who

was commander of the expedition.

Preston W. Dull’y of the Chevrolet

company was truckmaster, and W. L.

13—W. J. Brace, director, Kansas City. 14—John Boe.

member entertainment committee, St. Louis Automobile Manufacture-rs’ and Dealers’ Association.

Steinhart, first vice-president, Indianapolis.

15—E. W.

16—B. B. Hudnall, ofiice manager, St. Louis

Patterson, of the St. Louis Motor ServiceE

Co., drove the pilot car. The evening

addresses were delivered from a G.M.C.

truck, electrically lighted by a Delco

lighting plant that it carried. A motion

picture machine was carried on a Max

well truck, the power being fed from the'

city current.

The trucks showed a wide variety of

lading. The object of the trip was to

acquaint the farmers with the possi

bilities of the motor truck and also to

convince 'St. Louis merchants of the de

sirability of broadening their territory.

Two Trafl'lc trucks carried loads of

baled hay.

One Republic truck carried a load of

Firestone tires for delivery to the

Clough-Reihm Co., a dealer at Hannibal,

Mo., the noon stop on the second day.

Another Republic truck, loaned for the

tour by the Hercules Powder Co., car

nied boxes and metal kegs in which ex

plosives are shipped. The containers

were empty. C. A. ‘Cole, sales manager

of the F. C. Meyer Motor Co., which

entered the truck, assured inquirers.

A G.M.C. truck carried a storage bat

tery with a Delco light motor plant to

charge it, and on each stake was an elec

tric light, which lighted at night. In ad

dition, the truck had giant spot lights.

But one accident marred the trip and

that was to an airplane and aviator and

not to a truck. The Service Motor Truck

Co. of Wabash, Ind., entered two air

planes to make the trip as scout heralds.

One of these planes was damaged in

making a descent the first day of the

trip and forced to put back. Next day

the relief aviator, Oscar Brick, 30 years

old, went into a tail spin when attempt

ing a landing at Hannibal, Mo., his plane

fell into a tree and he was burned to

death.
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ST. LOUIS CAR SALES

GOOD; DELIVERY POOR

Motor Truck Expedition Ex»

pected to Boom Truck Sales

—Taxes Revised
 

ST. LOQIS, June 12—Sales of passen

ger cars in St. Louis were big during the

first week in June. Dealers “keep right

on selling," although there is little, if

any improvement in deliveries, and be

lieve this will be another record-breaking

sales month. The used-car business con

tinues good.

The motor truck expedition is ex

pected to act as a stimulus to the truck

business. The tour has gotten a great

deal of good publiciy here and along the

route, and the whole idea has started

people to talk and think about trucks.

The truck men are thinking of nothing

else but the tour, which starts Monday.

License taxes are being revised by a

special committee of the Board of Alder

men. Gasoline and lubricating oils sold

at filling stations will be taxed 5% cent a

gallon, which, it is estimated, will add

$120,000 annually to the city's general

revenue. The new license would become

effective July 1, according to present

plans.

Roy Frye, president of the Frye

Motor Car Co., who quit business in Oc

tober to prepare for war service, is

back again, his company being appoint

ed distributer of Appersons in this dis

trict. Frye formerly was distributer for

Paige and Saxon cars,here.

C. W. Preston, retail sales manager

for the De Luxe Automobile Co., spoke

on “The Power of Cooperation in Busi

ness Getting and Business Building," at

the meeting Monday evening of the St.

Louis Storage Battery Trade Association.

President H. W. Spoenemann appointed

an entertainment committee as follows:

E. A. Downey, G. E. Mouselle, Victor R.

Appel. and F. G. Fulkerson.

The St. Louis Vulcan Spring Co.,

which was organized to distribute the

Jenkins Vulcan spring in this section,

has opened quarters at 3042 Locust

Street, with Hubert Moog, formerly

manager for Florida, in charge.

The Standard Auto Service Co. has

taken the other half of the building it

has been occupying at 3948 Olive Street.

This is the Buick service station in St.

Louis.

Festus J. Wade has been appointed

manager of the new Exide service sta

tion, 3408 Lindell Avenue. He succeeds

A. H. Baebler. Wade has recently been

discharged from the Marines, after two

years' service. He is a nephew of Fes

tus J. Wade, President of the Mercantile

Trust Co.

J. E. Weber, advertising manager of

the Weber Implement and Automobile

Co., Hupmobile, Maxwell. Chalmers and

Armleder distributer, and Miss Arabella

Fischer, formerly of the office force of

the same company, were married last

week.

L. B. Dudley, advertising manager,

and E. A. Haskins, service manager of

the Federal Motor Truck Co., Detroit,

conferred here with Allen Baker, Presi

dent Federal Truck Co., their distributors

in St. Louis. From here they started on

an extended tour of the South.

The next meeting of the Commercial

Car Bureau of the St. Louis Automobile

Manufacturers and Dealers' Association

will be held in the new plant of the Traf

fic Motor Truck Corporation. A buffet

luncheon will be served in the new Traf

fic Truck dining room.

B. Schweiss, B. A. Ballou, W. E.

Rehbein and Harry Schofi' have joined

the sales force of the Traffic Truck.

 

Takes Over Rayfield Carburetor

CHICAGO, June 14—The Beneke &

Kropf Mfg. Co. has succeeded the Fin

deisen & Kropf Mfg. Co. and will make

Rayfield carbureters‘formerly made by

the latter concern. With the reorganiza

tion of the company, plans for the ma

terial expansion of manufacturing are

formulated also. Henry Beneke, for

merly vice-president of Hibbard, Spen

cer, Bartlett & Co., has purchased the

entire interests of Frederick Findeisen

and becomes ’vice-president and treasurer

of the reorganized company. 0. F.

Kropf remains with the company as

active president, and E. A. Bates con

tinues as director of sales and advertis

ing. The reorganized company is en

larging both plant and equipment. New

machinery, tools and dies already have

been installed, and important improve

ments and pe‘rfections in production pro

cesses have been made. With increased

production and a better product in view,

there has been a complete rerouting of

the manufacturing processes, and this

is said to show greatly increased effi

ciency already. When the expansion

measures now in progress are completed

capacity will be more than doubled.

 

Rainier Foreign Connections

FLUSHI‘NG, N. Y., June 13—The ex

port department of the Ranier Motor

Corp. will be represented in Australia

and New Zealand by the New York Over

sea Co. of New York, in Norway by Hel

ler, Kopsland & Co., Christiania, and in

Greece by the Yourovota Home & For

eign Trade Co. of New York.

 

Dealer Takes on a Tire

LOS ANGELES, June 16—Hawley,

King & Co., distributer of the Oakland,

has taken the Globe tire distribution in

California, Nevada and Arizona. Reeve

Gartzmann will manage the tire depart

ment, assisted by H. A. Anderson, in

charge of sales.

S. A. E. on Outing at Wilkes-Barre

WILKES-BARRE, June 14—Sixty

members of the Pennsylvania section of

the Society of Automotive Engineers

Were guests on the occasion of their an

nual outing to-day of the Sheldon Axle

& Spring Co. After an inspection of the

Sheldon shops, they dined at a Pocono

Mountains tavern.

WAR DEPT. APPROVES

TRANSFER OF CARS

Will Distribute Surplus Vehicles

Among Other Branches

of Government

 

WASHINGTON, June 12-—The Direc

tor of Sales of the War Department has

approved the transfer of the entire pres

ent surplus of serviceable motor cars,

motor vehicles and motor trucks held by

the Army in the U. S., to other Govern

ment departments. This disposes of

39,100 vehicles, including 3600 motor

cycles, 5500 passenger cars and 30,000

trucks. The Post Office Department will

receive 10,064 of these vehicles, the Pub

lic Health Service 1396 and the Bureau

of Public Roads and Department of

Agriculture 27,983

This transfer is in accordance with

congressional policies outlined in appro

priation acts passed in 1918 and 1919

authorizing the transfer of this surplus

stock by the Secretary of War to the

Post Office Department, Department of

Agriculture and Treasury Department.

Because of either special design or un

serviceable condition a very limited num

ber of passenger cans and trucks will be

sold at public auction at the various

camps and storage yards at which they

have been collected after the sales have

been duly advertised through the press.

Erroneous reports to the effect that

the War Department would offer to the

public a large stock of motor equipment,

including new passenger cars, has been

widely circulated, and is denied by the

War Department. This transfer just an

nounced effectively disposes of all of

these rumors.

 

New York Dealers in Outing

NEW YORK, June 16—The seventh

annual outing of the automobile and allied

trades will be held at Glenwood, Long

Island, June 26, bringing more than 300

people together for recreation for the

first time in two years. The affair will

be in the nature of an after-the-war re

union, and will be featured by a program

of athletic contests.

Heavy Rains Reduce Tractor Sales

DES MOINES, June 12—Continued

heavy rains interfered with tractor sales

during April, according to C. L. Herring,

president of the Herring Motor Co.,

handling Fordson tractors for Iowa, Ne

braska and South Dakota. Fordson sales

in this territory for May totaled 934 as

compared with 1340 in April. As May is

not considered a tractor selling month it

would scarcely be correct to infer that

tractor sales have been so very slow this

year.

There are approximately as many

Fordsons sold in Iowa as in Nebraska and

South Dakota combined. One hundred

and fifty-six were sold in South Dakota.

312 in Nebraska and approximately 470

in Iowa.
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ARMY TRUCK TRAIN

TO CROSS COUNTRY

Will Start July 7—Will Be 35

Trucks, 5 Cars and Numer

ous Vehicles in Train

 

WASHINGTON, June 16—The first

transcontinental trip of an army motor

truck train will start from Washington,

July 7, under direction of the Motor

Transport Corps and end at San Fran

cisco within two months. Before the

trucks start on this journey, which is

expected to provide tests of the standard

motorized army equipments, demonstrate

long distance motor post and commercial

transportation and provide for other

studies and training, President Wilson

will dedicate a milestone in front of

the White House to represent the start-

ing point for highways radiating out of

Washington.

The train will follow the Lincoln high

way as far as possible. It will comprise

two complete motor transport corps com

panies, include five passenger cars, thir

ty-five trucks, all of army types, two

ambulances, six motorcycles, two tank

trucks, two kitchen trailers, two water

tank trucks, one engineer shop truck and

one searchlight truck. Technical per

sonnel from the motor transport corps,

engineer corps, medical corps, field artil~

lery and air serviie will make the

journey.

_—

News Letter from Hartford

It is next to impossible to get cars

washed in Hartford despite the high

prices charged. A member of the work

ing force in one of the largest garages

in this city has negotiated for a location

and will- devote his time exclusively to

car washing and polishing. The pre

vailing rate is $1.50, wire wheels extra.

Car washers are paid on an average of

$20 a week.

The Colonial Automobile Co., 1279 Main

Street. Hartford, has purchased a site at

No. 105 Ann Street and will begin work

shortly on a. two-story fireproof sales and

service building.

The Keeney Motor Truck Co., Hartford, in

order to round out its line has added the

Elgin Six which will be represented in Hart

ford county. Heretofore the concern has

represented trucks only.

The Hartford branch of the Fisk Tire Co.

became a wholesale institution on June 1

when the retail and service departments on

Chapel Street were discontinued.

The A. C. Hine Co., Hartford. has taken

over the state representation of the Brlscoe.

W. N. Barrett has been retained as the

Hartford distributor.

J. F. Clark of the 101$t Machine Gun com

pany has rejoined the Harrington Hudson

Co., Hartford. after an absence overseas of

nearly two years.

Earl M. Taber, Hartford. who spent nearly

two years in a hospital unit in France, has

returned to Russell P. Taber. Inc., Reo, Re

public and Peerless distributor. He becomes

sales manager of the passenger car depart

ment.

William H. Vina], Hartford, has become

sales promotion manager for

Taber, Inc., Hartford, Conn.

E. M. Dahill, Hartford, has been appointed

sales manager of the Hartford branch of the

Mack truck at No. 216 Wethersfield avenue.

He was recently discharged from the navy.

F. B. Massey. a lieutenant commander

during the war, has severed his connection

with the Gould battery interests in Boston

to handle the electrical department of the

Universal Auto Co., Hartford.

The Universal Auto Co., Hartford, has

been appointed the official service station for

Goodyear cushion, solid and pneumatic. truck

tires. A 250-ton hydraulic press has been

installed.

Russell 1’.

Merge Two Kansas Dealers

WICHITA, June 13—Both the Packard

Wichita Motor Co. and the Marshall

Motor Co. of this city have been pur

chased by the H. G. Motor Co., St. Louis.

This new company takes over the entire

stock, shop equipment and accounts of

the two companies and will distribute

Chandler and Stutz cars in thirty-two

Western Kansas counties. Officers of

the new company are: general manager,

J. 0. Dennis; wholesale manager, Mr.

Ketchum; retail manager, W. F. Groom:

secretary, H. C. Alber.

Wills and Lee to Have Canadian Plant

DETROIT, June 12—C. Harold Wills

and John R. Lee, former Ford Motor Co.

ofi‘iciala, who are about to build a large

automobile plant at Port Huron, Mich.,

will also erect a Canadian branch at

Sarnia, Ont., directly across the St. Claire

River from Port Huron. While no details

of the Canadian plant are given at this

time, Lee states that it will be located on

a 250-acre site, south from Sarnia and

directly across the river from Port Huron.

The two plants will ‘be connected by ferry

service. The Canadian plant will employ

approximately 2000 men.
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MAXWELL-CHALMERS

$10,000,000 PLANT

To Employ 20,000 Men and to

Have a Capacity of 500

Cars 0 Day

 

DETROIT, June 9—The Maxwell

Chalmers Corp. is preparing to build a

$10,000,000 manufacturing plant at once.

The plant, when in operation, employs

between 15,000 and 20,000 men and will

have a capacity of approximately 500

cars a day. The capacity of the present

plant is 100 cars. Work on the new plant

has already started.

The establishment will consist of elev

en manufacturing units and a loading

dock. A new office building and a large

power house will also be started. The

machineshop will be the largest unit. It

will be one story high, 200 by 1000 ft.

The dimensions of the other buildings

are as follows: Two storage buildings

for assembly parts and finished cars,

four stories and 100 x 800; axle plant,

one story, 150 x 600; heat treat plant,

one story, 200 x 300; engine assembly

plant, one story, 200 x 300; pressed steel

plant, one story, 250 x 600 ft. The di

mensions of the loading dock are

100 x 800. A large body plant will be

erected later. Plans for this unit call for

a structure four stories high, 400 by 600

ft. The two storage buildings will have

space for 8000 unfinished cars and 3000

finished products.

 

Elcar Increases Prices

CHICAGO, June 14—The price of the

Elcar six-cylinder has been raised from

$13375 to $1,475. The four-cylinder re

mains the same, $1,175.

  

Dayton Keith, Fordson distributer for central Illinois, furnishes all his dealers

with a display of Ford and Fordson parts. The idea is to show the relative size

and strength of the Ford car and Fordson tractor parts. Keith charges the

dealers $10 for the easel and furnishes the parts free
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The Week in New Orleans

NEW ORLEANS, June 14—Automo~

bile dealers from all sections of Louis

iana and Mississippi will meet in New

Orleans early in August to form a Bi

State Automobile Dealers’ Association.

The movement for such an organization

was launched several weeks ago and

replies to letters to scores of dealers

show unanimous endorsement of the

plan. The meeting will be the first

definite step following an agitation and

discussion of the project which has been

going on in these two states for several

years. Efforts in the past, however, have

been poorly organized and have not in

cluded all of either state, with the result

that Louisiana and Mississippi are

among the last states to form such an

association. ‘

A. H. Borden, vice-president of the

Shuler Auto Supply Co., of New Orleans,

has been taking the lead in the move

ment which culminated in the announce

ment of the convention in August. Bor

den, who is also secretary of the New

Orleans Automobile Dealers' Association,

made the first systematic canvass of the

situation by sending out letters to every

dealer in the two states, asking opinions

on the proposed association. Informa

tion on the association may be had from

A. H. Borden, Shuler Auto Supply Com

pany, New Orleans, or from any of the

following, who are the leaders in their

respective sections of the two states:

T. L. Huber, Huber Motor Co., Lake

Charles, La.; George R. Wray, Wray

Dickinson Auto Co., Shreveport, La.;

Van H. Weathersby, General Supply Co.,

Magnolia, Miss.; C. E. Strahan, Inter

national Auto Co., Hattiesburg, Miss.;

L. E. Barr, Barr~Gwin Company, Lex

ington, Miss.; A. B. Stinson, Hammond,

La.; C. L. Abell, Welsh, La.; H. A. Test

ard, New Orleans, La.; Ginder Abbott,

Abbott Automobile Co., New Orleans;

J. L. Langford, Langford Motor Co.,

Winnsboro, La.; G. B. Hall, Columbia.

Miss.; L. G. Powell, Powell Motor Com

pany, Vicksburg, Miss.; E. W. Edwards.

Harrison County Sales Co., Gulfport,

Miss.; Charles Weydert, St. Francisville,

La.; A. J. Lyon & Co., Meridian, Miss.,

or W. A. Parkhouse, New Orleans.

Three automobile companies of New

Orleans are moving into new homes this

month. Julian ~M., and J. Walton Sher

rouse have re-entered the business, open

ing new quarters at 747 St. Charles

Street. They will handle the Mitchell.

They were engaged in the same business

prior to taking up military service. The

brothers were formerly members of the

Sherrouse-Steeie Motor Co. The new

firm is known as the Sherrouse Motor

Co.. and has obtained distribution of the

News Letters From BusyCe-nters
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Mitchell in

Mississippi.

One of the finest garages and sales

establishments in the South has been

opened by the Liberty Auto Co. at Ram

part and Conti Streets, and made the

new home of the King. The new com

pany is composed of L. DiLeo, president;

N. Cashio, vice-president; C. Pisciotto,

secretary-treasurer.

The third company to go into new

quarters is the Estopinal Motor Com

pany, which has moved its St. Charles

Street showroom to its own new build

ing at 1515 Canal Street, built especially

for the use of this firm which sells the

Apperson, Grant and Crow-Elkhart.

The Joseph Schwartz Co., Baronne and

Lafayette Streets, has obtained the dis

tribution and agency contracts for the

Moon. The Schwartz company has in

creased its force and is planning an

Louisiana and Southern

aggressive campaign this summer.

The Shuler Auto Supply Co. has appointed

G. R. Lynch city representative specializing

on seat covers. This company handles the

Baker-Lockwood line of covers.

The Bearings Service Co. will hereafter

maintain a special department for the assis

tance of tractor owners during the plowing,

cultivating and harvesting season through

out Louisiana.

A. Baldwin & Co., the largest hardware

house of New Orleans, has taken the agency

for the Lee tire. \Villiam A. Meyer, terri

tory man for the Lee people, will remain in

New Orleans some weeks working with the

new distributers.

The Capitol City Auto Co. has a new sales

manager. in the person of Ed. Thurber, for—

merly connected with the W. P. Parkhouae

Auto Co. of New Orleans. The Capitol City

company will handle the Studebaker our ex

clusively in the future.

Henry M. Seigei has become sales man

ager for Velle trucks for the Allen Sales Co.

He was formerly in charge of the window

decorating department 0! Charles A. Kauf

mann, Inc., one of the largest department

stores of the Crescent City.

C. M. Murphy has left the New Orleans

branch of the Michelin Tire Co. and will he

succeeded by Charles J. Egan.

Automobile dealers of New Orleans. under

the leadership of Ginder Abbott, are begin

ning to discuss a used-car show for this fall.

The show held here in April was such a. tre

mendous success, more than $150,000 worth

of cars having been sold from the floor. that

the prospects are bright for the used-car

and truck and tractor exhibit this fall, with

a passenger car show next spring.

‘ —_ D

The Week in Boston

BOSTON, June 14—The strikes in the

West have worried some of the local

dealers, who have been making a rush

for the factories to obtain first hand in

formation of prospects for obtaining cars.
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Realizing that the shortage of vehicles

is going to extend into next year, they

wonder whether it would be wiser to

make a clean-up on sales, with a con

siderable share of their profits going

to Uncle Sam, or to spread their sales

out over a couple of years with the pos

sibility of a revision of income taxes

downward. Representatives of the motor

truck dealers have made frequent visits

to the State House keeping tabs on the

bill for truck fees. It begins to look

as though their vigil would be rewarded

by a fairer measure than the Roads and

Bridges Committee reported, or some

thing like $10 a ton.

William A. Cahill, who has been doing

flying stunts for Uncle Sam overseas, is

back on motor row again in citizen’s

clothes, having signed up with J. A.

Quimby of the Packard Auto Exchange.

as salesman. He was formerly with

Chalmers and Packard.

J. J. McNamara, motor manager of

the Boston Post, has been elected presi

dent of the Owtemmig Club which com

prises some of the prominent Boston

dealers, who have purchased a big camp

on the shores of Yatsi pond at Weld,

Me., where they will spend weekends

throughout the summer. The camp is

one of the show places of that part of

Maine.

The Stanley Motor Carriage Com

pany’s house publication, the Steam Car.

has made its appearance at Newton,

Mass. It is an eight page, illustrated

paper.

Frank E. Wing, the Marmon dealer.

has written a letter to Capt. Charles J.

Glidden requesting him to take up again

the original plan for a tour from the

Atlantic to the Pacific. Mr. Wing is

ready to be the first entrant.

The Boston Automobile Dealers’ As

sociation took the orphaned and crippled

children, more than 2000 in number, on

the annual outing to Nantasket Beach

last Wednesday. Manager Chester 1.

Campbell had more than 200 cars for

the trip.

The annual holiday run of the Bay

State A. A. took place June 17, a local

holiday in Boston. About 200 members

went to Wampanog Inn, Taunton.

where there were water and field

sports, a ball game between the married

and single men, a banquet in the even

ing and dancing afternoon and evening.

More than 300 motorcyclists have en

tered for the annual Gypsy Tour which

will begin on Sunday and continue for

three days. The trip will be to Wiers.

N. H., by way of Lowell, Nashua, Man

chester and Concord. At Wiers there

will be a moonlight sail on Sunday, and

sports on Monday, followed by a ban

quet.
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The Week in St. Louis

ST. LOUIS, June 14—The demand in

St. Louis for passenger cars continues

to increase. Orders still are in excess

of deliveries. Dealers continue to cry

for more cars. Most people are inclined

to wait from 45 to 60‘days, although

the delivery situation is causing the loss

of a sale here and there.

The motor truck trade’s attention has

been given almost entirely to the tour

through Missouri and Illinois. The mind

of the public in this territory has been

centered on trucks through some splendid

publicity in the newspapers and by word

of mouth on what trucks can do. The

tour has proved a fine stimulus to the

trade.

Something new in the way of a show

will be held next week. The Newell

Motor Car Co. will put on an exhibit

exclusively of used cars, renting the

Coliseum for this purpose. Some 25 or

30 passenger cars taken in exchange for

new Paige or Stearns machines will be

on display, with Hugh Shields, manager

of the used car department, in charge.

There will be an intermission of a week,

because of the renting of the Coliseum

for another event, and then the Newell

show will be resumed for a second week.

The American Annex Hotel has been

selected for the annual meeting of the

Motor Accessory Trade Association next

Wednesday evening. W. L. Ferrier, the

newly elected president, will be installed.

The St. Louis Automobile Manufac

turers’ and Dealers' Association took

part in two campaigns this week. They

have been assisting in the raising of a

fund of $100,000 to support the St.

Louis Convention and Publicity Bureau

and in obtaining contributions on behalf

of the American Committee for Relief in

the Near East. President P. H. Brock

man's efl'orts among the members have

been successful in both campaigns.

Employees of the Packard branch in

St. Louis recently held an afternoon and

evening affair. There was a baseball

game between the sales and service de

partments, followed by a dinner on the

third floor of the building at 2201 Locust

Street. P. S. Russell, manager of the

branch, spoke.

A salesroom in the University Club

Building, Grand Avenue and Washington

Boulevard, has been opened by the Vic

tor-St. Louis Tire Co., distributers of

Victor tires. L. H. Vining, formerly as

sistant sales manager of the Victor Rub

ber Co., is manager, and his assistants

are R. W. Barton and H. W. Boone, re

cently returned from overse-s with the

35th Division.

Eight dealers of the Alamo Farm

Lighting plant and twelve prospects were

guests of the Weber Implement and

Automobile Co. at a convention. Talks

were made by F. J. Smith, service en

gineer of the factory, and George Weber,

president of the Weber Co.

Frederick Buttinger has been appointed

business manager, and Anthony Grimm

service superintendent of the Wilson

Motor Car Co., distributers of the

Haynes, Elgin and Harroun cars.

Lieut. L. Marshall Ball has rejoined

the sales force of the Tate~Gillham

Motor Car Co., Dodge distributer, after

having been discharged from the service.

The Leach-Brouster Automobile Co.

has (been appointed agent for the Mil

burne electric car. The company has

handled electric cars here for six years.

The Franklin-Ross Co., Franklin dis

tributer, has leased the entire building at

2818 Locust Street. B. A. Brueggeman,

Locomobile service representative, who

shared the building, has moved to Nine

teenth and Pine Streets.

L. J. Wilson has been appointed mana

ger of the Delhi Battery and Supply Co.,

Prestolite distributer, succeeding R. L.

Hutton, who has returned to an eastern

connection of the Prestolite. Mr. Wilson

is well known to the trade here.

Delco-Light salesmen held a conven

tion and school at the American Annex

Hotel under the auspices of the Del

Home Light Co., Delco distributer. E. G.

Biechler, Delco sales manager, spoke at

the meeting and dinner, which was pre

sided over by W. O. Waldsmith, presi

dent and treasurer of the Del-Home

Company.

Charles Hillenkoster is again service

manager for the Moerschell Electric and

Auto Supply Co. after eleven months ser

vice in France.

J. E. Tate has returned to the sales

managership of the Sterling truck de

partment of the Bonsack Machinery Co.,

resigning from the Bishop Truck &

Tractor Co.

Carl A. Engel has joined the sales

force of the Western Automobile Co.,

Pierce-Arrow distributer. He formerly

was with the factory.

'C. A. Cole, formerly with the St. Louis

branch of the White Co., has been

appointed general sales manager of the

F. C. Meyer Motor Car Co., Republic

distributer.

'Lou J. Reinstadtler has been appointed

sales supervisor for the Traffic truck in

St. Louis. For six years he was a life

insurance man, and was‘always a mem

ber of the $100,000 League, composed of

men who sold policies to that amount in

a year. R. Jackson Jones, who has just

been discharged from the Canadian army,

has been appointed district sales pro

motion supervisor for the Traflic truck.

Dealer to Make Cars and Tractors

PHILADELPHIA, June 16—L. M.

Heifner, well known in motor truck,

farm tractor and road machinery circles

in the Philadelphia territory, plans to

enter the manufacture and sale of farm

tractors and passenger cars as a separate

venture from his other business con

nections. Papers now are being pre

pared for filing, under the laws of Penn

sylvania, which will incorporate the busi

ness. The capital stock is given as

$1,500,000 and the concern probably will

be known as the L. M. Heifner Manufac

turing Co., the purpose, as stated in the

application, being to manufacture trac

tors and automobiles.

An-option already has been taken on a

building in Chester, Pa., valued at'$150,

000 and having 100,000 square feet of

floor space. The option dates from July

1 and it is hoped to be in full operation in

the building no later than Aug. 15.

Heifner, who has made a study of trac

tors, states that his tractor, which will

be especially suitable for operation on

small farms, will be delivered to the

purchaser for $1,000. A feature will be

its construction for use with horse-drawn

implements. The intention is to have

the tractor designed to be used with a

two-bottom plow, having a clearance on

the tractor of twenty-seven inches. Pro

duction of 3000 tractors in the first year

is the goal. The tractor will be com

posed of standard units.

The passenger car end of the business

will produce a full line, from roadsters

to enclosed cars. Following are the

specifications for the passenger car

units:

Aluminum body; ' Continental motor;

128-inch wheelbase; Bosch high-tension

magneto; Brown-Lipe transmission; Borg

& Beck clutch; Spicer universals; Tim

ken axles; Parish & Bingham Co. frame;

Perfection springs; Stewart vacuum

feed; Fedders radiator, Delco starting

and lighting system. Color will be op

tional with purchaser.

There will, of course, be representa

tion in Philadelphia. Heifner is general

manager of the Smith-Davis Machinery

Co., Market and Twenty-first Streets,

which concern is distributer of Bessemer

trucks in Eastern Pennsylvania, New

Jersey, including Trenton and points

south; Delaware and part of Maryland.

The Week in Philadelphia

PHILADELPHIA, June 14—The Aca

son Sales Co., 1803 Market Street, dis

tributer in this territory, which in

cludes the greater portion of Pennsyl

vania, part of New Jersey and all of

Delaware, of Acason trucks, started to

move to-day to new and larger quarters

at Nineteenth and Buttonwood Streets,

where both sales and service departments

will be under the same roof. Heretofore

the service building has been at Forty

eighth and Brown Streets. Storage space

has been obtained at 3600 Fairmount

Avenue. Appointments of dealers will

be made, it is expected, on a much wider

scale.

The Lawrence Motor Co., handling

Walker Electric trucks, has moved into

the building at the southwest corner of

Chestnut and Twenty-third Streets and

has opened a service station at 507 South

Twenty-third Street.

Another new occupant of the building

at Chestnut and Twenty-third Streets,

southwest corner, is William J. Lowe,

Inc., engaged in motor truck hauling.

Several new tire concerns also recently

moved to this location, which is an ex

tension of the miniature “motor row” at

the Chestnut Street viaduct.

After an absence from Philadelphia

of two years, during which period he

has been engaged in manufacturing,

George G. Weidener, formerly branch

manager of the Stewart Warner Cor
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THE NATIONAL GAS ENGINE ASSOCIATION held a Victory Dinner at the Hotel Sherman, Chicago,

June 3. The long table at the right in the foreground is the new Farm Light Division of this association,

which. is coming into prominence with the rapid development of electric light plants

poration, has returned to this city, hav

ing purchased the Stewart Warner .branch

which is now operating as the Stewart

products service station at 641-643 North

Broad Street. Mr. Weidener's territory

will include Philadelphia and Western

Pennsylvania, Southern New Jersey,

Delaware, Eastern Maryland and part

of Virginia. He will handle the Stewart

Warner Corporation products and will

also act as distributer for Black and

Decker products.

The Super-Glass Co., manufacturer

and distributer of “Safetee Glass," has

appointed Leroy A. McCadden, a former

newspaper man of this city, manager of

the Philadelphia branch.

Creditors of Olin Finney & Co., Inc.,

automobile bankers, Broad and Chestnut

Streets, have taken over control of the

concern. David H. Ross, one of the

creditors, to whom as trustee the stock

holders have transferred their holdings

and who will conduct the business, has

announced that the company will con

tinue under a reorganization and that it

is expected creditors will be paid in full.

Du Pont to Buy Battery Concern?

Unconfirmed reports late in the week

were to the effect that the du Pont in

terests of Wilmington, De1., were trying

to obtain control of the Electric Storage

Battery Company of this city. The

rumors, apparently, were based on the

belief that the Wilmington financiers in

tended to include the local battery con

cern in a large consolidation of com

panies manufacturing automobile parts,

to be taken over by the General Motors

Corporation, in which the du Ponts are

interested. No official comment could

be obtained from either side. It was

noticeable that on the Philadelphia Stock

Exchange a sensational advance in Elec

tric Storage Battery took place, reaching

88%, a jump of 10 points, the highest

figure reached in 14 years. It settled

back later to 84. After the market

closed, it was reported that the Bosch

Magneto Company, which was sold some

weeks ago by the United States Alien

Property Custodian and acquired by a

syndicate, has purchased control of the

Electric Storage Battery Co. In the

absence of Horatio Lloyd, president of

the company, ofiicials here declined to

discuss the report.

Wright Bearings Expanding

The Wright Roller Bearing Co. is mak

ing extensions to its factory, at Indiana

Avenue and Twenty-ninth Street. The

additional facilities will more than double

its production of automobile bearings.

The company has authorized an increase

of its capital stock from $1,000,000 to

$2,000,000, of which amount $500,000

will be issued immediately. None of the

stock will be sold to the public.

The Stability Motors Co., E. J. Berlet,

president, has awarded prizes to truck

drivers in a competitive test conducted

for May. Certificates of merit for care

given trucks also were awarded.

Secretary W. H. Metcalf, of the Motor

Truck Association of Philadelphia, has

announced the features of the big auto

mobile outing of the association in con

junction with the Philadelphia Automo

bile Trade Association, the Automobile

Accessories Business Association and the

Camden Automobile Trade Association,

which will be held on the afternoon of

Satuday, June 21, at Kugler's Mohican

Club, on the Delaware River. The main

features include a ball game between

the Motor Truck Association and the

Accessories Association, the winner to

play the Camden Association; athletic

and other sports; a .big, old-fashioned

beefsteak dinner, served on the Mohican

Club lawn, and an entertainment by the

Firestone Overseas Entertainers. R.

Arthur Bittong, “the Sentaor from Hol

land,” is chairman of the entertainment

committee.

The Philadelphia Garage Association's

second annual Sociability Run will be

held on June 25 to the Eagle’s Mountain

Home on Mount Penn, near Reading, 1000

feet above the city. A real old-fashioned

Berks County dinner will be served.

There will be a musical and dancing pro

gram and other forms of entertainment.

The complete committee consists of Presi

dent George G. Blind, Charles E. Meis

winkel, chairman; Warren P. Miller,

Warren Gilbert, Walter B. Ott, Herbert

Lobb and Edward J. Tallant.

.Girls Play Ball

The Hess-Bright Manufacturing Co.’s

female baseball team and a girls’ nine

from the David B. Lupton Co. are play

ing a seven-inning game on the Hess

Bright field as this dispatch is mailed.

Mayor Smith has signed an ordinance

fixing a penalty of $10 fine for any

person “hooking on behind” a moving

vehicle, motor driven or horse drawn.

The following garages are planned: G

Tajirian, 4845 Chestnut Street, brick.

one story, to cost $1,300; C. Beaver, Rus

sell and H Streets, one-story brick.

to cost $2,300; A. W. France, Oakland

and Harrison Streets, concrete, to cost

$1,000.

United Motors in Indianapolis

DETROIT, June 16—The United

Motors Service, Inc., recently has es

tablished a branch in Indianapolis to

take care of the trade in that busy ter

ritory.

Clemens Branch Out

DES MOINES, June 16-Ashton and

Ross J. Clemens, of the Clemens Auto

Co., Des Moines, Overland distributer.

and M. M. Hamilton, of Ottumwa, Iowa.

have incorporated the Ottumwa-Over

land Co. to handle the Overland agency

at that city. The concern is capitalized

at $60,000.
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Economy Run in West Brings Laurels

to Franklin, Stephens and Briseoe

Nearly 375 Miles Covered in Two Days Over Seven Ranges of

. Mountains—No Mishaps and Only One Car Reporting

Trouble—Car Shortage Reduces Number

of Entries

N the third annual Los Angeles—

I Camp Curry, Yosemite Valley gaso

line economy run, May 30 and 31,

eleven cars competed. The entries were

divided into three classes based upon

the factory selling price. A Franklin

touring car won in Class 3, a Stephens

touring car in Class 2 and a Briscoe

touring car in Class 1. The other cars

competing were a Dort, Overland, Lex

ington, Mitchell, Peerless, Templar,

Steams and Marmon limousine. The re

sults were determined by the ton mile

age and the Franklin won a cup for its

victory in its class on this basis, another

for the best showing irrespective of class,

and a third a special trophy for the use

of the least amount of oil, gasoline and

water.

The distance of the run was 374.5

miles and two days were required. The

Franklin consumed 13 gallons of gaso

line, an average of 28.8 miles per gallon

and 49.98 ton miles per gallon. The

Briscoe used 13 gallons of gasoline for

an average of 40.5 ton miles per gallon

and the Stephens 17.5 gallons for 46.2

ton miles. Coasting was permissible and

drivers took advantage of every oppor

tunity to save gasoline, but there also

was about 60 miles of second-gear work

during the run. There were no accidents

and the only mishap was to the Marmon,

which had magneto trouble and failed

to reach the first control at Fresno with

in the time limit.

To appreciate fully how hard a grind

these cars underwent it must be under

stood that seven mountain ridges were

crossed. On the Mojave desert there

was a strong headwind blowing that of

fered unusual resistance. The second

day the cars climbed from an elevation

of 278 ft. to approximately 7000 ft. and

in the last three miles into the valley

dropped 1500 ft. so rapidly that the en

gines had to be used as brakes. Two

nights before there had been a cloud

burst in the Chowchilla mountains and

the road was very soft and treacherous.

The small number of entries was due

to the car shortage as several dealers

were compelled to cancel because of lack

of a car to drive.

Airplane Dealer in Des Moines

DES MOINES, June 16—Des Moines

is to have an airplane agency within the

next month. Harvey Ray, recently dis~

charged from the aviation section of the

army, and Roy Beery will open the

agency here. A “Canuck” Curtis plane

will arrive for these dealers during the

coming week and options on six more

planes have been taken.

  

The winners of the Los Angela-Yosemite Valley economy run were a Franklin,

Stephens and Briscoe, each winning in its own class

PENCE TO TAKE 400

DEALERS TO FACTORY

Will Have Boat Excursion from

Minnesota to Factory with

Stop at Niagara Falls

MINNEAPOLIS, June 16—Four hun

dred Buick and G.M.C. dealers for the

Pence Automobile Co. are to have the

time of their lives this month. Harry E.

Pence, the Hun having been hunted

down, decided to resume his annual ex

cursions to the factory on June 28. To

make the occasion one to be remem

bered he has chartered for the round

trip to Buffalo the steamship “North

American." This is one of the Levia

thans of the “unsalted seas.” Fargo,

Billings, Minnesota and St. Paul dealers

will be on hand.

Colonel W. R. Stephens, Pence sales

manager and head of the Minnesota

Motor Corps, has outlined the trip as

follows: June 28, 9.30 a. m., leave by

special train for Duluth; 1.30 p. m.,

board the steamer. From that point a

smooth sail will be taken to Bay City,

Mich., where a train will be taken to the

plant at Flint. Two days will be spent

there. Then a start will be made for

Buffalo by the boat. The following

Thursday will be given to sightseeing.

Cleveland, Detroit, Pontiac and Macki

nac will be other points visited. Chicago

will be reached the following Monday

and Minneapolis by train from Chicago

at 12.15 p. in. Tuesday.

This sort of tour is one of the

numerous Pence ideas to put zip into

Buick and G.M.C. truck sales. By visit

ing the factories the dealers in the

Northwest get a selling power that can

not be overestimated. The fare is so

low that no dealer could come within

sight of the figure going it alone, and

he wouldn't have half the fun.

Roads for Pennsylvania

HARRISBURG, PA., June 13—Con

tracts calling for the purchase of more

than $200,000 worth of road equipment

machinery have been let by the State

Highway Department, the machinery to

be delivered at an early date. The

awards include contracts for rollers,

traction engines, gasoline pumps, crush

ers, sprinklers, asphalt heating kettles,

air drills, compressors and chip dis

tributors.

 

Disposal of War Vehicles

WASHINGTON, June 16—The trans

fer of the 39,100 surplus motor vehicles

to other government departments as ap

proved last week by the Director of Sales

of the War Department included 3600

motorcycles, 5500 passenger cars and

about 30,000 trucks. The Post Office De

partment will receive 10,064 of these

vehicles, the Public Health Service, 1396

and the Bureau of Public Roads, Depart

ment of Agriculture 27,983.
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Lleut. Oglesby, formerly_ot the Ordnance

department, U. S. A., has joined the Eise

mann Magneto sales organization.

H. B. Hall has been elected vice president

of the Bethlehem Motors Corp., Allentown.

Pa. He will make his office in New York to

look after the export activities of the com

pany. He was formerly assistant general

sales manager of the Bethlehem Motors

Corp. and'until recently president of the

Chit-ago Bethlehem Sales Co., Chicago.

Asher Golden has been appointed by the

Compagnie d'Applications Mécaniques, Paris.

its exclusive agent in the United States for

the sales of bearings and retainers.

J. L. Justlco, who for the past three years

has been zone supervisor for the Maxwell

Motor Co., Detroit, resigned to become gen

eral sales manager of the National Wire

Wheel “'orks, Inc. He will have his office

in the Book Building, Detroit.

0. E. Szokoly, chief engineer and produc

tion manager of the tractor department 0!

the Velie Motors Corp., Moline. Ill., has

resigned and will take over the engineering

and production end of the Grid-iron-Grip

Co., Rock Island, 111., maker of track-laying

shoes for tractors and trucks. In addition

'a. general engineering laboratory to be

operated as the O. E. Szokoly Co. will be

opened to furnish drawings and designs in

all automotive lines. .

Otto Bruensuer, formerly director of sales

and engineering of the U. 8. Ball Bearing

Mfg. Co., Chicago, has resigned. His future

plans have not been announced.

Harry N. Jones has been appointed man

ager of the Packard Motor Co. of Chicago

branch, which will be opened in Davenport.

Ia., in the near future to succeed the Buck

Motor Co.. which has distributed Packards

_ ln.this territory for several years past. Buck

expects to go into the automobile accessory

business as soon as he can find a suitable

location.

Lynn McNaughton has been appointed

general sales manager of the Cadillac Motor

Car Co., succeeding Earle C. Howard, who

  

  

recently resigned. Mr. McNaughton has

been with the Cadillac sales organization

for 14 years and assistant under Mr. Howard

since 1913.

B. V. Unwln, until recently connected with

the Commonwealth Brass Co., Detroit, has

been appointed manager of the sales promo

tion department of the J. C. Wilson Co.,

Detroit.

  

JOSEPH C. BELL

I'residvnt-clcct of the New Jersey

Automobile Trade Association. Despite

the fact MM he is only 36 he has been

in the industry [or 20 years

McMinn in Business for Himself

NEW YORK, May l9—Stanley Pv

McMinn, who for the past 10 years has

been affiliated with the editorial staff of

Motor World, and has been managing

editor for the last 3 years, has severed

his connection with that paper, to enter

busines for himself. - Together with

Harold F. Blanchard, also formerly con

nected with the editorial department of

the same paper, he has formed the Mc

Minn Tire Co., Inc., and obtained the

Gates half-sole tire franchise for Bridge

port, Conn. He will also operate in New

Britain as the Kingsiand Tire Co.

General Motors Now

$1,020,000,000 Concern

Stockholders Vote Increase of

Capital from $370,000,000

 

NEW YORK, June Iii—Increase of

the capital stock of the General Motors

Corporation from $370,000,000 to $1,

020,000,000 was voted at a stockholders

meeting,at Wilmington, Del., June 12.

The stock division calls for $20,000,000

preferred, $500,000,000 debenture and

$500,000,000 common shares.

The increase, according to John J.

Rashob, director of the corporation, is

intended to enable the company to take

advantage of any opportunity that may

develop in the motor field, extensions of

plants being financed out of earnings

rather than stock sale proceeds.

Reports that the enlarged capitaliza

tion would provide funds for absorption

of the Ford Motor Co. were denied.

Inter-City Run a 'fie

NEW YORK, June lG—Because the

reports of inexperienced observers

assigned to the cars were so vague as to

be practically valueless, the inter-city re

lia-biiity contest between the New York

Athletic Club and the Chicago Athletic

Association, run June 12 and 13 over a

350-mile course in New England, was de

clared a tie.

After spending several hours attempt

ing to check up the observers' records.

the committee in charge decided to an

nounce a draw, the team leaders consent

ing, and plans were made for a run next

year in Chicago upon the invitation of

Samuel E. Hibben, the Chicago captain,

accepted by W. Irvine Fickling of the

New York tourists. At that time owner

ship of the trophy offered by Eddie Rick

enbacker will be decided.
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STOLE 22,000 CARS

IN WEST LAST YEAR

Thieves Make Good Get-away in

Big Per Cent of Cases—

N.A.D.A. Plans Action

ST. LOUIS, June 14—In 18 Western

and Midwestern cities 22,273 motor cars

were stolen in 1918, according to figures

furnished the National Automobile

Dealers’ Association by the Automobile

Protective and Information Bureau of

Chicago, which is a business league of

several motor car underwriting stock

insurance companies. Detroit heads the

list with 2637 cars stolen, Chicago second

with 2611 and St. Louis third with 2241.

Kansas City led in the list of total

percentages of stolen cars unrecovered,

46 per cent. St. Louis was second, 40

per cent of its stolen cars being lost ab

solutely. The tabulation follows:

Stolen Recovered "/0 Loss

 

Chicago . . . . . . . .2611 1954 25

St. Louis . . . . . . .2241 1354 40

Kansas City . . . .1144 606 46

Denver . . . . . . .. 901 627 33

Omaha . . . . . . . . . 1039 669 35

Columbus, Ohio. 451 352 20

Cincinnati . . . . . . .348 291 16

San Francisco. .1122 1082 4%

Los Angeles . .. .1629 1499 10

Oakland . . . . . . . 895 860 4

Seattle . . . . . . . . .1451 1376 6

Portland . . . . . . .1088 990 9

Salt Lake City.. 797 790 1

Boston . . . . . . . .. 866 607 30

Detroit . . . . . . . .2639 1954 26

Indianapolis . . .. 404 No rec. of rec’v’s

Oklahoma City . 571 484 15

Cleveland . . . . . .2076 1816 13

The N. A. D. A. directors appointed

a committee to confer with manufac

turers to arrange a plan for better iden

tification of motor cars by a more com

plete numbering of the component parts

of motor cars. Usually the motor num

ber is all the owner knows by which

Mmassmm. :Flsaeiliseaesr—swa-a; ..

icently in Charlotte, N. C. They turned out in numbers to have conference with Sales Manager William A. Ryan

Fthe Ford Motor Co. and went into prospects for sales this year and next

to identify his car, and thieves in

variably chisel this ofl‘ at once. The

dealers believe that if several of the

component parts of a car were numbered

and records thereof kept by the manu

facturers, by the dealers or by the

owners, the work of identification would

be greatly simplified. '

Plans for the development of a nation

wide bureau of registration to facilitate

recovery of stolen cars are being con

sidered by the N. A. D. A. The associa

tion also recommends that dealers pay

greater attention to the prosecution of

motor car thieves whenever arrests are

made.

Five years is the “list” price in St.

Louis for motor car thefts. Until several

months ago, it was almost impossible to

obtain a conviction. But dealers have

become interested in such prosecutions.

One year was the term in the first con

viction. This was followed by letters

to the prosecuting attorney, commending

his ofiice for the diligence shown. The

next sentence was two years. Then came

more letters of commendation, and the

next conviction was for five years, which

7 is the rule.

Harry G. Moock, business manager of

the N. A. D. A., said that dealers through

out the country are awakening to the

seriousness of the situation.

Ship by Truck in Columbus

COLUMBUS, OHIO, June 12—The

“ship by truck" movement in Columbus

is now under full sway. Fostered by

the ship-by-truck bureau, a big demon

stration was given last week, when 125

trucks paraded the streets bearing ban

ners advertising the purposes of the

movement. Following the parade the

truck drivers and the backers of the

movement, the Firestone Tire & Rubber

Co., were entertained at luncheon, where

the many advantages of shipping by

truck to short distances surrounding

centers of population were emphasized.
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ENGLAND PAYS HIGH

PRICE FOR OLD CARS

1915 Models Bring Four Times

Original Price—No Cars for

Sale During the War

LONDON, ENGLAND, May 27—To

day's London Times carries an adver

tisement offering a number of used pas

senger cars at prices which are stagger

ing, as compared with their original re

tail ratings. The explanation of the

enormous increase is found in the fact

that England is suffering from a car

famine of_ unparalleled severity. N0

passenger cars have been built, except

for war service, for over four years and

one of the first military orders in August,

1914, commandeered all privately owned

cars for army service. The prices given

in the table below have been reduced to

dollars from pounds sterling at the cur

rent rate of exchange in New York:

 

'Uled Original

Car Price

Prlee When

In 1919 Make and Type Year New

$23,150.00 Rolls-Royce, 5-pass. 1915 $6,250.50

21,992.50 Rolls-Royce. Ail-Woa. 1915 6,945.00

20,140.50 Rolls-Royce, 5-pass. 1915 6,250.50

19,677.50 Rolls-Royce, 4-pass. 1914 6,250.50

18,520.00 Rolls-Royce. 5-pass. 1914 6,250.50

10.417.50 Itolls-Royce. Torpedo 1913 6.109.00

7,176.50 Flat, Sport 1917 4.630.00

6,829.25 Nazzaro, Ail-weather 1915 3 985.50

5,845.37 Minerva, Landaulet 1913 3,067.37

5,787.50 De Dion, Ali-weather 1915 3,241.00

4,051.50 Dnrracq, Iandaulet 1916 2,754.85

4.051.50 Germain-Dai‘r, Sport 1914 3,067.37

3,472.50 Hupmobile, Coupé 1915 2,291.85

2,650.67 Morris-Cowley. Coupe 1916

2.187.667 Calthorpe. Coupé 1917

2,025.63

. . . - . . .

'To arrlve at the cost of any of these used

cars delivered in the United States, add 45

per cent import duty; also freight and insur

ance. Possible loss through fluctuation of

exchange rate would be another factor for

consideration.
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COMING EVENTS

Races, Contests and Tours

  

  
  

 

. Airplane race. Aeronautic Convention.

Speedway.

Hohokus, N. J . Dirt track event.

Cincinnati, 0. Speedway.

Uniontown. P \iid-summer Meet, Speedway.

Sheepshead Bay, . . Speedway.

'Mlddletown, N. Y . Dirt track event.

g _ Road race.

Sheepshead Bay speedway.

Uniontown, Pa. Speedway.

Sheepshead Bay S speedway.

'Allentown. Pa. Dirt track event

Cincinnati. 0. . . Speedway.

'Trenton, N. L. . Ilirt track exent '

'Danbury, Conn . . . . . ..Oct. 11 . . . . . . . . . . . .. ilirt track event.

'Tcntative datcs.

Meetings

Philadelphia. Pa. . . . . ..June 21 . . . . . . . . . . .. Annual Outing. Kugler’s Mohican Club. Motor

Truck Assn. of Phlla.. with the Phila. Auto Trade

, Assn. Automobile Accessories Business Assn.

and the Camden Auto Trade Assn.

Ottawa Beach, Mich..June 23-28 . . . . . . . .. Summer Meeting, S. A. E

Philadelphia, Pa. . . . ,, Sept. 22-24 . . . . . . . . .Annuai Convention. National Association of Pur

chasing Agents. Bellevue-Strattord.

Foreign Shows

  

Paris, France......... Oct. 15 . . . . . . . . . . . ..Grand Palais—lnternational Automobile Manufac

turer's Congress. -

London, Eng . . . . . . . . ..Nov. 7-16 . . . . . . . . ..Ulympia Exhibition. Society of Motor Manufactur

ers & Trades.

Tractor Demonstrations .

Wichita. Kan . . . . .....July 14-19 . . . . . . .. Anatomotlve Committee of National implement

- . ssn.

Columbus, 0 . . . . . . . . ..July 28-29 . . . . . . .. in charge of Prof. H. C. Ramaower, head or Agri

- cultural Engineering Dept. of Ohio State L'niver

8 KY.

quua, O . . . . . . . . . . . . ..Aug. 1-2 . . . . . . . . . ..in charge of Prof. H. C. Ramsower, head of Agri

cr‘ltural Engineering Dept. of Ohio State Univer

s y.

Fostoria, O . . . . . . . . . . ..Aug. 6-7 . . . . . . . . . ..ln charge of Prof. H. C. Ramsower, head of Agri

clitiltural Engineering Dept. of Ohio State Univer

s y.

Akron, 0 . . . . . . . . . . . .. Aug. 12-13 . . . . . . . .. in charge of Prof. H. C. Ramsower, head of Agri

cultural Engineering Dept. of Ohio State Uni

versity.

Aberdeen, S. D . . . . . ..Aug. 18-22 . . . . . . . ..Sectional Tractor Demonstration,

Ottawa, Ont., Canada.()ct0ber . . . . . . . . . .. inter-Provincial Plowing Match and Tractor Dem

onstration.

Shows

Greenvllle, S.C . . . . . . ..July 14-19 . . . . . . . .. Agricultural implement & Tractor Exposition. F.

M. Burnett. Manager.

Greenvllle. S. C.......July 14-19 . . . . . . . . ..Agricultural Implements and Tractors. F. M. Bur

nett, General Manager.

Minnesota . . . . . . . . . . .. Aug. 30-Sept. 6.... State Fair. _

Indianapolis. Ind . . . . ..Sept. 1-6 . . . . . . . . . ..State Fair. Cars and Accessories, Indianapolis

Automobile Trade Assn., John B. Orman. Man~

ager.

Cincinnati, 0 . . . . . . . . ..Scpt. 13-20 . . . . . . . ..Ninth Annual. Music Hall. Cincinnati Automobile

Dealers“ Assn.. H. K. Shockley. Manager.

Springfield. Mass..... Sept. 15-20 . . . . . . .. Eastern States Exposition. J. 0. Simpson. Gen

eral Manager.

New York. N. Y . . . . . ..ian. 3-10 . . . . . . . . ..Grand Central Palace, National Automobile Cham

ber of Commerce, S. A. Miles. Manager.

Chicago, Ill . . . . . . . . . ..Jan. 24-31 . . . . . . . ..(‘oliseum. Cars: Dreer Pavilion; Trucks. National

Automobile (‘hamber of Commerce, S. A. Miles.

Manager.

 

Oregon Dealers Join National Body

PORTLAND, ORE., June 16—Robert

E. Magner of Seattle, recently appointed

field secretary in the Pacific Northwest

for the National Automobile Dealers'

Association, has met with success in his

eiforts to interest Oregon dealers in this

national organization. In a few days

work here he has obtained 30 members,

as follows: Northwest Auto Co., W. H.

Wallingford Co., Northwest-Oakland Co.,

Willamette-Oakland Co., Oregon Motor

Car Co., Willys-Overland-Pacific, Roberts

Motor Car Co., Braly Auto Co., Covey

Motor Car Co., C. L. Boss Automobile

Co., Twin States Motor Car Co., Oldsmo~

bile Co. of Oregon, William L. Hughson

Co., Cook & Gill, Portland Motor Car Co.,

Atterbury Truck Sales Co., J. H. Gra

ham, Palace Garage Co., Graham Motor

Car Co., Fike-Horn Motor Car Co.,

Mitchell, Lewis & Staver Co., Charles C.

Fagan Co., A. C. Stevens, Gary Coast

Agency, E. D. Van Dersal, The White

Co., Lewis E. Obye Motor Car Co., D. C.

I

New York Stock Exchange

Closing Quotations

June 14. 1919

Bid Asked

Fisher Body. com . . . . . . . . . . . . . . .. 81% 82%

Fisher Body, ptd . . . . . . . . . . . . . . . ..100 101

Goodrich, B. R, Co., com . . . . . . .. 761,4 761;

Goodrich, B. R, Co., pld . . . . . . . ..1051", 106%

Kelly-Springfield Tire, com . . . . ..il914 120

Kelly-Springfield Tire, pfd . . . . . ..100 101

Kelsey Wheel. com . . . . . . . . . . . . .. 52 56

Kelsey Wheel. pfd . . . . . . . . . . . . .. 99% 100

Lee Rubber & Tire . . . . . . . . . . . . . .. 32% 33

Stewart Warner Speedometer. . . . 9t 99

Stromberg Carburetor . . . . . _ . . . . .. 56 57

U. S. Rubber, com . . . . . . . . . . . . . “115% 115%

U. 8. Rubber, pi'd . . . . . . . . . . . . . . ..114 115

Chandler Motor Car . . . . . . . . . . . . ..200 202

General Motors, com . . . . . . . . . . . ..209 210

General Motors, ptd . . . . . . . . . . . . .. 93 9315

General Motors. deb . . . . . . . . . . . . .. 90 9015

Maxwell Motor, com . . . . . . . . . . . .. 46 47

MaXWell Motor, 1st ptd . . . . . . . . .. 81 81%

Maxwell Motor. 2d pfd . . . . . . . . . .. 371-,- 38

Pierce. Arrow. com . . . . . . . . . . . . . .. 59 59-3

Pierce Arrow, pfd . . . . . . . . . . . . . . ..107 10715

Saxon Motor Car . . . . . . . . . . . . . . . .. 10% 101‘

Studebaker, com . . . . . . . . . . . . . . . .. 99% 99K

Studebaker. pfd . . . . . . . . . . . . . . . . .. 1491,51 100

Stutz Motor Car . . . . . . . . . . . . . . . . .. 70 7013

White Motor . . . . . . . . . . . . . . . . . . .. 565‘, 57

“'lllys Overland, com . . . . . . . . . . .. 39% 395

\Villys Overland. pfd . . . . . . . . . . . .. 97 98

 

Warren Motor Car Co., C. H. McCabe for

Portland branch of the Chevrolet Motor

Co. of California, and the Fields Motor

Car Co.

F. W. A. Vesper of St. Louis, president

of the national organization, is to visit

Portland this fall.

 

Held Real Garage Opening

DES MOINES, IOWA, June 16—

When L. C. Lyders, a Dodge, Oakland

and Nash dealer in Ellsworth, a town of

530 population, opened a modern garage

late in May he did not merely hang out a

shingle. He announced a formal opening

and invited the whole county to see what

an up-to-date establishment looked like.

He conducted demonstrations in the

street of Case and Happy Farmer trac

tors, which he handles in addition to the

passenger cars, and for fear some of his

prospects might have missed the after

noon “show,” held another in the evening.

He also brought several factory experts

to Ellsworth, and treated the public to

a series of practical lectures intended

particularly for car owners.

England Licenses 411,791 Cars

LONDON, ENGLAND, May 22—Car

licenses in England, as reported for the

sixth and seventh issues of the Board

of Trade Journal, total 411,791, which

seems to be a fair estimate of all the

cars in use in the country. Complctc

figures follow:

6th 7th

issue Issue

Form l—Prlvate cars . . . . . . . . .. 93 947 ..v.

Form lA—Prlvate cycles....... 66,309 .....

New series:

1 and 1A, private cars and cycles 76.605

Form 2—Doctors' cars . . . . . . . .. 11.073

Form 3~Hackney vehicles. . . . . 25,827 é?

i, .

  

Form 4—Commerclal vehicles.. 47.388

Form 5—lndustrial processes. 61.805

Total . . . . . . . . . . . . . . . . . . . . . . . ..373.954 37.837
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Foot f m ‘ ’ ‘ ‘3" I ' ' Wreck Your

Cannot Slip i_ " = 1 Car

,1, :

__and You Will See the Necessity for

UTILITY

Pedals for Fords

Owners call UTILITY pedals “the absolutely necessary accessory for

Fords.” The growing demand for them reflects the growing realization

on the part of Ford owners that the key to safety in driving any Ford

car is a firm, positive grip on the pedals.

UTILITY pedals—rubber shod—are absolutely slip-proof. Besides, they

are wide enough to hold the driver’s whole

foot—with a flange for extra protection

against slipping, at the side. Making big

sales and generous profits for dealers every

day. llThe more you sell, the more you need,

to se .

DEALERS: Order from your jobber

JOBBERS: Get in touch with us

Hill Pump Valve Company

Mfrs. of UTILITY Products

, "' “‘"' “' " "" Archer Ave. and Canal St., Chicago
,- How UTILITY Pedals look

‘ “ a W from the front seat Sales Department:

OraFmd THE ZINKE CO., 1323 S. Michigan Av.,

Chicago ‘
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A Better, Quicker,

Cleaner Job

FREE-—>

We are back of the

above broad claim with

the oifer of a Free Trial

Can. You repairmen,

dealers, garagemen,

service station men—

all of you—are invited

to write in and have

this sample sent free of

all charge. Use it on

the next job and you

will find out by experi

ment that

S & P Brand

Valve Grinding

Compound

Will increase speed, reduce time and make a smoother,

cleaner valve and seat surface than you ever thought

possible.

lts abrasive action is unequaled. It does the job in

less than half the time required by other compounds.

The big New York Service Stations use it exclusively.

That alone is a recommendation you cannot get by.

“SE THAT lT’S

ON THE CAN”

Send for

you will know why they

sample and

use it.

5 61 P Brand Valve Grind

ing Compound is entirely

free from acids and will not

deteriorate under any cli

matic conditions. 5 6! P

Compound costs less than

other compounds.

Put up in 5-02. Duplex cans

st 40 cents per can. Also put

up in l-lb. cans for factory

use. If your jobber cannot

supply you, send for free

sample and discounts.

S. 8: P. MANUFACTURING CO.

163 Columbus Ave. New York City
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A Constant Stream of Veli‘érSixgs

—pass out of the Shipping doorsas

every day, yet a mile of Velie factory has been un

able to meet anever-increasmg demand. Now, with

still greater famlitles, the call iar exceeds the supply.

1  

“In:

  

uni—"mm

'ml-uujiinn-mum

Fifilll‘l

rm

Why this unprecedented desire for

Velie cars? Velie exceptional val

ues, sturdy performance and thor

ough satisfaction tell the story.

F'om front to rear every detail of

re Velie Six is the best that

manufacturing experience can ac

complish. Comparisons show the

Velie to give greatest value at

lowest price.

Velie drivers are invariably proud

or their ownership—as Velie deal

ers are proud of the car they rep

resent.

For over half a century the name
uVelie" has ranked with the best

of manufactured products. Down

through the years has come a rep

utation for quality and business

character which today inspires

confidence in the Velie organiza

‘tion and Velie Six.

Every week now sees an increase

in the value of the Velie franchise.

Big things are immediately ahead

for Velie dealers. If your terri

tory is still open write for details

of the new Velie plan.

Catalog for the aching

VELIE MOTORS CORPORATION, 115 Velie Place

Moline, Illinois

Builder; of Automobiles, Motor Truck: and Tractor.
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ers and Garagemen who are subscribers to and

regular readers of Motor World, and all report

the great-,benefit they have received in the way

of better; merchandising information, better

and help ul methods for use in the Shop and

Garage, ar Sales helps, etc.

There are yet quite a number of Automotive

dealers who do not read Motor'World, and as

we feel that dealers believe we are interested

in their business (along lines of making it a

success) we will be glad to handle your sub

scription for you. There is no financial benefit

in this for us, but we are willing to place your

order for the Motor World, and see that you

get it each week.

You profit by our efforts in this direction.

You are benefited by every increase in the mer

chandising and business efficiency of dealers

in the Automobile. Truck and Tractor field

resulting from the constructive work which

MOTOR WORLD is doing. It is, therefore

from your own point 0! View, very desirable

that every one in your organization should bi

regular readers of MOTOR WORLD.

We do not feel one bit selfish in inviting your

co-operation to the .end of aiding MOTOR

WORLD in its constructive campaign of putting

the Automotive Industry upon a higher plane—

up to a standard that will improve the status

of everyone in the business in every community.

We are all looking for guidance into channels

of better methods—which mean greater volume,

and- increased profits. '

You know how carefully. systematically and

intelligently MOTOR WORLD has done its

work in the past. For 1919 they have even

bigger and' more important plans to work out

for dealer benefit. _

The annual subscription price of MOTOR

WORLD is $3.00. You may send your order for

MOTOR WORLD through our office if you

wish. We will be glad to handle your subscrip

tion for you, and see, that youget the publica

tion regularly each week.

18 Wholesale Automobile, TruckMOTOR WORLD 2’

The Automotive Dealer’s Guide p

in this territory there are hundreds of Deal- D

t
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HE ab0ve repro

duced letter over

the signature of W. E.

Wissler, and page 18

from the Herringdealer

bulletin, combine in the

_ H making of a complete story that

"0 is of Interest not alone to dealers

everywhere—butto manufactur

ers WllO have a merchandise message for the

trade that 1s so well covered by Motor- World.
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AND WHILE. HE WA\TS HE ALLOWS

TIME TO SLIP BY, DEPRIVING HIM
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A convoy of trucks with drivers ready to proceed from base port to the general headquarters

at Tours for assignment at the front

W110 WON THE ‘ WAR? .

The Industry of Which YOU Are a Part Helped Considerahly_Read the

Story of the Man Who Went to France and Saw What the Motors Did

and Then Be Just a Little More Proud of the Fact That You

armistice on November 11,

1918, this question has been

one of almost amusing importance

wherever an O. D. covered soldier

could be found.

It was howled tauntingly at the

Military Police hurled

laughingly at the Quartermaster

Corps disputed by the

medicos and argued by everyone.

The marines said they did it at

Chateau-Thierry, while the dough

boys declare they put on the finish

ing touches in the Meuse-Argonne.

The Signal Corps came in with a file

of results and the engineers averred

that, but for their spades, the fighting

would still be going on.

Every branch of the service regis

tered in the advanced zones claims

the distinction. And, until the present

EVER since the signing of the

Are an Automobile Man

By Chester W. Shafer

 
 

Chester W. Shafer went to

France with a party of news

paper men and has written this

story of how the motor vehicle

helped win the wan—EDITOR.

  

 

  

 

generation has passed the argumenta

tive stages of existence, the disputes

will go on—the assumptions will con

tinue—and the credit will go to the

man with the loud voice and the most

time to waste.

However, the doughboy will receive

many decisions—and justly, too. So will

the engineers—the artillerymen—and the

marines. But, in all the arguments, few

will pause to consider the S. O. S.—

(Service of Supply)—and not many will

entertain the entrance of the Motor

Transportation Corps.

This important branch of the service

is seldom considered—infrequently men

tioned. It was back in the “Safe and

Sound" areas and is scoffed at by those

who were up where the big whine?

whined.

But it is an entry in the race for 1111v

high honors. It was a vital, indispensabir

factor. And but for it the war "are"

could have been won in the record timr

that is chalked up for it.
The members of the corps cannot la}v

claim to the fine distinctions of tlk>

doughboys—but they can demand recog

nition as exceptional aides. And the?

have an honest and legitimate right to

answer “Here” when the next argumw'

comes up and the eternal question of the

American Expeditionary Forces is intrw

duced—“Who Won the War?”

As proof of this—and to show jusi 0

few phases of the work of the motor

truck in connection with the war—tbs

facts obtained at the huge motor recap

tion parks at St. Nazaire and Bordeaux.

France, are offered. These facts WEN

obtained from the ofl‘icials in charge 0!
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There were casualties in the Motor Transportation. Corps as well as with the combat outfits

This is the cemetery at St. Nazaire where hundreds of graves of men who died from natural

the park and were given, for the first

time, for publication, to the members of

the A. E. F. Press Special which made

a tour of France and Germany in April.

The figures are surprising—eye-open

ing. They show—gloriously—what part

the American motor truck had in mak

ing the world safe for democracy, And

they show, beyond the possibility of

doubt, that the Motor Transportation

Corps, because of its monster efforts and

services, has a place on the list of en

trants in all the “Who Won the War?”

contests of the future.

The motormen and mechanics did not

win the war in the sense that they rifled

or hand-grenaded or Bengal-flared the

boche up to the Rhine. But they turned

out the machines. And the machines

made good. They made good because

they furnished transportation—transpor

tation for troops and supplies—transpor

tation for everything.

61114888 GT8 868‘".

They established communications.

They kept the connections perfect.

They provided the ammunition.

They were the “wheels of victory."

And every one of these wheels passed

through the great motor reception parks.

That’s why they come into the zone of

credit.

The United States knew but little of

the application of motors in modern war

fare when war was declared in April.

1917. A few trucks had been used down

on the Mexican border and there was a

demonstration of practicability. And

with this as a basis the plans for an

enormous complement were made.

From France, in a very short time

came demands for speed—and VOLUME.

  

Above—Motor trucks in difiicult

hole on way from assemny plant

at Bordeaux to duty. The trac

tor dragged them through

[1 El

To the left—Parking space for

only a few at St. Nazaire
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And the gigantic and powerful organiza

tion was quickly got under way.

On June 27, 1917, the first truck com

panies were landed in France, four of

them from Fort Sam Houston, Tex.

And at St. Nazaire this tiny nucleus

grew—grew and was embellished until

—at the close of 1918—it had spread to

all the base ports and had given to the

American Expeditionary Forces 0, total

of over 200,000 trucks and motor ve

hicles.

At St. Nazaire the only site available

for a reception park was found to be an

open space on both sides of the Boule

vard d’la Ocean at Ville-Es-Martin, a

suburb. This space comprised two fair

sized fields and a strip of land from 50

to 100 feet wide between the boulevard

and the sea wall. Upon this site the

men set to work to erect barracks and

temporary buildings for the assembling

of bodies and for general carpenter work.

The condition of the ground was bad

and there was no drainage.

were forced to wear hip boots, and in the

foot-deep mud they toiled from 12 to 15

hours a day shaping the construction.

Within 30 days trucks, ambulances and

touring cars began to arrive on the big

freight transports and soon they were

being handled at the rate of 30 a day.

Equipment for Handling Trucks

To handle these there was the equip

ment of the Machine Shop Truck Unit

which was carried complete on a 3-ton

truck, and such tools as could be taken

from the cars when they arrived. Some

French tools were purchased and a stock

was gradually accumulated. Men worked

in the rain, mud and snow at delicate

assembling with makeshift tools. And

added to the handicap of the weather

was the problem of getting more or less

technical work done with unskilled labor.

For months the assembly details

changed daily, but ultimately a perma

nent detail was assigned and this diffi

culty was passed. In retrospect the ob

stacles attendant upon the initial steps

were almost insurmountable. And but

for a big idea they might have been.

In the minds of every officer and every

enlisted man was the thought of ade

quately furnishing the men at the front

with transportation. Unrewarded by the

“lull in! 'm

M Snmn

‘v .upll in:

a»

Perspective view of Reception Park 701, Base

Section No. 1, St. Nazaire, France

The men'

romance and the thrills of the front lines

—with no promise of distinguished serv

ice crosses and valor medals—minus all

the exhilaration and excitement of the

advance and the fight, these motor men

labored, unceasingly and valiantly, and

eventually achieved.

They built the foundation and con

tinued the advance until the objective

was reached. And a casual survey of

the objective-is convincing proof of the

high part that was played.

That success was achieved is shown by

a comparison of the figures of the num

ber of vehicles issued ready for use,

which increased from one car each for

the months of June, July and August,

1917, to 250 in September and finally to

the high-water mark of 2702 in Decem

ber, 1918. That's growth. And it was

a real objective. Just as real as Sedan

or the Vesle.

Here is how the Motor Transport

Corps operated:

All motor vehicles were received from

the United States packed in pieces in

6-ton crates. Unloaded at the docks at

St. Nazaire, the crates were taken to the

great store yards at Montoir, a few

miles distant. From Montoir the crates

were drawn as desired and taken to the

sub-assembly yards at Parc de Means.

Here they were unloaded by steam crane

equipment, sub-assembled, and put in con

dition for towing to the main park. A

personnel of 300 men was maintained

permanently at Parc de Means for this

one purpose. Upon arrival at the main

park the usual processes of construction

were applied and the cars were tuned up

for transportation to Tours or Romoran

tin and there assigned to duty.

1200 Cars a Day

During each working day, even at the

present time, 1200 motor vehicles pass

the gates of the reception park. And

some idea of the gigantic work that was

done may be gleaned from the fact that

the park has produced, in a single day

shift, 162 motor vehicles; in a single

week, 737; and in a- single month, 2650.

Up to the first of March, 1919, the as

tounding number of 25,851 motor ve

hicles had been produced at this park,

which number represents almost one-third

of the motor vehicles used in connection

with the great war.

The keenest record that the park holds

was established on Christmas Day, 1918.

While the folks back in America were

entertaining the famous old Saint, and

were bubbling over with enthusiam and

thanks that the war was done, the men

toiled 18 hours without a let-up, and, by

so doing, put on the largest single con

voy in the history of the A. E. F., and

probably of the world, consisting of 360

trucks and cars.

Those figures represent work. And

great, big, human work. It was not the

work of the rifle—of the artillery—of the

hand-grenader. It was the work of skill

and determination. And it was the sort

of work that made victory possible.

The area under Motor Reception Park

No. 701 covers 52 acres.

There are 25 miles of trackage sys

tems. '

There are shops, foundries, machine

“nests” and barracks for the men.

There is a base section mess hall where

all the men are fed.

In one shop alone, which cares for

heavy trucks, there are 53 pieces of ma

chine tool equipment.

New Ideas Facilitate Assembly

In the work of assembling many new

ideas were originated. These have been

applied and many unique and highly

specialized devices for use in assembling,

repairing and testing may be found

there. Many of these original devices

have been standardized and are used

throughout the entire Motor Transporta

tion Corps.

The personnel of the park at present

consists of 3000 enlisted men and 130

officers. It is composed almost exclu

sively of technical men all picked for

their expert and practical knowledge of

motor practice. Undoubtedly they rep

resent one of the highest grade organiza

tions in France. From this camp officers

and men have been drawn to establish

and maintain Motor Transport activities

in Belgium, Holland, England and Ger

many. _

To their further credit is the fact that

most of the men in this camp, as well as

every other camp in the A. E. F. where

 
 

General view of the barracks and buildings of Motor Re

ception Park 701, Base Section No. 1, St. Nazaire, France
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the M. T. C. is represented, will remain

until all is over.

When all the doughboys and Marines

have been discharged, and all others have

returned to civviee, the M. T. C. men will

lock up France and bring the key home

and hang it around the neck of the

Statue of liberty.

The Motor Reception Park at St. Na

zaire was the largest in France. There

were others at Le Havre, Marseilles and

La Pallice. And more at smaller ports.

But the park that ran a close second to

the park at St. Nazaire, and which de

serves almost an equal share of the credit

for the motor success of the war, was at

Base Section N0. 2, at Bordeaux.

Work Accomplished by Small Personnel

This park was not started until Nov.

16, 1917, nearly four months after the

park at St. Nazaire was begun. Then

Captain B. L. Maloney, Q. M. C., with a

convoy of 10 Packard 1%-ton trucks ar

rived overland from St. Nazaire. The

personnel consisted of 12 enlisted men

from the American Field Service with

the Mallet Reserve of the French Army,

and 126 civilian employees.

With this small personnel the work of

constructing the park and caring for

shipments was begun. The first trucks

received from the United States were

eleven Garfords. These arrived at Bas

sons Doc ks Dec. 5, 1917. About the mid

dle of the same month 54 passenger cars,

12 trucks and 30 motorcycles came in.

From that opening to Dec. 1, 1918, a

tremendous amount of work was accom

plished. In all 6000 cargo trucks and

1000 light delivery trucks were received,

assembled and dispatched in this period.

Besides that, the men cared for 1400 pas

senger cars, 500 ambulances, 400 trail

ers and 3000 motorcycles.

During that first year of the park’s

existence 13,000 motor vehicles were

handled. During November, 1918, 3389

  

The “Boche” prisoner makes a good man for “police” details around a

motor camp. These “Jerries” in U. S. uniforms and fatigue clothes render

slow assistance and take care of most of the distasteful work. They are

watched constantly by armed guards, but they never make an attempt to

escape

vehicles were registered as passing

through. Up to April, 1919, 5861 more

vehicles were received, making the total

amount for the park stand at 18,861.

Besides the work of assembling, con

voying and repair, the supply department

for the entire area of 150 by 225 miles

of Base Section No. 2 is handled by this

motor park. At the present time there

are 3046 motor vehicles operated from

the 26 pools throughout the base. The

services of 122 officers and 3744 enlisted

men are required for carrying on this

work and these will be maintained until

all other units have left France for the

States.

  

Truck equipped with crane used in the salvage work at St. Nazaire and

Bordeaux

I

Those are the stories of the two

greatest motor parks of the A. E. F.

The figures are convincing. They

show the vastness of the motor side

of the war. They demonstrate the real

and concrete value.

Considered from all angles, the

motor cannot be denied. And the work

of the men of the Motor Transport

Corps must be recognized.

When all angles of the situation

overseas are gathered together, credit

must be given. And the great motor

circles of the United States may feel

proud of the representation over there

—and of the showing of that repre

sentation.

Men and vehicles alike are deserv

ing. The Distinguished Service

Crosses are in order.

The motor—the truck—the car—all

played a prominent part—just as

prominent a part as that of the dough

boy—the marine—~the engineer.

And when all is over—and a future

discussion develops around the ques

tion of “Who Won the War?" any vet

eran of the Motor Service in France

can dignifiedly and honestly step for

ward and say: “I helped—consider

ably."

 

United Motors in Canada

MONTREAL, June 20—L. G. Hono

del, special representative of United

Motors Service, Inc., with general ofi‘ices

at Detroit, is in Montreal to investigate

the local trade and service conditions pre

liminary to appointing an authorized dis

tributer. A branch of the company has

been opened at 88 Adelaide Street, West,

Toronto.
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A front view of the new Allen,

which is mm: to be made in Co
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ers to get cleaned up on war busi

ness and get back to peace-time ac

tivities with a brand new car is the Allen

Motor Car Co., Columbus, Ohio. The

car has been entirely re-designed from

one end to the other and bears practi

cally no resemblance to previous models

made by the company when located at

Fostoria. The price has been set at

$1295, which is a slight advance over

previous prices on the Allen models, but

since the old cars were being made ad

vances in materials and labor have justi

fied the increase.

Compared to the last Allen car, the

engine has a slightly smaller piston dis

placement, the bore being 3% x 5 in. as

against the old dimensions of 3% x 5 in.

It is claimed that in spite of the reduced

dimensions the new engine shows su

perior characteristics. A three-bearing

crankshaft is used in place of the two

bearing design and the bearing diameters

have been materially increased. The

cylinders, which are cast in block, have a

detachable head. Accessibility is one of

the main features of the engine design

and it is quite possible, for instance, to

remove the entire oil line from the front

end of the engine without disturbing any

of the other parts. The oil pump is lo

cated on the outside of the engine and

it is only necessary to remove two cap

screws to take the entire unit off for in

spection or repairs.

Another point which is unusually ac

cessible is the valve push rod guide. The

crab which holds these in place is held

by a single cap screw located so that it

can be taken out very readily when the

valve action cover plates are removed,

the crab then comes out allowing the

push rod guide to be lifted out, once the

valve assembly is out of the way.

The cylinders are cast in block of grey

iron. The pistons are also iron castings

and are equipped with three rings, one

a. MONG the first of the manufactur of them is a patent ring, a product of the

Piston Ring Co., and the others are two

plain eccentric rings. The pistons are

4 in. in length and have %-in. piston

 

Specification Table

Priuh$1295

Engine—4 cylinders, 3% x5 in.

Crankshaft—3 bearing type

Cooling system ——- T h e r m o

syphon

Starting and lighting—Auto

Lite

Carbureter—Stromberg

Clutch—Borg & Beck

Front axle—Columbia

Wheel bearings—Bock

Final drive—spiral bevel gears

Cylinders—Cast in block

 

 

 

pins. The rings are all located above

the pins. The pin bearing is in the pis

ton and the pin itself is clamped in the

end of the rod, the clamp bolt being lo

cated on an angle so that it is easy to

reach from beneath. The connecting rod

is an I-beam drop forging 10% in. in

length with a 2%-in. bearing diameter.

The rod and piston assembly weigh 5 1b.,

4% oz.

The crankshaft bearings are babbit,

bronze backed. The size of the main

bearings are: front, 23/16 in. diameter

by 2% in. length; center, 2% by 2%;

rear, 2 1/16 by 3%. The connecting rod

bearings are 2%; by 2%.

The valves and auxiliary apparatus are

driven by a four-gear train of helical

pitch. These gears are steel working

against cast iron. The camshaft is 1%

in. diameter of case hardened steel. The

oil pump is driven off the rear end of

ALLEN 43

One of the First

Back

Débutantes

to - Business

the camshaft. The thrust on the cam

shaft is taken by a spring and plunger

located in the front end.

Firing order is 1-2-4-3, the valve tim>

ing being such that the intake opens and

the exhaust valve closes at 10 deg. after

upper center. The intake closes at 44 deg.

after lower center and the exhaust opens

at 48 deg. before lower center.

The cam followers are of mushroom

type. The valves are 1% in. diameter

in the clear with nickel steel heads and

carbon steel stems for the intake valves

and tungsten steel valves for exhaust.

The valve and spring assemblies are en

closed with readily removable plates, one

screw holding each of the two plates in

place. The valve stem guides are cast

iron 3 in. in length, the exhaust valve

guide diameter being .375 to .376 in.

diameter, ind the intake .374 to .375 in

diameter.

  

The rear of the body shows the

advance in body design acrom

plished in the new Allen
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The manifolds are designed to pro

vide a hot spot, the intake being heated

from the two center exhaust ports. The

exhaust is discharged from the front

end of the manifold and is kept clear of

the lower part of the body so as to keep

the front compartment cool in summer

time. The hot spot is an ingenious de

sign which catches the divided stream of

the intake, allowing the unvaporized part

of the fuel to impinge against the hot

wall.

The cooling system is operated by

thermo-syphon circulation. The engine

is so designed, however, that should it be

desired for any special purpose to install

a pump, it is possible to do so. How

ever, the water-jackets are so ample as to

be able to take care of thenmo-syphon

circulation under the most adverse cir

cumstance. The water jacket space has

been very materially increased over

previous Allen models. The radiator is

21 Mayo honeycomb type and the water

capacity of this is also exceptionally

large.

The oil pump is a Viking of gear de

sign located outside of the crankcase and

operated on the end of the camshaft.

The oil is circulated direct to the main

hearings and through an overflow to the

timing gears and by means of a pocket

to the generator shaft. The return flow

maintains a level in the splash trough.

There is an oil governor which controls

the flow by means of a spring and

plunger located on the front end of the

engine. This can be adjusted by remov

ing the cap above it on the crankcase

just behind the timing gear housing. The

entire oil line can be pulled out by re

moving the pump cap screws and the oil

line connection screw at the center of the

line, and then taking out the connection

at the rear end. These connections can

‘be removed by dropping the oil pan, after

which the entire line is removable

through the front end of the case.

Startingand lighting is by the Auto

Lite two-unit system, the electrical con

trols being mounted on the dashboard.

Ignition is by the Connecticut system

with the automatic circuit breaker, and

the spark plugs are Champion-Toledo.

The carbureter is a Stromberg with a

hot air connection. The air control is

mounted on the instrument board.

A 10-in. Borg & Beck dry disk clutch

is housed within the flywheel and deliv

ers the drive to a new gearset which is

also an Allen product. The gearset is

mounted as a unit with the power plant.

Annular ball bearings are used on the

main shaft and the speedometer is driven

from the rear end of the main shaft

with the drive enclosed in oil. All of the

gears used in the gearset are as, in. in

face width. The gear ratio provided by

the gearset and the rear axle combined

are as follows: High gear, 4.6 to 1;

Second gear, 7.95 to 1; Low, 14.9 to 1,

and Reverse, 18.5 to 1.

The front axle is a Columbia one-piece

l-beam type, drop for ed with carbon

steel. The front wheel bearings are of

Bock rollers. The steering gear is a

worm and full gear type adjusted by an

eccentric bushing. The worm operates

against ball thrust bearings and is con

trolled by a 17-in. steering wheel with

corrugated rim.

The drive is through spiral bevel gears

with 1% in. face width. The differential

is mounted on Bock taper roller bearings

with Bower roller bearings in rear hubs.

The drive is Hotchkiss type and the pro

peller shaft is hollow and equipped with

two Detroit ball bearing universal joints.

The brakes are mounted on the rear

wheels, the service brakes being 12%

by 1% external contracting, and the hand

brake 121/4 by 1% in. internal expanding.

The new Allen touring ca'r, selling for $1,295

This is 1:4 in. more diameter than used

last year.

The springs are alloy steel, semi-ellip

tic, the rear being underslung and the

front 36 in. long.

Fuel is fed from a square tank hung

at the rear and having 16 gal. capacity

by means of the Stewart Vacuum Sys

tem. The tank is equipped with a gaso

line gauge.

The other instruments provided on the

car are mounted on the instrument board,

including electric control, Stewart speed

ometer, ammeter, carbureter air control,

automatic ignition indicator, electric

lamp and pressure oil gauge.

The car is mounted on a 110-in. wheel

base, which is 2 in. shorter than a year

ago, although through design the car

is roomier. The width of the tread is

56 in., road clearance 10 in., and wheel

size 32 in. equipped with 32 by 4 in.

Miller tires.

The top is a one-man type of Fabrikoid

with two plate glass windows in the

rear. The door curtains open with the

doors and a top boot encloses the bow

sockets.

The car is finished as a standard in

dark blue and is equipped with starter,

double bulb headlamps, tail lamp, Klaxon

horn, Stewart speedometer, rear tire

irons, extra tire rim, ventilating wind

shield, robe railand foot rail, tool kit,

tire repair kit, tire pump, jack, instruc

tion book, and Boyce motometer.

__,__

Napoleon Building Trucks

TRAVERSE CITY, MICH., June 19—

The Napoleon Motors Co., manufacturers

of Napoleon trucks, has not gone out of

the passenger car business, as has been

reported, but is diverting its production

to a great extent to the manufacture of

trucks.
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New Bodies

on Stephens

Post-War

Models

HREE entirely new body models

mounted on refined designs of the

previous chassis models combine to

make the new series 80 Stephens Salient

Six now being delivered by the Stephens

Motor Works of the Moline Plow Co.,

Moline, Ill. So far there are three open

bodies and later a coupe and sedan will

be added to the line.

The post-war bodies are longer and

lower than on previous Stephens models

and this has permitted the designers to

make the interiors roomier. More room

is made available for a number of im

provements, such as wider doors, tilted

windshield, high hood, narrowed and

tapered into the body and lower and

deeper seats. The upholstery is double

padded with real curled hair and

mounted on Marshall cushion springs.

Body panels, dash and instrument

board are of quarter-sawed walnut.

Provision is made for carrying parcels

and so on, and in addition a touring

toilet kit is placed in the right front door

and complete tool kit in the left front

door, both under lock and key. Anti

squeak shims run the entire length of the

frame and the sides of the car are low

and slope gracefully toward the rear,

ending with a rounding dip continued by

the fenders and frame.

The rear body of the roadster, model

82, contains two large parcel and bag

gage compartments, one with side door

opening. It is fitted with hand-tailored

  

At the left is seen the com

plete toilet kit and at the

right the drop door which dia

closes

d

 
 

The Model 84 Stephens Salient Six Touring Speedster which has a 57-114).

  

engine and 122-in. wheelba

 

Electric System—Auto-lite starting,

tery.

Rear Axle—Semi

Springs—Semi-elliptic.

Wheelbase—122 in.

Rims—One-piece, quick-detachable.

Wheels—Wooden, natural finish.

 

DETAILS OF THE STEPHENS SALIENT SIX

Engine—Six-cylinder, cast in block, with removable head, 3% by 4% in.

Fuel System—20-gal, tank at rear with Stewart vacuum feed.

Coolmg—Thermosyphon circulation with honeycomb radiator.

Steering—Worm and gear adjustable, 18-in. wheel.

Lubricatlon— Fullffressure system. Oil pump driven from camshaft.

oating with spiral bevel gears.

> Tires—32 by 4‘on models 82, 83 and 84; 33 by 4% in 86.

Equipment—Dimming headlights, rain-vision windshield, tire pump driven

from transmission, speedometer, spare tire carrier, tire gage, etc.

lighting and ignition, with USL bat

 

 

snug top and wind-sweep side curtains.

The standard color is olive drab.

The four-passenger touring speedster,

model 84, presents a narrow, long, low

fuselage-type body built for speed and

touring comfort. It is equipped with

semi-Victoria hand-tailored top and has

a walnut-paneled compartment in the

rear of the front seat 32 by 37% by 4

in., equipped with robe rail and lock.

The six-passenger touring car, model

fora compartment

robes
  

  

86, has the same general appearance as

the four, but the body is longer. It has

a standard hand-tailored touring top and

is finished in blue.

The chassis retains the overhead

valve engine and is changed only in de

tails. Starting, lighting and ignition is

Auto-lite instead of Delco, with a USL

battery instead of a Willard. The oil

pump is in the sump, where it runs in

oil. It is shaft-driven from the cam
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shaft, varying the oil feed according to

the speed of the engine. Another refine

ment is an enlarged land on the pistons

between the second and third rings.

, The rear springs are underslung, per

mitting lower body and lowering of

weight. The weight below the springs

has been reduced to a minimum, and the

weight above the springs distributed

equally on the four wheels. The wheel

base has been lengthened 4 in. and the

frame is correspondingly stronger and

longer and compensates the considerably

longer post-war bodies. The new design

lowers the rear of the frame and gives

a lower body and greater riding com

fort.

Several improvements have been made

also in the semi-floating rear axle. There

is a new one-piece pressed steel axle

housing with positive oil-locking con

struction and spring seats riveted on the

main carrying housing. The Brown

Lipe-Chapin gears are a separate unit

and can be inserted or removed without

disassembling the rear system. The ten

spline axleshaft construction is used in

stead of the key construction, driven by

spiral bevel gear. The axle-shafts also

are removable without disturbing asso

ciated parts.

Bock roller bearings are used through

out, seven sets in the rear axle. Double

thrust bearings are used in the hubs.

The brake rods now run directly back

from the pedals and operate on arms

from near the center of the axle hous

ing. Neat spring-cap oil cups replace

the grease cups on the spring bolts. The

gasoline tank is enlarged to 20-gal. ca

pacity and is reinforced to prevent col

lapse or bulge. It is at the rear of the

frame in a protected position, with

straight filler pipe in place of curved.

Boyce Moto- Meter, Stewart-Warner

speedometer, Fedders radiator and new

type Stanweld rims are to be noted

among the equipment.

  

Model 82 Stephens Salient Six 2-passenger roadster. The lines slope slowly

down to the rear and end with a rounding dip. The rear body contains two

large parcel and baggage compartments

The tool kit is con

veniently arranged in the

pocket of the left front

door and there 1's another

.pocket in the left rear

door

  

 

Massachusetts Dealer Gets Cars

Anyway

' ‘ELLING motor cars solely is not

the single purpose to which men

engaged in that business should give all

their time if they wish to be successful.

Here is an apt illustration of methods

by one dealer, which makes him a con

spicuous success. When C. S. Henshaw,

who handles Dodge cars in Eastern

Massachusetts, found that the factory

was not supplying enough cars for his

customers, and that he could not hope

to get enough new ones he felt that he

owed it to prospective buyers of cars

to serve them. .

Instead of having his salesmen meet

people coming in, and with doleful looks

and phrases of sorrow tell them to turn

elsewhere, he sent three of his best men

out through New England interviewing

owners here and there who might possi

bly want to sell their cars; putting adver

tisements in the papers; following up ad

vertisements of those wanting to sell. In

other words, he went out to try to get

what his customers sought. It was ser

vice of another sort, but the right kind,

and it is bringing him in contact with

buyers who will look to him in future to

get what they want.

On top of that when he found that

an unscrupulous man had swindled one

of his salesmen and secured two Dodge

sedans he was not content to accept the

insurance money to pay for the cars.

He set out to trace the thief, managed

to get his cars back, refunded the money

to the insurance company, and had the

innocent buyers get their money back

although it took several days out of his

busy work hours. It cost him some

money, and he will not rest secure until

he has put the swindler in jail.

 

More Money for Cleveland Tractor

CLEVELAND, June 24—The Cleveland

Tractor Co. has increased its capitaliza

tion $1,980,000. The company has de

clared a stock dividend of 10 per cent;

also an initial quarterly cash dividend of

1% per cent for the quarter beginning

July 1, 1919, thus placing the Cleveland

stock, which is all of the common class,

on a 6 per cent basis.

Army Trucks and Tractors for

'Road Work

WASHINGTON, June 20—01! 28,000

motor vehicles to be turned over to the

Bureau of Public Roads by the War

Department, 22,000 will be trucks.

Eight thousand of the latter already have

been delivered to the bureau and for

warded to the states, which will use

them in road construction. In addition,

600 army tractors, of which 317 are of

the 20-ton and 53 of the 15-ton

Holt caterpillar type are ready for dis

tribution, and several hundred will be

added to this quota.

Because it is feared protests from

states which have not received any of

the vehicles might prompt Congressional

action to an extent to interfere with

highway work and also because it has

not yet received a complete' inventory

from the War Department, the bureau

has declined to make public the appor

tionment of vehicles to the several com

monwealths, which will be based on the

states’ proportionate contributions this

year to Federal road aid.
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Once Again—

“The One-Legged

Business” '

Reilly Points to the Weakness of

a Business Institution That De

pends Upon One Department—

and Only One

‘ BY RAY w. SHERMAN

in Callawassa, walked out to the

front door and stood with his hands

on his hips, his elbows akimbo and his

eyes roving up and down the street,

like a saloonkeeper who has just got the

place mopped out and wonders when the

first customer will show up.

Henry stood thus for some time. He

couldn’t figure what else to do. For

several days he had been worrying about

several things, and chief among them

was a fat bunch of orders on a spindle

in his private office and a sheaf of letters

in a folder wherein the factory sales

manager diplomatically explained why

there wouldn't be very many Redman

cars wandering down Henry’s way for

three months—and three months, Henry

knew, meant fiVe or six months.

On paper, Henry was making money.

He had sold a lot of cars. Each car

meant a fair net, but to get the net he

had to deliver the cars, and he had no

cars to deliver and couldn't get any. So

he had left his desk for the more cheer

ful outlook of Linden Avenue, the Motor

Row.

From afar Henry’s striped silk shirt

was as visible as an Arabian tent—be

cause it was patterned on about the same

plan. Reilly, who distributed the Sen

nett in and about Callawassa, saw the

shirt from three blocks down the street,

and, because Henry seemed so motion

less and pensive, stopped to look at the

shirt.

“Pensive is right!" said Henry, not at

all cheerfully. “What I want to know

is what we birds on the Row are going

to do. Great flocks of orders—which

ought to make us some money this year

—and not a darned thing to sell.”

“It is tough, isn't it?"

“Tough's no name for it. I thought

if we ever could get this darned war

over and get back to business we could

make some money for a change, but

we're back to business and I'm losing

more money to-day than I lost any one

day last year."

I I ENRY BENNETT, Redman dealer “When are you going to get cars?"

asked Reilly.

“The sales manager says three months.

That means about Christmas!”

“Getting any trucks?"

“Aw—I gave that thing up two weeks

ago. Company’s got a new dealer now-—

or thinks it has.”

“I thought you were going to get

some volume out of that truck this year,"

said Reilly.

“I did have that idea, but then—I gave

it up. It was too much effort. The

passenger car men couldn’t sell the

trucks. It nieant establishing a separate

department and working a separate

prospect list and all that sort of thing,

and I figured I could make more money

by going back to my old love, the pas

senger car, and cleaning up a bunch of

business in short order. I was right,

too, and I’d be in fine shape to-day—but

I haven't anything to sell."

A Problem All Must Solve

“Guess most of us are pretty much

in the same boat,” was Reilly's comment.

“How's the used car department?"

“Used car department!” Henry fairly

yelled. “How can there be a used car

department when we haven’t any new

cars to make trades on?" ,

“Hadn't thought of that," lied Reilly.

“About time you did, then.”

“Selling any equipment and supplies?"

asked Reilly, a bit timorously.

“No,” explained Henry; “I can’t see

much in that stuff. It’s all small time

stuff, small sales, small profits and just

a mess of detail. Doesn't seem worth

bothering with."

“About the only thing you seem to

have left is the shop—"

“And that’s a liability," Henry con

cluded.

“Gee!

“You said it!" Henry agreed.

it's getting tougher every minute.

morning it's so tough it hurts.”

“Well—" and here Reilly took charge

of the conversational situation with

You are in tough shape!"

“And

This

firmness; “it all goes back, Henry, to

what I told you a long, long time ago,

that the man who depends on nothing

except the sale of a single product for

the support of his business is running

a one-legged business. If somebody

kicks the one leg out there is absoluter

nothing left to stand on.

“I tried to tell you about this a long

time ago, and you did make a sort of

start in the right direction. You started

to make your shop pay, you did order a

show case built in the service station,

you looked with interest on the used car

business and you actually took the

agency for a truck. But as soon as you

thought you were not going to need these

other legs under your business you kicked

them all out and got back to your one

legged passenger car business. And

then you found the one leg wasn’t as

strong as you had anticipated—and here

you are. It’s your own fault.

“Long ago I could see that the time

might come when there would be car

shortages. We had them recently be

cause of the war and even before the

war we used to have them every summer.

We have all lost thousands of dollars

because, for one reason or another, we

couldn’t get cars. Why can’t we learn

by experience, Henry? If the thing has

happened once can’t it happen again?

And if an emergency proved our con

dition unsound isn’t it safe to assume

that we are unsound when there is no

emergency? A sound business is one

that is READY for an emergency.

“All during these weeks that you have

been letting your overhead pile up on

you and write red, I have been making a

profit—not a big one, but some—on

trucks, automotive equipment, the shop

and buying and selling used cars. To be

sure it required an effort. There were

departments that had to be newly es

tablished and built up, so why shouldn’t

it be hard work? But they're running

smoothly now and making money.

“The trucks are coming nicely. I have

a man who watches the sale of equip

ment and supplies, and who pushes

things. We put the shop on a flat rate

basis and it’s paying every step of the

way, and I've got a used car man who

is having the time of his life buying and

selling used cars—AT A PROFIT.

“Furthermore, Henry, I’m going to

have more than one car in my line. The

Sennett is a big seller, popular the world

over, but if I can’t get any what good

is a reputation? Also, I’m going to ge:

the agency for another car in a different

price class, one that sells for eight or

ten hundred dollars more and that isn".

as popular as the Sennett. Thai: means.

as I figure it, that this other car will be

easier to get and that I can get ’em

when I may not be able to get Sennetts.

Also, I’ve got a couple of other schemes

under my hat, and I’m just foolish

enough to think I’m manager enough

to' string several of these departments

together and make ’em all pay. Which

ever way it goes, I’m going to have a

business with more than one leg under

it.”



/ i _

lune 25, H“

WWW‘MWMMHmmmnnmmmnnmmnnunmmuiuummlnnmuuummnmmmmnmimmm WWW W. H . . . H ,
  

aflllml'mmflIlllmmlillllmilllmlliiMilllililllll[illIn!fl'llii'i!‘IHI[illlfllllflllllllliiifiHilllllllllilili!flNlIl‘lllllml'lllliimflllilTflmll'Y'i‘I" W'wmwmmmummmmmmmmmmnflmmnmmtmmnmlnmummnmm

BETTER

When asking for information, please state whether you maintain a permamt

file of Motor World, as many inquiries are answered by reference to previous isms

MOTOR WORLD

  

A Department of

N0. 108

MECHANICS

\l

Mimi

  

 

Modern Methods in Ford “Service

This is the fourth of a series of Better Mechanics articles on the best methods

of Ford repairing. The first installment appeared in the June 4 issue.

Future installments will deal with operations on other parts of the car.

By J. Howard Pile

PART l—THE POWER PLANT (Continued)

IO—Burning in the Bearings

HE operation of burning in the

Tbearings on the Ford consists es

sentially in setting up the caps very

tight and running the shaft in the bear

ings without oil or lubricant of any

kind. After running this way for a few

minutes, the friction of the shaft against

the bearing melts the skin of the babbitt

next to the shaft and the babbitt forms

itself into a perfect fit around the shaft

without further manipulation. Here is

a comparison of the time and money ex-

pended in fitting bearings by burning

them in and scraping them in by hand.

 

What Has Been Covered

System in handling Ford service

Labor operations covering repair

work

Segregation of work

Arrangement of departments

Disposition of old material

I_-The power plant

1_-Removing the engine from the car.

z—Taking down the engine.

3_-Testin and straightening the

cranks aft.

4__Rebabbltting the cylinder block.

5._-Reboring the cylinders.

sfFitting new pistons.

7__Fitting the piston pin.

gflAlig'ning the connecting rod.

9—Fittlng the rings to the pistons.

 

   

This Week

Burning-in the bearings

Set-up of the machine

Connecting-rod bearings

 

 

 
 

 

Burning-in:

Time (including fitting caps, putting

on machine, taking off, putting in

piston, etc . . . . . . . . . . . . . . . . .155 hr.

Bearing surface secured . . . . .90-95%

Hand scraping:

Time (including fitting caps, putting

in pistons, etc.) . . . . . . . . . . .7-10 hr.

Bearing surface secured . . . . . .40-60%

Almost twice as good a job is pro

duced at a saving of from 5 to 8 hr. on

each job and a saving in money of from

$3 to $6 in operator’s time.

The main and connecting-rod bearings

are burned in separately and in order

that there shall be no delay at the ma

chine, the pistons, connecting rods, rings

and piston pins should first have been

overhauled in accordance with instruc

tions given in previous chapters of this

article, so that they are ready to be

assembled into the cylinders as soon as

the main bearings have been burned-in.

It is not necessary to take the bearing

caps ofl’ after the bearings are bumed-in,

consequently this much of the assembly

is complete.

There are two types of burning-in

machines made at present, one of these

being so designed that the cylinder block

is held right side up and the other hold

ing the block up side down. There is

no special advantage in either design

over the other, except that where the

block is held up side down, the bearings,

caps and shaft are in plain sight and

the progress of the operation can be

watched with more facility.

Set-Up of the Machine

It is desirable that the burning-in

machine be set up on as firm a founda

tion as possible. Lag screWs of sufficient

 

Next Week

Testing and overhauling the mag

neto

Future lnstaliments

The ignition system

The carbureter

Overhauling the transmission

Assembly of engine and transmis

sion

Testing and running-in the engine

The radiator

Rear assembly

Front assembly

Chassis frame and dash

Body, top and windshield

The steering gear
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Fig. 37—Both the main bearing and connecting-rod caps are Fig. 38—The rock of the caps should be tested with a feeler

taken down on emery cloth

length to hold it firmly in place must

be used but if it is possible to bolt

through the floor, this is better still.

The power required to run a burning

in machine is not so great after the first

30 seconds of starting, but the first pull

is pretty great and an electric motor of

at least 10 hp. is desirable. A smaller

motor can be used if it is not considered

possible to use the bigger one, but the

caps may have to be fitted a little looser,

the actual time of the burning-in will be

different and it is not possible to get as

satisfactory a job.

The proper speed for the machine is

250 r.p.m. This gives the best uniform

results. The lowest speed at which it is

possible to get any kind of results is

200 r.p.m., and the speed should cer'

tainly not. exceed 300 r.m.p.

The usual speed of electric motors

is between 1200 and 1800 r.p.m., and

this will have to be reduced by means

of pulleys of different sizes from the

shafts.

The best general arrangement if the

burning-in machine is the only power

driven unit in the shop is to belt the

motor to an overhead shaft and then

belt from this shaft to the burning-in

machine. If other power machines are

already in operation the burning-in ma

chine may be driven from an additional

pulley on this shaft. The usual speed

of line shafts is about 300 r.}.m.

To calculate the correct diameter of

pulleys to produce certain speeds multi

ply the diameter of the driving pulley

by the speed of that pulley then divide

by, the speed of the driven pulleys the

answer being the correct diameter for

the driven pulley. For example:

Electric motor pulley 10 in. diameter,

speed 1200 r.p.m. ‘

[Required to belt this to a line shaft

to give 300 r.p.m. and then to a burning

in machine with 18 in. pulley the speed

to be 250 r.p.m.

Multiply the diameter of the electric

motor pulley (10 in.) by the speed (1200

r.p.m.), which gives 12,000. Divide this

by the speed that the line shaft is to

run (300 r.p.m.), gives us 40, which is

the diameter the pulley on the line shaft

should be.

Another belt goes from the line shaft

     

 

Fig. 39—Ti1rw can be saved in beveling the babbitt by making a special scraper

which cuts the edges down very quickly

gage or piece of shim steel

to the burning-in machine from another

pulley. Multiplying the diameter of the

machine pulley (18 in.) by the speed it

is designed to run (250 r.p.m.), gives

us 4500, which divided by the speed of

the line shaft (300 r.p.m.), gives an an

swer of 15, which is the proper diameter

of the line shaft pulley.

1—Fit the main bearing caps to the

shaft so that when they are held in place

with the hand, the ends of the bearing

where the bolts go through the holes will

rock slightly. In other words, the hear»

ing must be a little too tight to set down

tight by hand against the liners. If the

adjustment cannot be made very exact

by shifting the liners around, then the

bearing cap should be taken down a

little until the proper “rock” to the cap

is obtained. The proper rock is between

.004 and .006 in. The paper that this

is printed on is .0025 in. thick by mi

crometer measurement, so the rock

should be about twice the thickness of

the paper. A feeler gage can be pur

chased the correct thickness or can be

made up out of shim stock. The method

of testing the rock is shown in Fig. 38.

 

PULLEY SPEEDS

Before designing your shaft

ing get out your Motor

World, issue of April 23.

1919, and read over the Bet

ter Mechanics Article on belt

ing and pulleys, which tells

you all about these things. Itwill tell you the size of belts -

to carry different loads and

formulae for calculating

speeds and diameters.
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A rock of .0025 “bf”! each side would

give a rock oi .005 m- on one side when

the other side is held down to the block.

2—When taking down bearing caps,

they should not be filed as it is a very

pretty job to file the caps so that they

are not skewed or twisted. A much

more accurate method is to take them

down on a sheet of emery cloth tacked

down to a flat board or over a sheet of

glass. By using the method shown in

Fig. 37, the caps can be taken down

evenly and the faces will be true and

flat. If much is to be taken ofi, a coarse

grade may be used to get quicker action

Another plan is to get an emery or cor

borundum block and use it in the same'

way as the emery cloth. The block must

be trued up occasionally, however, to

insure its remaining flat, as otherwise

a true surface on the bearing cap would

be impossible.

3—Remove all traces of emery or

grinding compound by washing thor~

oughly in gasoline.

4—The babbitt in the blocks must be

beveled off to allow for the surplus metal

which is burned off in the burning-in pro

cess. This can be taken out with a file

or a Special scraper may be made on

the plan shown in Fig. 39. This is

simply an ordinary painter’s scraper with

part of one side ground off and a cutting

edge formed on the 45 deg. angle formed

between the two parts of the blade. The

caps do not need to be beveled out as

they already have a little clearance in

the babbitt.

5—Place the block in position on the

machine, engaging the lugs of the driv»

ing head in the holes in the flywheel

flange. The details of the parts are

shown in Fig. 42.

6—Clamp the block firmly to the bed

with the clamps which will be either on

top of the block or at the sides.

7—There is a hand wheel between the

clutch of the machine and the block and

it should not be possible to turn this

by hand if the proper amount of rock

has been given to the caps.

  

CLUTCH

HANDLE "

’ 'CLUTCH
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Fig. 40—This is one type

of burning-in machine.

In this case, the block is

turned upside down and is

clamped in place with

two quick-acting clamps

 

 

If the8——-Throw in the clutch slowly.

bearings are so tight that the belt slips

or the motor slows down, slip the clutch

in and out two or three times till things

Fig. 41—This is another type burning-in machine. A flywheel is added to the

shaft and it difl'ers in some other respects from the one shown in Fig. 40, but

the principle remains the same
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loosen up so that the machinery will

take the load. '

9—H-ave a watch or clock handy and

time the running of the machine for the

time that the clutch is in. After the

machine has run about 30 seconds, feel

the three bearing caps with the finger,

being careful not to get mixed up with

the revolving cranks. The caps should

be smoking hot by this time and shou

not bear the touch of the bare skin. f

one or two or even all three of fine caps

show a disposition not to heat up, the

caps have not been fitted properly and

the clutch should be thrown out im~

mediately. "

10——A cool cap is a sure indication that

there has not been enough rock to the

cap, and this may have been brought

about by some nick or obstruction on the

babbitt which stuck up above the rest

of the surface and gave the cap a raise

from the shaft. Then when the bolts

were set down, the protruding lump was

pressed into the rest of the babbitt an-i

the bearing cap has a nice loose fit

which makes it absolutely impossible to

burn it in. The cool caps must be caught,

immediately, as otherwise the whole

burning-in operation will have to be don

over again.ll—Remove the cool caps and take
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them down on the emery cloth or abra

sive stone exactly the same way as they

should have been fitted up in the first

place. The rock should be between .004

and .006 in. No allowance is to be made

_ for heat in this case.

12—Continue the operation the same

as when starting the first time. _

13—The total time the machine takes

to burn in the bearings is in the neigh

borhood of 2 minutes, but this may vary

with the exact tightness of the caps in

the first place, the grade and softness

of the babbitt and the speed of the

machine.

Fig. 44 — T w 0

views of the turn

ing bar which is

used in turning

the crankshaft

around when the

flywheel is re

moved

  

  

 

 

 

14—It is an excellent plan to throw

out the clutch at the end of 1 minute

and try the handwheel. If it cannot be

turned with one hand, the bearings are

not done. Try again at the end of 1%

minutes and frequently thereafter till

a point is reached when the handwheel

can just be turned with one hand. This

is the proper freeness of the bearings at

this point. After they are oiled and run

in on the stand later, they will loosen up

a little more.

Connecting-Rod Bearings

- IS—Apply oil freely to the main bear

.ings so that they will not burn in any

more while the connecting-rod bearings

bum in. This application of oil will also

puts polish on them during the running.

l6—Remove the block from the ma

F'ig. 45—Diagram

of pulleys and

belting to illus

trate the example

which is worked

out in the text

F'ig. 42—Details of

the driving head

of the burning-in

machine. The lugs

engage the holes

in the flywheel

flange

chine and insert the pistons complete

with rings and rods. Be sure to get the

pistons into the cylinders they have

previously been fitted to as shown by

the center punch marks. The clamp

screws on the upper ends of the con

necting rods all go toward the cam

shaft side of the engine and the bearing

caps are then put in place.

17—The same method of taking down

the caps or shifting liners to get .004

to .006 in. rock is gone through as was

the case in fitting up the main bearings.

18—The caps are taken down the

necessary amount on emery cloth or an

_ abrasive block, and it is even more im

portant in the case of the connecting

rod caps to use this method than in the

case of the main bearing caps, because

the connecting-rod caps are smaller and

it is much easier to file them with a

twist, giving an unsatisfactory and short

lived bearing.

19—Set the nuts up tight as possible.

20—Put the block in the machine, en

gage the driving head with the flange

of the crankshaft and set up the clamps.
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Fig. 43 (left)—This is a clamp for holding the crankshaft

while polishing the cranks preparatory to fitting the bearings.

It obviates the necessity of using an ordinary vise and makes

the shaft rigid and convenient to work on

10" PULLEY

1200 r. pm
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SPEED 300 rpm.
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21—Try the baml‘Fbeel as a check.

It should not be POSSIble to turn it.

22—Oil the pistons and cylinders and

give the main bearings another dose of

oil, but do not allow any oil to get on

or near the connecting-rod bearings.

23—Throw in the clutch, carrying out

the same precautions as in the case of

starting to burn-in the main bearings.

Attend to Cool Rods Immediately

24—Time the operation as before and

throw out the clutch after 30 seconds to

see if all the rods are heating up as

they should. Any cool rod should be

attended to at once, taking down the

cap until there is the right amount of

rock.

25—Continue the operation of the ma

chine for a minute and try the hand

wheel. If it will not turn with one hand,

continue, trying the tightness at short

intervals, till the handwheel can be

turned with one hand.

26—When the bearings are done, apply

oil! and run for a few minutes longer to

get a little polish on the bearings.

27—The block is now to be removed

from the machine and is ready for as

sembly as soon as the other components

of the power plant have been repaired

or overhauled as the case may be.

 

A Solution of Pullman Electrical

Trouble from Tasmania

Editor Motor World: In your issue of

Feb. 12, Messrs. Derry Bros. of Nenzel,

Neb., asked for information on the Apel

co generator and starter on the Pullman

car, with which they have had trouble.

I had a Pullman car in my garage with

exactly (presumably) the same trouble.

On taking the generator out of the

car and running it as a generator it

worked perfectly; as a motor it did the

'same, replacing it back in the car it

failed to generate. I took it out again

and tested it throughout, same result,

tested the cut in and cut out, everything

0. K.

I took ed the + wire of the motor and

started up on magneto, leaving only the

+ dynamo and common -'— wires connect

ed and the outfit operated perfectly.

which proved that the trouble was in the

dynamo when the positive of the start.

ing motor was connected up as usual.

In the first place this trouble was

caused through running the dynamo with

the batteries removed without short

circuiting the dynamo.

However, I overcame the difficulty tem

porarily by fitting a large switch in the

starting circuit so that I could open this

switch and prevent all the current which

was being generated while the engine

was running from flowing directly

through this short circuit.

To start up the engine, proceed exact

]y as usual, and close the switch, which

we will call No. 2, press the pedal and

immediately the engine starts; switch off

No. 2 and the generator operates the

cut in and charges the batteries.

Probably I have not made myself clear.

This Apelco machine has three terminals,
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The Next Installment of

IN FORD SERVICE

Will Appear in Next Week’s Issue

THE magneto is one of the parts of the Ford which are not as

well understood as they might be.

how to test for open circuits, shorts, weak magnets, poor con

The complete overhaul and repair of the mag

neto will be taken up in detail. A discussion of the pros and

cons of remagnetizing magnets both in and out of the assem

bled engine will prove of value, as much discussion is always

brought up on this subject at any meeting of Ford repairmen.

El

EADERS are invited to write us concerning any points

that they do not understand. Be sure to give us your

name, address and the garage you are connected with.

Next week we will tell

III

 

one marked M+, D+, and -, which I

take to be motor positive, dynamo posi

tive and a common negative.

The wire in which I fitted the switch

went from the starting pedal directly to

the positive terminal on the starting

motor and generator.

The owner of this car will not let me

have a go at the machine to find out ex

actly what the trouble is, as he says he

is perfectly satisfied to leave everything

as it is.

Hoping this will help Brothers Derry

to solve their trouble, which I feel sure

is the same as~I encountered—G. Charl

ton Rudge, Latrobe Motor Garage. La

trobe, Tasmania.

Duluth Tire Men Organize

DULUTH, June 17—The Twin Po

Tire Dealers’ Association, including ‘

tire men in Superior, Wis, has b4

formed to give protection against uni

business methods. Sale or repair of ti

is a requirement to become a memt

Policies of distribution will be regulat

better hours of service established 2

protection worked out against the ga

in the mail order house business. Offic

are: President, Arthur Miller, East 13

Tire Shop, Duluth; vice-president, L.

Larsen, Broadway Tire Shop, Superi

secretary, J. W. Moss, Northwest

Tire Co., Duluth; treasurer, R. E. Har

R. E. Harris & Son, Duluth.

 

1. Thou shalt have no friendship

for the “price-cutter."

(He’s your enemy.)

2. Thou shalt not make unto thy

self any fool notions such as "I'm

the big smoke" or “I can do better

alone."

(Attend the meetings.)

3. Thou shalt not take the name

of thy competitor in vain.

(His word’s as good as yours.)

4. Remember on the Sabbath day

to keep thy garage open for the

jitney traffic.

(You don‘t need a rest.)

5. Honor thy Association and thy

fellow members that thy days may

be long in a paying business.

(The jobber’ll get you if you don’t.)

6. Thou shalt not kill the chance

of thy Secretary to annex a new

member.

(Soft pedal on the jealousy stuff.)

 

Ten Commandments

7. Thou shalt not commit any

adulteration of the “gas” thou ped

dlest, nor "stretch" the guarantee

on tires.

(Be square with the public.)

8. Thou shalt not steal the bene

fits of thy Association.

(Pay your dues.)

9. Thou shalt not tell lies of thy

competitor such as “He giveth dis

counts," or tattle gossip to damage

his business.

(Leave that to the public.)

10. Thou shalt not covet thy

neighbor’s business not his reputa

tion nor his ability to "get there."

Thou shalt not be ever on the

watch for fear that he "will put

something over on thee.”

(Mind your own business, and

boost.)

By A. V. Storer, Citrus Belt Auto

Trades Association, Pomona, Cal.
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On Writing the Right Letter

Editor Motor World: We have over

hauled a car and have let a customer

take it out on trial. He is satisfied

with the work done, but does not want

to pay, as the bill, he says, is too high.

There is nothing overcharged. What is

the best way to collect that bill? Can

we get the car and hold it? He has the

car home and has been using it for the

last two months.—The Amsterdam Gar

age, Manhattan, Mont.

Answer—As you allowed the customer

to take the car out you lost your right

of lien under the Montana law, which

provides that “every person while law

fully in possession of an article of per

sonal property rendering service to the

owner by labor or skill employed in the

making of repairs, protecting, improv

ing, self-keeping or carrying thereof,

has a special lien depending on possession

for the compensation due."

You undoubtedly have a right to sue

for recovery of the amount due you;

but if, as you say, the owner is satis

fied with the work and only refuses to

pay because he thinks the bill is too

high I would certainly ask him to stop

in and discuss the bill before turning

the account over to a collector. Probably

you have already written him but have

failed to get a reply. If so, in all like

lihood it was because you did not write

'the proper kind of a letter. Remember

that some people who owe money are

merely neglectful. Others have a griev

ance, real or fancied, while still others

are either financially irresponsible or

dead-beats. Examples of the difl'erence

in the letters which should be sent to

each of these classes follow:

Letter No. l—To Neglectful Debtor

DEAR Sm: On going over our accounts

we find an item of 8 charged against

you which became due July 1. We ap

preciate the fact that this matter was prob

ably overlooked in the rush of modern busi

ness.

If you will let us have your check we

shall be glad to close this account, as it will

spare us the necessity of troubling you

further.

 

Letter No. 2—To Debtor with Grievance

DEAR Sm: On going over our books, we

find under your account a balance of 8

due since Inasmuch as the work

was done long ago, you may now not be

familiar with its details. If you have any

doubt as to the amount or accuracy of the

‘ bill, we will be pleased to get in touch with

 

 

THE LAW
By George F. Kaiser

  

Does some point of law perplex

you?

World’s legal editor to discuss the

question? In writing give complete

facts, copies of contracts, pars,

etc. Be sure to tell us whethfr you

maintain a permanent file of Motor

World, as inquires can frequently

be answered by reference to pre

vious issues.

Perplexed?

Why don’t you ask Motor
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you and explain it, because we are making

a very earnest effort to do our work right

and to make our prices right.

Occasionally a customer does not under

stand why certain jobs require so much time

or why some other item enters into the ac

count. In such a case we gladly go over all

these things with him. May we have your

check? Or if the account seems like ancient

history, call in person.

Letter No. 3—To Debtor of Little Means

MY DEAR MR. Jonas: Mr. Smith, our book

keeper, has called my attention to the fact

that he has sent you several statements re

lating to the balance of 3 due us since

July, but has received no reply.

I am writing you personally because we

want. to co—operate with you in every way

we can, so if you cannot Send us a check

stop in and let us see if we cannot find some

mutually satisfactory way of adjusting this

matter.

 

Letter No. 4—To the “Beat”

Dana Sm: We beg to advise you that the

balance of $50 due us on July 1. 1917. is

still unpaid.

We intend to collect this account, and if

you do not see your way clear to let us have

your check immediately, we are prepared to

have uit instituted for the full amount of

this claim. interest and costs. By sending

your check at once you will dispense with

thi trouble and expense, which. of course.

will ultimately be borne by you.

Right to Store Gasoline on

Premises

AN interesting case involving the right

of a property owner to store gaso

line on his premises and bringing up the

question of whether or not by merely

storing gasoline he became liable for

damages caused by it, was recently de

cided in Iowa.

The court decided that in the absence

of proof showing that the method of

storing the gasoline was wrongful, and

because of such wrongful method of stor

ing, another person’s property was dam

aged by fire, the owner of the damaged

property could not recover for his loss

on the mere ground that gasoline was

kept on the premises. The court said

that while it was true that if gasoline is

used it must be so handled and stored

as not to be exposed to fire, nevertheless

unless an act of negligence is shown there

is no liability on the part of the person

storing it.

The court further said: “If the quan

tity of gas thus stored in the building

had been contained in the tanks of auto

 

mobiles, stored in a garage, a like result

would have followed the setting of fire

to the garage. Could it be said in such

a case that the owner of the garage or

the owners of the automobiles Were lia

ble for the consequential damage because

they were responsible for the presence

of the gasoline? This fact or the fact

that it increased the confiagration would

not of itself be sufficient.” Kress vs.

Lane Brothers. 111 N. W. (Iowa) 371.

Question of Breach of Warranty

THE Court of Civil Appeals of Texas

in a recent case came to the sensible

conclusion that a guaranty that an auto

mobile would give good service implies

that it is to be handled and driven as

automobiles ordinarily are. It was fur

ther decided that the car must be given

the care and supplied with oil, gasoline,

etc., as automobiles are usually cared

for and supplied with.

In this case a buyer had started suit

to recover the purchase price of a car

paid by him on a claim of breach of war

ranty. It appeared that the dealer had

warranted it to be “a good automobile,"

and that “it would give good service."

The dealer claimed that if the car did

not give good service, it was because of

the buyer's failure to give it the proper

care and attention.

The jury found that the buyer had

run the car without oil so the court de'

cided he was not entitled to get back

the money paid by him. Conner vs.

Schnell. 210 S. W; (Texas) 753.

False Statements

HAT false statements of fact mad-e

by a seller of a motor truck to a

buyer to induce a sale, and relied on by

the buyer, are actionable without regard

to whether the seller knew them to be

false, acted recklessly or intended to

deceive, was the holding in a recent Kan

sas case. It appeared that the buyer

had bought the truck after telling the

seller that he had a contract to haul coal

and that he wanted a truck for that pur

pose. The buyer did not have time to

examine the truck and the seller gave

assurances that it would do the work.

When the seller brought suit on a note

given as part of the purchase price the

court declined to direct judgment for

him. Bice vs. Nelson. 180 Pac. (Kan

sas) 206.
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Electrolyte Strength for Setting

Up Batteries

Editor Motor World: In looking over

your March 19, 1919, issue I find that

under “Shooting Troubles,” title “Some

Battery Questions,” the answer to No. 1

is incorrect. The correct strength of acid

for such use is specific gravity 1.275 or

1.300. If 1.200 acid is used it delays

the result, and unless there is already

acid in the plates would never come up.

In a “bone dry” battery, acid of 1.275 to

1.300 should be used. The proportion

for mixing acid for this use will of course

vary with the original strength of the

acid before diluted. There are tables pub

lished for this dilution, but they should

always be verified by a hydrometer test

after the acid is thoroughly mixed. I

take great pleasure in giving you this

information, for I get one or more hints

each week. You have the best trade

paper published—L. R. MacMillan, Wil

mington, N. C.

Answer—Opinions seem to differ

slightly as to the exact strength of acids

to use when placing a battery in com

mission. The Philadelphia Storage Bat

tery Co. recommends a strength of 1.220

for this purpose, and the cells should

stand 12 hours after filling with acid

before the charging current is started.

The voltage should rise to 2.25 per cell

or higher, and the acid should reach

1.280 to 1.300 at normal temperature.

Regardless of what strength of acid is

used to put the battery into commission,

after the battery has been given a com

plete charge and an overcharge, the

electrolyte should be adjusted to between

1.280 and 1.300.

The battery is fully charged only when

the voltage and secific gravity do not

rise during 12 hours. When this con

dition exists the battery is fully charged

regardless of the specific gravity of the

electrolyte, and if this specific gravity is

low it should be brought up and if it is

too high it should be brought down by

the addition of distilled water.

Other authorities recommend a gravity

of 1.360, charging and discharging the

battery and then charging again, making

two complete cycles, the electrolyte after

wards to be balanced to 1.280.

 

Evidence of Carbon in Buick

Editor Motor World: l—What grade

of oil would be best in the engine of a

Buick D-45? _

2_I have a light knock in the engine

some place, and when pulling hard on

high it knocks with a sort of a clicking

knock, but when I retard the spark it

won’t knock any more than when the

engine is idling.

SHOOTING TROUBLES

When asking for information, please state whether you. maintain a permanent file of Motor World,

as many inquiries are answered by reference to previous issues '
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3—How often should I put distilled

water in the storage battery?

Answer—1. The oil recommended for

use in the Buick engine is a high-grade

medium heavy mineral oil with a flash

point of not less than 400 deg. Fahren

heit, and a viscosity of 80 to 90 Tagliabue

or 62 to 72 Saybolt, at 212 deg. Fahren

heit. This oil should be used exclusive

ly in the engine lubricating system, for

the pump shaft bearing, and for all

small parts not otherwise provided with

lubrication, such as rocker arm, ball

joints, clutch release yoke, spark and

throttle cross-shafts, small joints, throt

tle and accelerator connections, etc.

2. The knock in your engine is un

doubtedly due to an accumulation of car

bon in the cylinders. Carbon almost al

ways makes itself evident when the en

gine is pulling hard, as when the car is

climbing a hill. At such time a clinking

noise will be heard, which sounds very

much like a light knock, but is not heavy

like a bearing knock. When the spark

is retarded a little, this clinking noise

will generally disappear. The heavier

the accumulation of carbon, the more the

spark will have to be retarded to prevent

the carbon knock. The remedy for this,

of course, is to have the carbon cleaned

out by one of the various methods which

are generally em loyed.

3. The frequency with which distilled

water is to be put in the storage battery

will depend very largely upon how much

the car is used, and upon the season of

the year. Water evaporates faster in

summer than in winter, and replacement

will therefore be necessary more often

Whileduring the hot summer months.
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the car is being used, and the battery is

being charged, there is a certain amount

of heat going through the battery, and

this will heat the battery up and cause

more rapid evaporation. The best way to

find out how often the battery needs re

plenishing is to examine it once a week,

and see how much it is necessary to add

to bring the level of the electrolyte up to

a point just below the filler cap. It may

be that replenishing will be necessary

once a week, or it may be that it can be

allowed to go for two weeks without re~

plenishing—Editor.

Wiring of the Hudson 6-54

Editor Motor World: I would like to

have you send me a wiring diagram of

the Delco starting and lighting system

on a 1914 Hudson motor car, the large

type 6-cylinder model of that year.—

Peter F. Martin, Glendale, L. I., N. Y.

Answer—The model to which you refer

is no doubt the model 6-54, which was

the big 6-cylinder model made in 1914

by the Hudson Motor Car Co. The wir

ing diagram is shown on this page.

 

Auto School Growing

DETROIT, June 20—The Michigan

State Auto School is feeling the general

increased interest in automobiles and

the automobile business, by a very

marked increase in' enrollments. Matric

ulations have been at the rate of fifty

a week all spring, and the summer class

is expected to comprise 800 pupils, the

approximate size of the winter attend

ance.

VOLTAGE

REGULATOR
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Wiring diagram of the Hudson 6-54



 

Repairshop - ShortcutsFrom Motor World Mechanics

No. 2179—HYDROME'I'ER SYRINGE

HOLDER

A convenient and safe place to keep

the hydrometer syringe in the shop is in

the wooden case in which it is shipped.

This case is fastened up to the wall or

some other handy place with two tin

strips which surround the case. Screws

or tacks hold the tin strips to the wall.—

Wayne Stettbacher, Alhambra, Ill.

No. 2180—SAVING FLOOR SPACE

In laying out a garage floor plan,

space may sometimes be saved by placing

one or more of the work benches in be

tween pillars. This space is nearly al

ways wasted because cars cannot get in

between anyway. If the top of the

bench is cut 06 at the corners and the

ends go right out to the posts, this will

not only steady the bench but will pre

vent cars bumping squarely into the end

of the bench. In other words the blow

would be a glancing one and would not

do much harm to either vehicle or bench.

—Commercial Vehicle.

No. 218l—BEARING SWAGING TOOL

Where only a slight amount of end

play is present in the crankshaft and

otherwise the bearings are in good shape,

the end of the bearing can be s'waged out

longer with a tool forged into the shape

shown in the illustration. This will

lengthen the babbitt a little and it can

then be scraped to fit the shaft endwise.

The tool should be forged from steel

and may be hardened and tempered to

make it durable.—Roy C. Rognon, New

York City.

No. 2182—UNBREAKABLE TEST

LAMP

By placing the test lamp in a tin can

about the size and shape of a tube

patch can, it will be far less liable to

breakage than the ordinary naked lamp.

A hole is punched in the can and two

wires 5 ft. long attached to the lamp

socket and drawn through the hole. Seal

ing compound is then poured in around

the assembly to hold socket and wires in

place. Two nails are soldered to the

loose ends of the wires and a bulb in

serted in the socket. This completes the

test lamp and the nails are used for test

ing for open circuits or grounds—C. 0.

Scott, Storage Battery Service Station,

Arkansas City, Kan.

No. 2183—PISTON PIN PRESS

A press for pushing out piston pins is

made from an old book press or copying

press. The top leaf is removed and a

 

Make a Dollar

HOW often have you been com

pelled to rack your brain to

overcome some difliculty? But

when you did find a solution—what

satisfaction it was! Well, here’s a

chance for you to dig some of

those life-savers out of their hid»

ing places and put them to work

for your fellow-craftsmen. Send

them to Motor World. We will

pay you a dollar for every one ac

cepted for publication.

The only requirements are these:

l—Describe the shortcut briefly

but clearly, in few words.

2—Send a sketch, in pencil or

pen, no matter how rough; our

artists will finish the job.

3—W1'ite on ONE side of the

paper only.

4—Sign your name and initials,

the name of the company you are

with, and the town.

Write plainly. If your name is

unusual, print it in capital letters.

   

 

pair of' blocks cut from thick boards hol

lowed out to hold the piston while the

screw pushes the piston pin out with a

punch. This punch is made of cold rolled

steel of a diameter slightly less than the

piston pin. One end is turned down, for

a distance of about 1 in. to the inside

diameter of the piston pin. Placing the

piston horizontally on the boards with

the piston pin vertical and coming ex

actly over the space between the boards,

the punch is placed on top and the screw

turned down—Roy C. Rognon, New York.

No. 2184—FITTING BEARING CAPS

Bearing caps are fitted better by grind

ing them down on a flat surface than by

filing them in a vise. A handy and in

expensive surface plate for this purpose

is made from a thin piece of glass about

1 ft. square. This is laid on a piece of

wood and is prevented from sliding about '

by tacking strips of wood around the

edges. The strips should be about half

as thick as the glass. A piece of emery

cloth is clamped down on the glass, rough

side up. The clamps are made from

strap iron 1 x 54; x 14 in. with pieces

of leather riveted to one side. Holes

are bored in the ends of the strips for

% in. bolts and corresponding holes are

bored in the wood base and in the work

bench. The clamps, glass and emery

cloth are then all clamped firmly to

gether with wing nuts and the emery

cloth can be quickly renewed at any time.

-—1Roy C. Rognon, New York City.

No. 2185-FI'I'I‘ING MAIN BEARINGS

In fitting the main hearings to the

crankshaft, the crankcase halves of the

bearings are fitted first without the caps

in place. At times the babbitt has a

tendency to rise in the case and when

the bearing is scraped to the shaft and

later pushed down with the cap, the hear

ing will be slightly out of line. This is

obviated by clamping the babbitt liners

firmly in the case with small pieces of

pipe with lugs formed on one end as

shown in the illustration. These are

tightened down with the bearing cap

nuts.—Roy C. Rognon, New York City.

No. 2186—BEARJNG CLAMP

After fitting the babbitt lining to the

cap, connecting rod or engine crankcase

it should be clamped down before it is

filed even with the container. If it is

merely hammered in place and filed, then

when the bearings are set up there is a

space between the ends due to the spring

of the metal. A clamp for the purpose

is made from a piece of wood turned up

to the diameter of the shaft that runs

in the bearing. This is sawed in two

lengthwise. A strip of iron is screwed

on the flat part and two holes bored

through the wood and the iron stripv

Clamps formed of rod are bent to a

shape to hook under the rod, cap 01

crankcase and the long legs are threaded

for the wing nut. The file can then pass

between the wing nuts and over the ii .m

strip—Roy C. Rognan, New York City.

No. 2187—BA'I'I‘ERY CONNECTOR

A battery connector for use in charg

in'g batteries when the terminals have

been removed or for rapid connection to

regular terminals consists simply of a

heavy steel wire coil spring. This has

large hooks formed in each end and these

hooks are slipped over the battery posts

The tension of the spring makes the con

tact—W. A. Rotmer, Creighton, Neh.

 

New Fordson Price

DES MOINES, 1A., June 20—11::

' Herring Motor Co., Fordson distributer

for Iowa, South Dakota and Nebraska.

has announced a new price—$750 fob.

Dearborn—on Fordsons.
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Build Now

and have been delaying because of the high price

of everything from labor to steel you would do

well to analyze the situation carefully and ascertain

whether the time to build is not NOW.

The best judgment of economists is that there is

not going to be any great decline in the price of those

things which go to make up a building, and, don’t

forget, much of your building will be made up of

labor. '

It seems that business men never get together these

days that they don’t, sooner or later, get around'to a

discussion of labor. No matter where they start

they wind up on the subject of labor, and the con

clusion generally is that there isn’t going to be any

great decline in labor’s price for a long time—maybe

never.

And neither can materials fall greatly until labor

comes down. Wherefore, there doesn’t seem to be

much chance of the materials for building coming

down to any great extent.

Even if there were some decline in the cost, it

might be more than compensated for by the use of

the building during what might otherwise have been

a period of waiting. A new building generally means

better business and more of it, and the longer build

ing is delayed the greater is the business loss from

this cause.

One other factor entering into the matter is the

price of real estate. It has not yet gone up propor

tionately as have other things, and, unless there is

a general decline, it is obvious that real estate,

together with every other commodity that hasn’t

soared, must approach the higher level.

Real estate to-day is on a rising market.

IF you have been contemplating a new building

It prob

ably will keep rising until it gets top-heavy and then

will suffer a decline, depending in degree on the

extent of the top-heaviness. The wrong time to buy

real estate is \at the tqp of the wave. The time to

buy is now or after the peak seems to have been

passed. Inasmuch as no one can safely predict when

the peak will come, early buying seems advisable if

there is any real need for new sites.

With the soaring of real estate, if it comes, there

will also be a rise in rentals, and the man who makes

a rental contract during the next few years should

protect himself by a short-term lease or a clause

which will permit him to get from under in case

rentals decline. Probably a short lease would be

best.

On the other hand, if you are a property owner, a

lease made during the-rising rental period and for

a long term may prove a fine piece of business. In

fact, one financial authority advises landlords to get

long leases at high rentals so that revenue may be

assured when real estate and rentals begin their pos

sible decline after the peak period.

All things considered, there seems no reason why

the dealer who wishes to build should hold off. He

will have to hold off a long time to find out just what

is going to happen, and his holding off may be more

than offset by the non-use of the building while he

is waiting. And, even when he does find out what

is going to happen, he probably will find only that

things haven’t changed greatly and that he might

just as well have built long ago.

These are times when courage and initiative are

required. If you want a new building BUILD IT

NOW. And then go ahead and make more money

than ever before. If you do that you can’t lose.

The Often Penny

N the 19th day of May, 1915, there was running in Motor

World a campaign which was known as “Dirt vs. $’s.”

It urged cleaner garages, shops and 'salesrooms and

greater attention to the sale of accessories. In this May 19

issue of four years ago the story was about “The often penny

and the seldom dollar," and it showed how big money can be

made from small sales while the man who waits for big sales

only passes up opportunity.

Since that day progress has been made. The trade is cleaner.

better and more businesslike. Motor World at that time said

that the unfit would be weeded out—and many have gone.

To-day there is more than ever a tendency toward Greater

Profits through Better Business, and what we want to bring,

out is that there are a great many opportunities for small

profits, all of which will make big profits if advantage is taken.

For instance: For years we have had “free air." Yet air

can be sold. It costs money to make it, so why not SELL_ it?

Garages and service stations can get coin-in-the-slot machines

which any desirable customer is glad to patronize.

And sell water. Why not? It is WORK to fill a radiator,

and somebody has to pay for the work'.

And distilled water! How many garages sell it? In {It}.

how many have it at all? Yet customers pay money for it In

drug stores—and are glad to get it.

All these countless little revenue collectors make big profits

And, more important yet, they check the leaks that take the

profits of the bigger departments.

While getting the seldom dollar get the often penny too
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Take Part in Civic Work

Editor Motor World: A. H. Price,

vice-president in charge of sales of the

Pennsylvania Rubber Co., gives the fol

lowing statement as president of the

Chamber of Commerce, showing what

Jeannette has done with the funds that

were in the war chest after all contri

butions had been made:

The Jeannette War Service Union has

decided upon a program for disposing of

its popular funds in excess of what was

needed for war work that has the merit

of practicality. The small town fre

quently hits upon plans that look almost

like a rebuke to the pretensions of the

big towns and great cities, and Jean

nette in this instance seems to be one

of those small towns. The organization

found itself the possessor of $15,000 at

the close of the war work and all neces

sity for service expenditures, and the

Chamber of Commerce had a surplus of

$10,000. The enterprising community

spirit which had made large funds pos

sible in a small town is still fully alive

and alert enough to take up immediate

discussion of the best use to make of

the surplus. It was decided to build a

municipal building and community house

in combination, which should be town

club in which every resident of Jeannette

is to be considered a member.

The proposed community house is to

contain a spacious auditorium, reading

rooms, large and completely equipped

gymnasium and a modern swimming

pool, maintenance of which will be pro

vided for through nominal dues. The

patriotic citizens are as prompt in fol

lowing their successes in war work as

they were energetic in service to the

men in khaki. Jeannette was the second

Here are some letters from

associations and concerns

that have pep. Let’s hear

what your organization has

done to liven things up.

 

 

town to adopt a uniform plan of home

service and made a record for efficiency

in this respect which attracted national

attention. The quick application of their

surplus funds to the erection of a com

munity house clubhouse also will attract

national attention as a sensible way to

finish a good job—by doing another.

While most towns and cities are still

talking Jeannette is doing, and doing

it well.

The Pennsylvania Rubber Co., during

the entire period of the war, stood first

as regards Jeannette contributions. Mr.

Seneca G. Lewis, vice-president-general

manager, was president of the Jean

nette War Service Union—Pennsylvania

Rubber Co., L. P. Stephenson, Advertis

ing Department, Jeannette, Pa.

Putting Pep Into the Trade

Editor Motor World: In response to

your request for an article from our

association I will submit the following:

Our association has a membership of

55. We are’a live organization, and are

doing very much toward bettering con

ditions in the different lines connected

with the automobile business.

Our regular meetings are well at

tended, and our programs are quite in

structive.

We are planning for a banquet at our

principal hotel within a short time, at.

which not only the members will sit at

the table, but each member will bring

his foreman as his guest. Then a little

later, within the next month, a general

picnic is being planned. We will go to

one of the finest parks in Southern Cali

fornia, and every employee will go. The

places of business will be closed for the

day.

Our boys are also planning to put on

a campaign for a Business Men’s Club

here soon. The city is sorely in need of

quarters and they are the only bunch

that has the “pep” to go after it. All

told, the Automobile Association is the

livest organization in the city.—L. P.

Steepleton, secretary, Harbor Cities

Automobile Trade Association, Long

Beach, Cal.

Attaboy!

Editor Motor World: We are enclosing

you our first catalogue. This we had

printed right here in Lamar, a city of

5000.

We mailed out 1500 to the automobile

trade and the results are fine.

You have printed several of our ads.

This is the first attempt the writer has

ever heard of a small retail store in a

small city trying to buck the mail order

houses and we are trying it with

STANDARD MERCHANDISE AT

STANDARD PRICES AND ADVER

TISED PRODUCTS.

And when you will glance through

you will find that our prices are the

same as the big mail order houses where

  

Here are some of the dealers who sell Delco-Light for the Electric Farm Lighting Co., in the Des Moines terri

tory. The picture was taken at the time of the sales convention in May
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they are allowed to sell standard mer

chandise.

Look through this; you will not find

any “gyp” casings, “gyp” spark plugs or

second tubes.

We enjoy every copy of the Motor

World and only wish that every number

was as large as the Spring and Fall.—

The Lamar Motor Sales Co., Lamar,

001., by C. H. Wooden (Dike), assistant

manager.

P. S.-—We took your advice and added

the war tax and then don’t have to

listen to the customer rave when you

tell him that an article is $10, and when

he starts to pay, say: “50 cents war

tax.” Then he says: “War is H—ll."

If a Republican, he cusses the Party in

power and, greatest of all, he never

comes back, for he thinks you grafted

him out of four hits.

A Reply to “Jack” Fulton

Editor Motor World: I have just read

with interest, in your issue of May 21,

the open letter written by Jack Fulton,

of the F. H. & S. Co., to Mr.,Brooks, of

the Automobile Supply Co. of Chicago.

As a Ford dealer who has been thor

oughly sold on the possibilities of a

dealer controlling at least 98 per cent of

the genuine Ford parts business in any

locality, with the use of proper methods,

I could not pass up an opportunity to

give my views on a matter of such vital

importance to every man in the Ford

organization.

The first thing to consider as to the

future of this business is the earnest

ness with which the Ford Motor Co. is

going after it and the intelligent and

hearty co-operation it is receiving

from the dealer. The Ford Motor Co.

has instituted this already successful

“Insist upon Genuine Ford parts” cam

paign for at least tWo very good reasons.

First, because, as Mr. Fulton mentions

in his letter, the quality in these spurious

parts has been criminally inferior, and

were, through their being sold as Ford

products, jeopardizing the serviceability

of the Ford car.

Second—and this is equally as im

portant as the first—because makers of

these parts and jobbers who sold them

were interfering with business that

rightfully belonged to the Ford Motor

Co. and to the Ford dealer.

With these two reasons clearly before

every Ford dealer there is no question

but that the success of the movement is

already assured. For let us say that a

manufacturer whose conscience really

bothers him improves the quality of his

product, what then? He must neces

sarily bring the price to a point where

it is the same as, or higher than the

equivalent genuine Ford part. Why?

Because it must be admitted that the

Ford Motor Co., with its gigantic facili

ties for manufacture, can turn out a part

of better quality and at a lower price

than can manufacturers whose combined

output on parts amounts to boat one

twentieth of Fords.

The result is simple. Is there a repair

man or Ford owner who will pay as much

for an imitation as he would for the

genuine part? Certainly not. He would

expect to buy it on the same basis of

price as that on which he buys tires

branded “second,” and Ford owners are

beginning to know the difi’erence and,

therefore, insist upon genuine Ford

parts.

The point, however, on which Mr. Ful

ton believes this proposition is most

likely to collapse is precisely where it

gains its greatest strength. Mr. Fulton

no doubt is from the old school, judging

from his ideas on the relation between

Ford dealer and repairman.

Such a feeling of envy and short

sightedness, if it ever existed, has cer

tainly entirely disappeared now. Every

Ford dealer realizes that he can com

mand only a certain portion of Ford

repair business and that as long as the

repairman is to get part of it he may as

well let him have it cheerfully, stay on

a friendly basis and, incidentally, profit

by the parts business that will result.

That spirit of working against your

competitor and trying to hold him down

has now, through dealers’ organizations

and better business methods, been

changed to one of co-operation.

The Ford dealer in any territory is sure

to command at least 98 per cent of the

Ford parts business if he will bear in

mind two things: One, to educate the Ford

owner to realize the difference between

Ford and imitation parts and to insist

upon genuine Ford stock. The other is

to co-operate with the garageman and

repairman to the extent of giving him

good service and constructive help, mak

ing him realize the benefits derived from

selling a legitimate article, thereby giv

ing his customer a square deal.

As for the jobber, he should under

stand that in order to retain the friend

ship and the business of the Ford dealer

he must discontinue the sale of spurious

Ford parts. The quicker he realizes this

the better will be his business relations

with that class of dealer whose business

he could not afford to lose.

I believe that this expression voices

the sentiment of the Ford dealers every

where and touches on a problem whose

future development is of vital interest

and deserves careful consideration.

H. G. Wangelin, vice-president, Modern

Auto & Garage Co., Belleville, Ill.

Who Can Help?

Editor Motor World: We have under

consideration a proposition for opening

a garage to give service to car oWners

on a contract basis, similar to that which

the Cadillac, Oldsmobile, and certain

agencies of high grade cars used to give

for the first year free of charge to the

owner.

We would appreciate it very much if

you could advise us if there are at the

present time any garages operating for

this particular purpose, and where we

could get information regarding the

system of charging and details in regard

to the service they give.—McAfee Spec

ialty Co., A. L. McAfee, 914 Mary Place.

Minneapolis.

4000 Georgia Ownership Transfers

ATLANTA, GA., June 20—Transfers

of automobile ownership registration.

aggregating 4000 so far this year, ex

ceed the total number since the license

law became effective. Publicity given to

the state law which places upon the

person in whose name registration of a

car stands responsibility for injury done

by the vehicle, regardless of its actual

ownership, prompted a rush of former

owners to record disposition of their

automobiles.

Better Alabama Roads

MONTGOMERY, ALA., June 19—Jef

ferson County plans to spend $400,000 on

highway improvements. Federal and

state officials are going over the projects

already mapped out.

 

A TRULY CREDITABLE ACHIEVEMENT

i

_ t

  

a little over half of the county and by close watching after the owners of cars

have doubled the size of my building in less than three years—Jess D. Heybach.

Leitchfleld, Ky.
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A One-Story Gasoline Service

Station

Character of business—Gasoline serv

ice, tires and accessories.

Details wanted—Building 40 ft.

square, one story. Want to provide

space inside for the storage of tires

and other accessories; glass divided

into small panes for the sake of ap

pearance and display of goods; of

fice.

Name—Warren Packard,

Ohio.

Answer—We are attaching a plan of a

one-story building designed according to

our careful conception of what you de

sire. It is approximately 40 ft. square

and if it is too large it may be shrunk as

much as desired without altering the re

lation of the difl'erent rooms.

The function of this building is to pro

vide the best means for selling:

Warren,

1—Gasoline '

2—Oils and Greases

it—Accessories

It is naturally desirable to have the

gasoline filling apparatus on the curb

inasmuch as this affords a maximum of

convenience. However, this often inter

feres with local regulations and in such

a case it may be necessary to “drive in."

In this case the driveway must, obviously,

circle in front of the building or behind

it. The former is very slightly more

convenient from the gasoline purchaser's

standpoint and for this reason you may

decide in its favor. However, if the drive

way runs around behind the building,

the accessory store may be placed close

to the sidewalk so that its commodities
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Design for a gasoline service

station drawn for Warren

Packard
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MOTOR WORLD is glad to re

_ ceive and answer inquiries

for garage plans, but in order

that there may be as little delay

as possible in submitting the

plans desired it is imperative

that the following information

be given:

Size of plot, with rough sketch

showing shape and its relation

to adjoining plots; name and

number of departments oper

ated; number of cars to be

shown in salesroom; number of

cars in garage; any other perti

nent details.

 

 

can better attract the eyes' of pedes

trians.

Since there is this double condition to

be met we have laid out the building so

that it is equally satisfactory whether

there is a driveway around the building

or not. The front has two broad display

windows with an entrance to the acces~

sory store in the center. In one front

corner there is an oil room which may be

reached either from the store or from

the outside. Here will be kept all the

oil barrels or tanks as well as a full stock

of greases.

Right behind the oil room is a small

office.

The rear half of the building is a stock

room and in case there is a driveway

around the rear of the building it is ad

visable to have accessory display win

dows here also. Likewise in order to

llllllllflllllllllifllllllllllllllllfllllllll

  

save steps, it may be necessary to have

another oil room as shown.

There is a hall through the center of

the stockroom so that a man can step

out of his car in the rear and reach the

store in a most direct manner.

In order to save the steps of the clerks

there is a door opening directly from

the store into the stockroom as well as

doors opening from the hall into the

stockroom.

Shoes and tubes might well be car

ried in one-half of the stockroom an-l

accessories in the other half.

It is difficult to give an estimate as to

the cost of this building inasmuch as this

varies greatly according to local condi

tions. However, if you will show this

plan to a local builder he can tell you in

a moment what it will cost to construct

it in that vicinity, at least.

A One-Story Sales and Service

Station

Character of business—Overland and

Willys-Knight sales and service.

Details wanted—One story on lot 92 a:

185 ft. Lot faces a 60-ft. street and

extends back to a 44-ft. street. A

12-ft. alley is on north side. Want

to provide for shop to handle 15

cars, storage space for 15 cars,

ofiice, salesroom to display at least

5 cars, parts room, tire and acces

sory store room, show cases and wall

cases for small stock of accessories

in main salesroom, wash rack in

both shop and storage room.

Name—Overland Auto Co., Tucson,

Ariz.

 

BENCN

  
 

 

it E

 

  

@ noon snow

Snownoon

% “i new" 2 Lil

  

  

   

  

at 0 "Ir

PARTS \VIIDOI

PARTS BXNS

[ were?“ I -

[ TIDIE A ACCESSDIIEB

" w —' — —-' lb! 71’,

 

  
  

 

I """""""""""" ‘“ 1]

\m: scrml L Cm

PAIZTIIIGI \

-' FOR Minor ADJUSTMENTb

W6 °°°P AND nruvzw

",

“it
iii

  

 

 

 

  

 

 

Service station and garage for Overland Auto C0.
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Answer—The size of your building

will permit storing more than 15 cars un

less you want an abnormally large re

pairshop and showroom. The way we

have laid this building out, the stored

cars are all kept separate from the shop.

but it is not really necessary to have a

solid wall between the departments if

expense is an object. On the other hand

a solid wall will prevent injury to the fine

finish on the stored cars through dust

and particles that come from the shop.

The parts and accessories stockroom

has been placed so that it is at once ac

cessible from the showroom where the

accessory showcases are located and from

shop and storage departments. The

windows to the two latter departments

are close together so that one man can

tend to both of them.

It is quite desirable that customers be

kept out of the shop proper, therefore a

wire screen partition has been placed

just inside the entrance to the shop and

all minor adjustments to cars can be

made and instructions given for work

here, the cars afterwards being taken in

side if necessary.

In order to bring the office near the

showroom and at the same time not

diminish the window display space, a

display window is placed in front of the

office. This should have a wooden par

tition 4 or 5'ft. high so that the office

is not visible from the street, but the

light can come into the office through the

windows.

Only a small door is placed in the front

of the showroom and the show models

are taken in and out through a sliding

door into the shop.

Converting a Building

Character of business—Car and acces

sory sales, service, battery charging,

washing, storage, vulcanizing.

Details wanted—Building 36 a: 160 ft.,

to be converted into a garage, en

trance on main street, exits into

alley, showroom, accessory display

space, vulcanizing room, oflice, shop

to hold 5 cars, room for lathe, drill

press, grinders, etc., battery charg

ing room, wash rack, and space for

storage.

Name—Gold Bar Garage, Gold Bar,

Wash. ‘

Answer—Herewith is a plan which is

approximately what you requested. We
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This is a one-story

building designed

for the Kent Mo

tor Co. The fur

nace has been

placed in the base
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COAL

 

 

 

felt that it was desirable to make the

showroom large enough for two or three

cars, however, instead of just one.

The storage space is so narrow that it

does not make much difference what sys

tem or how much system you use in stor

ing the cars, the number accommodated

being approximately the same in any

case.

We think that you will find it worth

while to use the showroom and accessory

store just as we have drawn them. A

showroom for one car only would be so

small that it would almost defeat the pur

pose for which it was built. Also we be

lieve that you will often have more than

one new car to show and at such time you

might better have both in a showroom.

Remember, even if one was stored in the
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The Next Installment of

Modern Methods in Ford Service

will appear in the next issue of Motor

World and will take up in dcmil'the

Operations of Testing and

Overhauling the Magneto

DO NOT MISS THIS IMPORTANT

CHAPTER
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garage it would take up a certain amount

of room.

A One-Story Building

Character of business—Storage of

cars.

Details wanted—Building on inside lot

60 x 180 ft., one story, garage, show

room for cars, repair shop, allies and

stockroom.

Name—Kent Motor Co., Kent, Wash.

Answer—Here is a plan which We

hope will meet with your approval.

Please note that there are three longi

tudinal rows of cars in the garage. This

is a very economical utilization of the

space, but you will naturally wonder how

a man with a car in the back row is go

ing to get out until the car right in

front of him is out of the way. The

solution is this: Cars in the front row

should be machines which come in late

and leave early and cars in the back

row should be those which leave late and

come in early, while those in the row by

itself are ones which cannot be so clas

sified. Every time a new customer comes

in, inquiry by the floor man will show

whether he can be assigned to one of the

three rows permanently or whether his

plans for the next day must be ascer

tained each night, and the position of

his car regulated accordingly. This is

not theory but is what a great many

garagemen are actually doing in various

parts of the country, and this explana

tion is offered simply because you may

not be familiar with this method.

If this method doe not appeal to you,

the next most economical arrangement

for this building is to use four cross-wise

rows, each pair of rows having an aisle

and the two aisles connecting with the

main entrance by a passageway extend

ing straight back from the driveway.
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Paul and O. V. Grindei have purchased the

Fort Madison, Iowa, battery station and

will give service in Willard batteries.

A. W. Saiiander, Fort Madison, Iowa, is

building a. new garage, 60 x 187 it, at 1018

Front Street. He will distribute Overlands

in this territory.

0. Brecht Motor Car Co., Fort Madison,

Iowa, has opened a garage and salesroom

for Nash and Dodge cars at 210-212 Cedar

Street. _

Moore Auto Co., Berthold. N. D., is branch

of Minot company opened in Paige Building

to handle Ford cars, repairs and accessories.

Ray Nuiph, Noonan, N. D., formerly pro

prietor of the Noonan Garage, has gone into

partnership with Frank Bainter in the re

pair business, in the Lindstrom & Holte im

plement house.

Han; Rud, Pettibone. N. D., has bought

the garage business of D. E. Woodfii.

Hurdafieid Auto Co., inc., Hurdsfield,

N. D., has been incorporated at 825.000 to

deal in automobiles. Lee Benshoof and

associates are the incorporators.

Central Garage. Inc., Jamestown. N. D.,

is a. new company with $25,000 capital.

Philip Mason and Frank Laford are the in

corporators.

Hankinson Motor Service, Hankinson.

N. D., is a new corporation with $50,000

authorized capital, formed by A. H. Brown

and associates to carry on an automobile

service business.

Quanrud, Brink a. Relboid, Bismarck.

N. D., have incorporated at $50,000 to carry

on an automobile business. 0. L. Quanrud

& Son have been in the supplies business.

John B. Painuck and his son, Nick Pal

nuck. Beifield, N. D., have bought the John

Klock garage and blacksmith shop.

Couiter Motor Co., Alexander, N. D., has

taken over the business of the R. B. Gore

Garage.

P. J. Finnegan, Anaconda. Mont.. has

bought an interest in the Park Garage.

H. A. Cleveland, Redstone. Mont.. has

bought the interet of L. G. Brastad in the

garage business.

The Eagle Heights Co., Billings, Mont..

has been incorporated at $10,000 by Lee

Wood, Jacob Zimmerman and others, to

carry on an automobile business.

W. G. Stinson, West Concord, Minn., and

Charles Stinson, have bought the Ciaremont

(Minn) garage.

The Home Auto Co., Twin Valley, Minn..

has been incorporated at $25,000 and will deal

in automobiles and will repair motor cars and

farm machinery. 0. H. Elemetsrud is presi

dent and M. E. Dahl is secretary.

Gust. Mshiem, Hinckley, Minn.. has bought

the interest of A. S. Weller, George B. Knight

and B. G. Wells in the Fireproof Garage

at Pine City, Minn.

E. F. Franklin Garage, Blue Earth. Minn..

has been sold to the Motor Inn Corp. of

Albert Lea. Minn.

Adolph Enqbard, Claremont, Minn., has

sold his garage to S. H. Stinson and Elimer

Lindell of Red Wing, Minn.

M. H. Graham and C. E. Tripp, Zum

brota. Minn.. have sold the Zumbro Auto

Co., garage, accessories and repairs. to the

Pioneer Garage of Red Wing. Minn., of

which C. E. Tripp is part owner also.

Klmmel & Meyers, Rollingstone. Minn..

automobile dealers and garage owners, have

sold out to Alexander Speltz and Edward

Zen'k.

0

Chase Bros., Farmington, Minn., have sold

their garage to McKay Bros. of Austin.

Minn.

A. C. Sherman and William Spaiiinger,

Clinton, Minn., have formed the firm of

Sherman & Spallinger to take over the

garage business formerly operated by Fin

berg & Lewis. ‘

Walter Harrison, Fargo, N. D., proprietor

of the Hassier Distributing Co., has bought

the business of the B. M. Calkins Motor

Co., 623 Second Avenue North, from B. M.

Calkins. He will continue the Hudson and

Essex agencies and the Hassler company.

James 0. Hanson, Sioux Falls, S. D., has

bought the business of the Western Bat

tery & Supply Co., Main Avenue and

Eleventh Street.

The Clements Automobile Co., 303 West

Ninth Street, Sioux Falls, 8. D., handling

the Buick car, has leased a garage being

built at Dakota Avenue and Ninth Street.

Nelson Sinkler Cattle Co., Wood, S. D.,

has bought the Wood garage.

The iillnolo Tractor Co., Sioux Falls,

S. D., will distribute in the Dakotas its trac

tor and service trucks from a building being

erected by Sanders l'lros. W. J. Crouch of

Lafayette, Ind., is to be head of the com

pany.

M. R. Berkhelmer and C. W. Comero,

Sioux Falls. S. D., have taken over the busi

ness of the Dakota-Paige Motor Co. and will

handle the Elgin car.

City Garage, Mitchell, S. D., has been sold

by Heaney & Dean to Drom & Rudd, the

new managers.

Hatfield Motor Supply Co., Aberdeen, S. D.,

incorporated to sell accessories, has opened

in a new building at 205 South Lincoln

Street.

The Northwestern Radiator Repair Co.,

Aberdeen, S. D., has been opened by J. F.

Heintz.

Frank E. Payne, Aberdeen. S. D., of the

Payne Auto Co., 111 Third Street, S. W.,

agent for the Hayne car, has opened a re

pairshop and accessories store.

William Ramsell, Sioux Falls, S. D., has

been appointed sales manager for the Clem

ents Automobile Co., which sells the Buick

car.

‘ Sylvester Poll, theatrical man from New

Haven, Conn., has bought the Twin City

Plate Glass Co. Building at 2218 University

Avenue, St. Paul, and will utilize it for

storage and repair of McGraw tires. The

price was $40,000.

The Northwest National Motor Car 6. Va

hicle Co., St. Paul, Minn., has been formed to

distribute National cars in Minnesota, except

St. Louis county, in parts of the Dakotas and

seventeen counties in Wisconsin. Temporary

sales quarters are at 353 Main Street. J. W.

Greeves is president and Dock McConnell is

treasurer. E. J. Sullivan and G. A. Wallen

tin will assist Mr. Greeves, formerly of the

Winton company, in the sales department,

and Mr. McConnell will supervise the service.

The Central Garage, Inc., St. Paul. Minn.,

is one of the first to resume construction of a

large automobile building. it will be at Ex

change and Wabasha Streets, three stories

and basement, 75x 150. it will cost $185,000

and be completed Sept. 15. The company is

now at 122 West Central Avenue and has

thirty-five men. The roll will be increased

to 100. The new building will have work

men’s clubrooms. L. A. Muessel is president

of the company.

Marchant Bros., Canton, Minn., have

bought the interest of George McMaster in

the Canton Garage and are now sole owners.

William Spailinger and Alton Sherman,

Clinton, Minn., bought the garage business

of J. F. Lewis.

Charles Brlnkman and C. C. Graupman,

Plato, Minn., have bought the Peter Hoof

Garage.

E. A. Paetzniok, Storden, Minn., sold his

garage to Jenness & Moore 0! Windom,

Minn.

Sorvlg Bros., Winger, Minn., have taken

over the management of the Gate City

Garage.

Gerrit P. Poolman, Edgerton, Minn., has

bought the Ford agency of Vander Pol Bros.

Youn 4'. Parsons, Westbrook, Minn., have

sold to A. Oscar Anderson of Sanborn. Minn.,

their garage building. '

B. C. Streeter and H. P. Lufkln, St. Cloud,

Minn.. have formed the St. Cloud Auto Sup

ply Co., which will open accessories sales

rooms in the Meyer Block.

W. H. Neltimler, Minneota, Minn.,

bought the interest of C. V.

Square Deal Garage.

Main Motor Sales Co., Anoka, Minn.. has

bought the James Ward interest in the Main

Garage Service Co.

5. P. Diemert Co., Moorehead, Minn.. has

succeeded S. P. Diemert & Co., with the

addition of C. O. Jacks. The firm opens in

Fargo, N. D., across the Red River, and will

take on the sales for the district of the

Scripps-Booth car and La Crosse tractor. It

is now agent for the Dort.

The Red River Motor 00., Moorhead,

Minn., will move to a new building in Fargo,

N. D., and will sell the Veiie line and the

Denby truck in twenty-seven counties of

that state. Roy Hamilton will me manager.

J. R. Fleming has withdrawn from the firm.

The Packard Motor Car Co. has pur

chased the business and plant of the Buck

Motor Car Co., 221-223 East Second Street.

Davenport, Iowa, and placed Harry Jones,

late of Chicago. in charge. Jones has been

with the Packard concern for twelve years.

Glenn Brier, Aledo, 111., has purchased the

interest of his partner, A. M. Gerecke. in

the West End Garage.

has

Neal in the

PACIFIC COAST

Thompson &. Shepherd, Seattle, will erect a

frame garage. 41 x 40 ft. at 2601 Fifty-ninth

Avenue, S. W., to cost $4,000.

Erb a. McKean, Seattle, agents for the

“Come 6" automobiles, trucks and tractors.

will occupy a new structure to be erected at

once. The building will be 45 x 108 ft., two

stories, brick and tile. costing about $20,000.

The Goodyear Tire 6. Rubber Co., Spokane,

has taken a five-year lease on a four-story

brick building at “’817 First Avenue. which

the firm will remodel at a cost of $5.000.

Reynolds 41 Reynolds, Seattle, are suc

cessors to the Automobile Supply Co.,

wholesale dealer in automotive equipment.

The firm maintains branches in Seattle and

Tacoma.

Stewart Products Service Station, Alex C.

Hansen, owner, Seattle, has leased head

quarters at 910 East Pike Street. where the

concern's floor space will be increased 100

per cent.

Roy G. Flonman, tire dealer, Seattle, has

taken the agency for the Michelin tires for

the district north of Portland and west of

Spokane.

The Transpacific Motors, Inc., Seattle, has

been formed to handle the Indian truck in

this territory. The firm is now building a

new structure. 160 x 120 ft., at Fifth Ave
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nue and Bell Street. C. J. Peoples heads the

concern.

Beermen 6. Lorenz of the B. L. Garage,

Seattle, have taken the agency for the

Allison low-grade fuel burner. in Seattle.

McKale Bram, Seattle, have opened new

quarters for their tire business at 1201 Pine

Street. The establishment will be known

as McKale Brothers' Tire Co.

A. M. Beaver, The Dalles, Ore... will take

over the distribution of Premier, Liberty

and Brlscoe cars, and the Parker truck.

William R. Earl will be associated with him.

Kelly-Springfield Tire Co. will establish a

factory distributing branch in Portland.

Munnell &. Sherrlll, 40 First Street, Port

land, has taken the agency for Oregon.

northern California, part of Washington and

Idaho for the Mohawk tire.

Bruce C. Deaton, Seattle, has taken the

agency for Oldfield tires in King and Kitsnp

counties under the name of the Deaton Tire

Co., with headquarters at 1211 Pine Street.

The Daniels Sales Agency, Seattle, has

changed its name to The Greater Motors,

Inc., and has taken over the Templar auto

mobile.

Chapman'l Motor & Machine Shop, Van

couver, B. C., will build a two-story re

inforced concrete garage and machine shop.

to be 50 x 120 ft.

The Roesch Motor Car Co., Seattle, will

build a one-story masonry sales building,

120 x 108 {t., with brick walls. to cost about

$20,000.'

F'. H. Bloedel, Seattle (White Building).

will erect a two-story and basement garage

and salesroom. 120 x 90 ft.. to cost $40,000.

Ahreno 6, Ahrens, Spokane, Stephens dis

tributors, will occupy a. new garage and

salesroom, to be built at once.

R. B. and L. S. Bennett have purchased

from C. F. Gilbert, Hood River, Ore., his

automobile agency and will operate it under

the name of the Bennett Motor Car Co.

Fields Motor Car Co. is the new style of

Regner & Fields, Inc., Portland. Ore. This

firm, which distributes Chevrolet cars in

the Portland territory, has just removed

to a $45,000 building with 20.000 square ft.

of space at Fourteenth and Alder Streets.

H. J. and A. M. McIntosh, Portland, Ore.)

have formed the Pepp Motor Car Co. to dis

tribute the Revere and Crow-Elkhart and

Simplex windshield wings in western Wash?

ington. Their headquarters will be Seattle.

The D. 0. Warren Motor Car Co., Port

land, Ore., Veiie and Peerless distributor for

Oregon, has acquired the whole of Wash

ington and northern Idaho through pur

chase of two Washington motor car firms.

A half-interest was purchased in the

Rousch-Olsen Motor Car Co. of Seattle, here

after to be the Olsen-Warren Motor Car Co.

The other was the purchase of the Inter

national Auto Co. of Spokane.

Bradstreet Rubber CO. is the new style of

the corporate title of the Western Rubber

Co., Los Angeles.

The Atterbury Truck Sales Co., Portland.

Ore, has added the Stewart truck to its

line for the Oregon territory and south

western Washington.

The Oregon Motor Car 00., Portland, Ore.,

has taken the distribution of the Master

truck for Oregon and southwestern Wash

ington.

EAST

Harvey L. Heald has opened a store and

shop for the sale and repair of tires at 211

Railroad Avenue. Elmira. N. Y. He also

handles accessories.

The Aetns Motors Corp. of New York has

been appointed agent for the Wilson trucks

in eastern New York, Connecticut and north

~~rn New Jersey.

E. L. Sanford will be in charge of the

New York branch of the Dort Motor Car C0..

Flint, Mich., which will be opened shortly

in the Ehret Building, Fifty-eighth Street

and Broadway. Mr. Sanford was for sev

eral years manager of the Studebaker

branch in New York.

Charles A. Paine, formerly with the Bel

cher & Loomis Hardware Co., Providence,

R. 1., has taken charge of the automotive

equipment division of the Nemours Trading

Corp., 151 Fifth Avenue, New York.

Gilbert Dill, 115 Concord Avenue, “’11

mington, Del, has taken the local agency

for the Stearns line.

SOUTH

Smith Bros., Lexington, Ky., have been

appointed to distribute Armleder motor

trucks in Lexington and vicinity.

SOUTHWEST

J. W. Loebei and k. C. Brown have re

cently completed a 50 x 100 stucco garage

at Clearwater, Kan. It will be known as

the Motor Inn, and in addition to conduct

ing a general garage business they will stock

a complete line of accessories.

MIDDLE WEST

L. Eldridge has opened the Bioomington

Used Ford Market at Bloomington, Ill. He

also deals in accessories and, as he puts it,

"everything for the Ford."

Ralph Wlxon and Clarence Wlxon, part

ners operating as the Globe Tire & Supply

Co., will specialize in the sale of tires and

tubes at their new store Just opened in

Toledo. They will handle the McGraw line.

The Battery Service Garage, Grand Rapids,

Mich, distributer of the Philadelphia. Dia

mond Grid storage battery, has moved into

new quarters on Bond Avenue.

Cari V. Torglsr, Herbert Torgier and

Edwin J. Huebner, Toledo, Ohio, have pur

chased S. B. Chambers' interest in the

Chamber Motor Sales Co. and will incor

porate a. new company to take over the

business. More than a year ago Carl Torg

ler purchased a half interest in the busi

ness. The new concern will continue to

handle the Velie and Elcar and will shortly

announce a new agency.

L. B. Alien, Heyworth, 11]., has purchased

the Ford garage of O. L. Weaver, who is

now in charge of the assembling depart

ment of the Illinois Tractor Co. at Bloom

ington, Ill.

The Morris-McLoney Co., Springfield, 111..

has been appointed distributer for the

Oneida truck in Sangamon, Christian, Mont

gomery and Macoupin counties. George C.

Blee has been appointed truck sales man

ager.

F. J. Swlgsrt, Springfield. 111., has been

appointed dlstributer of the Master truck in

the central Illinois territory. He has

opened a sales agency at 918 East Capitol

Avenue. He was formerly identified with

the R. E. Hatcher Co. in that city.

Howard Zahn, Jacksonville, Iil., has com

pleted a garage, 120 x 180, two stories. lo

cated at 221-223 East Morgan Street. There

is floor space of 33.000 sq. ft. The cost of

the plant was $55,000 and it ranks as one of

the most complete in that section of the

state. The Buick and Chevrolet cars and

the International tractors are distributed in

the Morgan county territory.

The Morris-McLoney Co., Springfield, Ill..

has been appointed distributer for the Cole

car in Sangamon and eight adjoining

counties.

Capt. C. J. Wells of Milwaukee, Wis., has

taken on the distribution of the Exide bat

tery for that territory and opened a service

station and salesroom at 233 Sixth Avenue,

North.

Quincy Battery 4'. Electrical Testing Co.,

Milton Breder, manager, has opened a serv

ice station and salesroom at 713 Hemp

Street, Quincy, 11]., and taken distribution

for Prest-O-Lite for this territory.

The Hlnkel Motor Truck Corp. has taken

over the distribution for the Cleveland dis

trict of the Rainier truck.

The Quality Tire a. Rubber Co., Detroit.

has been appointed agent for the Gillette

tire, manufactured by the Gillette Tire &

Rubber Co.

E. J. Doran has been made service man»

ager of the Detroit branch of the Chevrolet

Motor Co. He comes from the aviation

service, where he was in charge of testing

and experimental work on Liberty engines

at Morrow Field, Detroit.

The Auto Electric 4. Service Corp., Detroit.

has been appointed state distribute-r for the

Esta water auxiliator,- a device for keeping

the engine free from carbon.

The Cut Rate Tire Store, Port Huron.

Mich., has taken the agency for the Colum

bia Six.

Stanley McCloskey, for eight years con

nected with the service department of the

King Motor Car Co., has opened a garage

in East Detroit.

The Siegei-Zeckendorf Co., Detroit. dis

tributer for the Chandler car, has been ap

pointed Michigan distributer for the new

Cleveland automobile soon to be placed on

the market by the Cleveland Automobile Co

NEW GARAGEB

A. W. Ohiand . . . . . . . . . . . . . . . . ..Biscay,Mlnn.

Kennedy & Farrell. .. . . .North Branch, Minn

Mahnomen Wood & Iron Works

(repairshop) Mahnomen, Minn.

Edw. Ellefson . . . . . . . . . . . . .Llndstrom. Minn.

Nyquist Bros. . . . . . . . . . . . . . . . . .Harris, Minn.

Hawkeye Oil Co. (station)..Falrmont, Minn.

Broms Tire Repair Co. .. . .Alexandria, Minn.

Automotive Co. (tirehop)...Chishoim, Minn.

W. F. Powell & Co . . . . . . . . . . . .Warren. Minn.

August Larson . . . . . . . . . . . . . . . .Amboy, Minn.

Tramo Co. . . . . . . . . . . . . . . . .Plne River, Minn.

Kruse & Lang. . .. . . . . . ..Cannon Falls, Minn.

Andrew Thompson (50 x 72). ..Nassau, Minn.

Arthur Halling (repairshop). . . . .Milan, Minn

“'iillam Kendall (repairshop)

Chatfleld, Minn.

Erickson Bros. . . . . . . . . .Two Harbors, Minn

Samuel Katz (addition). . . . . .Chlsholm. Minn

Leslie Arnold . . . . . . . . . . . . . . . . . . .Tabor, Minn.

People‘s Auto Co. (salesroom)

Thief River Falls, Minn

J. E. Burt (tireshop) . . . . ..Sieepy Eye. Minn.

F. J'. Kitowski (service station)

St. Cloud. Minn.

C. A. Peterson (accessories)

Red Wing, Minn.

Manhattan Oil Co. (station)....Austln, Minn

Standard Oil Co. (station)....Staples.Minn.

Robert Schai‘fan (75 x 104)..Fairmont, Mil-m.v

Latnedresse & Kelfenhelm (repairshop)

Red Lake Falls. Minn

Ingval Moen . . . . . . . . . . . . . . . .Mshomen. Minn.

Yench & LaCroix . . . . . . . . . . . . . ..Hugo,Minr.

Garceau & Miran . . . . . .Red Lake Falls, Minn

Teiten 8; Graalum . . . . . . . . . ..Hastlngs, Mini:

Gus. Belkey . . . . . . . . . . . . . . . . . .Glyndon, Minn.

R. A. T. Meyr . . . . . . . . . . . . . . .Warroad. Minn

Harry McAlpine . . . . . . . . . . . . . . . . .Bock. Minn

Carl Aronson . . . . . . . . . . . . . ..Ellendsle. Minn

J. J. Litcher . . . . . . . . . . . . . . . . ..Lewiston. Him.

St. Cloud Auto Supply Co. (supplies)

St. Cloud. Minn

Bolivar-Ninth Garage.....Cleveland, Ohio

(J. W. Lehman)

  

Rolfe Auto Co. (52 x 132) . . . . . . . .Rolfe, Iowa

B. F. Shouiberg . . . . . . . . . . . . . . . . .Akron. Ion

Spencer Auto Co. . . . . . . . .Lake View. Ion

Brown-Fry Auto Co. . . . . . . . . . . .Vinton. Ion

Forest Bale. . . . . . . . . . . . . .State Center. Iowa

Rex McNurlen . . . . . . . . . . . . . . .Slgourney. lows

Otto Burrlchter . . . . . . . . . . . . .Monticeil0. lows
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OTWELL ROAD BANDS AND

FENDERS FOR FORDSON

TRACTORS

The road bands attach to the

outside of the Fordson tractor

wheel, the outside diameter of

the hands being the same as

the outside diameter of the

wheels. including cleats, so that

when on the road the tractor

will run on these bands instead

of on the cleats. preventing in

jury and damage to the road

way. The tenders are attached

over the upper part of the trac

tor wheels and prevent throw

ing of sticks and stones and

also injury to the operator

through falling against, the

wheel. Tractor Equipment C0.,

Detroit.

MILLION HEADLIGHT REGU

LATOR FOR FORD

This is a combination head

light regulator and dimmer

switch for Fords, and is de

signed to give the same steady

light at any engine speed. The

dimming switch is built into the

regulator. and the lights may

Million Headlight Regulator
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be instantly dimmed to the

proper degree suited to city driv

ing or when passing other cars.

The device attaches to the steer

, ing column and requires only a

few minutes to connect. The

outfit is complete with wires,

two 6-voit bulbs and full direc

tions for attaching. Finished in

nickel and black. Price $5.

Million Motor C0., Adrian, Mich.

MILLION CAPILLARY WATER

VAPORIZER

This is a device to be attached

to the intake manifold to draw

up water to the air-mixing

chamber by a special wick. It

is there broken up into a fine

mist by a very fine mesh brass

wire cloth. There is nothing to

wear out or replace, and the de

vice may be used as a primer

for starting by filling the con

tainer with gasoline and install

ing a stop-cock on the inlet

tubing of the device. It may

be attached under the hood or

on the dash. and comes complete

with connections and tubing.

Price $10. Million Motor C0.,

Adrian, Mich.

Million Vaporlzer

Augerford Truck Attachment for Fords

 

 

AUGER BROS. MFG. C0., Minneap

olis, is manufacturing the Augerford

attachment for converting Ford passen

ger cars into trucks. The attachment

necessitates a minimum amount of

changes in the Ford chassis and no ma

chine work is necessary either to turn

the car into a truck or to turn it back

into a passenger car. The features of

the device are that the wheelbase is

lengthened and the gear ratio and speed

of the car are not altered in any way.

The vehicle will have a capacity of from

1/2 to ‘54 ton.

Two models are obtainable, the No. 1

having a wheelbase extension of 18 in.,

which gives a length of frame behind

the cab of 50 in. The No. 2 attachment

has a wheelbase extension of 24 in., giv

ing a length of frame of 81 in. behind

the cab. The two models are identical

with the exception of the different length

wheelbase.

Prices

The price of either the No. 1 or the No.

2 model is $75.

Bodies to fit these models are made in

flareboard, stake, express, etc., at prices

ranging from $60 to $105. The bodies

for the two different lengths are neces

sarily of different dimensions.

Georgia Dealers Organize

MACON, GA., June 19—Automotive

dealers of this state have condemned a

proposed bill to be introduced in the

next legislature for a license fee as

high as $1,000 and $1,500 on trucks of

5- and 7-ton capacity. They are also

against the Federal practice of confiscat

ing cars carrying liquor. In order to

handle those and other problems the

Georgia Automotive Dealers' Associa

tion has been formed with about 200

members. R. C. Dunlap of this city is

president. Harry C. Moock, St. Louis,

business manager of the N. A. D. A.,

spoke at the organization meeting.
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udson Super-Six Will Have Five

New Enclosed Body Models

rurious Appointments and Comfort to the Limit Characterize

the New Designs to Be Mounted on the Super-Six

Chassis—Driver’s Seat Staggered to Allow

Easier Handling of Control Levers

  

Fhe Hudson touring limousine, which is designed for driv

Ing by either chaufieur or owner. The glass partition be

tween the compartments can easily be raised or lowered

bodies.

  

The upper view is of the coupe and the lower of the

cabriolet. The latter is a slightly modified continuation

of the standard Hudson model, while the coupe will carry

four passengers

\—_a

make up the line of Hudson Super

Six enclosed models for the 1919

1920 winter season. These will be a

sedan, coupe, cabriolet, touring limou

sine and limousine. These cars have all

been improved in detail throughout and

are developments of previous models.

The sedan departs from previous prac

tice in that the front seat is continuous

across the body. This not only gives

greater room in the front seat, but also

acts as a tie across the body, giving in—

creased rigidity. The two auxiliary

seats are more luxuriously upholstered

than heretofore and these face forward.

Ample room is provided for seven pas

sengers. The doors are now carried on

three hinges and are equipped with

leather cover and steel robe rail. There

are four doors on the new Hudson sedan.

The door windows all open wide and are

lowered and raised by means of revolv

ing lift. The rear windows are adjusted

by a fabric-covered strap. .There is also

a jeweled dome light over the rear seat

and a ventilator on the cowl.

The touring limousine can be used

either as a chauffeur-driven car or an

owner-driven. By simply raising the

glass partition from the back of the

front seat it becomes the formal type of

FIVE new enclosed body types will

  

Above and below are interior views of the new Hudson

The lower one shows how the auxiliary seat

folds down out of the way
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limousine. When the glass partition is

lowered, however, the front and rear

compartments are thrown together.

There- is a luggage rack on the top for

touring and a heater in the rear com

partment. The door windows are raised

and lowered by '\ revolving lift. The car

is noteworthy for the completeness of

its equipment. There i a smoking set

and vanity case in the rear compartment

and jeweled dome lights in both com

partments. The shades are silken and

are roll type, provided for the rear win

dows and also for the partition separat

ing the front and rear compartments.

The fittings include ivory trimmed han

dles and a clock and mirror in front of

the driver.

‘The coupe is a four-passenger type of

conventional coupe line. The auxiliary

seat in the coupe folds snugly out of the

way when not in use, but when raised

there is ample room for four passen—

gers. This car is also provided with a

heater, and there are silk roll curtains

on the side and rear windows. The doors

and windows in this car are also raised

and lowered by revolving lift, and the

side windows may be adjusted by the use

of small handles.

The cabriolet is a continuation of

what has been proven a popular Hudson

model for the past 5 years. The driver's

seat in this car is staggered to afford

freedom of motion in handling the con

trol levers, and there is a luggage space

provided behind the driver‘s seat and

also in a compartment under the rear

deck. This car, like the other Hudson

enclosed cars, is equipped with silken

roll curtains on the rear window and

has a jeweled dome light in the top.

The door windows are operated by a re

volving lift and the side windows by

straps. All fixtures are nickel plated.

The following list gives the coloring

and price of each of these models:

Car Price Finish

Sedan . . . . . . . . . . . ..82775 Dark blue with black

fenders

Coupe . . . . . . . . . . . .. 2950 Dark blue and black

with white strip

ing

Cabriolet. . . . . . . . .. 2450 Dark blue and black

with white strip

ing

Touring Limousine 3300 Dark blue with black

enders _

Limousine. . . . . . . .. 3660 Dark blue and black

Motorists Endorse Bi-State Dealers

NEW ORLEANS, June 20—The Motor

League at its recent annual meeting

endorsed the Bi-State Automobile Deal

ers’ Association of Louisiana and Mis

sissippi, organized, according to its by

laws, “to promote a greater automotive

industry in the two states, to promote

good roads and streets, to fight legisla

tion harmful to motorists and generally

to favor state and municipal projects

which would be of benefit to the

motorist.”

Good Roads in Arkansas

LITTLE ROCK, ARK, June 20—

Highway officials estimate that at least

$25,000,000 will be expended in hard sur

faced road construction in the state in

the next five years.

IOWA VALUES SOAR

AND DEALERS SMILE

Farmers Get from $300 to

$800 an Acre and Sell

Products for Prices

That Mean Trac

tors and Cars

 

DES MOINES, June 19—Iowa tractor

dealers are looking with optimism on

the greatest boom in land that the

Hawkeye state has ever known. For

sixty days now Iowa has been land crazy.

Farms have changed hands with the

rapidity of stock exchange operations and

at prices which five years ago would

have been considered out of reason.

Sales at $500 per acre have become a

matter of almost every day occurrence

in some parts of the state and while

this figure is, of course, above the aver

age it is not the top figure. For instance,

up in Obrien county in Northwest Iowa

a deal is now pending for the sale of

175 acres where the owner has been

offered $600 per acre but as yet is hold

ing out. Incidentally this same farm

was purchased thirty-five years ago by

the present owner for eight dollars an

acre.

In Polk county, in which Des Moines

is the county seat, an old homestead

lying close to Des Moines was sold at

$800 an acre. At Aurelia, near Choro

koe, sixty-six acres sold this week for

$500 per acre. Near Perry, in Dallas

county, the top price has been $400, and

this amount was paid by Leonard Gottes

chalk for the eighty acres owned by

B. M. Swisher.

Two weeks ago John Griffin, county

sheriif of Polk county, bought 163 acres

at $300. He sold it to Judge George

Wilson for $320 per acre and within the

week the latter disposed of it for $340

an acre.

From a number of Iowa county seat

towns are reports that individual real

estate dealers have closed as many as

six farm sales in one day and one farm

is reported to have been sold six times

within a month.

While there is, of course, much specu

lation in these operations many of the

buys have been made by farmers.

Big profits that the Iowa farmer has

made during the last few years are re

sponsible for setting off this wildfire of

land sales. Something of just what

these profits have been and how the

values have increased may be learned

from figures compiled by the Iowa weath

er and crop service.

In 1913 the value of the Iowa field

crops combined with the dairy and

poultry products was $531,188,230, and

the live stock of the state was valued at

$470,272,000. In 1916 the field crops

and dairy and poultry products had in

creased in value to $729,165,000. The

live stock on the Iowa farms in 1916 was

rated' at $534,303,000.

Last year's figures given out by the

crop and weather service place a valua

tion on the field crop—-dairy and poultry

products—of $1,041,289,665, while the

live stock was held to be worth $686,

064,800. Thin would mean an increase

in the value of all farm products, in

cluding live stock, in five years of $556,

914,269.

Up in Ida county, which is the popcorn

growing section of the state, any num

ber of growers got as high as 3500

pounds of popcorn an acre. Selling it

at twelve and a half cents per pound,

which was a fair price, meant a profit

of $437.50 per acre.

A Sibley, Iowa, farmer went into the

Sioux City stock yards with eighty-six

head of cattle and 137 head of hogs. His

steers brought him $15 per hundred and

his hogs $20.20, and he went back to his

little old Iowa farm with a check for

$22,027 in his pocket.

Tractor Dealers Optimistic

With Iowa land values mounting sky‘

ward and her farm crops reaching billion

dollar figures annually, tractor dealers

feel that their days are here. It isn’t

going to be long until the Iowa farmer

sees that he cannot take a chance on

harvesting $2.26 wheat with the old-time

horse-drawn methods, covering seven to

ten acres a day when with a tractor he

can cover thirty acres. As one Des

Moines tractor distributer explained it,

there is no more reason for a present

day Iorwa farmer trying to handle his

farm with horses than there was for a

1918 manufacturer trying to handle war

orders without modern machinery.

That the Iowa farmer is coming to a

realization of the automotive dawning

is shown by the fact that the Herring

Motor Co. of Des Moines, Fordson dis

tributer, sold 900 tractors during the

month of May. Of this number 473

went on Iowa farms and the rest into

Nebraska and South Dakota.

 

New Paige Oificers

DETROIT, June 21—Frederick L.

Jewett has been elected first vice-presi

dent of the Paige-Detroit Motor Car Co.

Appointments and promotions to meet

the growing needs of the organization

and in recognition of efficient service

were announced as follows: W. A.

Wheeler, vice-president, manufacturing

division; Henry Krohn, vice-president,

sales, passenger car division; Charles S.

Pike, vice-president, sales, truck division;

Thomas Bradley, vice-president, purchas

ing division; Andrew Bachle, vice-presi

dent, engineering division; G. C. Mather,

chief engineer; J. V. Quinlan, production

manager; George Petersen, general

superintendent; C. B. Gaunt, sales mana

ger, passenger car division; Frank E.

Caulk, sales manager, truck division.

Studebaker Parts in One Catalog

SOUTH BEND, June 19—All models

of Studebaker cars since the 1909 “30”

are represented in a Master Parts Cata

log and Price List just compiled by the

Studebaker Corp. This book also advises

owners to order their parts from the

local dealer instead of from the factory.
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The Week in Philadelphia

PHILADELPHIA, June 21—They ate

it to-night—that real honest-to-goodness

dinner at Kugler's Mohican Club on the

Delaware, did that jolly group of kindred

spirits, the Motor Truck Association of

Philadelphia, the Philadelphia Automo

bile Trade Association, the Automobile

Accessories Business Association and the

Camden Automobile Trade Association.

And they sluiced it with Some Liquid

Refreshments—capitalized just that way.

It was the big automobile trade outing

of the year, the apex of the summer and

every man who attended had been look

ing forward to the occasion for weeks.

About the time the crispness had left

the napkins, the Firestone Overseas—

some called it “oversize"— Entertainers

opened up with a forty-two centimetre

entertainment which seemed to include

everything modern, from imitations of

the Girl with the Worm-Drive Walk to

the latest spasm in Ja-da Jazz.

The entertainers were Jimmy Brennen,

Eddie Schwerner, Joe MeCann, Punk

Scull (there are punker), Red Plunkett

and Jack Rice, accompanied by Prof.

Thompson, box-beater de luxe.

The hegira high-geared on cars of

every known degree of superlativeness,

from the Philadelphia Automobile Trade

Association, Broad and 'Callowhill Streets,

at one in the afternoon and in less time

than it would take to grind a valve,

were met on the thither side of the

Camden ferry by the Camden trade boos

ters. After a slight hesitation, in which

the only untoward incident was a near»

collision with a high-powered Sears-Roe

buck, driven by a Person apparently suf

fering from strabismatic-myopia, the

caravanserie proceeded with the Camden

delegation blazing the trail toward Kug

ler's Club.

At 2.30 pm. there were Some Liquid

Refreshments. At 3 p. m., not so sharp.

there was ball game between, or perhaps

among would better express it, the Motor

Truck Association and the Automobile

Accessories Business Association, at the

end of which it was vaguely rumored

that some one had won. Before the

doubts had all been brushed away,

another game happened. This was be

tween the winner of the previous game

and the Camden Automobile Trade As—

sociation.

Now figure out for youself who

bagged the pennant. Anyhow, it is re

ported that three cars were sold before

the last half of the last—whatever

inning that was. At 6.30 there were

Other Sports, Indoor and Swinging Door.

The Red Dog also ran. At 8.15 the head

quarters stafl' horn honked “fall in,” and

the. homeward run was made reluctantly.

News Letters From Busy Centers

Who was there? What’s the use of

printing a directory of the Big Four

Association.

It surely won't be the Last of the

Mohicans.

L. M. Heifner, who is general manager

of the Smith-Davis Machinery Co., Mari

ket Street, near Twenty-first. will enter

the manufacture of farm tractors and

passenger cars, having already obtained

an option on valuable property in Ches

ter, Pa., for this purpose. This enter

prise will be Heifner’s private venture

and will have no immediate connection

with his other business interests.

Jawer’s Automobile Accessory House,

600-610 North Broad Street, has just

been celebrating its seVenth anniversary

as a business firm by holding open house

for all visitors. Since the three brothers,

Samuel, William and Albert, started in

business seven years ago, they have

grown from a one-store concern to a

four-store firm, and in addition they have

an uptown branch house, 2725 North

Broad Street.

Just released from United States army

service, Bruce. W. Macdonald, Douglas

S. Macdonald and W. W. MacReynolds,

president, vice-president and sales mana

ger respectively, of the Mac Tire Co.,

218 North Thirteenth Street, are giving

their personal attention to their tire

business again.

This city had a novel army camp when

the englneers and motor transport corps

arrived and set up their headquarters at

Sixteenth Street and Fairmount Park

way. The camp consisted of 19 army

trucks and a section of the army indus

trial school adopted for training re

eruits.

A new flying field for civilian and ex

army aviators will be opened at War

minster, near Hatboro, on the Old York

Road. It will be conducted by the Aero

Club of Pennsylvania.

With the signing of the Eyre Bill, per

mitting Pennsylvania to construct its

own highways, the policy that has pre

vailed since the Highway Department

was establisherh is radically changed.

While the State had been permitted to do

repair work on its highways up to the

present, it was barred from taking over

contracts for new construction. By the

terms of the bill, which has just become

a law, the Highway Commissioner is an

thorized to buy all, the machinery he

may need to build, or rebuild highways;

to buy stone quarries and install plants

for turning the stone into road material.

The state now will be at liberty to sell

stone to private contractors. The state

now also is permitted to manufacture

road material.

Another road hill just signed permits

counties to make bond issues and spend
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the money on improving state highways.

Still another bill that has become a

state law is the Mearkle measure, re

quiring lights on all vehicles of what

ever kind, on public roads, except farm

machinery and wagons used for hay and

straw, between an hour after sunset and

an hour before sunrise. It is the cul

mination of 20 years of effort on the part

of automobile owners and session after

session, until now, similar bills have been

voted down. Under its provisions, every

vehicle, except those mentioned, must

display lights “clearly visible for a dis

tance of at least 200 feet from both the

front and rear wheels of such vehicles."

The Dithrich bill, limiting the size and

weight of motor trucks, in which there

is deep interest throughout the state.

has been recalled from the Governor’s

hands for further amendment.

The Week in Des Moines

DES MOINES, June 21—Directors of

the Iowa Motor Trades Bureau will hold

a meeting in Des Moines June 25. At

this time consideration will be given to

organizing the state along district lines

rather_than with the county unit, as it

has been found that in many counties

there are not enough eligible members to

make an active working body.

The sociability run over the Iowa

Parks Highway, which was scheduled to

leave Des Moines this week, has been

indefinitely postponed on account of the

condition of the Iowa roads.

Hanson & Tyler, opening a branch

here, have taken temporary quarters at

1725 Grand Avenue. A new building is

now under construction for the company

at Seventeenth and Grand Avenue, op

posite the Ford plant.

Articles of incorporation have been

filed by the Des Moines Motor Car Co.

J. E. Burmank, J. H. Stubbins and C. F.

Reid are the incorporators, and the con~

cern is capitalized at $20,000.

The Parritt-Denman Co., distributer

for the Cleveland tractor, has taken the

agency for Oneida trucks.

The Kelly-Springfield Tire Co. has

opened a factory branch at 415 Eighth

Street. The company plans to build a

home for the Des Moines branch within

the next year.

The Packard Motor Car Co., of Chl

cago, has taken over the Packard busi

ness at Davenport formerly handled by

the Buck Auto Co. Harry Jones has

been made manager.

Fred Chapman has announced the con

struction of a new salesroom at Twelfth

and Grand Avenue. The new building

will be a two-story brick structure. 1.. C

Pickering will be manager and the com

pany will handle the entire State for the
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Gramm-Bernstein truck, and fourteen

counties for All-American trucks.

Earl N. Manbeck, Maxwell distributer

in the Des Moines and Cedar. Rapids

territories, has organized a third com

pany to handle Maxwell cars and trucks

at Mason City. With Mr. Manbeck are

associated C. O. Jameson, formerly with

the Clemens Auto Co., and Earl K. Chaf

fin, a dealer of Nevada, Iowa.

The Don Sales Co. of Davenport has

obtained the agency for the new Cleve

land car in the Davenport territory.

T. O. Vold & Son, of Northwood, will

handle the Chandler in Worth and Mit

chel counties.

The Oldfield Motor Co., Des Moines

Chevrolet distributer, has announced its

intention to erect a new $50,000 build

ing at Eleventh and Walnut Streets.

Dealers Facing Car Famine

Local dealers, particularly those han

dling the better known cars, are facing

the most serious shortage of cars since

the “famine” of 1918. Hardly a dealer

is getting enough cars to meet the de

mand and some are practically without.

The Sears Auto Co., Reo, Mitchell, Dodge

and Jordan dealers, have not a car on the

floor, and yesterday C. 0. Hart, one of

the managers, was offered $50 above the

list price for his personal car. The

Hudson-Jones Co. is taking orders for

Hudson and Essex subject to indefinite

delivery.

Des Moines dealers are taking

vital interest in the special election to be

held June 30 to decide whether or not

Polk County, of which Des Moines is the

county seat, shall issue bonds for paved

roads. The Motor Trades Bureau of the

Chamber of Commerce has appointed

C. F. Claiborne, H. C. Carr and W. T.

Wilson to serve on the committee with

the representatives of other civic bodies

which will have charge of the campaign

for passage of the issue. It is proposed

to authorize the issuance of a maximum

of $2,000,000 to be used in paving the

principal roads of the county. ‘

New Home for Two Firms

The Lurie Motor Sales Co., Peerless

distributer, and Spry & McArthur, Mil

burn Electric dealers, have announced the

construction of a new two-story brick

building on Grand Avenue between Ninth

and Tenth Streets. to house the two

concerns.

F. L. Lindsley, for a number of years

associated with the Mackie Motors Co.,

has joined the sales department of the

Tire Repair & Sales Co.

W. M. Kruger has been made sales

manager of the Des Moines Motor Truck

Co. Mr. Kruger has been with the truck

department of the International Harves

ter Co.

Carl M. Hedit has opened an accessory

store at 1000 Locust Street and has taken

the agency for five counties on Case tire

and rim tools.

Bernard & Turner, one of the oldest

garage firms in Des Moines, have started

the construction of a new building at

Seventh and Pleasant Streets.

Hoosier Car Dealers

Entertain Shriners

INDIANAPOLIS, June 18~Business

in the automobile as well as other lines

gave way last week to the pleasant task

of extending the glad hand to the thou

sands of Shriners who flocked to the

city for the annual conclave. A majority

of the Automobile Association members

are Shriners. They placed hundreds of

automobiles at the disposal of the visi

tors, and if any of them walked while

here, it was their own fault.

The new building being erected at the

State Fair grounds, in which the Indian

apolis Automobile Trade Association will

house its State Fair Automotive Exhibit.

September 1-6, is nearing completion,

and Charles Kenneday, secretary of the

Indiana State Board of Agriculture, as

sures John Orman, show manager, that

everything will be ready in ample time

for the annual exhibition.

“We are arranging a formal dedica

tion of the building," said Orman. “We

want Alfred Reeves, John N. Willy and

F. W. A. Vesper here at the opening,

and we are going to have them if we

have to send out and bring them here

by force. After showing at the state

fair for seven years under a tent, with

the holes in the canvas multiplying each

year, you can not blame us for deciding

to go the limit in staging the show this

fall, when we will have one of the finest

buildings ever erected by a state organi

zation. Even with the enormous space

that we will have at our disposal it looks

now as though we are going to book

every inch of it long before the opening

day."

The Indiana Motors Company has

taken the agency for the Clydesdale.

truck in Central Indiana. This com

pany also distributes the Columbia Six.

Building permits have been taken

out for’ the erection of another modern

automobile salesroom on the Meridian

Street automobile row. In the last two

months seven permits haVe been issued

for automobile salesrooms.

Suggestion had been made to the city

that provision be made in the new In—

dianapolis trafiic ordinance to regulate

the weight of trucks and the width of

tires on trucks, in order to protect the

city streets. Many complaints have been

made recently regarding damage done by

heavy commercial trucks.

[-1. L. Pomeroy of the Vauxhall Motor

Company will address the Indiana Sec

tion, Society of Automotive Engineers,

at a dinner to be held here this week.

C. C. Davis will distribute the Davis

car, a product of Richmond, Indi, through

out the state.

The Weidely Motor Company has

closed a deal for the plant it has been

occupying, under lease from a' local

banking concern, the consideration, it is

understood, being $150,000. The purchase

  

Free ice walcr stations were established on. prominent down town corners in Indian

apolis by the Indianapolis Automobile Trade Association during the Hhrtners' Uonclavr.

Photograph shows a bunch of curious live ones from New York, Pennsylvania, Chicago.

and other damp but rapidly drying spots carefully invesugoting before finding out

what Hoosier water tastes like
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gives the Weidely Company 160,000 sq.

ft. of floor space. The company builds

motors for the Cleveland Tractor Co.

and several other smaller concerns.

Officers for the company are: T. C. Rapp,

president; W. A. Umphrey, treasurer;

W. H. Fletcher, secretary; and G. A.

Weidely, vice-president and engineer.

The Van Briggle Motor Device Co.

will begin construction on a new four

story, concrete factory building, July 1.

The cost of the ground and building

'is given as $88,000. The company manu

factures carbureters and shock absor

bers.

The Week in Minneapolis

MINNEAPOLIS, June 19—Crops and

lbusiness reports received by the Ninth

Federal District Bank here are decidedly

encouraging to the tractor, truck and

automobile trade. Labor conditions are

generally normal, with wage adjustments

to a large extent in prospect.

The Pence Automobile Co., which dis

tributes Buick cars, will resume its

annual trips to the factory at Flint,

Mich., for its agents, leaving June 28

by special train for Duluth and thence

by chartered lake steamer for Bay City

and Buffalo. Return will be July 8.

H. E. Pence, head of this company, has

bought a tract of land at First Avenue,

N. and Eighth Street, across Eighth

Street from his garage and service

building, which he will devote to truck

service.

B. E. Stimson, general representative

for the Chevrolet Motor Co. in Minne

apolis, has made a radical change

which is being watched with interest.

He has leased 50 x 138 ft. ground floor

space at Nicollet Avenue and Tenth

Street in a big 0er building for display

and retail sales of the Chevrolet. This

is on one of the leading women’s shopping

streets, Mr. Stimson being the only

motor car manager who has had the te

merity to break in downtown.

Several changes have taken place on

the Row this week. The Kelly-Spring

field Motor Truck Co. has appointed the

Seventh Street Garage, 21 Seventh

Street N., as distributer. The Broat

Motors Co., distributer in the Northwest

for the Stewart truck, 309 Fifth Street

8., has opened a retail store at 1517

Hennepin Avenue, where the Columbia

car is sold also.

A. C. Templeton, for five years direc

tor of the Dodge Bros. dealer organiza

tion in the Northwest, has gone into the

wholesale and retail automobile business

with Bruce S. Middlebrook, real estate

and investment broker. They have

formed the North States Motors, Inc.,

1609 Hennepin Avenue, representing in

the Northwest the Stearns-Knight and

Auburn Six.

The Northern Electric Co., 21 Sixth

Street N., has opened an automobile ac

cessories department. The Peerless

Electrical Co., Third Avenue S. and Fifth

Street, has added an oil department in

its accessories division, handling Gar

goyle Mobiloils. The P. W. Miller Co.,

735 Andrus Building, has opened an

office to place dealers in Minnesota, North

Dakota, parts of Montana and Wiscon

sin for the Electric Auto-Lite Corpora

tion.

The Grant Storage Battery ‘Co. is

a new company at 71 Thirteenth Street 5.

The General Tire & Supply Co., L. T.

Ware, manager, has opened a distribut

ing office at 825 Marquette Avenue.

The Minneapolis Auto & Tractor School

has opened a three-story building at 226

Second Street.N. E. A. Knudtsen and

   

The accompanying illustration is o] a photograph taken nineteen years ago in front

of Rhode Island's first “Horselcss Carriage" factory in Providence and operated by

Hughes and Atkin, now known as the Wm. Hughes 00., the oldest exclusive Reo car

dealer in New England, having taken on the Reo line some thirteen or fourteen years

(100. The “Horscless Carriage" as shown here is one of the eighteen built by Hughes in

1899 and 1900. the first in New England, {or which he made nearly all parts by hand.

As late as thirteen months ago one of these cars was seen operating on the highways 01

Rhodes Island

I

A. H. Scheldrup, discharged service men,

are proprietors.

R. A. Vashro has been appointed secre

tary for the Minneapolis Garage Owners’

Association. He obtained 17 new mem

bers in one week after discharge from

the Rainbow Division. The membership

is now 54.

The Northwest Tractor Trade Asso

ciation has decided for an independent

tractor show next winter. Hitherto the

dealers have exhibited at the automobile

show. New officers are: President, J. E.

Gardner; vice-presidents, N. B. Nelson,

E. S. Techtonius; secretary, L. C. Prior;

treasurer, H. W. Brown.

The Week in Boston

BOSTON, June 21—Activity in build

ing is apparent along Commonwealth

Avenue again after a lapse of a. couple

of years. In one spot a big gang of

men is placing the foundations for the

large structure that is to be erected for

the C. S. Henshaw Co., which will be the

new home of Dodge Brothers ears. The

business is now conducted in the addition

which Alvan T. Fuller had made to the

Packard Building some few years ago,

but the room is needed for the sale of

Packard trucks. This will be finished in

a few months.

Nearby another crowd is busy laying

out the foundations for the structure

that is to be used by the Noyes-Buick

Co., which will be the wholesale depart~

ment of the Buick and G. M. C. trucks

for New England. This will be one of

the largest buildings on the avenue.

A third building, all of which are on

the right-hand side of the avenue going

out of Boston, is to be the Buick retail

home, which John H. Johnson will

occupy. Across the street another

smaller building is under way for lease

to someone, which will probably go to

some accessory dealer.

On Boylston Street a new building is

being erected for which the owner has

had several offers, but as yet has not

accepted any, waiting until he completes

the structure before signing a lease.

One for Ford Dealers

In the Fenway a four-story structure

is being put up next to the one occupied

by Frank E. Wing, the Marmon dealer.

This is to be occupied by Lalime & Par

tridge, who are one of the Ford dealer.l

in Boston.

J. W. Maguire, who owns a large tract

on Commonwealth Avenue, has had

several splendid otfers for it, either to

lease or sell it, but he has not decided

yet just what he will do about it.

Because of the shortage of buildings

for motor purposes it has been a handi~

cap for people who wanted to place

agencies here, particularly truck firms

Real estate men had nothing to lease.

and they stated that prospective dealers

would have to sign a 10 years lease on

a new building that would be erectal

for them on a basis of $1 per sq. ft, of

floor space. This was not encouraging

With older dealers going into new place!

it will leave vacant others for new firme
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The Week in Milwaukee

MILWAUKEE, June 23—Instead of

growing better, the situation in re

spect to supply and demand of passen

ger cars is becoming worse, not because

of any decline in the supply, but due-t0

a rapidly increasing demand. While

factories have been increasing their pro

duction to a greater extent than the

most hopeful expected, still the call for

cars has grown very much faster in pro

portion. This was especially true during

the past week, when a hot wave, which

is wholly unusual for the month of June,

made it appear that mid-summer was

here.

Display room floors have been bare of

cars for weeks. Excepting in a few in

stances where dealers were fortunate

enough to have a semblance of a supply

stored away, most of the business of

dealers is being done on a future de

livery basis. Those who had stocks re

port them virtually exhausted and their

business going to the same basis. There

are relatively few dealers in Milwaukee

who can turn over a new car to a pur

chaser on the same day the order is

written.

Deliveries seem to be just about tricks

ling in, although the volume is of fairly

good proportions, but looks small because

of the heavy demand. There is ground

for belief that after July 1 deliveries

will improve by reason of further in

crease in output. Nevertheless, numer

ous dealers on July 1 will have booked

orders for everything they can expect to

get prior to Oct. 1, or perhaps the end

of the year.

Motor truck business shows gradual

improvement. Last week’s torrid spell,

which served to show up the disadvan

tages under which horses labor, es

pecially at temperatures of 90 to 95°,

made many converts to motor truck

transportation. In addition, good horses

are scarce and the cost of maintenance

of animals is very high. Prospective

purchasers, of course, are stubborn and

a favorite defense against immediate buy

ing argumentation is that truck.prices

are coming down and it will pay to wait.

In fact, all automotive dealers are con

stantly confronted with the expressed

impression that “July 1 is going'to mean

drastic changes in a great many re

spects." Right now it is extremely diffi

cult to try to convince those thus im

pressed that they are assuming a great

deal too much.

‘Industrially, the automotive industries

are forging ahead rapidly, but soundly.

While existing conditions make it almost

a fast rule that manufacturers must get

up to the last maximum of efficiency out

of existing plants and equipment, because

of high cost of new buildings and new

machinery, the expansion now going on

is indicative that the growth is sound,

otherwise the construction of additions

would not be justified.

The Briggs & Stratton Co., Milwaukee,

manufacturing automotive accessories,

and, as previously noted, investing $400,

000 to $500,000 in new buildings and

equipment, will pay particular atten

tion to the production of the Smith

Motor-Wheel, a gas engined appliance

for common bicycles, heretofore made

exclusively by the A. O. Smith Corp.,

Milwaukee.

The tractor trade is progressing with

new hopes and new vigor, inducing

manufacturers to again put on full steam

ahead. A new producing interest has

made its appearance in the organization

of the Fox River Tractor Co., Appleton,

Wis., with a capital stock of $200,000

The prime movers are Frank and Oscar

Saiberlich, who recently disposed of their

heavy interests in the Eagle Mfg. Co.,

Appleton, to develop and make a tractor

designed on the basis of their long ex

perience in gas engine and tractor manu

facture in the Eagle company. A new

plant, 120 x 120 ft., will be erected during

the summer. The tractor will sell for

$2,200.

The Waukesha Motor Co., Waukesha,

Wis., received a letter from the Wichita

Falls (Tex.) Motor Co., telling of a

special train loaded with thirty Wichita

trucks, equipped with Waukesha motors,

being consigned to CentralAsia, west of

the great Gobi desert. The purchaser,

the Turkestan Agricultural Colonization

Co., will supplant 4000 camels and 1000

Plan Hydroplane Garages on Hudson River

  

  

EW YORK may have the country’s

first commercial service station for

hydroairplanes. The project is con

tained in a plan of I. M. Uppercu, presi

dent of the Cadillac-Detroit Motor Car

Co. and sole owner of the Aero Marine

Plane & Motors Co., to erect hangars

and launching platforms on the New

York and New Jersey shores of the

Hudson, the former at Fort Washington

Point, 177th Street, and the latter op

posite 1815t Street.

Uppercu has made proposals to the

New York City authorities and to the

Palisades Interstate Park Commission

for the necessary leases.

In co-operation with other aircraft

manufacturers expected to join his pro/L

ject, Uppercu contemplates holding

demonstrations of flying boats, giving

instruction in aviation and generally en

lightening the public on air dynamics

at the Hudson River station. He ex

pressed the opinion that it was incumbent

upon the metropolis to set an example

for the rest of the country in paving

the way for development of commercial

aero-marine aviation. Foreign as well

as American manufacturers, he added.

would be invited to participate.

\
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men used for transportation with the fleet

of trucks.

This week will be a memorable one

for the distributers and dealers of Mil

waukee, being the occasion of a socia

bility tour and romp of the Milwaukee

Automobile Dealers’, Inc., to Lake Gen

eva, Wis., and return. The party of 100

or more will leave Tuesday noon and

return Thursday evening. The affair

will serve to break the monotony of four

years of arduous application to duty

while the war was raging.

The M. A. D. took an important part in

entertaining the “Packard Cruise” on

Tuesday, June 17, when from 600 to 700

members of the Packard sales organiza

tion from all parts of the world stopped

at Milwaukee for a day on an otherwise

exclusive water tour on the Great Lakes.

Alvan Macauley, president of the Pack

ard company, was a member of the party,

all members of which confirmed to their

own satisfaction the remarkable tales

they previously heard about Milwaukee

hospitality and especially its energetic

dealers’ organization.

The Creek Motor Sales Co., 215 Wis

consin Street, Milwaukee, has become

distributer of the Columbia Six in Wis

consin and Upper Michigan, relinquish

ing its Elgin Six franchise for the same

territory.

The Templar has gained representa

tion in Milwaukee and Eastern Wisconsin

through the appointment of M. L. Popp,

1344 National Avenue, as district dis

tributer.

The first exclusive trailer salesroom in

Wisconsin was opened June 16 at 189

Wisconsin Street, Milwaukee, by William

F. Streit, factory distributer of the High

way Trailer Co., Edgerton, Wis.

To gain much-needed service and stor

age room without erecting a new build

ing, the West Side Buick Co., 2709 Grand

Avenue, Milwaukee, is reconstructing the

former street railway car station at

Twenty-seventh and Chestnut Streets, at

a cost of $25,000, to make it fireproof

and suitable for the purposes.

The Olson & Pauly Auto Co., 239 Wis

consin Street, Milwaukee, distributer of

the Holmes, has incorporated its business

without change of name. The capital

stock is $25,000.

The Wadhams Oil Co., Milwaukee,

with branches in many Wisconsin cities,

will build a large addition to its branch

warehouse and office at Sheboygan.

The Milwaukee postofiice will dis

pense July 1 with every piece of horse

drawn collection and delivery equipment

and become entirely motorized. Tht‘

fleet will consist of twenty-five 750-lb.

cars, six %-ton and five %-ton trucks,

all of which have been in use at army

cantonments and are being re-bodied to

suit the purposes of the mail service.

The government has leased a large build

ing as a garage and service station. cen

trally located and perfectly appointed.

All drivers and employees will be taken

from the civil service list.

The Milwaukee Tire Dealers' Associa

tion is embarking on an extensive co

operative advertising campaign to in

"base business and to familiarize the

‘i'r with its official insignia, which

now appears on the front doors and dis

play windows of each member-shop

The insignia is in the form of a casing

through which floats a red pennant hear

ing the words, “Certified Dealer.” It

will be used on all business literature,

stationery, envelopes and other printed

matter issued by members. The asso

ciation now has forty-five members, all

legitimate tire dealers of recognized

standing.

The Estberg-DeLand Co. of Milwau

kee has been organized as a Wisconsin

corporation with $30,000 capital to buy,

sell, import and otherwise deal in all

kinds of motor cars, motors, engines,

parts, etc. The incorporators are L.

DeLand and Emil Estberg, one of the

pioneers of the Milwaukee and Wiscon

sin motor car industry. Mr. Estberg is

Maxwell distributer, with headquarters

at 192-194 Wisconsin Street.

 

The Week in New Orleans

NEW ORLEANS, June 23—The New

Orleans-Winnipeg Jefferson Highway

sociability run will start from 'New

Orleans July 1, headed by Governor

R. G. Pleasant and Mrs. Pleasant; Mayor

Martin Behrman of New Orleans; Mayor

J. M. W. Ford of Shreveport, and Mrs.

Ford; Duncan Buie, state highway com

missioner, and other state, city and

parish ofi‘icials. The motor-excursionists

will return to New Orleans on or about

July 20. This is a return visit to repay

the call which motorists of Canada paid

to New Orleans a few years ago when

the route of the Jefi‘erson Highway,

“from pine to palm,” was selected.

Advices received from the states along

the route indicate that the governor of

each will personally meet and greet the

“sociability runners.” Governor Hobby

of Texas; Governor Robertson of Okla

homa; Governor Allen of Kansas; and

other state executives will go with the

runners. Mayor Behrman will carry an

official message from New Orleans to

the people of Winnipeg, and 264 towns

will be visited along the 2300 miles of

the Jefferson Highway. Many cities are

planning celebrations in honor of the

passing through of the sociability run.

Mrs. Emma Bell Stanton, automobile

instructor and mechanic to the Red Cross

branch in New Orleans, will drive her

own car in the run, as representative of

the Grunewald interests of New Orleans.

The cars will run on railroad schedule

in relays.

The Automotive Sales Co., a new firm,

has purchased a three-story brick build

ing at Carondelet and St. Joseph Streets,

and will occupy the whole establishment,

July 1. remodeling being nearly com

pleted. The firm consists of V. L. Cald

well and E. P. Moresi, of Abbeville, La.,

and R. J. Boudreaux, of Erath, La.

"Mike" Zilberman, one of the best

known dealers in Louisiana, has left on a

tour of Chicago, Detroit, Indianapolis

and other auto-building centers. Zilber

man shipped his touring car to Chicago,

and from there will drive to the other

cities. He will return about August 1.

Ginder Abbott, president of the Abbott

Automobile Co., is on a ten days’ visit

to the Packard and Chalmers factories

in Detroit and Cleveland.

E. A. O’Rourke, formerly with the

O’Rourke Motor Car Co., has become

associated with the Joseph Schwartz

Company and will have the management

of the truck department.

W. P. Parkhouse, president of the

Parkhouse Auto Co., has opened a state

wide campaign and service policy.

W. L. Snider and H. A. Soulie, pro

prietors of the Stutz Southern Sales Co.,

have returned from a visit to Indian

apolis, where they attended the race.

James D. Cathey, New Orleans dealer

in Nash cars and Federal trucks, has re

turned from a trip to the Nash factory

at Kenosha, Wis., and to his boyhood

home in St. Louis.

New model Essex sedans have arrived

in the showrooms of H. A. Testard.

L. C. Glenny, president of the New

Orleans Automobile Dealers’ Association,

and distributer of the Buick, has bought

a high-powered speedboat, and will be

a factor in the motorboat races of the

Southern Yacht Club this summer.

The Louisiana State Highway Depart

ment accepted bids totalling $83,023 f0r

good road building, the week ending

June 14. Jefierson Davis parish gets

7.5 miles and St. Mary’s parish, 1.26

miles. Several bids for other and longer

stretches of road were rejected.

The * Southern Motor Manufacturers'

Association of Houston, maker of Ranger

cars, trucks and tractors, has on display

at several motion picture houses a film

which shows interestingly the work of

manufacturing these products. Montagut

& Brugier are New Orleans distributers,

with showrooms at 507 St. Charles Street.

Variation regardless of supply and

demand marked the price of gasoline in

Louisiana during the week ending June

19. At the filling stations in New Or

leans the price was 25 cents; outside the

city, at similar stations, it was 27 cents,

while motorboat owners—there being a

fleet of nearly 2000 motor workboats in

and around New Orleans—paid 27 and 30

cents at the filling stations along the

canals, bayous and rivers. The com

panies selling gasoline would make no

statement regarding the variations in

prices.

 

Mississippi Plans Good Roads

JACKSON, MISS., June 20—Two and

one-half million dollars’ worth of sur

plus war material has been allotted to

Mississippi by the federal government,

and much of this, including tractors,

trucks, trench-digging machinery. etc.,

will be used in the construction of the

long mileage of good roads planned.

Claiborne and Leake counties obtained

permission of the state highway depart

ment, June 14, to issue bonds for the

construction of good roads. An im

portant stretch of road from the Copiah

County line to Port Gibson is to be built

in Claiborne County, while Leake is plan_

ning roads north and south and east and

west to connect the county seat with

Kosciusko, Canton, Philadelphia. Forest

and other towns.
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The Week in St. Louis

ST. LOUIS, June 21—The motor truck

:xpedition having sold the truck idea to

.hemselves harder than to anyone else,

lealers in St. Louis have tackled the

iales problem with reneWed vigor. For

nstance, Charles E. Lightfoot, manager

if the General Motors Co. truck branch,

lent one of his men over the territory

:overed by the expedition after it had re

.urned. Result, the sale of two trucks.

The Welling Motor Co. sent two of its

nen to trail the expedition, remaining

ialf a day behind, and they report clos

ng several agencies. The Welling com

)any handles the All-American truck.

\ number of other dealers are sending

nen over the route.

The passenger car demand continues

good, there being no let-up in the de_

nand. Dealers are crying out louder

han ever for cars.

Capt. Robert E. Lee and his wife are

.he prize one-steppers of St. Louis. They

iroved it at the tenth annual meeting of

vhe Motor Accessory Trade Association.

't was held Wednesday, and it was ia

lies’ night, more than 100 couples being

iresent. George Schattgen of the Fisk

lubber Co. and his wife were the prize

valtzers. W. L. Ferrier, the new presi

lent, was installed, and short talks were

nade by him, John F. Shuford, retiring

iresident; Phil Brockman, president St.

.ouis Automobile Manufacturers' and

)ealers’ Association, and J. A. Schlecht,

'ormer president, and Harry G. Moock,

>usiness manager, National Automobile

)ealers’ Association.

“Keep your places of business clean,

ee that your employees are neat, ob

erve how retailers in other lines con

luct their business”-—this was the ad

'ice given to the St. Louis Storage Bat

ery Trade Association at its luncheon

neeting last Monday by Harry G. Moock,

iusiness manager of the N. A. D. A. He

irged that the automotive equipment

ilace be made more inviting for women.

“Criticisms by Willys-Knight Owners"

s the title of an attractive booklet gotten

>ut by A. H. Allen, manager of the retail

lepartment of the Overland Automobile

30. The book contains reproductions in

acsimile of twenty letters from satisfied

isers of the Willys-Knight, the list in

luding some of the most prominent men

n St. Louis. The book is to be sent to

irospects and to be used by salesmen.

The Firestone White Truck gave St.

.ouis its first service in connection with

he Ship-by-truck Bureau which the Fire

tone has established in forty-five cities.

This consisted in taking harvest hands

rom here to Kansas, where they were

.adly needed. Roy’ S. Rauschkolb, who

ame from the factory at Akron to take

harge of the bureau, has been conferring

with officials of the St. Louis Chamber of

Iommerce with reference to establishing

. central warehouse here for the receipt

nd delivery of consignments.

The picnic season is now on in full

wing. The Mendenhall Motor Co., Ford

ealer, and the Moerschel Electric & Auto

mpply Co. will hold their annual outings

oqnorrow.

T‘hese concerns have added men to their

truck sales staff this week as follows:

G. M. C., Warren A. Taussig, who served

17 months in France with a motor truck

train; De Luxe Automobile Co., Over

land, “Jimmy” Springate, who drove the

Oldsmobile truck in the recent tour;

Weber Implement & Automobile Co.,

Maxwell and Armleder, Charles Coultas,

who was in the Government wireless ser

vice and who drove the Maxwell truck in

the tour.

Irwin Bronschwig has resumed his po

sition in the service department of the

Newell Motor Car Co., Paige and Stearns

distributers, after having been discharged

from overseas service in the army.

F. W. A. Vesper, president of the

Vesper-Buick Automobile Co. and presi

dent of the N. A. D. A., will depart Mon

day to attend the annual meeting of

branch managers and distributers of the

Buick at Flint, Mich, beginning Tues

day. Oscar Norris, who was chief clerk

in the Vesper-Buick office, has resumed

his position after a year's service in Lon

don with the Y. M. C. A.

A contract for an aerial ladder motor

truck to cost $14,000, and a double

“pumper” motor truck to cost $12,000

was let this week by the city, through

Supply Commissioner Thomas, to the

American-La France Fire Apparatus Co.

The city intends to purchase another

pumper from the La France people.

Z. A. Barker has been appointed man

ager 0f the wholesale department of the

De Luxe Automobile Co., Oldsmobile dis

tributer, succeeding R. H. Robertson, who

has gone to the Minneapolis branch of

the Oldsmobile. Barker has been on the

road for the De Luxe for two years.

 

The Week in Cleveland

CLEVELAND, June 20—The Hawkeyc

Tire & Rubber Co. has opened a branch

for Ohio at 713 St. Clair Avenue, this

city, and H. C. Christy, Jr., is in charge.

Christy has been identified with the tire

industry for nine years, during which

time he has served in the wholesale and

retail ends.

A six-weeks’ course in truck driving

will be begun Tuesday evening by'the

Grant Truck Sales Co. The course is to

consist of weekly classes, on six success

sive Tuesday evenings, beginning next

Tuesday. Classes will assemble at eight.

W. L. McLeran, manager of the Grant

Truck Sales Co., thus outlined the pro

gram:

Tuesday evening: “The Purpose of the

School", by McLeran: “The Relation of the

Driver to the Truck Owner", by B. L. Wil

liams. truck sales manager of the Grant

Motor Car Corp.; “Truck Construction—As

sembly of Units and Class of Material Used

in Each", by C. N. Mitchell, truck engineer

of the Grant corporation; “Heat Treating".

by a representative of The Steel Improve

ment Co.: “The Gas Engine and How It

Functions", by I. J. Humphrey, service man

ager of the Grant Truck Sales Co.

Tuesday, July 1: “Development of Gas

Engine and Present Day Idea of Motor Con

struction as Evidenced by the latest Type of

Motors Produced". by Service Manager

Humphrey; "Standpoint”, by F. D. Hale.

foreman of the truck repair department oi

ilie Grant Truck Sales Co.

Tuesday, July 8: "Talk on Tires", by a

representative of the Firestone Tire 8r. Rub

ber Co., Akron; “Electrical Equipment on

Trucks", by a representative of Willard

Storage Battery Co., illustrated by stereopti

con; “Generator and Electric Starter and

How to Care (or Them", by Service Manager

Humphrey.

Tuesday, July 15: “Selection of Tires, as

to Whether They Should Be Solid or Pneu

matic, Size 01’ Tires for the Load to Be

Carried, and.Proper Care of Tires“. by a

representative of the Goodyear Tire & Rub-

_ ber Co.

Tuesday. July 22: “Transmission Clutch

and Drive Shaft and Use and Care of Same".

by F. D. Hale, Grant Truck Sales repair

department.

Tuesday, July 29: “Tires and Preserva

tion of the Same", by a. representativr- oi' the

R. P. Goodrich Rublwr (‘0.

 

To Post Ohio Roads

State roads in Ohio are to be num

bered and the numerals posted for the

convenience of tourists, under a plan an

nounced by the State Highway Depart

ment. Danger spots also are to be

marked, and several designs have been

adopted for designating approaches to

schools, dangerous curves and railroad

crossings.

Wheat Tractor Making Good Progress

DAYTON, OHIO, June 22—The

Wheat tractor which started from New

York just before Memorial day on a

trip across the continent, has reached this

city. Stops have been made at a number

of towns and cities along the way to

demonstrate the plow-pulling ability of'

the machine. The road going has been

accomplished by a set of wheels with

rubber tires, a higher gear ratio being

employed.

New Denby Truck

DETROIT, June 20—The Denby Motor

Truck Co. announces production of Model

25, 2% to 3 tons, an “in between” size

especially adapted to express purposes.

It has a 35 hp. motor, 4-speed transmis

sion, taking a maximum reduction of 52

to 1 on low; special frame length and

wheelbase and other features for mid

distance hauling.

Sheepshead Bay Prizes Announced

NEW YORK, June 23—The contest

board of the Automobile Association of

America announced to-day that the

purse for the 100-mile event at Sheeps

head Bay, July 4, will be $100,000. A

$3,000 priZe is offered the winner of the

special match race.

 

Airplane Express Line

CEDAR RAPIDS, 1A., June 20—To

conduct an airplane passenger and ex

press business from this city to Waterloo

and other Iowa communities, the Iowa

Aircraft Corp. has been organized by a

group of local business men, with $50,000

capitalization. One plane has been or

dered. '



A
June 25. 19H

2 MOTOR WORLD

’\

lllllllllillllllllmmilillllllllllllllllllllllllllllllllllllfl‘llllllllilllillillilllllliliilllll'llillilllllllllllllll

CHANGES

g“ in the Trade

lll'llllll'llllllllllllllllllllllllL'E

ll‘llllliillllllllllIill|lllllllI!illllIIillll||llIllllliilIllillillllllillllllllllIllillilillllllllllllllllllllIllillilillllillli

Roy S. Davey has been appointed general

sales manager of the Bethlehem Motors

Corp., Allentown, Pa., to succeed W. S. Ste

venson, whose resignation has been accepted.

due to ill-health.

O. M. Strleby, advertising manager of the

Fulton Motor Truck Co., has organized a

sales promotion department which will take

care of a. system of sales promotion and

follow-up to aid the salesmen and to de

velop the territory. There has also been

organized by the Fulton company a statis

tical and research department. This depart

ment has gathered information regarding

11.5 to 2-ton hauling costs. 1

George T. Bryant, sales manager, Hide

Leather & Belting Co., Indianapolis, who

spent several months in Europe during the

first. part of this year investigating trade

conditions. will make another trip there.

sailing July 2.

Charles M. Prenderqast, formerly general

superintendent of the Brlscoe Motor Corp.,

is now general superintendent of the Auto

Body Co., Lansing. He succeeds Alex Urqu

hart, who resigned after 18 years' service

to become superintendent of the Lansing

Body Co.

E. H. Beacham, assistant to C. A. Barley.

president of the Barley Motor Car Co., Kala

mazoo. Mich., has resigned to accept a posi

tion with \Valdon W. Shaw Co., ChicagO.

taxicab operator.

C. E. Wilson, formerly of the Westing

house Electric & Mfg. Co., has been made

manager of the motor equipment division

of the Remy Electric Co. and will have

charge of engineering and sales, with head

quarters ln Detroit.

Ivan Ornberg, assistant chief engineer of

the Hupp Motor Car Corp., Detroit, has goni

abroad to study developments in engineering.

W. S. Lang, Jr., & Co., Gainesville, Fla,

which for a long time has been the Moon

distributor. has changed the style of the

firm to Royal Motor Co. and will handle the

Moon Motor Car Co.'s product exclusively.

B. 0. Bishop is manager.

C. H. Becker, who for a short time has

been handling the Southeast for the Max

well, has resigned from the factory and will

associate himself with the Atlanta Maxwell

dealers.

Byron Newklrk, who/tor a number of

years has been looking after the wholesale

business for the Atlanta distributer of the

Chalmers, has resigned.

D. D. F. Yard, sales director of the ex

port division of the Pennsylvania Rubber

Co., will sail from San Francisco about

July 1 tor Honolulu. en route to Australia,

Straits Settlement, New Zealand, China,

Japan. india and South Africa to further the

interests of the company. R. W. Palm will

sail July 1 for Latin America. This is Mr.

Palm's second trip to South America, where

the company has built up a flourishing busi

ness. The company recently opened an

office in the Woolworth Building, New York.

for the export department and in the ab

sence of Mr. Yard. F. B. Beck will be in

charge.

Ed. Feldhauser, D. 5. Cooper and H. C.

Hall have been appointed divisional sales

  
manager, divisional sales supervisor and dis

trict sales supervisor, respectively, at Kan

sas City. Denver and Milwaukee. for the

Four Wheel Drive Auto Co. Feldhauser's

territory will include Missouri, Oklahoma and

Eastern Texas. Cooper's the states west of

the Missisippi and Hall’s Nebraska and

iowa.

Lynn McNaughton has been appointed sales

manager of the Cadillac Motor Car Co., suc

ceedlng E. C. Howard, who resigned June 15.

McNaughton, whose headquarters will be in

Detroit, was promoted from the assistant

sales managershlp. He has been with Cadil

lac lourteen years.

Hilton W. Sofield has been elected vice

presldent and general manager 01' the Com

mercial Car Unit Co., Philadelphia. He

started with the company as service man—

ager in 1917 and was later promoted to dls~

trict sales manager for New England, then

special sales representative for Philadelphia

and later distributor for the company in

Philadelphia. He has also added the Key

stone 2-ton truck to the company's line of

Truxton and Unitrux units.

0. 8. Color has been appointed manager of

the educational department of the W'esting

house Electric & Manufacturing Co., East

Pittsburgh. Pa., succeeding C. R. Dooley,

who resigned.

 
 

From the Cleveland Tractor Courier.

The farmer’s wile gives her spouse a

powerful hint about his habit of lea-v

ing the farm machinery outside for

months in all weather

A. S. Hetzell, manager or the Cleveland

branch of the Republic Rubber Corp., has

been named district manager at Philadelphia.

F. G. Echoll, for many years general man

ager of the small tools department of the

Pratt & Whitney Co. of Hartford, Conn., has

been elected vice-president of the Greenfield

'I‘ap & Die Corp. of Greenfield, Mass.

C. E. Mlley will become vice-president in

charge of sales of the National Tire & Rub

ber Co., East Palestine, Ohio. Through' ten

years‘ service as general sales manager of

the McGraw Tire & Rubber Co., he has be

come a widely known figure in the industry.

C. E. Albrlqht has been made Pacific Coast

field manager of the Acaaon Motor Truck Co.

of Detroit.

C. R. Mabley has been appointed Michigan

sales manager for the S. K. F. Industries,

Inc. He will open headquarters in Detroit.

 

More Canadian Motor Users

MONTREAL, June 20—Growth of

automobile usage throughout Canada is

shown by reports of license issues. In

Saskatchewan 40,000 have been issued

and applications are still coming in.

New Brunswick’s car owners have in

creased 33 per cent, the licenses total

ling approximately 8000.

107 MILES OF NEW

PENNSYLVANIA ROADS

Contract Letting, Exceeding

$4,000,000, Set for

July 8

HARRISBURG, June 19—The Penn

sylvania Highway Commission will open

bids July 8 for the construction of ap

proximately 107 miles of modern-typ?

pavement, whose estimated cost is

$4,000,000 to $4,500,000. -'

Instances are on record, according to

the department, where bids have beev

sought on the grading and drainage of a

greater mileage, but no commonwealtl

has ever asked at one time proposals for

so great an undertaking in finished work.

The longest single stretch of the high,

ways to be built is a section of the Lacks

wanna Trail, in Wyoming and Lack;—

wanna Counties, a section of 13% miles

The projects will entail establishment of

a large number of detours, concernin:

which the department has established a

weekly bulletin service.

 

Study Highway Transportation Need=

WASHINGTON, June 22—Tbe high

ways transport committee of the Counci

of National Defense has received frorr

many members of Congress assurancv.

of co-operation in its effort to keep 1‘!

touch with situations throughout the

country where adequate transportation

facilities for farm and other product._

are lacking. Other Senators and Repre

sentatives have advised the committal

that no such difiiculty exists in the:

districts. The committee is investiga:

ing the possibility of giving improve:

highway transportation to sections whose

appeals for extensions of railroad lines

the Railroad Administration has beer

unable to meet

Willys-Overland Operating Again

TOLEDO, OHIO, June 17—All depan

ments of the Willy-Overland plant are

running to-day for the first time since

June 3, when serious rioting causedcompany to suspend operations. A;

proximately 4000 men are back at won

However, no cars are being turned on:

and it may be two weeks before the firs:

completed machines are coming ofl’ the

assembly line. In some of the depart

ments almost full crews are on the joit

while in others work is being carried

on by skeleton organizations, which are

gradually being filled up as the mer

return.

Flying at Packard Field

DETROIT, June 21—With LL Cot

J. G. Vincent, formerly an army pilot

in charge, flying operations have been

begun at the new Packard aviation field.

between this city and Mount Cleme:<

Colonel Vincent flew one of the Packarjs

to and from the Indianapolis races.



June 26. 1919
43MOTOR WORLD

LOUISIANA TO SPEND

$1,250,000 ON ROADS

Appropriation, Prompted by

Motorists and Dealers, May

Reach $2,000,000

 

NEW ORLEANS, June 19—Spurred

to action by the Motor League and by

the new Bi-State Automobile Dealers’

Association, which includes automobile

dealers and users in Louisiana and Mis

sissippi, Louisiana is planning a year of

highway improvement unparalleled in

the “Solid South." Surveys have been

made and plans drawn for road work

involving approximately $1,250,000, with

tentative plans looking to the investment

of $750,000 more if the Louisiana State

Highway Department can find the time

and the men to devote to the project.

The undertaking will be financed by

means of automobile taxes, parish asses

ments and federal and state aid, and will

compare favorably with similar programs

in Northern states.

Owing to the 5,000 miles of navigable

waterways which penetrate even the

most remote parts of the interior of the

state, and on which a fleet of nearly

2000 steam and motor boats operate as

freight and passenger carriers, Louisiana

has had a road building problem difier

ing from other commonwealths, and has

found it difficult to arouse interest in

good roads, inasmuch as ample transl

portation is furnished by these boat lines.

Further, more than 12,000 square miles

of the most fertile section of the state,

from the Mississippi River to the Texas

border, and from the “Sugar Bowl" to

the Gulf of Mexico, are so largely marsh

and alluvial soil that it is next to im

possible to construct good roads, the

hundreds of thousands of inhabitants

being served by the boat lines on canals,

rivers, and bayous.

The new good roads campaign, how

ever, backed by some 50,000 automobile

owners and dealers, is expected to result

in the paralleling of at least some of the

canals and rivers by roads constructed

from the abundant and cheap supply of

clam shells, with which most of this low

country is covered. In sections where

this already has been done, the motor

truck has cut so far under freight costs

by boat or rail that the boats have had

to go out of business.

A long, narrow road is obviously

cheaper than a short, wide one, inasmuch

as the main object of these roads is to

get from point to point, to bring the

producer to the consumer in the shortest

possible time at the least cost of trans

portation. Consequently, this year will

see a radical change from the 18 and

20-ft. roads which have eaten up appro

priations in Louisiana without getting

anywhere, to the 9-ft. road which can be

constructed twice as far for the same

amount of money as the 20-ft. high

way, and one-third farther than the

15-ft. road.

The idea this year is that the cash

must go to the end of the road, and the

campaign of education which motorists

have been conducting throughout the

state for the past three or four years

is beginning to bear fruit.

Ohio Fordson Men to Meet

COLUMBUS, OHIO, June 23—Fordson

tractor dealers and salesmen in 72 coun

ties in Ohio have been invited to attend

a sales convention to be held in Colum

of Fordsons in the territory, will be the

of Fordsons in the territory will be the

host. One of the principal matters dis

cussed will be the return of the pre-war

price of $750. The sales conference will

be held at Indianola Park and more than

300 are expected to attend. A. E. Hil

derbrand of Chicago, national tractor

demonstration manager, will be the prin

cipal speaker.

229 Army Trucks for Michigan

LANSING, MICH., June 19—Michi

gan’s allotment of army trucks for use

in highway construction totals 229, or

neary three trucks to a county and this

number may be increased. Of the trucks,

159 are new; to be shipped from dis

tributing points at Cleveland, Indian

apolis and Streeter, Ill. The remaining

70 were used in transport supply work.

They will come from Camp Custer and

New York City.

Savold Tire Plans Many Plants

NEW YORK, June 23—The Savold

Tire Corp., whose stock has been active

for some time on the curb market, has

completed or has in process incorpora

tion in twenty-one states, its officers de

clared here to-day. The concern, which

states that it has patented processes

for rebuilding tires, will operate fac

tories in all the twenty-one states, it

was said at the headquarters here. One

of several plants to be opened in New

York City will be in operation within a

few weeks, the officers stated. ‘

Iowa Motor Trades Aid Tourists

DES MOINES, June 19—The Motor

Trades Bureau of the Des Moines Cham

ber of Commerce is developing a finely

organized tourists bureau. It has ar

ranged with correspondents in twenty

Iowa cities to furnish weekly bulletins

on the condition of the roads, and in case

of heavy rains or other unusual con

ditions telegraphic reports will be made.

The bureau has received many requests

for information during the present sea

son and has planned complete tours to

the coast for a number of people.

__

Commerce Had a Fire

DETROIT, June 20—The Commerce

Motor Car Co. had a $100,000 fire Friday

morning, but it was stated to-day that

production would not be affected in any

way. The flames were confined to the

paint department. The loss was fully

covered by insurance.

ARMY DISPOSING

OF SURPLUS TRUCKS

Shipping 100 a Day from Camp

Holabird to Federal

Bureaus

 

BALTIMORE, June 21—The War De

partment is shipping trucks at the rate

of 100 a day from the Camp Holabird

assembling station, in its work of trans

ferring to other government bureaus the

surplus vehicles left on its hands by

the sudden termination of hostilities.

Shipments, by freight and over the high

ways, will be increased daily, in accord

ance with the recent approval of the

Department of Sales for the transfer of

39,000 machines.

There are 11,000 army vehicles at

Camp Holabird—the greatest number at

any one station in this country. These

comprise 6000 assembled, 4000 securely

packed in waterproof crates, and 1000 to

be turned into junk.

Six thousand uncrated and assembled

trucks stand in the open and are pro

tected against the atmosphere by heavy

coatings of grease and oil over all ex

posed metal parts. None shows any sign

of deterioration. The motors are turned

over weekly. The 4000 crated vehicles

are stacked and covered by a wood roof.

Congress failed to provide an appropria

tion for storage for the trucks, and the

sheds were constructed on the initiative

and at the expense of the Motor Trans

port Corps.

One thousand trucks and passenger

cars which have been held as unservice

able and which will be sold as such, are

also protected from further deterioration

by oil and grease over all metal parts.

 

To Sell Allens in France

COLUMBUS, OHIO, June 19—Ben C.

Herchfield, representative of the But

terosi Syndicate, a large distributer of

American-made automobiles in France,

has arrived in Columbus to look over the

new plant of the Allen Motor Co. A

contract has been signed for his organi

zation to distribute Allens in France.

 

Dingee Inventor Dead

CHICAGO, June 19—W. W. Dingee,

one of the pioneers in the manufacture

of threshing machines, is dead here, aged

88. He was connected with the Sawyer

Mfg. Co. when the J. I. Case T. H. Co.

purchased it in 1878 and was connected

with the Case company until he retired

from active business in 1906.

 

Equipment Jobbers to Meet

NEW ORLEANS, June 23—The quar

terly meeting of the Southern Automo

tive Equipment Jobbers’ Association will

be held here June 2'7 and 28. Election

of ofiicers will take place and an interest

ing program, prepared by Col. C. Robt.

Churchill, will be discussed.
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How to Run a Motor Truck Tour

Moock, Who Promoted St. Louis Tour, Tells How to Arrange Similar

Enterprises and Urges Them for All Sections

ST. LOUIS, MO., June 23—Motor

truck dealers themselves were “sold” on

the motor truck and on truck transporta

tion by the St. Louis expedition, accord

ing to Harry G. Moock, business ‘mana

ger of the National Automobile Dealers'

Association, instigator of the trip and

who accompanied it throughout its

itinerary. This, according to Moock, was

the greatest thing that came out of the

expeditionary force. There were a num

ber of others also that he considers well

worth the cost of the sales run.

Thirty-three trucks participated, near

ly all of which were heavily laden with

varying cargoes and with different kinds

of bodies. The trip of 390 miles was

started at 7 o’clock Monday morning,

June 9, and ended at 6 p. m. Friday,

June 13. Every truck that entered made

the trip, every town in itinerary was

reached on schedule time, a speed of

fifteen miles an hour was attained

throughout and the actual running time

was about thirty hours.

Moock summarizes the results of the

trip as follows:

“It proved to the dealer that the truck

he has been selling on his salesroom

floor is just as good as he told his cus

tomer it was. A lot of dealers didn’t

know this, feared that it wasn’t so, and

hoped to sell trucks in spite of this fear

that the truck wouldn’t hold up.

“It got the competitive truck dealers

together and cemented friendships and

assured greater co-operation for the

solution of common problems.

“The trip sold the truck to the repre

sentatives of St. Louis business houses

who made the trip.

“The trip sold the City of St. Louis

to the farmer who realized that the mer

chant will extend himself to bring the

farmer's merchandise to the farmer’s

doorstep, if need be, to hold the farmer’s

trade.

  

' brought prospective

“It showed the farmer the truck can

be depended upon as surely as a train can

be depended upon. The truck train was

not late at a single point.

“It proved to the city merchant that

he can rely upon the truck for safe,

speedy and complete deliveries.

“It proved that there was a real bond

existing between the city and the coun

try, real friendship, for eveywhere the

truck train went, it not only was met

by the mayors and committees of the

cities and towns but it was met along

the roads and at the cross roads by farm

ers themselves who had dropped their

work on the farm to come and look at

this now complete method of transporta

tion.

“Capt. Robert E. Lee, of the St. Louis

local association, who had charge of the

trip, estimated that 25,000 persons saw

the train. He estimated that 10 per cent

of that number will be prospective truck

buyers.

“The noon and the evening programs

brought to the hearers final argument

why they should buy motor trucks. It

purchasers to a

realization that they had a keen interest

in hard roads. It gave only the message

of a Federal Highway Commission, the

message contained in the Townsend Bill.

We got delegations of bankers and busi

ness men at every point to send tele

grams to the Congressmen to endorse

the Townsend Bill, Senate Bill No. 1309.

“The St. Louis expedition left the city

at 6 o'clock Monday morning. Every

body got away on time, due to the ar

rangements made for just such a purpose.

We had every truck assembled Sunday

afternoon on the circus lot, Sarah and

Pine Streets. They were under guard

all Sunday night, tuned up and ready

to move Monday morning.

“Some of the things we learned from

the trip which will be valuable for other
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THE THORNWOOD GARAGE has opened [or lnwlncss in Thornwood. N. Y., 29 miles

lrom New York City. I! has a machine shop, supply department. and is going to sell

(1 COT. Adolph Frees and J. Neukom are the proprietors

cities contemplating similar trips are:

“A touring car carrying the officiais

of the trip should travel at least a half

day ahead of the train to look after the

details that may have been overlooked

by the local officials.

“Plenty of time should be given for the

preparation of publicity and the news

papers thoroughly supplied with reading

material for at least two months before

the train starts.

“A strong siren should be placed at the

head of the train to warn other vehicles

on the road that the train is approaching

and give them time to clear for their own

benefit.

“The commander of any train should

be given, as this train commander was

given, complete command over the ex

pedition.

“Sufficient sleeping and adequate an~

ing arrangements be made in advance.

We were somewhat crowded at some

places. The exact number of persons

on the trip should be furnished to each

city before the train starts.

“To prevent overcharging, which we

encountered in some places, a contrac‘

rate be reached between the train and the

proprietors of eating houses.

“The advance car should be furnished

with toll fees for the whole train in

order to prevent delay at toll gates.

“The train should be started, stopped

and directed by bugle call, by a bugler

at the head of the train.

“Every driver should have an itinerary.

map and such other uniform logs and

charts as are available to the whole

train.

“We carried a gasoline tank supply

truck along which proved invaluable. No

train should undertake such a trip with

out such a vehicle.

“The local Chamber of Commerce

should send its general manager along.

or some other equally important oi’iicerv

Those trips are right into the heart of

a city’s natural trade territory.

“No train should be without a truck

equipped with a farm lighting plant.

One truck so equipped was heavily strung

with lights and used at night as the

speakers’ stand. It also had two power

ful searchlights which were used for

spot lights in illuminating the area

around the truck train when it was

parked.

“Moving pictures should be exhibited

nightly, showing the difference between

good roads and bad roads and such other

general propaganda as will be both in

teresting and instructive.

“But one word more. Every dealer

who had a truck entered should havi

some way of co-ordinating the truck run

with the sale. Every prospcet should

keep a record of his prospects. Prefer

ably through his local dealer. But he

should keep it in some way.

“I consider the St. Louis run one of

the greatest arguments for truck trans

portation ever offered to the public

What was done in St. Louis can be don»w

in Kansas City, Indianapolis, Dallas.

Denver, Seattle, every such city. Its re

sults will be far reaching and acquaint

the dealers themselves with the merchan

dise they are ofl'ering for sale."



June 25, 1919

45MOTOR WORLD

WESTON, VETERAN OF

TIRES, GOES TO AJAX

Becomes Vice - President — ls

Succeeded in U. S. Tire by

Shugart, Also an Old-Timer

 

NEW YORK, June 23—Two important

personnel changes in the tire industry

—-the appointment of Joseph C. Weston

as vice-president and director of the

Ajax Rubber Co., and the designation of

George S. Shugart as general manager

of the United States Tire Co.——were

announced here to-day.

Mr. Shugart succeeds Mr. Weston, who

goes to the Ajax company with an ex

perience dating from the early days of

the industry. Tire men remember Mr.

Weston first as a salesman representing

the old Morgan & Wright firm. His

success in that capacity led to his ape

pointment as western manager -for the

United States Tire Co., with headquar

ters in San Francisco. From that post

Mr. Weston was made manager of the

central district for the same company,

with headquarters in Chicago. From

Chicago he was brought to New York

and made general sales manager. Re

cently he was elected to the vice-presi

dency.

Mr. Shugart, who has been in the

U. S. Tire ranks for twenty-three years,

goes to his new office from the sales

managership of the New York branch,

which he assumed after twelve years of

similar work with headquarters in Chi

cago, where he became'one of the best

known tire men in the Middle West.

Mr. Shugart entered the tire business

when the bicycle was at the height of

its-popularity, as an employee of Morgan

& Wright, one of the parties to the U. S.

Tire amalgamation. He will be suc

ceeded as New York sales manager by

C. J. Welch, manager of the truck tire

department. Mr. Welch will also super

vise sales of tires to car manufacturers.

 

Findeisen & Kropf Becomes Beneke

& Kropf

CHICAGO, June 19-—-The Findeisen &

Kropf Mfg. Co. has been re-organized as

the Beneke & Kropf Mfg. Co. with O. F.

Kropf as president and Henry Beneke as

vice-president and treasurer. Mr. Beneke,

formerly vice-president of Hibbard, Spen

cer, Bartlett & Co., purchased the inter

est of Frederick Findeisen and is de

voting all of his time to the active man

agement of this business.

Briscoe 5000 Behind

JACKSON, MI'CH., June 18~—The

Briscoe Motor Corp. will build plant

additions which will permit triple pro

duction. The present output of the plant

is 70 cars daily but with the additional

floor space, the capacity will be increased

to 250 cars. Construction work will start

at once and the additional units will be

ready for production in about 7 months.

Meanwhile every effort will be made to

double production within the next few

weeks. The company is now 5000 orders

ahead of production and is putting night

shifts at work in an effort to increas“

its output. The company has 1300 per

sons on the pay-roll, 300 of whom are

women. The company is proposing to

go after the truck business and is now

getting production on a Iva-ton truck.

 

New Trailer Bill in Massachusetts

BOSTON, June 20——The truck and

trailer bill, amended to reduce fees con

siderably from its first draft, was passed

by the House, June 12, and sent to the

Senate. Fees are fixed as follows: 1

ton or less, $10; over 1 ton to 2 tons, $20;

over 2 to 3 tons, $30; over 3 to 4 tons,

$40; over 4 to 5 tons, $50; over 5 to 6

tons, $60; over 6 to 7 tons, $70; over 7

to 8 tons, $80; over 8 to 9 tons, $90; any

capacity over 9 tons, $100.

Senator Sawyer gave notice that he

would move that the bill be further

amended to establish a fee of $15 for

an intermediate class from 1 ton to 1%

tons.

While, as amended, the fees for the

larger sizes of trucks are materially re

duced, they are still nearly three times

the present fees for vehicles of three

tons capacity and over.

The Trailer Mfrs. Assn. of America,

with headquarters in New York, has de

clared the schedule of fees, as applied

to trailers, unreasonable and prohibitive,

and has advocated that a separate and

lower schedule of trailer fees be estab

lished, as trailers do not weigh as much

as trucks of given capacity and do not

deliver any tractive effort.

 

Rickenbacker Celebration in Los Angeles

LOS AiNGELE'S, June 20—A three

day Rickenbacker celebration will be held

here to-morrow, Sunday and Monday,

opening on the first day with a large

street parade. Sunday, Capt. Ricken

backer will be guest of honor at the

Elks Annual Barbecue and will receive

a gift from members, and on Monday a

reception will be held in his honor in

the Shrine Auditorium, when he will be

presented with a gift from the people of

Southern California.

 

66 Cars Lost in Fire

DELAWARE, OHIO, June 23—In all

66 automobiles were totally destroyed by

a fire which consumed the Melville Bros.

Garage last week. The garage was full

of cars of people attending the annual

commencement exercises of the Ohio

Weslyan University. The loss is esti

mated at close to $200,000. A few of the

cars belong to Columbus residents.

 

Allen Raises Capitalization

COLUMBUS, June 23—The Allen

Motor Co., which recently removed its

plant from Fostoria to Columbus, has

filed papers with the secretary of state

increasing its authorized capital from

$1,500,000 to $3,000,000. The larger part

of the increase is in common stock which

is being sold through Claude Meeker.

PAIGE PLANNING 25% ~

INCREASE IN OUTPUT

Buildings Erecled for War

Work Will Soon Make Pos

sible More Cars and Trucks

 

DETROIT, June 19—The Paige-De

troit Motor Car Co. is spending $400,000

in plant equipment and other improve

ments which will permit an increase in

production facilities of approximately 25

per cent. It applies to both the passen

ger car and truck divisions of the plant.

No new buildings are being built, but the

new units completed during the war for

war work and containing approximately

66,000 sq. ft. are being utilized. The

company expects to have the improve

ments completed and to be operating on

an increased production schedule within

60 days.

The present capacity of the automobile

department is 125 cars daily, while the

truck department has facilities permit

ting the manufacture of fifty trucks.

The new arrangement will permit the

manufacture of 175 passenger cars and

seventy-five trucks daily.

The Paige company has been hard hit

by a shortage of materials. The lack

of certain parts caused production on

certain days to drop to a very low point.

During the month of May 1500 passenger

cars were produced, the daily production

being approximately fifty-five cars. In

the truck department from three to ten

trucks are turned out daily.

Hanch Goes to Maxwell

DETROIT, June 21—0. C. Hanch, for

years treasurer of the Studebaker Corp.,

has resigned to become general manager

of all Maxwell-Chalmers interests. At

the outbreak of the war Hanch was made

chief of the Automotive Products Section

of the War Industries Board. Since the

armistice he has been in Europe inves

tigating export conditions for the Na

tional Automobile Chamber of Com

merce. Prior to joining the Studebaker

Corp., in 1915, he was for 19 years

treasurer of the Nordyke & Marmon Co.

In recent years he was secretary of the

National Automobile Chamber of Com

merce and is at present a director of

that body.

Columbus Dealers Play

COLUMBUS, OHIO, June 23—The

members of the Columbus Automobile

Trade Association held their annual out

ing at Indianola Park, June 18, with a

large attendance. All people connected

with the automombile industry were in

vited to attend the picnic. E. S. Jordan,

of the Jordan Motor Car Co. of Cleve

land, made an address.

 

Northwestern Chemical in Canada

MARIETTA, OHIO, June 20—The

Northwestern Chemical Co. opened a fac

tory in Montreal, June 1, to take care of

its Canadian business.
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KANSAS TRUCK MEN

MUST SELL AT ONCE

Trucks Must Be Sold Before

Wheat Is Ready or Delay of

Year or Two May Result

 

KANSAS CITY, June 23—The pros

pect of motorizing Kansas wheat trans

portation seems to hang on the aggres

siveness of merchandising trucks in the

next two months.

When the Kansas winter wheat har

vest gets under way, there will be frantic

cries for motor trucks to move that

wheat to elevators, mills and shipping

points. .

Nobody is worrying much over that

approaching problem now, except the

truck distributers who have been

through the territory and who foresee

the dilemma of the Kansas farmer.

Kansas may harvest 250,000,000 bush

els of wheat.

That’s a terrifying volume of grain

to move, even if a year were taken to

move it.

But the farmers are not going to take

a year to move it. The prospect is that

they will want to get the money on it

as soon as possible.

It will be a race to see which farmer

can get his wheat to the nearest elevator

first.

And with this prospect of a trans

portation emergency, what are the truck

dealers doing to prepare? Very little.

Not one per cent of the Kansas com

munities have truck stocks that will meet

the local demand. Not more than five

per cent of the truck dealers have made

any aggressive effort to sell trucks to

farmers this year. Not more than ten

per cent are going to make any such

effort.

From one point of view, the dealers

are fully justified in their position. It

has been almost impossible to sell trucks

to farmers the past year, in some locali

ties; it has been difficult to sell many

trucks to farmers in any locality.

The farmers won’t be ready to buy

trucks until they have harvested and

threshed the wheat. Then the farmers

will come in and buy trucks—and no

selling effort will be necessary.

If the dealer hasn’t trucks to meet the

demand this year, he can sit still

waiting for stocks with which to fill

waiting orders.

It really seems that the only way to

get trucks into farmers' hands is to wait

until the farmer gets ready to buy.

The defect in this plan, however, is

that nobody on earth can tell when the

farmer is ready to buy, without asking

him—trying to sell him.

Meanwhile, until the demand forces

dealers to stock trucks, the farmers will

continue to use trailers, makeshift

trailers, old spring wagons, farm wagons,

any old thing with a bed on it, behind

passenger cars, for hauling wheat. If

weather is favorable, many tractors will

be used to haul wagons. And the bulk

will be transported by horse-drawn vehi

cles, with a lamentable waste of valuable

time.

Next year maybe the trailers will be

seen behind trucks, the shaky makeshift

trucks will be replaced by real ones, and

the problem of moving the wheat will be

minimized. If weather is bad, and wheat

can be moved only slowly this summer

and fall, the market for trucks may run

into the winter. If the growers get

away with it with their present equip

ment this year, and the early promise for

wheat next year is unfavorable, the big

Kansas market for trucks may not

materialize for three or four years. The

solution is to sell trucks now.

Montreal Trade in New Home

MONTREAL, June 20——The Montreal

Automobile Trade Association, which

is rapidly increasing its membership

under the newly-adopted program of

expansion, moved this week from the

Windsor Hotel to Room 64, Dandurand

Building, thereby securing more com

modious and convenient quarters, while a

large assembly hall in the same building

will be availbale for meetings.

At a meeting recently of the com

mittee of the automotive equipment sub

section an address on organization

methods was given by L. C. Honodel,

special representative of the United

Motors Service, Inc., Detroit.

California Bought 51,000 Cars

SAN FRANCISCO, June lZ—There

are 51,143 more motor vehicles regis

tered in California now than at this

time a year ago. Figures issued by the

Motor Vehicle Department show a net

registration of 345,275 and a gross regis

tration of 379,400. The receipts so far

this year are $3,775,227.97.

At a corresponding time last year the

net registrations were 295,565, the gross

registrations 328,258, and the receipts

were $3,117,825.32.

Long-Wear Takes Over Quality

Production

ELYRIA, OHIO, June 20—The Long

Wear Rubber Co. has taken over the

entire production of sales of the Quality

Tire & Rubber Co. of Anderson, Ind.,

makers of Quality cord and fabric tires.

F. R. Pettit Dead

RACINE WIS., June 20—JFrederick

R. Pettit, vice-president of the J. I.

Case Plow Works, sales agents for

Wallis tractors, died June 14, after a

week’s illness, at the age of 35.

Strongth Raises Guarantee

BARBERTON, OHIO, June 23—The

Rubber Products Co. has raised the

guarantee on Stronghold tires to 7500

miles on Ford sizes and 6000 miles on

all other sizes.

PACKARD MEN GO ON

SINGING EXPEDITION

And Incidentally They Transact

Some Business in Convention

Cruise of Great Lakes

MILWAUKEE, WIS., June 21—A

party of 510 officials and members of the

international sales organization of the

Packard Motor Car Co., Detroit, headed

by Alvan Macauley, president of the

company, spent Tuesday, June 17, in

Milwaukee. It was the only stop made

on this year’s Packard Cruise. Instead

of meeting in convention and conference

at the factory, the organization chartered

the steamer Noronic for a week’s cruise

of the Great Lakes. The boat arrived

early Tuesday morning and left the same

night.

In Milwaukee the party was enter

tained by the Milwaukee Automobile

Dealers’, Inc., which formed an escort

on a parade of city streets from the

steamer dock to the Athletic Club. The

procession was led by Ralph De Palma

in the Packard 905 aviation-motored rac

ing car, holding the world’s speed record.

This was brought to Milwaukee on the

boat together with the first Packard ever

built and the first Packard tr'uck, both

being operated on the streets on their

own power. The Packard factory band

of 40 pieces accompanied the party.

Following a luncheon, the Packard

party divided itself into groups. Some vis

ited Milwaukee industrial plants; others

played golf, tennis and baseball. The

day was given over to fun and frolic as

a relief from business concentration at

the sessions held aboard ship. The spirit

was typified in the following song by

500 voices as the parade moved along the

streets:

“Hello, Milwaukee,

We’re mighty glad to meet you!

Hello, Milwaukee,

Five hundred strong to greet you.

We left De-tro-it high and dry

And now we’re here with no one shy:

We came to see

What made Milwaukee famous.

We’re wild! We're wild!

It’s up to you to tame us.

Come down and see us soon some day,

We’ll treat you in a Packard way,

Hello, Hello, Hello, Milwaukee town."

Henry Lansdale was in charge of the

trip for the Packard company. The

local reception committee consisted of

Jesse A. Smith, George W. Browne,

Alfred Reeke and John G. Wollaeger,

oflicers of the M. A. D.

More Room for Hudson

DETROIT, June 20—The Hudson

Motor Car Co. has taken out a permit

to build a brick and steel frame factory

on the north side of Waterloo Street at

a cost of $220,000. The building will be

400 by 210 ft. in size.
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AND NOW EVERYBODY

CAN JOIN NEW YORK

Dealers’ Ass’n Revises By-Laws

—All Trades People May

I . Become Members

NEW YORK, June 23—With the ob

ject of admitting to membership all

classes of workers in the automobile and

allied trades, the Automobile Dealers’

Association of New York has amended

its by-laws to include honorary, dealers’,

associate, house and non-resident mem

bership. Invitations have been issued

to the trade to help build up the mem

bership—a task undertaken by H. T.

Gardner, the new executive secretary,

as one of the first projects of his ad

ministration.

The membership divisions and their

characteristics follow: Honorary, any

person who has achieved distinction

through service of signal merit to the

public or the industry; any firm or cor

poration selling passenger cars or trucks

in New York City; associate, any firm

or corporation in a business allied to the

automobile industry; house, any person

having business connections with a con

cern holding active or associate mem

bership; non-resident, any automobile

firm or representative whose business is

located thirty or more miles from the

metropolis.

Willard Dealers Meet

CEDAR RAPIDS, IOWA, June 19—

Sixty Willard battery dealers from Iowa

held their annual convention here June

10. Paul Lattner, Cedar Rapids dealer,

presided, and talks were made by W. W.

Wyneker, of Cleveland, vice-president

of the Willard Co., Charles Frazzell,

Chicago branch manager, and A. J.

KnapP, secretary of the Iowa Motor

Trades Bureau. The next meeting of

the Willard men will be held at Waterloo

late in the fall.

State Tractor School Opens

STARKVILLE, MISS., June 19—The

gas engine and tractor school for pupils

of the Boys’ Working Reserve, at Agri

cultural College, opened to-day and will

continue to July 4. Boys who take this

instruction, which is furnished free by

the state and federal governments, will

be used as instructors at similar schools

in agricultural centers throughout Mis

sissippi.

Kelly Tire to Expand

NEW YORK, June 24-To finance

erection of a new plant at Cumberland,

Md., the Kelly-Springfield Tire Co. is

issuing $5,800,000 of 8 per cent pre

ferred cumulative stock. The issue will

be offered to both common and preferred

shareholders at $100 par and will be

underwritten by a syndicate.

With completion of the first unit of

the Cumberland plant, according to A.

L. Scheuer, chairman of the board, the

company’s production will be materially

increased over the combined output of

the Akron and Wooster, Ohio, and Buf

falo, N. Y., factories. The Cumberland

plant will have many new labor saving

features.

Stutz Out of Stutz

NEW YORK, June 24—Harry C.

Stutz, pioneer in the manufacture of

the automobile which bears his name,

will retire July 1 as active head of the

Stutz Motor Car Co. of America. He

will give up both the presidency and

general managership, remaining in the

organization merely as a member of the

board of directors.

In the presidency Stutz will be suc

ceeded by Allen A. Ryan, head of Ryan

& Co., bankers, and vice-president of the

Stutz concern during the past year. His

successor as general manager has not

yet been selected.

The reorganization, efi'ected at the re

cent annual meeting, included the elec

tion of Frederick E. Gunnison of the

directorate to the vice-presidency and

the naming of George F. Lewis as secre

tary to succeed Kenneth R. Howard.

William N. Thompson was re-elected

treasurer.

Directors chosen, in addition to Ryan,

Stutz, Gunnison and Thompson, were:

George H. Saylor, John J. Watson, Jr,

and Hicks A. Weatherbee. The last

named, the only new member of the

board, succeeded Howard, who is con

nected with the Ryan banking firm.

Stutz, who organized the original

Stutz company in Indiana, became head

of the Stutz Motor Car Co. of America

upon its incorporation in New York in

1916. It is stated that he has other en

terprises.

 

Uniform Trailer Legislation

NEW YORK, June 24—The Trailer

Manufacturers’ Association of America

has drafted recommendations covering

uniform legislation in all states on the

use of trailers, submitting the proposals

to the committee in Washington which

drew up the uniform traffic bill for in

troduction into state legislatures.

The draft, pointing to the value of

trailer usage in reducing highway freight

costs, urges lower license fees for trail

ers than for trucks, owing to their less

destructive tractive effort on the roads;

repeal of laws prohibiting trailers or

more than one trailer to a motor vehi

cle; changes in state regulations to per

mit greater gross weights for trucks and

semi-trailers than for trailers alone,

owing to greater distribution of the

weight and to allow greater weights per

inch width of tires than in the case of

self-propelled vehicles.

 

Lane Trucks in New Hands

KALAMAZOO, MICH., June 23—The

Kalamazoo Motors Corp. has purchased

the assets of the Lane Motor Truck Co.

and will continue manufacture of the

regular Lane models.

SERVICE MEN PLAN

EDUCATIONAL BODY

New York Managers Hold Pre

liminary Meeting and Hope to

Establish Society for Study

5—

NEW YORKf-June 23—Thirty service

men from metropolitan territory met to

night at the Automobile Club of America

to discuss the advisability of forming an

organization of service men to advance

conditions in service stations. While the

beginning of such an endeavor will neces

sarily be local in its scope, hope was pre

dicted that the movement might become

national in character.

Several managers of large service sta

tions foresaw great advantage in an or

ganization of this kind where service

men could get together after business

hours once in a while and discuss their

craft. A committee was appointed to ar

range another meeting to which service

men will be invited. The committee will

arrange a program, and the date, al

though not settled yet, will be in about

two weeks.

The members of the committee are:

Roy C. Rognan, Vim, chairman; Ernest

V. Derks, Buick; F. W. Fenn, National

Automobile Chamber of Commerce;

W. M. Wahrenberger, Bronx County Auto

Co., Ford; J. F. Gfrorer, Hudson; R. J.

Oakes, Haynes. The call for the initial

meeting was made by Rognan, who has

been studying the situation for some time.

 

San Diego Dealers Elect

‘SAN DIEGO, CAL., June 20—The San

Diego Motor Dealers’ Association dis

cussed good roads, for which an active

program is in progress, and elected the

following officers at their annual meet

ing: Louis C. Maire, president; Edward

E. Shaw, vice-president; Wilson S.

Smith, treasurer; E. Irwin, secretary.

C. W. McCabe, F. B. Naylor, E. G. Davies,

Wm. Hibner, and John F. McKnight, di

rectors.

Foreign Representation for Acme

CADILLAC, MICH., June 23—The

Acme Motor Truck Co. will be repre

sented in Denmark, Norway, Sweden and

Finland by the Aktieselkabet Autocar

Co., Copenhagen, Denmark. Frantz

Nehammer is president of the new com

pany. Gmo. Verduzco & Co., Avenida

Juarez, is the Mexican representative

for the company.

Standard Representative Goes Abroad

CLEVELAND, June 21 — Dan C.

Swander, sales director of the Standard

Parts Co., sailed from New York, June 5,

to carry on a campaign for foreign trade

for his company. He will study conditions

as to present and probable requirements

particularly in the motor car, truck

trailer and tractor fields.

be absent until August.

He expects to
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Races, Contests and Tours

Yakima. Wash . . . . . . ..July 25-28 . . . . . . . . ..Fifth Annual. Washington Automobile Chamber of

_ Commerce.

Atlantic City. N. J.... July 4 . . . . . . . . . . . . . Airplane race. Aeronautic Convention.

Tacoma, Wash.........luiy 4 . . . . . . . . . . . .. Speedway.

Hohokus. N. J........July 4 . . . . . . . . . . . .. llirt track event.

Cincinnati, 0 . . . . . . . ....luly 5 . . . . . . . . . . . . .. Speedway.

Uniontown, Pa.......Juiy 19 . . . . . . . . . . . .. Mid-summer Meet. Speedway.

Sheepshead Bay. N. Y..lui_v 26 . . . . . . . . . . .. Speedway.

‘Middletown, N. Y....Aug.1\ 5 . . . . . . . . . . ..i)irt track event.

’Eigin. Ill . . . . . . . . . . . ..Aug. 22-23 . . . . . . . .. Road race.

'Sheepshead Bay.N.Y.Aug. 23 . . . . . . . . . . ..Speedway.

'Uniontown. Pa . . . . . . .Sept. 1 . . . . . . . . . . . . Speedway.

'Sheepshead Bay. N. Y.Sept. 20 . . . . . . . . . . ..Speedway.

’Alientown, Pa . . . . . . . .Sept. 27 . . . . . . . . . . .. Dirt track event.

“Cincinnati. 0 . . . . . . . ..Oct. 1 . . . . . . . . . . . . ..Speedway.

‘Trenton. N. J........Oct. 4 . . . . . . . . . . . . ..Dirt track event.

‘Danbury. Conn . . . . . ..Oct. 11 . . . . . . . . . . . .. Dirt track event.

Milwaukee, Wis . . . . . . ..lnne 24-26 . . . . . . . ..Pirsi Sociability Tour and Outing. Milwaukee to

Lake Geneva. Milwaukee Automobile Dealers.

 

"Tentative dates.

Meetings

Ottawa Beach. Mlch'...lune 23-28 . . . . . . . .. Summer Meeting. S. A. E.

Philadelphia, Pa......Sept. 22-24 . . . . . . . ..Annual Convention, National Association of Pur

chasing Agents, Bellevue-Stratford.

Atlantic City. N. J. . . .Oct. 14-17 . . . . . . . . . .Twenty-fli’th Annual COnvcntlon. Marlborough

Blenhelm. National Hardware Association of the

. United Sttaes.

Foreign Shows

Paris. France . . . . . Oct. 15 . . . . . . . . . . . ..Grand Palais—International Automobile Manufac

turer's Congress.

London. Eng . . . . . . . . ..Nov. 7-16 . . . . . . . . ..Olympia Exhibition. Society of Motor Manufactur

r-rs & Trades.

Tractor Demonstrations

Wichita, Kan . . . . .....July 14-19 . . . . . . .. AuAtomotive Committee of National Implement

ssn. .

Columbus. 0. .......lul.v 28-29 . . . . . . .. In charge of Prof. H. C. Ramsower, head of Agri

cultural Engineering Dept. of Ohio State Univer

S ty.

Piqua. 0.... . . . . . . . . .Aug. 1-2 . . . . . . . . . ..ln charge of Prof. H. C. Ramsower. head of Agri

cultural Engineering Dept. of Ohio State Univer

. ty.

Fogmrla, 0 Aug 6-7 . . . . . . . . . .. in charge of Prof. H. C. Ramsower, head of Agri

clulturai Engineering Dept. of Ohio State Univer

s ty.

Akron, 0. .. . . . . . . . . ..Aug 12-13 . . . . . . . .. in charge of Prof. H. C. RamsoWer_ head of Agri

cultural Engineering Dept. oi' Ohio State Uni—

versity.

Aberdeen. 8. D . . . . . ..Aug. 18-22 . . . . . . . ..Sectional Tractor Demonstration.

ogmwg_ 0m" Canadgyflvtnher . . . . . . . . . ..inter-Provincial Plowing Match and Tractor Dem

onstration.

Shows

Grccnville, SC . . . . . . ..-iul_\' ll-H' . . . . . . . .. Agricultural implement & 'i‘ractor Exposition. F.

‘ M. Burnett. Manager.

Greenville. B. C.......July 14-19 . . . . . . . . .. Agricultural Implements and Tractors. F. M. Bur~

, nett. General Manager.

Minnesota . . . . . . . . . ...Aug. 30-Sept. 6.... State Fair.

Indianapolis. lnd......Sept. 1-6 . . . . . . . . . ..State Fair. Cars and Accessories. Indianapolis

Automobile Trade Assn.. John B. Orman, Man

ager.

Cincinnati. 0 . . . . . . . . ..Sept. 13-20 . . . . . . . ..Nlnth Annual. Music Hall, Cincinnati Automobile

Dealers' Assn.. H. K. Shockley. Manager.

Springfield. Mnss..... Sept. 15-20 . . . . . . . ..Eastcrn States Exposition. J. 0. Simpson. Gen—

eral Manager.

1920 Shows

New York. N. Y . . . . . ..lan. 3-10 . . . . . . . . ..Grand Central Palace. National Automobile Cham

ber of Commerce. S. A. Miles, Manager.

Chicago. Ii . . . . . . . . . ..Jan. 24-31 . . . . . . . ..Coliseum. Cars: Dreer Pavilion; Trucks. National

Automobile Chamber of Commerce, S. A. Miles.

Manager.

Kuan City. Mo , . . . ..F'eiv. . . . . . , . . . . . . ..Fifth Annual. Kansas City 'i'rm-tor Club. Guy H.

Hall. Manager.

 

Motor Buses for Detroit

DETROIT, June 19—A fleet of 100

double-deck motor buses, expected to

contribute toward the solution of De

troit’s transportation problem, will be

in operation within a few weeks. The

Detroit Motorbus Co., capitalized at $1.~

500,000, has been organized to launch

the innovation.

No Cars to Army Officers

WASHINGTON, June 20—No passen

ger cars will be sold from the War De

partment supply to Army officers as a re

sult of a ruling made here recently fol

lowing requests of ofiicers who attempt

ed to purchase some of the non-standard

cars owned by the War Department. The

latter ruled against such sales.

Des Moines Fail Fair Show

DES MOINE‘S, June 20—Although the

Iowa State Fair is more than two months

av'vay all the space for the annual early

fall show held in connection with the

fair has been sold. The fair show this

year will be held in Machinery Hall, and

more than 40,000 sq. ft. of space is avail~

able. In former years it has been neces

sary to house the trucks and passenger

cars in separate buildings, but this year

trucks, tractors and passenger cars will

be under one roof. From the very nature

of the attendance particular attention

will be paid to tractors. C. G. Van Vliet

and Dean Schooler, managers of the

Des Moines show, will handle the show

for the fair management and it has the

hearty support of the Des Moines Auto

mdbile Dealers' Association.

Many Tractors in Canadian West

WINNIPEG, MA'N" June 20—Keeping

pace with the development of Western

Canada’s vast agricultural section, em

ployment of motor tractors has reached

a total of almost 20,000 in the provinces .

of Saskatchewan, Manitoba and Alberta.

Since the first practical tractor came

in the Canadian field in 1904, increase

in the use of the machines has been

rapid, the number in service now being 1

11,105 in Saskatchewan, 3655 in Man‘

toba and 5017 in Alberta.

As an indication of the opportunity

for sales it is stated that in the three

provinces there is one tractor to 8.94

farms.

Keystone Tires Now Guaranteed

6000 Miles

NEW YORK, June 20—Keystone tires

will hereafter be guaranteed for i500il

miles. This larger guarantee is now

given in lieu of the former guarantee of

4000 miles. The tires, themselves. have

not been changed.

NEW YORK STOCK EXCHANGE CLOSING

QUOTATIONS JUNE 21. 1919

Bid Asked

Chandler Motor (Mr . . . . . . . . . . . . . .207 208

General Motors. com . . . . . . . . . . . “232% 212%,

General Motors, pfd . . . . . . . . . . . . .. 93 93's

General Motors. deli . . . . . . . . . . . . .. 90 9'15

Maxwell Motor. corn . . . . . . . . . . . .. 48% i!

Maxwell Motors, 1st pfd . . . . . . . .. 77% Tile

Maxwell Motor. 2d pfd . . . . . . . . . .. 39 39's

Pierce-Arrow. com . . . . . . . . . . . . . .. 61" 63

Pierce-Arrow, pfd . . . . . . . . . . . . . . ..107 107*;

Saxon Motor Car . . . . . . . . . . . . . . . ._ 11% ii\

Studebaker. com . . . . . . . . . . . . . . . . ..106§3 l0?

Studebaker. pfd . . . . . . . . . . . . . . . . . .. 9915 10"

Stutz Motor Car . . . . . . . . . . . . . . . . .. 731/, 74

White Motor . . . . . . . . . . . . . . . . . . . .. 5? lil

W'lilys-Oy'erland. com . . . . . . . . . . .. 36% 3“:

Wiiiys-Overland, pfd . . . . . . . . . . . .. 94 ’7

Fiber Body. com . . . . . . . . . . . . . . .. 87 9"

Fisher Body, pfd . . . . . . . . . . . . . . . ..100 1'1!

Goodrich. B. R. Co.. com . . . . . . .. 79% “‘1

Goodrich. B. F.. Co.. pfd . . . . . . . “104* 1“

Kelly-Springfield Tire. com . . . . ..125 1%

Kelly-Springfield Tire. pfd . . . . . .. 981.4 1""

Kelsey Wheel. com . . . . . . . . . . . . . .. 63

Kelsey VVheei. pfd . . . . . . . . . . . . . . ..100 101

Lee Rubber & Tire . . . . . . . . . . . . . .. 33% 13\

Stewart Warner Speedometer.... 9| “5*

Stromberg Carburetor . . . . . . . . . . .. 57 53

U. S. Rubber. com . . . . . . . . . . . . . . “125% 13‘

17 S. liuhhcr. pfd . . . . . . . . . . . . . . ..115‘4 115‘1
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Clean Air Conserves Tires

OTORISTS know that the aVerage air compressor

forces oil through the air line. They know that oil

rots tires and they are calling for CURTIS AIR—FREE

FROM OIL, because it helps them get greater mileage

and cuts down expenses—big items in these days when

tire prices are steadily advancing.

CURTIS AIR—FREE FROM OR

Do as other progressive Garages, Repair Shops and Service

Stations are doing—install a Curtis Air Compressor—'iurnish

your patrons with clean “CURTIS AIR—FREE FROM OIL."

The Curtis Sign above your door inspires confidence and brings

you additional business.

 

  

 

 
 

 

  

 

 
 

 

  

 
 

Curtis Compressors are made in several sizes and combina

tions to meet the requirements of every business. Ask

your jobber or write us for full information and prices.

 
 

 
 

 
 

  

  

 
 

 

  

 

Five Sizes of

CURTIS PNEUMATIC MACHINERY CO. Corgplressgrs

‘ 1546 Kienlen Avenue . St. Louis, Mo. an an '

‘ Branch Oflicr:
  

531-8 Hudson Terminal, New York City

‘.\ I,

‘0‘“........... .. "Q. B

I:REE °""55:50:35.; Mun-mm. laminar-i“ , " gm}...

CURTIS AIR

FREE FROM OIL

  

 

  
  

Portable 1546 Kisnlsn Ive.

’ St. Innis, Mu.

Gentlemen:

Please send me full de

’ tails on Curtis Air Com

’ pressors—your proposition

' and low prices.

  

  

 

The Curtis Sign a. 10x14 inches— Nam ....................... -

baked enamel on steel. Furnished

FREE with every CURTIS Garage “The” e ~ r r _ - r v _ > - _ _ _ _ - A - - - - . . - - - -

Air Compressor—cannot be had in ’

Jobhsr‘s Name . . . . _ _ _ _ _ _ _ e _ _ _ e . . _any other way. '

Address _ _ .
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The Choice of Motor

Truck Manufacturers

who are sincere and whose pur

pose it is to build trucks capable

of long and efficient service.

SELDEN'S

SALES BULLETIN

tells their dealers and represent# _

atives in very plain words just

how much the upkeep cost, and

in fact the very life of the truck

is dependent upon the Pierce

Governor.

Selden has for years furnished

Pierce Governors as standard

equipment because their experi

ments and competitive tests have

in every instance proven Pierce

;_:-:w,r.a:’-;‘-‘I"Iinw;.~'we"

.-.vv

‘4‘le-'.'.
 

J
r _

 

 

 

 

superiority.NINETY-ONE MOTOR TRUCKMANUFACTURERS SUPPLY it

PIERCE GOVERNORS AS 1}

STANDARD EQUIPMENT :11

"THERE'S A REASON"Literature sent on reouest

g1

11
'gl

g!

g!
THE PIERCE GOVERNOR COMPANY 4

“wonua's LARGEST covznuon BUILDERS” Q]

ANDERSON - INDIANA

W?"

'x':m: , m'm—w'w—.‘M‘ ‘ - ‘

i/dfi’ M74"535'In?AwIfifi'afififi"!A???'lMWINIM I “\mxmxm\Ws'k‘flh\‘fibr‘FSE’iCAIQLk‘g'; Q]
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The Waltham Automobile Clock

More than a Quarter-Million Now in Use as Standard Equipment

You need not look for the name on a car

carrying the Waltham Automobile Clock as

part of its equipment to know that it is one

of the aristocrats of motordom—that its

manufacturer selected the Waltham Clock

is proof of the quality of his product.

The Waltham Automobile Clock has two

mainsprings, is jeweled, and a red signal

flashes on the dial every seventh day as

a warning that winding is needed.

And no matter how rough the road, or how

variable the temperature, your Waltham

Automobile Clock can be depended on for

accurate timekeeping.

 

Cars Equipped with the Walthnm

Automobile Clock

Franklin

Haynes Owen-Magnetic

Hollier Packard

Hudson Super-Six Pierce-Arrow

Jordan Ranch & Inn;

Klelel Studebaker

Immoblle Willys-Overisnd

Harmon Winton

Anderson 0-40

Apperson

Brewster

Cadillac

Cole

Cunningham

Detroibmoctrlc

Dorris

Mercer

  

 

WALTHAM WATCH COMPANY

WALTHAM, Mass.

 

Mormon 34 Touring Car

equipped with

Walt/lam Automobile CloCR

WALTHAM
THE WORLD'S WATCH OVER. TIME
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THE NEW 60-H. P. BIG-SIX

Built Up‘to a Standard

and not Down to a Price

60-horsepower motor; 126-inch wheelbase;

cord tire equipment; shock absorbers; Gypsy

top with plate. glass Windows; genuine hand

bufi'ed leather upholstery; eircassian walnut-fin

i~hed instrument board with silver-Faced magnetic

:peedometer, ammeter and jeweled 8-day clock;

glove box in back of front seat; extension ton-l

neau light. Price $1985, f. o. b; Detroit.

 

 

The New Studzbal’lr Car: oflrr dealer: an rxuptional

appartunity to build a prrmanmt and profitable bunkers-— to ath

in an an old "liable 7111771! and handle a line of tar: that Jill

and stay sold. Write for particular:.

S T U D E B A K E R

South Bend, Ind. Walkerville, Canada

Address all correspondence to South Bend

Detroit, Mich.
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~ PETERS’

METALLIC FILLER
(mono sps'uran.)

  

 

  

With This Won

fi\ \

derful Brazing Sol

  

  

“tit/4” '~

der You Can Mend

a Broken Cylinder Without Removing the Engine

Any crack in cast iron, brass or bronze

T makes a Perfect Braze and a perma

nent Repair—no trouble—110 difiiculty—

no danger of casting getting out of align—

ment, warping or distorting.

vIe'eters' Metallic Filler is a new low tem

perature brazing compound, that can be

used in repairing cast iron, bronze, or brass

and is particularly adapted for repairing

cracks in water jackets. This compound,

a recent discovery by K. R. Peters, melts

at 300° and forms a perfect braze which is

permanent and wear resisting.

The great value of Peters’ Metallic Filler

lies in the ease with which brazing can be

accomplished—broken cylinders can be

mended without dismantling or removing

can be permanently repaired

the engine and with full assurance that

there will be no danger of warping the bore

or changing the alignment.

The discovery of Peters' Metallic Filler

replaces the old method of brazing, whereby

the casting must be heated to a cherry red

with all the consequent dangers of crack

ing, distorting and warping. Likewise it

renders obsolete the old process of welding,

which required slow preheating and sub

sequent annealing. Do not confuse Pcters'

Metallic Filler. which is a metal and makes

a prrmanent repair, with cement. which is

merely a paste.

Peters' Metallic Filler is quick. etiicient

and inexpensive. It is the modern method

of brazing and has won highest recognition

and praise everywhere. Large size repair

men's package $5.50, consumers' package

$3.00. If your dealer does not have it,

order direct.

JOBBERS

Peters’ Metallic Filler is going to earn

big profits for jobbers who can look ahead

and see the market for this new low tem

perature brazing compound. Write today

for full information and discounts.

Aluminum Brazing Solder Co.

440 Montgomery Building

CHESTER, PA.

  

You first clean the crock

thoroughly and bevel the with on ordinary hand u atill soft, pack and roll

edge: torch (300' ample) and it mouth

apply the filler

Then heat for o moment While the hot metal filler Allow to cool for five mln

um, dreu of with o

filo, and the job 6| do"

When writing advertisers please mention Motor \Vorld—it identifies you
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When writlng adwrtlsers please mention Motor \Norld—lt identifies yon



Jun-25.1w MOTOR WORLD 55

 

 

 

  

 

 

  

. 41l

ciid'uring reliability of Bosch
t -, 'Magneto 'Ignitiion is recognized q '

and admitted'wherever internal com- 0

bustion engines are known. America’s

Supreme Ignition System needs no sus—L

taming arguments. ~

‘7'

3g;

05'

  

‘And “behind Bosch} Supremacy 'is- .

Bosch Service. _ ~ 7 s -

__ ‘ Morc'than 200 Service Stations in over .

' ‘200‘ cities are carrying out the Bosch

Pledge of Responsibility. For the '

American Bosch Magneto. Corpora

tion’s responsibility to its produCt ceases.

to exist only when the magneto ceases“ '

'toexist. ' " '- ' '~ That Bosch Service organization is groiv- '

ing. Highly‘developed technical meniwho

are qualified to giye service from their own

establishments, on the same plane ofexcel- -

'lence that the Bosch Magneto has estab

lished, are being welcomed into the‘organi

zation;

AMERICAN BOSCH MAGNETO

“Bosch‘Eqiiipt"‘he _ ‘ _ CORPORATION

' - answers everv‘ ignitidn _ . - Main Office and Works: Springfield, Mass.

J,“ d bt - th I - d f > Branches:

‘ '1 on m 6 mm o ' i ‘ New York - Chicago - Detroit - San Francisco

the bLIYCl'. 111w: rlmn aoo"8rmire Station: in 01m- 200‘Citin

IGNITION SYSTEM

  

I When .l'lihev-clealerigéys '  

    

  

  
  

MOTOR BOATS - MOTORCYCLES -GAS ENGINES -ETC.
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i' Springs Break

put on:

The Rep/acemem‘ Spring

Three Words that Spell Profit.

spring ought to be replaced with a VULCAN. This conviction results in action
 

every day, in every part of the country.

This created demand—this ready-made

market, assures VULCAN dealers of un

 

Springa come the tree display rack and the service

sign. VULCAN lervice haclm you with local

advertising help: that increase profits.

With your first order for 12 or more VULCAN

 

 

limited profit at the lowest possible sales-cost,

and VULCAN Springs stand by the dealer.

They have the built-in quality that keeps the

buyer satisfied, and malces him tallt VULCAN

to his friends.

A reserve of 100,000 VULCAN

Springs lteeps the dealers, stock completely

supplied at all times. This prolit, this wait

ing market, this hearty co-operation is open

to every VULCAN dealer, everywhere.

Why not cash in on them? Write us.

We can tell you some interesting facts

regarding the profit in VULCANS.

Jenkins VULCAN

Spring Company

RICHMOND, FACTORY INDIANA

BRANCHES

Atlanta, Ga.

Bolton, Mm.

Dallll, Tex.

(In!!! City, Mo.

Minneapolis, Minn.

Reading, Pa.

St. Louis, Mo.

Sumter, S. C.

l
EvsnyTowu

JirEvsny CAR

/

l'l'llii

,’”///
lll””’””

  

unuunlilnlmlllll..__

15111111101”

1|”,

43:3.

entei‘nswviiliiiCiN

Spring C0.

Richmond. . Indiana.



 
    

  

 

 

  

HE Jordan Brougham was happily conceived and first introduced

by Jordan in anticipation of the pronounced demand for just

this type of car which now seems insatiable.

How inviting to a woman and how convenient for a busy man

is a car like this. There is a distinct satisfaction in personally driv—

ing a compact enclosed car as contrasted with the old-fashioned

bulky car of excessive length and weight—always cumbersome and

extravagant. 1

It will accommodate the average family, seating five people

comfortably in the full Width rear seat and two individual seats.

The light aluminum body, hammock swung between the axles, is

virtually dust and rattle proof, with broad vision—yet it may be

opened so as to be practically out of doors.

The interior provides comfortable intimacy and cleanliness with

all of the advantages of the electric without the limitations.

Upholstery in smart worsteds over Marshall cushion springs.

Paneling and mountings are in Circassian walnut.

Dome light, individual reading lamps, clock on instrument board.

Windows operate with improved lifts. Front entirely enclosed with

sloping three-part, weather-proof, ventilated shield.

,.~

  



 

  

  

 

   

  
 

 
   

 

 

 

COMFORT loving and particular class of people demanded that someone

should produce alfashionable modern Town Sedan of the latter da'y, four

door, straight line, complete vision type, fashioned in aluminum and built so

substantial as to banish the rattles and rumbles which characterize bodies of

lesser quality. Jordan has met. this demand with the Town Sedan.

The lines are perfectly straight, with slender roof and narrow beltline.

Large, square—cornered windows, even in the rear, and broad, square-cornered

doors. '

There are vertical straight type outside door handles—Mount Vernon

platinum fittings embellished m'th our individual design. ' - I ‘

Upholstery of new design and character, soft in texture, durable in quality,

and neutral in color. . -

The body is lighter in Weight than any of its type—seven passenger capa

city, with a new type of three-piece windshield, absolutely the tightest we

have ever seen. - . : - .

There is a broad, comertable, full-width, full-depth front seat with two

auxiliary seats and a rear seat of rare comfort, depth, and repose.

The doors are inset, with Perfection lifts with patent Yale locking device.

The ventilator on the dash cowl may be positively locked in any position

and operates from the instrument board. Windows framed in Circassian

walnut—glass of peculiarly thick and transparent type.

  

 

JORDAN MOTOR CAR COMPANY, CLEVELAND, OHIO
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“I rwan! to be lure the rar ii upholnzrrd with

Duratex—became a frirmi of min: Ila: had i! on

Iii: mr a ymr and i! laoki a: good a! the day In

bought the rar.‘ '

“Here‘s Duratex—ill: final! leather-fluid: uphalurry

material that you (an buy. Look; and i1 bet/er t/lan

! any of the ordinary mbniruln and (01: $25 per tar

— In: than even “I! rheapn! [eat/rer- Here': a raving that

your Direrlorl quill apprrrialr, and an improvement

l/m! cunomerl will like."

“The Leather-finish Upholstery Material

URATEX is the only leather-finish upholstery material made by a House with

Fifty Years’ experience in making fine leathers.

Duratex will not crack or scufl‘. It is absolutely Waterproof and Sunproof.

Will not “spew” and therefore cannot soil or injure clothing.

So many cars are upholstered with Duratex nowadays that motorists are asking

for Duratex by name.

THE DURATEX COMPANY

Newark, N. J. Ira A. Kip, Jr., Pres.

. 00;Br ,

DURAT"EX
The Leatherefinish Upholsteru Material

“’hen writing advertisers please mention Motor World—it identifies you
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Manley Garage

Announcing a high speed Rack and

The addition of this Rack and Pinion Arbor Press attachment to any

Press in the Manley Line of 22-ton Garage Presses is the greatest improve

ment ever added to a Press for this service.

Every Garage Man who has seen it says:

without it, since I realize what it will do.”

 

“I would not have a Press

 

 

 

‘ A . v r 3 v

wflim. ‘ a»?
- 7‘ 7 fl “,1.

‘ '42.?

No. 2 Combination Prose, List Price $112.00, open

nor nslnl rntvbet leverage to press drive nhaft into

difl'prential pinion

What Does the Manley

Combination Press

Mean to You ?

  

Manley Presses are self-contained and may be turned over

for long work projecting below the table. and two extra

elon bolts may be used as shown

It means that when you do work of the heaviest kind you use the screw with the ratchet

leverage of 2200-5000 to l.

m    

M men may work at the Munley Combination Press at the sumo time. One

overnth is pressing oi! (lifl‘orentlul plnlon, the other In using the Rack and Pinion

Arbor Press to press I bunlilni! into a Ford steeran knuckle.

It is slow, but gives the pressure.

It also means that when you want

to do somewhat lighter work you use

the screw, but by using the lever in

the handwheel notches (change in

stantly made—just turn the lever

around) you have a leverage of 1000-1.

about eight times quicker than the

ratchet.

And then when you have light work

to press, such as bushings, pins, etc.,

you use the Rack and Pinion Arbor

Press attachment, which is at least 200

times quicker than you can do it on

other presses having a screw and ratchet

method only. Briefly, it means you have

a Press and a Leverage exactly suited

for every job and that you can do the

The Manley Trade Mark on Garage Equipment is your Guarantee.
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Equipment

Pinion Arbor Press Attachment

  

Every improvement added to a Garage Press has been made by R. E.

Manley and it remained for him to absolutely perfect the Garage Press by

making this last improvement.

 

 

job in the shortest time, to the best advantage and with

the least effort.

The Rack and Pinion Arbor Press attachment may be

placed on any one of the four Presses of the Manley Line.

List price $32.00 extra to the list price of the Press

selected. The Manley Line comprises four difierent sizes,

so that every Garage can select a Press to suit its require

ment to the best advantage. Send for your catalogue and

prices.

The screw, hand wheel, ratchet parts, etc., are the same

in all sizes, as well as the Rack and Pinion attachment.

The construction of the Manley Press with its massive

double top Girder, its unit table, etc., adapts itself to this

Rack and Pinion attachment with absolutely no compli

cation and without sacrificing a single feature.

The Manley Combination Press is the only Press you

can afford to buy, not because it is the cheapest, but

because it will do so much more for you.

Four Sizes of Presses in the Manley Line

  

Universal Auto Prenn.

Price, $105.00

“'0th 460 lbs.

No. 1 Garage Prom.

Price, $08.00

Weight. 4261“.

No. 2 Garage hens.

Price, $80.00

Weight. 325 lbs.

The United Engine & Mfg. Co.

  

Universal Auto Pm equipped with Rack

and Pinion Attachmentv Lilt price $137.00

Auto Bench

Press

This Press is

the top half of

t h e Universal

Auto Press, and

will h a n d l e a

large proportion

of auto work.

C a p a c i t y in

width 18% in.

The lower half

may be pur

chased at any

future date, con

verting it into

t h e complete

press by insert

ing eight bolts.

  

Auto Bench Press.

Price, 60.00

Weight, 51b0

Hanover, Pa.
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’AKING REAL FRIENDS

OF CUSTOMERS!

 

Nothing is so important in the upbuilding of a business

as keeping customers highly pleased and satisfied with

your service and co-operation. A motorist will go

blocks out of his way to patronize you if he knows he

can depend upon your interest in the service of his

 

Mi; 7

CW" chch co; -

car or truck.

PERFECTION

MOTOR OIL

is a product you can sell motorists with a positive

knowledge that you are rendering him real service—

that you are taking a genuine interest in his car or truck.

in recommending PERFECTION you can be assured

he is going to find it superior to others. Consequently

you make a new friend and customer.

PERFECTlQN MOTOR OlL is the result of 57 years'

study and research. It is refined from pure Pennsyl

vania paraffine base crude—the highest grade lubricating

oil obtainable. By reason of its non-acid, heat-resisting.

carbon—reducing qualities, it is the one motor oil upon

which you and your customers can depend—absolutely.

Get in touch with us—today—concerning our dealer

proposition. There is a splendid opportunity for live

wire representation in many localities.

 

 

‘_0fi.
“a? U_ 5. Ya

Yai.

  

  

Eellbh'ghed 1862

CREW LEVICK Co.
105 N0. BROAD STREET

PHILADELPHIA

(Subsidiary Cities Service Co.)

Branches, Agencies and Dealers Throughout the World

_ a “edlqw
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THE NC-4 WINS

The motors of the NC-4, winner of the sensa

tional Trans-Atlantic flight from America to

England, were lubricated with

GULF LIBERTY AERO OIL

This wonderful machine used “Gulf” oil on its '

entire flight. The Navy carefully provided sup

plies of “Gulf” oil at Rockaway and at all stations

along the entire c0urse,—Halifax, Nova Scotia;

Trepassey Bay, Newfoundland; Horta and Ponta

Delgada, Azores; Lisbon, Portugal; Plymouth,

England, and on all supply ships.
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Perfect Lubrication imperative

This epoch making flight was made possible by perfect

lubrication.

After exhaustive scientific tests of all oils, GULF

LIBERTY AERO OIL was selected for this SUPREME

TEST.

Use Gulf Lubricants and Win

GULF REFINING COMPANY

There is more power in

THAT GOOD GULF GASOLINE and SUPREME

AUTO OIL

THE CHOICE OF DISCRIMINATING USERS
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There’s a Harvey

Jobber Near You

  

Car-owners naturally

place more confidence

in dealers who handle

the Harvey Spring.

 

They have learned to

look for and insist upon

this trade-mark that

guarantees quality—

Send to your jobber for (he

Harucy Spring Book

.'_._AL‘

‘: . '- . -»1~_

  

Awflfimmdrbfill .
-. \g-r

‘ * Sgwnfinn‘e ~
  

l

i 6" Guardnfeed

m
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AMERICAN

Blackhawk wrenches are carefully designed and

machine turned to insure an accurate fit. They

give better service to car owners and garage men

and mean more sales for jobbers and dealers.

Made of dependable materials, have Parker rust

proof finish. The Blackhawk line includes a

wrench for every need—all guaranteed.

Sell your wrenches by name. Get your trade to

call for “Blackhawk.” It pays.

Write for catalog and prices.

Manufacturers: We make wrenches according to

specifications.

C. N. & F. W. JONAS
Reprounutivol for

American Grinder Mfg. Co., Milwaukee, Wis.

With Offices at

Transportation Bldg. CHICAGO.

Equitable Bldg, LOS ANGELES,

111 New Montgomery St, SAN FRANCISCO.

616 Pioneer Bldg., EATTLE.

 

 

 

   

 

  

a: A . RD 0.COM N TION SET No 4 D'SPLAY BOA N “’0 COMBINATION $51 No. 2

FOR FORDS FOR FORDS  
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BLACK & DECKER
Electric Valve Grinder

“ With the Pistol Grip and Trigger Switch ”

This is the experience of a large merly required four hours’ work.

Hudson Service Station in which The same job is now done in 35

this picture was taken. The c0m~ minutes with a Black & Decker

plete job of grinding in all the Electric Valve Grinder.

valves of a Hudson Supersix for,

May we send you complete information?

‘ 7 1? BLACK Gt DECKER MFG.CO.

BALTIMORE, 2.40.. u. s. A.

Portable Electric Drills Electric Valve Grinders Electric Air Compressors

BRANCH OFFICES:

New York, N. Y. Philadelphia, Pa. Atlanta, Ga. San Francisco, Cal. Chicago, Ill. Detroit, 51kb,

Columbus, Ohio. Buffalo. N. Y. Bouton, Mass. London, Eng.

\Vhen writing advertisers please mention Motor \Norld—tt identifies you
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HELDON AXLES ARE NOW TO BE AD

VERTISED in a much more vigorous manner

than ever before, through a campaign which will

reach practically every source of demand for high

grade motor trucks. Repeated use of large space in

the magazines of widest circulation and greatest

influence will feature the campaign.

PERIODICALS OF NATIONAL CIRCULATION are to be

employed—among them The Saturday Evening Post and the

leading business and trade publications.

IN LANGUAGE FREE from mystifying technical phrase

ology, the story of Sheldon’s great achievement in axle con

struction will be unfolded before the layman. A straight appeal

that puts it squarely up to his sense of values, performance and

economy will show the man you want to reach why the truck he

buys should havea Sheldon “’orm Drive Axle.

FOR YEARS THE NAME SHELDON, among technically

trained men, has been a symbol of supreme quality in axle

design. And Sheldon copy will show clearly why Sheldon has

_Won the unqualified“! endorsement of engineering opinion the

world over.

See next two pages for reproduction of Saturday

Evening Post advertisement for June 28th



1901 Double Page 8. E. P. * *

 

THE SATURDAY EVENING Posr hm,

FOR

Automatic Adjustment

Expansion due to heat is compensated automatically

in Sheldon Worm Gear Axles.

The Sheldon thrust bearing is a ball bearing—the only

type ofbearing that will take the thrust ofthe worm in both

directions. The Sheldon front bearing is free to move as the

worm expands, and thus adjusts itselfto expansion and wear.

Sheldon Axles are Self-Adjusting

No external adjustment is necessary—therefore it

is not provided.

In the Sheldon thrust bearing adjustment is automatic,

which takes care of the expansion in the Worm and pre

vents tight bearings and loss of power.

  

In addition to this feature, ball thrust bearingstake all combina

tiuns of radial and thrust load directly through the center of the balls,

so that wedging is impossible and friction is reduced to the minimum.

 
 

 

 

HIS {a the first of a

‘ series of dominating ad

vertisements which will ap

pear in leading publications

qf national eimulation.



.THE SATURDAY EVENING POST
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R,zt_i_lroad Construction

‘Look at the axles of a locomotive or a freight car. The wheels are

fixed to the axle shaft and the axle turnswith the wheels.

Now look at an animal-drawn vehicle. The axles are stationary

and the wheels turn.

This type is satisfactory for the loads and speeds required, but rail

road conditions demand the strongest possible axles for great weight

and enormous side-strains. Hence the adoption of the fixed hub and

wide spread of bearings.

This is the Sheldon Principle

It is the ditierencc between axles for light, animal-drawn loads

and Axles that Carry \the Freight Tonnage of the World.

Send for catalogue explaining the Slleldon points of superiority '

SHELDON AXLE & SPRING COMPANY, Wilkesbarre, Pa.

 

 

 
 

 
 

 

 

THE Saturday Evening

Post and other maga.

zines will carry the message

of SHELDON quality to many

millions of readers this year.



 
 

FROM THE FIRST, SHELDON EN

GINEERS and builders have worked

with one fixed purpose—to develop a worm

drive axle that would give better and more

economical service over a longer period of

time.

Their efforts have never (as often happens)

been circumscribed by any consideration of

price.

For it seemed that any farsighted truck

maker would be Willing to pay somewhat

more for his axles, and the user somewhat

more for his truck, for the sake of a definite

assurance of trustworthy performance.

Today the recognition accorded Sheldon in

engineering circles is all the evidence needed

that this policy has never been compromised.

SHELDON AXLE & SPRING CO.

Makers of Springs and Arkafor Heavy Duty Smiccfor More Than Fifty Years

WILKES—BARRE PENNA.
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Startin Lighting.

Systems

  

Standard equipment on

the Packard since 1912

  

On Fine Cars the Bijur System

Is an Assurance of Dependability ‘ ,

HE. quality of the cars which use the Bijur

Starting and Lighting System is an indication

of merit.

Beginning with the Packard in l9l2, adoption of

the Bijur System has extended to the Marmon, Win—

ton, Apperson, Jordan, King, Roamer and the

Peugeot of France.

Besides meeting the requirements for the leading

passenger cars the Bijur System has been adopted for

use on motor trucks, air and sea planes, dirigibles

and tanks.

  

THE BIJUR LIST

The Starting of DePalma's 150 mile an hour Pack

ard was not too heavy, the transatlantic flight of the fii’lwrm“ ¥°‘ml°'

NC Planes was not too far, and the design of the czlrmerce Truck :r

81]“? Starters 1.8. such that no application can be too cunt Cum" Aeroplane

small for the BiJur System to meet effectively. Jordan Co. The “Oriole”

King U. 5. Army and

Bijur Engineers are prepared to discuss plans and zl‘fm"; 22"]

suggest designs for the incorporation of the Standard Firs; c Bugs?

Bijur System to any form of automotive starting and Peugeot of Fun“ Tank,

lighting duty.

0 o " otar mm'ng igbcingsrems

B11] 1111.“ .Motor ‘ A ”' 5 6‘"Appliance Company .'

Hoboken :9 @ NewJersey

\Vhen writing advertisers please mention Motor World—it identifies you
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Unless a business is built on quality

products, competition becomes a crush;

ingforce rather than the “life of trade. ”

Thousands of dealers are selling AC Spark Plugs

for that reason.

The superiorities of AC Spark Plugs are recog

nized everywhere. The proven merit of AC’s

has created for them a tremendous demand,

which is growmg daily.

Dealers, who concentrate on the AC line, make

quick and easy sales and benefit from frequent

turnovers on their investment.

To stock AC’s is to sell AC’s. These spark

plugs need not be pushed or oiiered at a sacrifice

to get them oii your counters and shelves.

AC Spark Plugs are the quality roduct of an

established company, which for t ie past twelve

years has had the confidence of the American

automotive industry. '

America’s leading automobile engineers have

found AC’s best after exhaustive tests. Their

recommendations have led to the use of AC’s

as original equipment on most fine passenger

cars and on the majority of trucks and tractors

of established reputation.

After the most exacting of competitive tests, AC

Spark Plugs were adopted as standard equip

ment on all Liberty and Hispano-Suiza air

plane motors.

The ublic knows the oodness of AC's. Auto

mobi e owners everyw ere are convinced that

AC’s are rig/1t and demand them. That is the

reason you can’t go wrong by stocking the

complete AC line. Complete dealer information

sent on request.

Champion Ignition Company, FLINT, Jim/“gm;

  

When writing advertisers please mention Motor World—it identifies you
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These manufacturers use AC Spark Plugs for factory equipment
 

  

 

 
 

) Hispano-Suira McLaughlin (Canada) Pierce-Arrow2331338311"), i):?llacls Howell Tflctol‘ii MenomineeTrui-kl Pilot

Tractor! Deere Tractors Hudson Midland Trucks Pioneer Tractors

Ahrena Fox Fire'l'rucka Delco-Light Hupmobile M|t¢he|| Premier

American-La France Diamond TTrucks Jackson Mounbxnigh‘ R20

Anderoon Diehl Trucks Jordan Mom-hm] Truck, Re Vere

A non Dodite Brotherl Jumb° T'“°"' Namleon Trucks R T kAp’feton Tractor: or: Kent Concrete Nut iker rue 8

Au urn Duesenherg Motors Miler} Nation“ Robinson FireTrucks

A'gfi Tractor! h Eagle 'l-‘racrors fiisTar¥lrucks N son Rock p.“

aroc WI! TN“ 5”" c ‘ Nelson a; Lean Truck! Rowe TYUCI"

Bun-lo Mon)" :twflgl-Erlllfa' §§$$lé¥§x Netco Truck! Ruten bcr Motors

Bu ll?" Gabriel Trucks K-Z Trucks Northway Samson Tractors

ggd'illa Genco Linht La Crosse Tractors gaggnlt: M T ‘k g-ndow Tfuck

1 Cl T.M.(o G. B. S. MOIOI’S Lalley-nght l e i 9 Fl" »\ Saxon h

Clan-liner! G. M. C. Trucks Lane Trucks Oldsmobile S_cr|pp1 -Boot

Chandler Gramm‘Bernstein Liberty Packard Scripps Motors

Chevrolet TRICKS UN"! Alfcrll" Paige Seagrnve i- ire Trucks

CthIROTrUCKI G" 0°" Mom" Pan-American Seneca

0°" H" TNCk' L°C°m°bu° Paterson Signal Trucks

common'eflth Hun" True“ anmoqr “ck, Patriot Truckl Singer

concino‘:1l.rh‘i§:;n 12:312.: Mai: Fire Trucks 999"“! SMIIhMOIO'thl

ggngm-giu Herschell-Spillman Mayra J’hianna Standard Truck! 
  

  

 

U. 3. Pat. No. 1,135,727. April 1!, 1915, [1.3. Pat. No. 1,216,139, Peb.13.1917.0ther Patents Pending
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“earns-Knight

Sterling: Motors

Sterling Trucks

Stewart Truck.

Straubel Engines

Stutz

Sullivan Trucks

Swartz Lighting

Planu

Titan Trucks

Tower Trucks

Univernl Trucks

United States

Motor Trucks

Vim Trucks

Ward La France

Truck:

Weotcott

White

Whitney Tractors

Wilcox 'l'rux

Wisconsin Motors

llqlxerine Tractors
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EgiéiesA/bverfilzksgasaer
Sliding CbnfactPrinciple

1 Cushion Spring—acts

' as a shock absorber

for the brush and absolutely

pre'z'c'nts “jumping” or

breakage in the t’T't’tIl of

backfire.

2 Easy fitting Brush

° coupling. Fits any

standard Ford Timer Shaft

and Permits use of MIL

LER " NE VER -MISS”

Brush with any standard

make of Timer.

 

 

   

 

3 R o u n d e at contact,

brush of wear proof

hardened steel, insures Posi~

tire sliding contact with

net/'er-wmiss.

4. ..S‘wedish steel spring,

insures an even ten

sion contact at all stands,

and under all conditions of

service.

 

 

  

How to Banish Ford Timer Troubles

and get five times longer and

better service, at no additional cost

There are no two engineering opinions

about it: The regular standard rolling

brush in your Timer is a trouble-maker.

It batters the contact bed until a series of

ridges is formed on the shoes, and then

you get that bumpety-bump cfl‘ect that

causes misfircs and no end of mischief.

It's a bad actor.

Now look at the picture of the “MIL

LER NEVER-MISS TIMER.” Get the

principle? It has a sliding contact brush:

the more you run the car. the smoother

you make the contact bed. No chance

for bumps, ridges or misfires here—noth‘

DEALERS—if you want a quick seller, lay in a stock of these timers.

ing but sure-fire action,'a hot spark

every time around. You'll never have

firing trouble with a MILLER aboard.

 

You Can Buy A Miller “Never Miss"

Brush For Your Present Timer

The Miller Brush, which makes possible the

remarkable efliciency 0f the Miller Timer, can

be purchased separater for use with any

standard make of Timer. It merely takes

the place of the old style Brush and can be

easily installed in a moment. Even though

the contact ring of your resent timer is in

bad shape the Miller " or" Miss" Brush

will wear it smooth again after about 500

miles of service.

List price of Brush only—8O cents.

  

 

You’re lucky if your regular Ford roll

ing brush Timer stays on the job for

3,000 miles. Yet the MILLER NEVER

MISS is giving quard of 25,000 miles

of perfect service on many cars and

20,090 miles is a general average.

That's SOME mileage for a two-dollar

bill. Goes on easily—you can attach it

yourself in a couple of minutes. If your

dealer doesn't have it, send us the two

spot and your dealer's name and we'll

ship you a MILLER Timer. complete

with brush, by return mail.

The original

inventor, whose patent we have purchased, was a Ford agent in a little town in UN

Middle West; yet he‘d hardly more than get his patent papers filed when he was

making and selling 5,000 a month in his tight little territory, without a penny!

worth of advertising.

or write to us.

Good discounts.

Be sure to mention your jobber's name.

That’s just a sample of how Ford owners are gobbling it up.

“'l "W quickest little mover you ever handled. Ask your .lflbbfl‘.

MIL-MAC MANUFACTURING COMPANY

1714 North Broad Street Philadelphia, Pa.

 

—
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TRADE MARK‘REG. U. S. PAT. OFF.
 

 

 

  

Every Length Guaranteed for One Year's Service
 

'Triplezd is guar'

anreed for one

year's continuous

service. In over

age We Ls over

two years.

This Length of Hose Has

Been in Service Over

Three Years—

and is stilllidelivering

clean gasoline

IT has been in use since April,

1916 on one of a pair of Tri

plexd equipped portables be

longing to H. Kcrgman, 2011

Foster Ave., Brooklyn, N. Y. It

was photographed May I6, 1919.

It is an example of the serv

ice capacity behind the Triplexd

Guarantee‘.

Since last March this hose has

delivered 14,834 gal. of gasoa

line. For three years it has

worked in the open in all

weathers. It is still leak

proof and delivers gasoline

free from rubber sediment.

The only signs Of wear are

the taped portion where the .

fabric has been worn by

chafing arzainst the tank.
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Baker1le Covelzr
aB Highest Quality - Perfect workmanship Er—

Cata/og ojrComp/ete

..Q'ne 0n ([Qquest

SIGN OF THE BEST

some

1810

I

Baker Tire Covers, on account of their adjustable features, are

guaranteed to fit all Tires Perfectly. They are the kind that sell

readily. Jobbers and Dealers are safe in stocking the Baker line.

We also manufacture complete lines of Awnin s, Tents,

Paulins, Tractor Covers, Flags and other Fabric roducts. ' '

BAKER 8 LOCKWOOD MANUFACTURING (3%
KANSAS CITY FACTORY: 7th and Wyandotte Sta. NEW YORK FACTORY: 473485 Kent Ave" Brooklyn

  

$usz'ness Builder:

for (jive @éa/ers

New York Factory

now in full production.
" Tit-“n!

‘ 4'@#\1.‘-.

‘Q-frj,
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TRADES MARK REG. U.S. PAT. OFF.

SPARK P LU G

THE SHELL

The Shell of the Red Head Sparl: Plug is made from

heat treated steel. carefully machined and gun metal

finish. The “Big Boy“ Red Head Plug has an extra

heavy large shell and a large steel bushing with broad

gripping surface.

From cap to spark gap the Red Head Sparlc Plug is a

feature plug. Vitristone. the insulator. is better than

the best porcelain. The nickel manganese electrode and

firing points will stand the greatest heat any motor can

produce. It is easily cleaned. the sparlc gap needing no

adjustment after the core is returned to the shell.

Red Head VilfiStoIle Sparlt Plugs
Reg. U. 8. Put. OR.

 

The line is complete—Standard Red Head, “Big Boy“

Red Head. Standard Ford Red Head. Ford Priming

Red Head. Red Head and Motorcycle Red Head.

These plugs move rapidly. Their advertised prestige

is nation Wide. Their records of endurance have

made them popular.

  

Send for full information covering our liberal dis

counts. They are big enough to make you an en

thusiastic Red Head Plugger.

 

 

RED HEAD SPARK PLUG CORP.

261 Broadway : : New Yorlc. N. Y.
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c b - b a a .

q 0 a a; 01 9.15 .
girls: 0 2 1:. My . 68 or {Ia-’69:ng ca 1

10,, 8 boa/gal Q51} q't ' 45a” 217‘ tbgo’boll - - F

a: 0,4?" {11%,‘5-1‘1. a a”? 1,112 "o 2?; or DEALERS

O =__\ “'8' 00%: “25’s.? “00% b rm ’1?‘ :"

v a ,0 "‘7- “a i” s,;a,,°‘*ssol 4 _ There isn't a single dis

\_ 4' , . I
~ , H" vs '11 b° if," °r satisfied Jumbo user in

\ %'0 ’3' t 81, '81-, do? '

. _ o ’ s: < the country that we know
. l )0 e .

a 41.7; ’1 ‘1 ‘7 . . , .

"-1. "' (., 1'01“ of. There isn t a Single
\ :7 -- “r ' 2'0 comb :- Jumbo dealer that is not

. I o f .

~ ’14! 00 " making money. These

"- u, _ 1% ' 1 facts should convince you
i v - that the Jumbo proposi

' . ’ ‘ tion is worth looking into.
“ u ' I _

' Write for details. J

 lOW IIPKEEP 1081' v 'ls .runsniumu. moor 'l'lll'l' DVIIISIZI consrnuenon on:

The satisfaction of the C. W. Merydith Contracting Co., of El Dorado, Kans., is general among Jumbo users. Another Jumbo owner

has received 30,000 miles .of service from his truck Without spending one cent for repairs. Even the original set of tires are still_in

use. OverSize construction, combined with use of the best units money can buy, is resulting in a greater freedom from repairs

than even the most sanguine user expects. Jumbo trucks are fast proving the most economical and dependable transportation units

in America. It is an honestly built truck—honestly sold, and every Jumbo truck is backed by a full year guarantee.

Nil-SON HQ'I'OIL 'I'IIUCK C0" sitelimw, HICIIIGAI

New England Distributor

a..." “mam... ‘ '"‘" .IOl-IN SIMMONS co., 102-110 Centre se, New York City
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Three asic faultofaverage

  

tires corrected

Eight features that make the Thermoid Tire

extra strong

EGINNING in 191 5, four experts—

two practical tire makers and two

chemists—studied tires for every

possible fault before attempting to make

improvements.

They found that the disintegration

and wear that tires sufl'er is Iar ely due

to a porous condition of rub er and

that this condition results in three

principal faults.

The rubberizedfabric, as a result of

heat and friction, develops weak spots.

The tread being slightly softened,

water, sand and oil gradually work in,

and thus more rapid wear occurs.

In some instances, tread separation

finally develops, resulting in sand

blisters, peeling of of tread, blow

outs, etc.

In March, 1917, the Thermoid chem

ists found a way to seal up the small

pores existing in average rubber.

Crolide-the new material develo ed

-is com ounded with U River ine

Para rub‘ber in four di erent ratios:

l—for calender-ing the fabric

2—i'or the cushion inside or below the

breaker strip

3—for the intermediate bond between

the breaker strip and tread

4—for the tread of the tire

This process means added strength

and elasticity.

The Crolide Compound tread is 50%

to 200% stronger than average rubbers,

and yet a one-inch strip stretches to

778 inches.

In addition, several structural im

provements were adopted.

  

 

IL



Eight special Thermoid features

 

 

1. The tire, in many

sizes, contains one more

ply of fabric than is ut in

standard casings. or ex

ample: 356 inch casings

are built with five lies of

fabric, and 4% inc sizes

with seven plies.

2. The fabric used in

the tire is woven from

17% ounce long-staple Sea

Island cotton.

3. Between each layer

of fabric there is an extra

coating of Crolide Com

und rubber—a special

lend which makes the

tire practically immune

from fabric separation.

4. The cushion is also

made ofa special blend of

Crolide Compound rub

ber. This stock has a

tensile strength of 1500

pounds to the square inch,

You can’t pull the tread

herm
ROLI DE COMPOUN

even though it is unusu

ally elastic.

5. The breaker strip is

made of a specially woven

fabric. When frictioned,

it absorbs a maximum

amount of rubber stock,

fol-min with the adjoin

ing rub er cushion a re

sistant to sudden shocks

and road strains.

6. Between the cushion

and the tread there is a

different rcen e of

Crolide. '63s special in

termediate mixed stock,

graduated between tread

and cushion, forms a bond

which is tough.

7. The tread is of Cro

lide Com ound rubber—

extrathic —butnotsothick

as to be over-balanced, and

yet, because of Crolide,

far tougher.

  
  

TIRES

0|

8. Thebeadisheldfirmly

in place by a special

Thermoid interlocking ar

ran ement of the plies

oi abric.

To the trade

We have ado ted what we

define as a "se ing” proposi

tion. We recognize the fact

that the trade can sell as well

as distribute and have worked

out the scale of profits ac

cordingly.

Write for full information

about proposition.

Ifyou are not making money

on tires, or if you are making

money but want to make more,

ou will find the Thermoid

ire and the Thermoid Sales

Plan interesting.

THERMOID RUBBER CO.

Factory and Main Oflicrl

Trenton, New Jersey

New York, Chicago. Boston. Phllaer

phll. San Franciscan, DclroilJnsAngrles,

Pittsburgh, London, Paris, Turin

D

\‘w
,__

\

5&4:'-"..',"“r i

J

J

of a Thermoid tire

/\E '~ "'-~‘
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This Compact, Powerful

Tractor Favored By

Farmers Since 1914

A popular tractor among all farmers is the Case 10-20.

  

  

- _

 

  

 

The Case 10-20

Its reliability, con

venience and all-round adaptability were immediately recognized. Thousands

were sold. Today it is a favorite wherever tractors are used.

, Many more will be purchased for plowing, threshing and other work. Our numerous

 

    

 

    

 

 

 

 

  

Chassis View of10-20 Tractor

Case Branch Houses and many dealers are prepared to

make immediate delivery. Foresight in manufacture and

distribution has made ample provision to meet this demand.

The drawbar rating of the Case 10-20 is 10 horsepower.

This is equivalent to 1,650 pounds pull while traveling 2%

miles per hour. But where unusual conditions demand it,

this sturdy tractor can deliver 2,600 pounds pull at the

drawbar. This fact appeals strongly to the farmer, who

knows the advantages of‘ the machine with reserve power.

For belt work its smooth, steady operation insures uninter

rupted completion of every job. It will drive a Case 20x36 thresher

with wind-stacker, feeder and grain handler.

The four-cylinder valve-in-head Case motor is mounted crosswise

on the main frame. This permits the use of all spur gears. The

belt pulley is located on the crank-shaft for convenience in lining

up to belt-driven machinery.

There are other features, such as The Case Patented Air-Washer

and the Sylphon Thermostat. The Case name alone is a strong

recommendation, for farmers know this famous line of power

farming machinery.

Write or wire the nearest Case Branch House or direct to our

General Office for complete information. You can meet your

customers’ needs with this tried, well-known machine. It will

bring you bigger, more completely satisfied trade.

J. 1. Case Threshing Machine Company, Inc.

Founded 1842

1891 Erie Street, Racine, Wisconsin, U. S. A.
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CAUTION

This tag is attached to all genuine

Stewart Repair Parts.

LOOK FOR IT!

If you don't find this tag, you are

getting imitation substitute parts.

Refuse to accept them.

The use of imitation parts on any

Stewart Product, at our option,

invalidates the Stewart guarantee.

For your own rotection demand

  
 

  
uidvert'afieiineai—A/u'mfiiy

(Your cy‘a (/727161‘

  

A Red Tag like this

is attached to all and

only genuine Stewart

  

 

Parts. It is for your genuine stowm arts.

"°'°°'i°" “ we“ '“ STEWAlT-WARND‘R snmoslzrla

your customers. Do- coflrofu-no"

mand it on the parts
  

you buy.

 

 
 

  
fi—‘T-I-r

You Would Never Sell

Another Imitation

—if you were in one ofour Service Stations and \ ~

heard the remarks when a car owner finds he

has had palmed off on him an imitation part

for a Stewart Product. . '

  

  

His remarks are not very complimentary

toward the dealer that sold it to him, we can

assure you. Can you afford to let this dealer

ever be you?

  

Therefore, sell onl

GENUINE diam?

Replacement parts

AMMCMX

ORIZED

  

 I Stewart-Warner Speedometer Corp_

Chicago. U.S.A.

  
  

 

ri 

 

 
 

 

  

 
 
  

Lu0K This sizn is your public certification

that you do not deal “I imitations.

Wig hef aontlfgee f%II:hF‘;sklhI-b I:

ma eo stee , oautl u y | amp 0

' 1! ho d. 5' .>. RE" TAG ' . WFAR“ assist: was"... us.
‘ Very attractive. Ordoryoura lodav!
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Reducing Dealer’s ()verheacl

—lncreasing His Profits
 

One F-W-D Model F-W-D Dealer's

Entire Merchandile

Investment

  

  

ITH one F-W-D model and one stock of parts the

F-W-D dealer covers a bigger market than he can with

a full line of rear drive trucks. Seven out of every ten

trucks, from 2 to 5 tons, built last year came within the range

of the F-W-D’s carrying capacity. The F-W-D is the most

economical truck for all ordinary hauling in city or country,

and it gives the dealer a big market in special service where

it has no rival. It reduces the dealer’s overhead expense by:

Confining hi: inveltment in truck: for show floorpurpoeel to one model.

Reducing the size of his show lpace.

Lowering his sales and service expense through concentrating on

one model and—
  

Cutting down his investment in atock of part: at

least two-thirds.
  

3 Eu, Sleerinl‘ l 5" . . . .

a \ Built by a great, permanent organization With an

.7 ‘ international reputation. Backed by the largest

> 76%“ f ‘ ‘_ ’ ' “t .: advertising campaign. Send for our proposition.

1 ; ~"‘ 5 .

‘ The Four Wheel Drive

Auto Company

Dept. P Clintonville, Wis.

Canadian Factory: Kitchener. Ont.

  

>7 >/

Lt-mumtcll in I ,

Any \Vovk >.

J

_
  

LR

  

For Trucking Merchandine

   

?  
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Sales Oflices

  

QUEESTADLEY

Qeieler

AUTO JACIQ

DESIGN FEATURES

A telescope handle that makes it unnecessary to

crawl under the car.

A short stroke. No overhang of the car can in

terfere with the action.

The quickest stroke known in jack design

(3%; inch to each stroke).

A jack weighing 8% pounds with a lifting

capacity of 3,000 pounds—V2 ton over capacity.

 

SUPERIOR MERIT POINT No. 5

 
 

 

Dealers—

When selling the

Peteler Jack,

Point Out This

Lifting Bar Feature

Here is a small design item but a highly impor

tant one. Note that the head of the bar is slightly

concave. This seats the axle securely. It cannot

slip ofi“, and if not correctly seated, it will adjust

itself. -

The Peteler Jack is the best seller in its field—

simply because it is the best jack.

You show a car owner that he can raise and

lower the car—and then remove the jack without

releasing the handle. He will [my on that feature

alone.

Now add to your demonstration talk, the items

of design and construction noted on the left.

This Peteler Jack

Sells for $6.50

There isn‘t a dealer reading this, who will fail to see

the tremendous sales possibility among car owners in

his territory. ,

MANY UNFORCED SALES—GENEROUS PROFITS. WRITE FOR THE BIG STORY

COE-STAPLEY MANUFACTURING CORPORATION

Factories, Bridgeport, Conn.

136 Liberty Street, New York

 

DEALERS

If your Jobber, Perchance,

cannot give you the Details we

lllllllllllllllIlllllllllllllllililllllIllllll'llllllillllilllilllllllllllllllilillIllllIll|lIllllllllIlllllllllllllllillllllllllllllllllllllllllllllllllllllllllllllllIlllllllllllllllllllll|lllllI|||lllllllllllllllllllllllllllllllllll|IIlllllllllllllllllllllllllllllll1 will Furnish Them.
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_ Campbell

“ Fan Belts

  

This is the famous Latlgo Fan Belt

for Ford Cars. It is made of the fa

mous Lstigo leather and is impervious

to heat, oil and water. Friction can

not burn it. wear cannot harden it

and it will not stretch or slip.

The new reinforced Latigo an Belt

is made of special waterproof duck

ing, scientifically folded and stitched

to Latirro leather with rows of heavy

ilm-ud stitching. Wonderfully durable.

\

The Campbell Corded Fun Belt for

80rd Cars is a really non-stretchable

belt. It is made of waterproof can

\‘as interwoven with a series of eight

cords and then stitched to leather for

pulley flcing. Will not stretch or

run off.

The Campbell V-shaped Latlgo Belt

successfully meets the demand for a

belt of this kind. It is made of

three plys 0! heavy Latigo and held

together with leather thongs. There

is no chnncc whatever of ripping.

  

A late Packard model equipped with Campbell _/

Detachable Upholstery.

Here is an accessory that

brings in handsome returns

and you tie up no money in stocks

Campbell Detachable Upholstery

should be doubly interesting to

every live dealer. First, you sell it

without tying up any money in ex—

pensive stocks. Sales are made en

tirely from a swatch booklet. Our

large manufacturing facilities and

immense reserve stocksinsure quick

deliveries.

Then, there is Campbell quality. If

you have ever seen this Seat Cover

de Luxe you know what that means.

You have probably noticed the fine

motor fabrics used, the perfect and

permanent fit, the broad, heavy

The Perkins-Campbell Co., 625 Broadway,

binding, the reinforced seams and

the special Campbell-Carr Durable

Fasteners that always work.

Campbell Detachable Upholstery

gives perfect satisfaction because of

this attention to details—because of

its long-wearing qualities. It should

not be confused with cheaper seat

Covers. '

If you are interested in quality

goods that make friends of your

trade—if you are interested in an

accessory that brings in better than

usual returns—drop us a line and

we will give you the complete facts.

Cincinnati, Ohio

 

DEALERS!

Send for our catsio: of quick selling

leather and textile automotive neces

stories.

 

  
  

DETACHABLE UPHOLSTERY

When writing advertisers please mention Motor “fluid—sit identifies you

  



86 June25.1919

. or _grip bolathe

HQWittnon-skidCOI' ii

 

HE Hewitt non-skid Cord has a happy grip

on the hearts of users, dealers and distributors.

And it grips the road yvith a safety that makes

the driver glad.

Permanent tire business can be built only on such

quality as is built into Hewitt Tires.

HEWITT RUBBER COMPANY

Faclory and Execulivc Oflim at Buffalo, N. Y.

New York Boston Philadelphia

Chicago Denver San Francine
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Special Model for

MAXWELL

CARS
M R. MAXWELL OWNER, if you would know the joy of a smooth, flex

  

ible, dependable carburetor—a carburetor that does not give trouble,

that always functions satisfactorily, that picks up quickly—a car

buretor that gets the last atom of power out of the fuel—equip your car

with a Kingston Special. It was made for the Maxwell.
0".

‘OU‘.QUi'QUOUUUQQCIIUC'.IDOQODO...
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.. Thousands of Maxwell owners have bought them during the last month, and

'. have been more than repaid.

The Kingston Special will more than pay its own way in the fuel that it

saves, to say nothing of the life and power and flexibility that it adds to

'.z the motor.

This carburetor is sold on a positive guarantee. it must make good or your

money goes back—and you are the sole judge.

The price, with warm-air stove attached, is only $1 LOO. Order through

your dealer; but if he can not supply you, send the amount to us and the

Kingston Special will go forward by parcel post.

TO DEALERS—Now is the time to take

advantage of this big demand. Write for

special proposition..ooo _ no.

::: BYRNE, KINGSTON & co., Kokomo, Indiana, u. s. A. :::

BRANCHES: N Y k Ct .1133 B d ; Chi , 1430 M‘ h' A - D c 'r, 510 w d dAveceZueZWSanI T'iranciacofozz;5ay\'an AvenuescBlfsatlrlm,vle; rufyflgtreet 0° war... ' .Q.

... . ...

.‘. Q.‘
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The jump spark is plainly visible through a

“port hole” or window as noted on the illustra- '

tion. It serves the double purpose of allowing ignition to

be seen instead of “guessed at," and functioning as an in

tensifier. This design positively prohibits carbon. -

Consider the mica wound terminal rod. Even in the remote event _of

porcelain breakage there can be no short circuit—no compression loss.

Add now the porcelain quality (we use “775"—the world’s best grade).

This makes the “Pittsburgh Visible” practically unbreakabie.

There is not a weak spot in the plug—nothing that will bring a dis

satisfied car owner back with a complaint.

sells and stays sold. Those who equip with it advertise its staying .qualities, and so

it becomes. in a great measure, a self seller.

You can build a large and increasing spark plug business in exclusive territory we

are prepared to assign you. it you will actively demonstrate the Pittsburgh Visible—

expiaining why it cannot “lie down on the job.”

We have a proposition, most interesting from a discount standpoint. This in con

nection with the superior selling points of the plug ought to make you a plugger for

the “Pittsburgh Visible Spark.” Write for the information. Added attraction—We

pay the war tax.

The greatest improvement in any spark plug ever made is the adjustable gap—the

exclusive idea incorporated in the Original Pittsburgh Visible Spark Plug—adjusted

without removing the plug from engine. '

Sold direct postpald it dealer does not handle.

. Retail Price $1.50

Pittsburgh Visible Spark Plug & Mfg. Co.

. 460-68 Melwood Ave.,

Pittsburgh, Pa.
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‘Presenting the New $1295

Touring Car to the Trade
 

 

ALLEN DEALERS WILL PROFIT

BY OUR PUBLIC CHALLENGE

N a two-page advertisement in July 12th

Saturday Evening Post we challenge any car

to out-look this new Allen or to out-do

it in actual performance. Unfraid, we smilingly

dare the car prospect to compare the smooth and

silken-actioned Allen with what he regards the

best performing car on his automobile row.

We urge the buyer to go to the dealer for a

test ride which will prove overwhelmingly con

vincing because this new Allen looks and is the

smartest and best performing automobile in the

popular priced field—as quick as a cat on the

throttle, and with so much power for its weight

that it playfully romps past anything that pre

tends to dispute its cunning.

When the prospect comes to the Allen dealer

for his test-ride this new Allen car can be

depended upon, absolutely, to do its own selling.

THE ALLEN MOTOR COMPANY

COLUMBUS, omo
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“New c/lllen Touring Car, Five ‘Passenger (Series 43)

$1295 [10. b. Columbus, Ohio

We follow precisely the same method in presenting this new

Allen to you, a dealer, as we do in our public appeal.

We say to you,—see the car, ride This Allen shows in an utterly un

in it. The new Allen. itself. is its own answerable way that without brutish

StrongeSt salesman power it can economically and with

i We don’t stress the price nor any unfaltering ease clip off the miles at

- conventional specifications, for any sane pace—Say 25 to miles an

new Allen doesn't Shine 0" Paper hour without tiring the driver or

nearly as brilliantly as it does in jouncing the passengers_

aetual fieSh-andbloo‘i comparison What this faithful, sweet and even

This new Allen 15 a hvmg exponent tempered car does provide is this:_

f ' ' ' . .o brainy desxgnmg It demonstrates more comfort and good looks than

absolutely, that long wheelbase isn't ,

the only means for getting riding you ve ever known under two thous

Comfort. This car proves what and dollars, and the quick playful

you've believed all along, that it ness to Ont spurt big cars, to 80

doesn’t take extravagant construc- around them In mud. and to pass

tion to make a car truly beautiful. them on the climb.

 

If you think these claims too

good to be true, we suggest that

you take your skepticism to the

car and then pass judgment. You

know real value. You can't be

fooled by any worded combina

tions of the alphabet.

BUT‘if you find, as you surely

will, that this new Allen is one of

the very few real "sensations" of

[920, then it is up to you to bid

for the Allen proposition.

 

  



  

  

ThemwAIIenisoremnk-bleporformnbmuleimdesignisaciomific. ltisengineereclwithnnicetylhothu

nothontoforebeeauppliedmothemoderao-siudpopuhr prieedm. Wegivelfewspccificimma:

Superbeated Intake

The auxiliary air goes into the carburetor

healed, after which the mixture, on its way

to the cylinders, is super-heated in the in

take which is in direct contact with the

exhaust manifold at two points. . The appli

cation is a step beyond any similar system

and gives to this new Allen motor extra

ordinary acceleration, unusual speed, ex

ceptional economy and the ability to readily

digest low grade gasoline.

‘Rzgzdzty of From

The new Allen bridge-girder~construction

frame is so stout that it actually does what

a good frame should do:—it withstands all

' strains and road abuse and holds the body

stiff and rigid—thus doing away entirely

with body creaks, rattles and sticking doors

——a type of construction in strong contrast

with the ordinary frame which to a consid

erable extent depends upon the body to

stiffen it.

0412 Ideal Universal joint

To a far greater extent than most people

appreciate, smooth and unlabored car move

ment, is dependent upon good universals.

The large ball rolling type universals on

this new Allen operate with precise smooth

ness—no back lash—absorbing a minimum

of power.

Reboundless Spring eviction

Because the springs are the longest in

proportion to wheelbase, are nearly flat, and

because of a fine gradation of the leaves,

this new Allen either light or loaded, rides

chuck holes and inequalities with a smooth

ness and lack of rebound that is almost

mystifying. In conjunction with its deep

upholstery, ample leg room and nicely

scaled seat angles and dimensions, this car

gives passenger comfort formerly unknown

in its class.

 

 

 

  



Ease of Steering

This new Allen might be called a "wristy" car

because it responds so easily to its wheel,—a car that

women can safely drive, and one whose ease of con

trol will be appreciated on the long tour. The front

wheels are "dished" 'ust enough so that the king

bolt or steering knuc le pin axns goes through the

point of tire contact,——the mechanical reason why it

steers so easily.

  

Good Lubrication

Oil is pumped at twelve pounds pressure

to every bearing while the timing gears get

a constant “shower bath" of oil. Proper

lubrication of the spring bushings is pro

vided by oil cups—instead of grease cups.

"0/4 Fifty-Fifty ‘Proposition”

Dealers are competing for the new Allen

proposition because it represents—we be

lieve and they believe—the strongest sales

opportunity in its field.

This company is entering its eighth season

under highly favoring circumstances, hav

ing bought two big factories in Columbus,

Ohio, now equipped for large sales produc

tion. We make our own motors and trans

missions and in other respects are on a

sound basis for materials and parts.__ In

spite of a generally acknowledged car short

age, we are now making deliveries in quan

tity.

Weseek the finest type of automobile mer

chant only—the kind of dealer who can

command the best car in its class for his

territory.

We’re now looking for him and he’s look

ing for us. It's a “fifty-fifty proposition"—

so that both of us must take the necessary

precautions to be sure the tie-up is mutually

profitable and permanent.

We are sure our proposition will pass all

tests. If you feel the same way about your

qualifications as a dealer, we can get to

gether as soon as you write and make your

self known.

elddress Sch: Department

  

THE ALLEN MOTOR COMPANY

COLUMBUS, OHIO, U. S. A.
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'rm-z sum orA LIVE DEALER."—

who will replace this broken spring with a

TRADE MARK

 

  

and thereby guarantee satisfaction.

Stan-Par stands for experience, capacity and dependability. it is the trade mark

of a company whose various plants, under the familiar names of Perfection Spring,

Cleveland-Canton, etc., have been pioneers in the manufacture of Springs and

other essential parts for the automotive and vehicle industries. ' '

The dealer who handles Stan-Par Replacement Springs has behind him the

prestige, the experience, and the manufacturing facilities of a company which has

six great spring plants supplying the original spring equipment for seventy per

cent of the leading motor cars and trucks.

  

A very interesting 1919 spring

proposition is ready for dealers.

Write us.

  

Jobbing Division Cleveland, Ohio

When writing advertisers pleasementionhhiotor ,Worid—rit- identities-you
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WhyStart

aTractor

ThisWay

HY pull and tug—strain yourself—run the risk ofa broken

arm in cranking a great, high compression tractor motor.

when there is such an easier, simpler way?

  

Remy starting equipment makes the most powerful tractor motor

as easy to start as any modern automobile. Just turn on a ,

switch—the motor is spun—the power begins—and your tractor

is ready for work.

First, Remy starting equipment effects an actual money saving.

Ordinarily, when stopping your tractor to fix the plows, fill the

seeder, fix the binder, fill the radiator tank, etc., you let the engine

run idle rather than stop it and go to the hard work of starting it

again. The actual saving offuel cost effected in this way amounts

to many dollars during the season.

Second, with the Remy starter a boy can handle the tractor

continually throughout the day's work. This effects a very

appreciable saving in labor.

And beside all this, the electric lighting feature of Remy equip

ment doubles the daily capacity of the tractor; while the Remy

electric governor-generator keeps the engine running at even

speed under all loads, and makes it impossible to use more fuel

than is required for the job at hand.

Remy starting, lighting and ignition systems are standard

on the Moline Universal tractor. You can secure Remy equip

ment on your tractor if it is equipped with the later models

of Buda, Waukesha, Beaver, Wisconsin, R. & V. or Erd motors.

Write for full particulars.

REMY ELECTRIC COMPANY

Tractor Equipment Division, Chicago

Motor Equipment Div" Detroit Factories: Anderson, lad.

WhenYou

CanStart It
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a copy of this latest and most compre/

hensive piston ring size directory, if you have not

already received one by mail. It is just ofi“ the press. We flatter

ourselves that every automotive products dealer will realize the

value of this book when he sees a copy. It is handy, full of informa/

tion and the listing of the piston ring sizes is arranged in such a simple

way that there is no difficulty in immediately locating the data on

any ring desired. The book is FREE to automobile and accessory

dealers and garageowners. To the public it is priced at 25 cents.

  

  

Remember that the Gill is the PERFECT

ONE/PIECE PISTON RING, the ring With the double,

step interlocking joint. :1 real attainment in piston ring construction.

The Gill Manufacturing Company

351 West 59th Street

CHICAGO. ILLINOIS

When writing advertisers please mention Motor World—it identifies you
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The Compressor

Gets Its High Efficiency Through a Unique Valve Arrangement and a

Special Construction Which Permits a Full Six-Inch Stroke—Perfectly

Simple Mechanical Devices—But No Other Compressor Has Them

The LONG STROKE Compressor is entirely dif—

ferent—a radical, definite improvement over any other

make of compressor heretofore produced.

It fills a tire twice as fast because it delivers twice as

much air at every stroke—completely fills and com

pletd'y empties its cylinder.

Same Price as Others

But Twice as Efficient

The improved design of the LONG STROKE Com

pressor is what does the work. It does not cost any

more. So we can sell it for the same price as other

compressors.

Its secret lies in its long six-inch stroke and unique

valve arrangement, permitting the cylinder to entirely

fill on the section stroke and completely empty on the

discharge stroke. In other words, the valve clearance

is practically done away with and the full capacity of

the pump, both in power and quantity of air delivered,

is used. '

Fills “ms in

Half the Time

The LONG STROKE Compressor fills a 30x3 tire

to 60 lbs. pressure in 28 secondsl A 30x3% to 70 lbs.

in 49 secondsl A 35 x 5 to 90 lbs. in 2% minutes!

These are facts—not theoretical conclusions reached

by measurement of the cubic dimensions of cylinders.

We have actually filled these sizes of tires in the time

given.

Nickel Steel Hardened

and Ground Parts

This compressor is carefully made of the best

materials. The crankshaft is nickel steel, hardened

and ground. The reduction gears are all nickel steel,

hardened, fully enclosed, running in oil.

Roller Bearings—Runs

Easier, Lasts Longer

With Roller-type crankshaft bearings, hardened and

ground. running in a hardened and ground race

way; Bushings of “Non-Gran” Bronze, the best

obtainable; all parts perfectly fitted within close

tolerances—the LONG STROKE Compressor lasts

a long time in perfect condition, is never out of

order, runs easily, with a smooth, powerful action.

Jobbers, Dealers, Garagemen

This Compressor has no rival. Write at once for

full particulars, prices and terms. We will give ter

ritorial rights, profit-making terms, quick deliveries

and satisfactory service to those who apply in time.

71wMoron—Compassson Co
glgkers (£3th

1 usuam I “awarngar'jwr'”.Mm"woman:
  

Deflz'ces and 2-57

. Drcxnnsou S'r.. '
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“A CAR OF RARE
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The Sayers Six is Built by Specialists

Each individual unit of the Sayers

Six is the work of men who specialize

on that particular part and who are

recognized as leaders.

Look them over and you will find

such names as Continental, Delco,

Borg & Beck, Stewart, Boyce, Willard,

Fedders and many others. What

other car of like price can claim such

a complement of standard parts?

And combined with the forty year

experience of the Sayers & Scovill

Company in making quality vehicles,

the Sayers Six is an automobile as

near perfect as a mechanism of this

kind can be.

The bodies are made by expert coach

builders, seventy-five per cent of

whom have been with us at least fif

teen years.

The painting is done by hand and

allowed to dry in evenly tempered

rooms. This insures a durable, last

ing finish.

From radiator to tail light the Sayers

Six is an aristocrat among medium

priced cars. It has real sales value.

Write or wire for full particulars

today.

THE SAYERS & SCOVILL COMPANY

Gest and Summer Streets, Cincinnati, Ohio

ESTABLISHED 1876
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Are Old That They Are Good '

It is Because 1'

They are Good That They are Did it

i i

It takes years of continuous service to make a Shock 1"

l

 

 

 

 

Shock Absorbers

Absorber standard. It takes a good Shock Absorber to

Withstand the test of time.

W. 8: C.—the original Double Arm Shock Absorber for ’i‘ '

Ford cars—is a little more than three years old. Over .

200,000 sets are in service today. ‘ ,

Ever since the dealers first started to handle W. 8: C. ‘

Shock Absorbers their sales and profits have been steadily '

growing. Ever since jobbers started to catalog them ‘

l

I

l

they have been ordering and selling more and more as

the months pass by.
 

There is a reason for the continued and growing success

of W. 8: C. Shock Absorbers—quality, principle, and the

ability to give satisfactory and lasting service on the road.

W. & C. Shock Absorbers are built with bronze bushings

and Hard Oilers. Their principle is that of cantilever ‘i',

spring suspension. The result is popularity that jobbers ’

and dealers can measure in always growing and always

easier profits, that Ford owners can measure in the kind l

. . l‘
of satisfactory sernce they have always hoped for and ~

never before attained.
l

In three years, over 2,000,000 sets of W. 8: C. Shock Ab- “b

sorbers have gone into service and stayed there—and the

field for sales is only scratched.

DEALERS: Extra Profits Worth While Are There ‘1

' ' . . b . “The Orlglnal For You If You Say W 8: C To Your Job er i

He Knows. . 1

Arm Shock Absorber - Ii

for Fords—Price Still P' H' webber Company
Hoopeston minoh ‘i'

$10 per set of 4 Chicago 5.1.. D... ’

  

 

 

STAFF & ECKHOUSE 618 South Michigan Boulevard
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We have made it possible for Ford owners to put their

motors into the same “efl‘icierwy class” with much higher

priced cars. The attachment of the Philbrin High

Frequency Ignition for Fords makes this remarkable

transformation.

 
 

PEED is increased —> The old

sluggish Motor converted into a

snappy, powerful engine that'will

take you speeding, many miles faster

than you ever traveled before in

your car. Hills that formerly

caused the motor to labor hard, are

taken easily “on high."

This ignition system takes its cur

rent from the Magneto. It delivers

not one, but a shower of high ten

sion sparks into each firing chamber.

WE OFFER DEALERS a splendid

sales proposition. Every Ford

Owner is a prospect.

Combustion is made com

plete, lean mixtures de

velop high efficiency and

your fuel economy is pro

nounced. Does away with batteries.

You can carry them for use in case

of magneto failure. Otherwise they

are not needed.

The Phillirin System insures instant,

complete ignition. You get the

power out of every drop of fuel.

This means more miles per gallon

 

fifi flinlm_
  

 

  

  

and a season’s saving that will pay

for the device several times over.

This system is growing in popular

ity. Put it on your car and you

will wonder how you ever got along

without it.

Ask us to tell you more about the

Philbrin Ignition for Fords. Write

today.

NOW is the time to add this pro!

itable fast selling device. SinipIy

write and lay "Show me."
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The One Top That Sells New Cars

There is only one top made that

influences the sale of new cars for

distributors and dealers.

That top is the Rex All-Seasons

Top, pleasing to the eye and easy

on the automobile buyer's pocket

book.

All other tops are auxiliary in

character, intended only for tem

porary use on touring cars and

roadsters already in serviCe. They

lack Rex beauty and Rex adapta

bility.

The Rex All-Seasons Top is a

permanent top, specially designed

and built to fit the many makes of

automobiles on which it is applied.

This means that the Rex All

Seasons To not only fits and har

monizes with body lines and dimen

sions, but it is also a most practical

. means of converting new touring

cars and roadsters into handsome

sedans and coupés of unlimited

utility.

These Rex-equipped sedans and

Qoupés are so moderately priced

 

Rain protection—jib

cumin: in place.

       

 

Complete ventilation—

ll panel- removed.

  

ALL-SEASONS TOP

that they fall well within the means

of the average automObile buyer.

And at least eight out of every ten

prospects that visit your salesroom

are average automobile buyers.

They are men and women that

' want that comfort and shelter that

the closed car provides but feel that

they cannot afford them at the price

of the solid-body sedan or coupé.

But you can give them this com

fort and shelter at the price they are

ready to pay by selling them new

touring cars and roadsters, Rex

equipped '

The purchasers of these Rex

e uipped cars will never beashamed

0? them or dissatisfied with them,

for the Rex All-Seasons Top engen

ders pride of ownership and satis

faction.

Thus,youbuildgoodwill byadded

profit sales.

REX MANUFACTURlNG COMPANY

CONNERSVILLE, lND.

Direct Fae/org Representatives:

The American Distributing Co., Book Bldg, Detroit, Mich.

Manufacture-'1 under licenle in Canada by Carrie 2 Factoriel, Ltd"

Main Office: Excelsior Life Building, oronto

  

  

Tonnelu proteclion, for

ward panels removed.

MANUFACTURED m) ucm'srn

UNDER mm own BASIC PATENTS

When writing advertisers please mention Motor World—it identifies you

  

penela in

. ($12

| w l ‘N T E n\h ellheltixm— all

place



£
5
5
:

_

 

3
.
_

.

,
m
:

_
1

.o
s
.
.
.

4
.

.
/

_
,
.
.

J
.

.
g
.

3...
E
u

r.)
.
.

.
7
.
.
.
;

i
.
.
.
_
>
:
.
=
/
,
,

“
e
v
e
n
i
n
g

.
e

.4...
.
1
2
2
2
,
”

a

5
3
0
.
.
.
.
.
.
”

v
.

t

__

.
7

_
_

“
I
na
,

\

.

V
I
.
.
.

A
F
_
“
-
_
_
a
—
—

c

.
.

\
f
:

"
s
i
t
a
r
—
2
x
7

 

 

 

  

CRET

  

  

:7.

 

ITS SE

 
 

 
  

  C
~
<

E
a’

  

GPVES UP

  



a,~p1—

 

  

  

 

 

ERICAN
he ‘Balaneed Si)?

 

 

 

the enigma of equalized distribution in a car

of light weight been solved. At last has a

car been produced in which the weight over each

of the four wheels registers the same almost to the

fraction of a pound!

‘1] To the engineers of the AMERICAN Six goes

the credit for this revolutionary achievement.

What it means—what it does—what it is—can

best be appreciated by getting behind the wheel

yourself and experiencing the amazing roadability

of this Balanced Six.

1]] "i will sell 25 of them a month,n said our Phila

delphia dealer when he took on the AMERlCAN

Balanced Six. He sold I00 in exactly 100 days!

And during the Automobile Show _he actually took

orders for fifty-one AMERICAN Sixes!

1] it has been truly said that the AMERlCAN is its own best salesman. No one can ride

in this car without being profoundly impressed by its extraordinary readability. it seems

fairly to “glide". At high speed it holds the road like a car of double its weight. On

sharp turns taken swiftly no overtoppling oryside-sway tendency is perceptible. Rest your

hand on any part of the car while the motor

is running idly and you feel hardly a tremor.

THE Sphinx gives up its secret! At last has

5 Passenger Touring Car

122 in. Wheelbane, 44 Horse-power

3-Passenger

Roadster

11 The AMERlCAN Balanced Six is a car with

enormous selling possibilities for any live

dealer who is seeking a car on which he can

make real money. it is as distinctive in ap

pearance and as perfectly appointed as cars

selling at double the price of the AMERICAN.

Every unit in its construction is of the very

highest grade and most approved type.

1] The margin of profit is unusually large and

it represents a remarkable value at its price.

  

Wrile or wire for our libzral Jislribulor proposition.

AMERICAN MOTORS CORPORATION

Factory and Sales Offices: Plainfield, New Jersey
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The slightest cut in an inferiorStretched, as in the tire, good tubes do

tube-Rip! and the tube is ruined.not rip when cut. They cut but do not rip.

    

  

The Scissors Test

Take sample piece of tube 1/; in. t

by 3 in. Stretch to 9 in. or three

times its original length. Cut on o

the edge with the scissors. The he N lk R h
cut should not be more than l/B t t

in. across the sample. If the strip

tears apart the rubber is inferior. - Sg h

HE scissors test shows you that the Norwalk

Tube is diflerent. It shows you that it does

not rip as other tubes.

The Norwalk Tube proves to you that the

Norwalk Casing is your tire. The Norwalk Tube,

floating stock, both red and gray, is the high

est quality tube made. The Norwalk cord or

non-skid fabric with snow white sidewalls and

black tread is the highest quality tire made.

Norwalk products never ask acceptance on

faith alone. Prove them before you buy. Take

the first test now. Take the scissors.

  

 

  

   
  

  

NORWALK TIRE - & RUBBER COMPANY

Mabm of Casings, Cord and Fabric; and of Tubes, Red and Gray

NORWALK, CONN.

Export Office : 100 Broad Street, New York

J If the tubes you are now selling do not meet the

‘_ *L/ Norwslk scissors test, better stock Norwalks at

/1// once. This advertisement is one of a series in which we are telling the

R ’ 4 public how to test tubes before they buy.

RWALK
TUBESand€ASIZVGSy
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Steam Generating

lnner-Tube Vulcanizer

THIS Akron-Williams plant has started and built

some of the most successful tire-repair businesses

in America. You, too, can begin with inner-tube

work and branch into tire repairs later.

This plant handles an immense volume of inner

tube repairs, rapidly and economically. Saves your

time and labor. Is a profit-maker from the first.

Contains its own steam generator, with burners for

gas or gasoline.

Plant Consists of:

8x20-in. tube plate

3 pressure bars One water gauge

One safety valve Burners

One filling funnel and valve

One steam gauge

Two sectional vulcanizers and one inside-patch vulcanieer

can be added at any time—the steam generator has sufficient

capacity for all four. Write our consulting engineers about

this and other Akron-Williams equipment.

No charge for advice. No obligation to buy.

The Williams Foundry & Machine Co.

Everything in Tire-Repair Machinery and Tools

AKRON. OHIO

Oil-\Vill

lt

er‘
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FIRE EXTING-UISHER "
SAVES LIVES AN-D'_'ROPERiii-1.x;

.. Q“ g; ' , . \ l I", 1

  

Price in U. S. East

of Colorado, $10.00.

$10.50 Colorado, and

West. Cominionof

Canada: $12.00 East

of Calgary. $12.50

Calgary and West.

Dress yourwindow everytime

’ your town has a fire
' --;'R¢bt.msit

or. "its" "5“ \ FIRE in your town is a wonderful publicity agent in selling

johns-Manville Fire Extinguishers for you—when you take

advantage of it.

With fire-consciousness still fresh in every man’s mind— that is

the time to dress your windows with persistent reminders of it.

His home, his business, his car or truck may be the next to burn.

The fire dread is dormant in every man—the town fire wakens it

to fire-consciousness and action.

Your window displays ofjohns-Manville Fire Extinguishers, show

ing how easily everyone can be absolutely protected with these

quick smotherers of fire, is a sure way to promote sales, and fire

safety in your town.

To the Trade: Sold only through legitimate trade channels. This protects

you against indiscriminate competition and assures you a satisfactory profit.

Can be operated by anybody, in any position, anywhere

H. W. JOHNS-MANVILLE C0.

New York City

10 Factories—Branches in 63 Large Cities
  

 
 
 

  

and it: .n.<a wane.

jOriNS-WVHJE

JoHN ANVILLE
AUTOMO'ITIVE EQUIPMENT
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Bridgeport

Improved Aeoliu

two cylinder

Automobile

Tire Pump

ad

How Many of These

Cars Would Venture

Out on the Road

Without a Tire Pump?

It’s an easy guess; NOT ONE! Tires must have air,

no matter where they are—the motorist knows it, and

you won’t catch him going a single mile without his

pump.

Every man who drives a car is 0. Bridgeport Pump

prospect—unless he already possesses a Bridgeport.

No matter what other pump he may have, he’ll want

a Bridgeport—and buy one—when he sees how easily

it operates, h0w strong and everlastingly efficient it

is. For none he has ever tried before gave him such

satisfaction, such freedom from strain and muscle

weariness.

  

The cold drawn seamless brass barrel or cylinder,

extra heavy base, and other details of sturdy construc

tion are features which turn prospects into buyers.

You’re missing sales if you haven’t stocked the Bridge

port line. And losing a chance to make many new

friends for your store.

Better write today for the dealer proposition and Pump

Booklet N0. 18. '

 

  

i it @- Lent

 

 

When writing advertiser: please mention Motor \Vorid—it identities you



mama MOTOR WORLD 1.0.7

 

  

“Costs less per Month errvice”

“id l

  

 

'0) 1...): ii").

J!‘ 17's ; /7\

.l l." 4 l-t I

  

Vesta Service to Users

Builds Vesta “Good Will”

The excellent facilities for giving prompt

and intelligent attention to users at the

typical Vesta Service Station is one reason . , .

why the motoring public has such a high ‘F" I '

regard for Vesta Batteries. l 5143*.

l f

  

Vesta users have said and are saying

many kind things about this service to

their friends.~ This is What we call Vesta “good will.”

It is this Vesta “good will” which makes Vesta dealer

ships so profitable over a long period of time. For it is

generally recognized that a satisfied user is the dealer’s

best advertisement.

There is still room in the Vesta organization for a few more

dealers who are prepared to measure up to the high standards
of Vesta service and of Vesta batteries themselves. Reasons For vesta

Satisfaction

l. Vesta Indestructible Isolators—an in

genious device locking the plates apart

and preventing short circuits.

2. Vesta Impregnated Wooden Mats—

preventing “tracing” and its disastrous

consequences.

3. Titanium—a rare mineral entering into

vesta the lead plates, hardening them and giv

ing them longer life in use. It precipi

Accumulator C0. tales minerals and impurities in solution,

_ thusincreasing the etficiencyof the battery.

2100 Indiana Ave. 4. The Vesta Pore-Hard Plate—a plate

Chicago which is hard and extra durable, but be

, cause of its exceptional porosity gives un

usual capacity.

  

 

When writing advertlsers please mentton Motor World—it Identifies you



W6 MOTOR WORLD

%

%
%

Dort Distributors

EARLE C. ANTHONY CO" Inc.

nnnnnnnnnnc0 Loo Anzelen

aaaaaaaato

  

  

  

0

California

ARCADE MOTOR CO.

Little Rock, Ark.

BACHMAN MOTOR CO.

illlllle, Wis.

llllllllll C.

eeeeeeeeee0.

Flint. Mich.

Kansas Ci t y , Mo.

lllllllll.

llllllllllllllld.

rrrrrrrrrre.

ooooooooolo

ttttttttta.

A l bnny , N . Y . Ba ngo r. Me.

Quality Goes (YearMmuglil

Dort Distributors

Are Good Business Men

A good car attracts good distributors no less than

it attracts the good-Will of buyers. The one

inevitably associates itself with the other.

The unusually fine record of the Dort car in v

service has made it a desirable car to handle.

As a result you will find that the list of Dort

distributors is composed of men bearing excep

tionally good records as business men.

They are in business to make money and they

believe in their dealers making money.

They know that their own ultimate prosperity

depends upon the prosperity of their dealers.

They have in mind constantly the best interests

of their dealer organization.

They regard the dealer in the light 01 a partner.

They realize that in helping him to better his

business they better their own.

So that among dealers thruout the country a

Dort dealership has come to be regarded as

being especially desirable.

 

DORT MOTQR CAR COMPANY

Wth

L \Flint‘Mich.

Canadiln Flcroly, Gray-Dori Motors, Ltd, Chathnrn, Ontario
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The Detroit Tire-Pump will operate on a—Dodge—Briscoe—Chandler—Hudson—Overland—Reo—or

Studebaker.

To Accessory Dealers

Just a word—this pump is going

to sell big—our advertising campaign

is going to make it known to car

owners in every nook and corner of

the country We’ve kept a substantial

profit for you, and have built the

pump just as good as we knew how

The pump and its price are right—

YVhy not be first in your territory to

display and sell it? Get in touch

With your jobber immediately.

To Manufacturers

We are one of the largest builders

of all styles of power-driven tire

pumps in the country, including trans

mission-pumps for many of the best

known high-powered, touring cars

and trucks. Samples for Standard

equipment, blue prints and quota

tions gladly supplied upon request.

In ordering specify model number and year in which car was made

  

Guaranteed For Life

Here is a new Detroit product—something difierent in a

mechanically—driven tire-pump that is attached at the right

place—to the most powerful shaft on any motor car where

there is “power to burn.”

Further, there is no possible opportunity for oil-contamina

tion. The pump is powerfully built and rugged to withstand

long service, in fact it will outlast any car built.

Every motorist, whether he admits or not, needs a mechanical tire—pump

—his tire troubles always happen at the most unpropitious times and places—

all the free air stations ever built are useless to him if he is five miles or

even one mile distant when tire-trouble comes.

A Detroit Crankshaft Tire-Pump in his tool-box gives him an air-station

that always has “pressure up" wherever the car goes. The price is low——

very low—considering the mechanical excellence and strength of the con—

struction.

 

THE DETROIT ACCESSORIES CORPORATION, DETROIT, Michigan

MILLER-CAVE CORPORATION,

122 So. Michigan Ave.,

Chlcalo, lllinoia.

WRIGHT ACCESSORIES CORPORATION,

Atlanta, Ga.

Factory Branch Offices

ASCH & COMPANY, INC"

16-24 West Slat Street,

New York City, N. Y.

HUGHSON & MERTON,

77 O'Farreil Street,

San Francisco, Calif.

J. B. LAWRENCE & COMPANY,

Winnipeg, Canada.

W'hen writing advertisers please mention Motor World—it identifies you
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Harrison Radiators

Satisfy Motorists

Motorists prefer cars equipped

with Harrison Radiators because

the Harrison method of engine—

cooling assures both motor eH-ic

iency and fuel economy.

Therbig,freenircellsandwaterpas

sages make possible the easy flow

of'air and water which is so essen

tial to efficient cooling. Hexagon

cell construction also makes for

unusual strength and durability.

Look for the Harrison Radiator

on the next car you buy.

Harrison Radiator Corporation

General Sales Offices Detroit, Michigan

General Offices and Factory.- Lockport. N. Y.

Iragga

ifI‘

Hexagon cell

tells you the

Radiator is a

nHarrison"

  

 

Origina l

Hexagon
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That’s a vital problem for every automobile dealer,

repair shop and garage. While it is important to get

the dollars into the shop; every dollar that enters is

immediately split into many parts. There‘s general

overhead, rent, light, office expense, and labor and

material. At the very best only a small part of each

dollar is left for profit.

And it doesn’t take much of a slip to cut that profit

part of the dollar in half—or have it disappear

altogether.

But you can buy insurance on every dollar that

comes into your shop—insurance that will protect

the profit part of the dollar.

The very best insurance to protect profit is knowl

edge of your business—knowledge of every part of

your business and knowledge of what every part of

your business costs.

Know your costs and profits will take care of

themselves.

But because every dollar breaks into parts and every

part goes in a separate direction, you must have

complete knowledge in order to save profits.

There are more than thirty different forms in our

catalog. .

coM F0RT I

‘ costs you—whether or not he

 

 

 

And every single tag or form was produced to meet

an actual need.

Not in your business, or any single business, would

all thirty of these forms be necessary.

But you do need enough' of these forms to give you

a record of every piece of every dollar that enters

your shop.

You must know what you charge for each item—

what it costs you—how many different items enter

into each job.

You must know what each man does—how much he

is producing a

profit. 7

You must know what stock you bought—what you

sold that stock for—what stock you have on hand.

Use enough of the Comfort Standardized Tags and

Forms to give you complete knowledge of your

business.

Get a copy of our catalog, every form is illustrated,

described and its use explained. Go over the catalog

page by page, carefully note how many of these

forms you can use to advantage—every additional

form that you can use means additional inszirance on

your profits. Send for catalog today. Just sign your

name on the coupon.

  

,s

$3.9

gr" (’0 gs“ s

51'. L0 u ls who.
x” + v (7.0

O . 0

COMFORT STANDARDIZED TAGS AND FORMS 1&4 $63,010, ,

FOR DEALERS, GARAGES AND REPAIR suors (Ix/$5.» eqs‘bé ‘6,

GIVE ACCURATE COST DATA ON EVERY JOB a? eczfio ,0 _

n I .

Comfort Printing Specialty Co., 103 N. 8th sew, St. Louis, Mo. owing.

,' Q 4‘0¢ bx? “ J} ‘0'
(IO Qv'g‘y é, as ‘0 ° '50
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MOTOR TRUCKS

. The farm is a tremendously big market for motor trucks, and it

will pay you to get a truck that will satisfy the farmer's needs.

Hawkeye Trucks are not only very satisfactory trucks for» all

ordinary hauling, but they are built to give satisfaction under the hard working

conditions on the farm. '

We stand back of the Hawkeye to the limit, and at the present

prices of the Hawkeye you ought to do a good business with the line. We are ad

vertising extensively and will continue to do so.

Hawkeye Trucks are built with a larger “factor of safety" than

most other trucks selling at a similar price. Each unit, each part, is gauged with

every other part, forming an engineering product well-balanced in point of endur

 

ance.

 

Over I70 parts are made in our own factory, but Hawkeye

Trucks include such tested units as Buda Motor, Clark lnternal Axle, Fuller

Transmision, Gemmer Steering Gear, Eisemann High Tension Magneto and Col

umbia Axle. i

Hawkeye Truck Company

632 Sixth Street Sioux City, Iowa -
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GetThese Big Four Reasons Why

Your Shop Should Be Equipped With An

ALLRED Burning-In

and’ Testing Machine

“the big business builder of Ford and Fordson work”

(1)

(2)

(3)

(4)

The heavy ALLRED fly-wheel helps to store power

for use when most needed. It saves the belts, secures

full service out of a 10 H.P. motor and is absolutely

necessary to get the proper work and maximum

service from the buming~in machine.

The ALLRED burns bearings the way the crankshaft

runs in the assembled motor, with the cylinders in

verted. This insures work that will stand up. The

mechanic sees what he is doing and can get at his work.

The testing stand motor is easily and instantly con

nected. Both burning-in and testing stands may be

used at the same time, which is very often necessary.

The ALLRED is mechanically built right. It is no

less and no more than a most efficient burning-in and

testing machine and will last a lifetime.

Write for

our interesting

Proposition and

full desrripiiw

details.

The C. R. SUTTON CO.

DEPT. B

GREENSBORO, N. C.
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The spindle is

wedled into the

mic. sleeve ‘0

light that the lat

eral pressure is

impossible,

Rolled Mica wrun

plnzs extend from

top to bottom—

unbreaklble, am

inch thick.

llotlegzthe grrflfltl

elect e. s

3’feature eliminates Spam “my Nib

 

  

oil and carbon de~ ~/d 1—; {1;

posit. "

  

tension electrode

will not burn or

fuse.

Showin Several of the Exclusive

Future's that Mark This Plug as

"Dtifercm and Better.

 

 

1

We Make Stronger Claims For This Hill 3-A Spark

Plug Than Any Other Plug Manufacturer Dare

Make—Dealers Can Sell on the Proved Assertions.

PLUGS

Terrific endurance tests have proved our basic design

patents correct. This plug is an original 'one-piece mica

type. It has no gaskets or bushings to complicate and

weaken. The center electrode is tightly wedged in mica.

It cannot short—circuit. Cap electrode is slotted and car

bon is instantly consumed through in-rushes of gases at

each violent explosion. There is no place for oil or car

bon in its anatomy. It will not leak compression and no

“rough house" motor can break it. It will not rust.

we have tried every form of punishment to find weak

points. We took two years to do this. Our idea of a spark

plug spelled “Perfection” and here it is, as sturdy in its

function as is the steel frame of the truck.

You dealers hunt up some old reprobate of an engine—

one with the reputation of a “spark plug killer." Try

the Hill 3-A Spark Plugs on its temper—as long as you

please. Then you will have the answer that we have been

getting for years.

\Vhat will your car, truck and tractor customers think of

this spark plug service?

Ask yourself—and then stock up. Big profits in your sales.

Hill J-A Spark Plug: Make Good—Or We Do

Price 81.25 each

Hill Insulating & Manufacturing I

515 W. 42nd Street New York '

  

 

 

 

  

  

This Book Opens New Opportunity for You

 
 

  -...... "Wu"...

7&6; , '27.'5fb'~" " '
t’l" u,_.sjj(,~, 7/ 7M)”,

M >2], 7,", 14

“THE 1'
»/

 

  

  

  

 

  

  

/

////////l{ /9/13 "ff/flan! 01/ ' -'

17%%fl%%%%¢Q

W"w
/
/

' til/ I, 4/
'

.
  

/' f///

I/,/ ,,

  

r. 1/2, , ;'l

 

One branch of the auto repair and overhauling-business is desperately

in need of trained men—that is care and repair of storage batteries.

With the development of the electric lighting and starting systems

and their application to almost every car this is now a vital factor in

all repair work.

If you are an auto repair man you can increase your worth with the

information in this book. If you own a shop you can make it more

efficient with the instructions in this book—

THE AUTOMOBILE STORAGE BATTERY

284 pages fully illustrated, limp leather binding. _Tells all the themg

of the storage battery—how it “stores” electricity—how to take _

apart—how to tell what the trouble is—how to repair 1t—m fact it 15

a complete work on this difficult subject, handled in non-technical

language.

Endorsed by all the leading authorities as well as the battery manufacturers. _

Mail us the price, $5, and we will send you the book, postpald. Examine this book for 5 days, if you do

not think it the best investment you ever made, return it for your money.

U. P. C. Book Company, lnc., 243-249 W. 39th St., New York

Its Care and Repair
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Not a mere talking point, but a genuine feature of merit—a self-fluxing solder—that

automatically takes care of the fluxing bother, the use of soldering salts, acid or paste.

KESTER ACID-CORE WIRE SOLDER

Self-tiuxing and self-selling. Any of your customers who have soldering to

be done on radiators, spark plugs, gasoline pipe and tank joints, battery ter

minals or any general automobile solder repairing work, will immediately want

it when they know it eliminates the fluxing bother. This solder has a core of \

little pockets full of flux. As the solder is melted off just enough flux flows out

to insure a perfect bond between solder and metals. For auto repairing and all

kinds of general solder work, it is just what the customer wants. '

EXTENSIVELY ADVERTISED "

 

"3

\.\"

We are advertising KESTER SELF-FLUXING ACID-CORE WIRE SOLPER

in the leading trade papers, by direct mail and numerous other mediums. We

are continually creating a demand among the automobile owners and our

progressive dealers throughout the country are reaping the harvest. Be pre

pared to cash in on our advertising. There is a gem] margin of profit in

KES'I‘ER WIRE SOLDER.

ASK YOlTR JOBBER FOR IT

If he can't supply you write us. KES'I‘ER ACID-PURE WIRE SOLDElt

is sold in one pound coils in cartons. and one, five and ten pound spools.

Examine a piece of it~mail in the coupon for a tn-e sample—you‘ll not

be obligated.

Cut out the coupon, fill it in and mail it to us now.

CHICAGO SOLDIER. C0. 21S \‘0. l'lllnn A\'e., Chicago.

FREE SAMPLE COUPON

Chicago Solder 00.,

218 No. Union Ave, Chicago.

Gentlemen: Please send me a free sample of your KESTER ACID-CORE WIRE SOLDER.

Q

Mime . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
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EALERS ‘
The Rim that should be

In Your Stores

The Firestone Rim

  

The Reason

From Your Standpoint

IRESTONE RIMS have proven so conclu

sively their superiority that thousands of

car owners want them.

Firestone Rims are already standard equipment

on 130 out of 180 passenger cars.

High-grade cars are equipped with Firestone

Rims. The motorin public whose cars do not

have Firestone Ri will buy them if you carry

them.

The space and investment required are small.

Rim change is easy.

The business grows rapidly.

Investigate: Write for Rim facts,

prices and special intro

ductory ofi'er.
  

The Reason

From Your Customer's

Standpoint

' IRESTONE RIMS are easier to change, be—

cause of absence of complicated parts and

the elimination of rusting and sticking. Tine

change can be made in five minutes.

Firestone Rims get greater mileage frgm tires.

This is due to the accurate alignment, continuous

bearing on felloe band and continuous wedge

ring support.

Firestone Rims do not squeak.

Type C, Firestone Continuous Rim.

Type E, Firestone Split Rim.

mFHWstoune Steel

Products Get,

FIRESTONE PARK AKRON, OHIO
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Speed —- Accuracy — Profit — Service

That’s what Sioux Tools mean in

every shop equipped with them

  

S eed — perfect fitting valves in one-twentieth the time re

p quired by the old grinding methods.

  

—angles absolutely accurate and perfectly centered‘
Accuracy because Sioux Tools are superior in working principle.

  

Profit -— cuts down labor costs and consequently gives more

profit on every job. A few jobs pay for the set.

  

Service — we keep Sioux Tools sharp and in good working order.

No charge. You only pay transportation 0 ha rge s .

Workmanship and material guaranteed.

  

Complete Set as illustrated, $22.50

Sold By All Live Jobbers
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TAKESTHE‘THRUS-‘i' ‘ L.

l

there are BOWER

bearings at other points—

put them in your wheel

assembly.

,

r'r'rt-Zp~'v"?i"

‘V 'i 4‘s.

f

/
‘.

A Make childs play

9 ANYWHEREQtf’l

 

ROLLER BEARING CO.

Detroit Michigan

Exclusive Bower Features

Separate bearing surfaces for load and

thrust. Parallel raceways. Self-aligning.

Never need adjusting. Doesnot deVelop end

thrust underloads. Willnot bind or end-slip.
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A“K & J: Special

Hauling Requirement

Look at this Standardized “K & J” Model

“G” End Dumping Body for Hauling

Garbage.

The body is formed from large plates with

center seam welded and the entire body

unit adequately reinforced and stiffened.

All inside rivets are countersunk. All

seams are water tight.

The bottom of the body slopes up at the

back end with a tool box under the floor.

The lids are well hinged and fitted with

pulleys for opening.

This body is supplied with adjustable

underframe complete, including wood sill

and all necessary parts and fasteners for

mounting. It is suitable for use with any

practical vertical hoist.

This is only one of a number of “K & J”

bodies.

Write for catalog No. 501.

The Kilbourne&Jacobs Mfg. Co.

Columbus, Ohio

LondonNew York

DOMINANT ADVANTAGES THAT

DISTINGUISH “K 8. J' STANDARDIZED

MOTOR TRUCK BODIES

1 ADJUSTABLE SlLLS—VVithout drilling holes

or driving rivets, sills may be quickly adjusted

to fit any width between chassis frame mem

bers.

2 EASILY MOUNTED—Underframe 01 body

may be easily attached to any size of chassis

frame member by "K & J" Adjustable “Vise

Grip" Bolt Clamps. Avoids weakening of

frame with rivet holes.

3 MANUAL TAILGATE—“Partial” dumping

tailgate control to "spread" materials with

truck in motion (MAI-5" total release). Oper

ated from driver’s seat.

4 SAVE HANDLING COST—Identical sizes of

bodies "nest" one within the other for ship

ping, hauling and storage thus effecting econ

omy in handling.

5 AMPLE CLEARANCE—Tailgate high hinged

to allow ampledumping clearance, also hinged

from bottom. Forward end of body heavily re

inforced and slightly "crowned" to avoid spill.

6 ABSORBS SHOCKS—Deep oak "cushion"

sills absorb load shocks and strengthen chassis

frame, yet lower center oi load, avoiding side

away.

7 RIGID HINGES—lncreased rigidity_ of body

when elevating for dumping. due to superior

hinge design supporting body from end to end

of transmember. not merely from sill to sill.

8 EXTRA STRENGTH—Built from large full

gauge plates riveted and welded together.

Sides deeply "flanged" with oversize stiffen

ers. Reinforced underframe and tailgate.

9 STANDARDIZED—Fits any hoist or chassis

frame. Shipped complete. oak and steel sills.

hinges and clamps ready to mount.

 
 

 

L- _J

1rIliilbourne 6‘ acohsMfQLCo.

FOR MOTOR TRUCKSDUMP BODIES
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“There Is NoneBetter—We

, " Use Rie Nie In Our Shop’’

Teflomo

EALERS everywhere who know Rie Nie Patch material, either all

rubber or fabric, are thoroughly convinced that it is the best both

for use in their shops and as a sales builder over the counter.

“II—mun”

Mu. Ml

  

Requires no heat or tools—holds like a vulcanized patch. Works equally well

on a blowout or a pinhole. Comesin dollar and half-dollar sizes.

Rie Nie Liquid Cement Ends Radiator Troubles

Rie Nie Liquid Radiator Cement finds the leaks in the radiator, cylin

der or connections and fixes them—large and small—while circulating

with the water. Positively will not clog up or impede full volume

flow. Prevents rust and scale. Will also permanently repair all leaks

in steam and hot-water heating plants. Auto size sells for 75 cents. Special

size for Tractors, Trucks, Boilers and Heating Plants, $3.00. Rie Nie Auto Prod

ucts are all quality sale repeaters. Write today for Catalog and attractive Dealer’s

Proposition .

TRADE MARn RLG.

U RKEE' ‘ TWOOD

96?

Manufacturer. of Ric Nie Product:

Canadian: Durkee-Atwood Co., Ltd" Toronto

Factories at Minneapolis, Cleveland, Toronto
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Speedster Body“ _

fir ~
A Serviceable Body-for Sunshine or Storm

It’s a highly attractive speedster body at a low price—but—construction, lines and

finish are equal to the best as a single inspection clearly indicates.

Look and be attracted. -

Buy and be satisfied—Amesbilt l

is your guarantee.

  

  

 

'-'>210*:-<wo-1--:u:um-1Um-l-ior-r'>zcF1200:

 

  

mFUIPIF'PFIU

An Instantly Attractive Job

One that transforms a Ford into a prideful possession at a

minimum of cost.

Then there's the “Family Five" and the "Wasp", thus giving a

beauty body for every taste and purse.

Allracfivc Iilcralurc on requesl

  

Wrile loJay

THE F. A. AMES COMPANY, incorporated

OWENSBORO KENTUCKY

 

  

When writing advertisers please mention Motor World—it identifies you
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$197.50 1?.O.B. Chicago, including gaso

line tank, coil box holder, water connec

tions and a set of blue prints showing

method of

proper instal

lation. Ameri

can Junior

Combination

aging gm; ' _ —Better Ford Motor Bearings

' at Lower Costs—More Profits

 

 

Bearing Burning-in Machines

Test and Run

ning-in Stand.

H a. to Service Station Owners.

i"
J oil:

ll.
/

 

ACTUAL shop experimenting has shown

that the Bearing Burning-in Machines

sold by The Fairbanks Company save 5 to 7

hours on refitting Ford motor bearings.

This means a big saving in money and

more profits.

When the job is finished by the burning

iii process you have 95 ‘70 bearing surface.

It takes 6 t0 9 hours to hand scrape a set

of Ford motor bearings, and the best average

$197.50

F.O.B. Chicago

  

is only 40% perfect bearing surface.
  

Already 3000 Ford Service Stations in

America and many others in South America.

‘South Africa and England are equipped

with these labor-saving machines. They

have all realized greater profits and their

customers have been better satisfied.

Do not fail to give these machines your
  

This trade

mark is our guar- closest consideration. The initial cost is

antee find your small. The equipment soon pays for itself.

protection.

\IVrite today to the nearest Fairbanks

Branch House and ask for catalogue.

7he

FAIRBANKS
Sole Distributors for the ‘

SERVICE STATION EQUIPMENT co., CHICAGO, ILL.

MILL, MINE AND RAILWAY SUPPLIES, SCALES, VALVES, POWER TRANSMISSION, TRUCKS AND WHEELBARROWS

When writing advertisers please mention Motor World—It iil'ntitii-s You
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$362.00 or F.0.B. ; i
Chicago. Small p

extra charge for 7 Li

 

 

  
fixtures.

   

  

 

  

ll
 

   

  

  

 

lliiili _ ii ill
l

American Universal Bearing Burning-in Motor Test and Running-in Stand. The illustration

shows the machine with fixture for running-in and testing assembled Ford motors. This ma

chine is used also'for burning-in the hearings on Ford motors. in upright position or up-side

down F.O.B. Chicago, without fixtures. Small extra charge for necessary

fixtures for burning-in. running-in and block testing Ford and Fordson motors.

        

 

   

 
 

 

These machines are sold under

Here is a list of these profit mak

“ F 0. K." ing machines and tools:

Bearing Burning-in Machines

Motor Test Stands

All Service Station Equipment machines Rear Axle TestStands

are manufactured by the Servme Station Sleeve Pullers

Equipment Co. of Chicago and sold under Turning Bars

“The Fairbanks Company O. I .” B°nch Motor Clamps

_ _ Piston Clamps

This means that only the finest material Boring Machines

and highest grade workmanship are used on Re-Babblttmg 1'85

Air Compressors
m h'n ‘.these ac 1 es Arbor Presses

  

 

Every one is tested and found to be right. Connecting‘ Rod _ _

“The Fairbanks Companv O. K.” is your Stra‘gh‘em“: J‘gs

4 t t- LT ~t ' ' L Wrenches

p10 ec lon' se 1 ' _ Speed Wrenches

. Reamers

Straightening Presses

Administrative Ofi‘i-ces—NEW YORK Rad'ator Test Tanks

‘ BRANCH HOUSEs: Tractor Tools and special machinery

Albany Chicago New York _ Rochester Havana, Cuba for Ford and FOITTSO“

Baltimore Detroit Paterson Scranton London. England

Boston Hartford Philadelphia St. Louis Birmingham, England

Birmingham Newark Pittsburgh Syracuse Glasgow. Scotland

Bridgeport New Orleans Providence l'tica.‘ Paris. France

Buffalo - Washington

71w

FAIRBANKS
Sole Distributors for the ( '

SERVICE STATION EQUIPMENT CO., CHICAGO, ILL.

 
P

  

MACHINE TOOLS, ENGINES AND PUMPS, AUTOMOBILE AND SERVICE STATION EQUIPMENT

When writing advertisers please mention Motor World—it identifies you
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No. 441 Tail Lamp Nil-Tia] Electric

Pfor Ford:

  

 

Meet your demand for Lamps with this Line

and labeled. lt comes to

you in the same perfect con

dition as when it left the

factory. All parts are also

p a c k e cl individually a n (1

labeled.

With a complete line of

Victor products you will be

able to meet all calls for

auto‘mobile, motorcycle,

tractor and truck lamps, as

well as tool and battery

boxes.

No. 600 Headlight for

medium sized earl

  

Order a representative line

from your jobber, today.

Our immense reserves in

sure him full stocks at all

times.

And you will be handling

a line of lamps that has a

reputation for honest serv

ice and dependable quality

behind them. They are rea

sonably priced, too, consid

ering the quality offered. ’ Our illustrated catalog de

scribes the complete line of

all Victor quality products.

A postal brings your copy.

  

Each article is packed in an

carton, sealed No. 62 Tool Box with Yale Lock

 

THE CORCORAN-VlCTOR COlVlPANY, 712 Reading Rd., Cincinnati, 0.

 

  

TRADE MARK

Lamps for

MOTOR CARS

 

TRUCKS MOTORCYCLES TRACTORS AIRPLANES

 

“’hen writing advertisers please mention Motor World—it identifies you
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é“TYPICAL EMPIRE SERVICE
amJ

'_f_(_)_ DEALERS

Every month there breezes in

to the desk of the dealers han

flpeow” dling Empire tire products the

  
 

 
 

 

    

l _ 1; _,. cheery little messenger shown at

M Wwfira?" the left.

m I‘ W» A full-fledged magazine, it has

1 w a but one object in life—to serve

Swfi gen/fl)“ My, that great clan after whom it is

Q71" 1 named.

Its pages contain many val

uable sales hints from maker and

fellow-dealer, general news items

of interest, bright personal notes

and pictures, authoritative ar

ticles on phases of tire and tube

manufacture and-—

Last, but not least, the full

page Empire advertisements are

reproduced before they appear ’

l J ‘ “\Y‘ itl \ in the great national periodicals.

' ‘ * _ By means of this feature the

, k I _

 
 

  

Thefirpim Dea

l'ul'luhul |n lhr m'rvrul d film"

Jrllrll In! nab-mm "(I'M

  

Huatling for Empire in Chicag

 

  

dealer ties up with his advertis

ing in advance, just as Empire

advertising is tied up with him

by appearing always over the

famous “The Empire Tire Deal

J!

er signature.

 

Wherever you are, and whether

you handle Empire products or

* not, send a post-card today

 

for a copy of the June issue of.

this “typical Empire service to

dealers.” It will/ interest you.

Address:

 

  

  

  

         

  

 

 

 

 

 

 

 
 

_ i i The Empire Rubber & Tire Co.

Ill ml“ Trenton, N. J. '

  
                                                                                   

 
  

When writing advertisers please mention Motor World—it ldentlfles you
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The Shock Absorber

that Eliminates Recoil

  

.1
Q i 'j

by Removmg the Cause I 1;," x
a 1‘qu .

i t

-\

The driver of a Halladay equipped If

‘Ford is never troubled with being _ ‘

bounced up by the recoil after hitting

an obstruction or dropping into a hole,

for rebound never happens. .

The great range and lightning action   

take up the rebound before it can reach , drug; 7

V

4

‘ .g “'1

'
.

v .
_v1 ‘

"0 .

~ ‘ a b

. -_ - V
~"‘I . ... ,~

. 1v ‘ i,

' i . v I |

| ‘ , 4 ' a I

"vi ‘ _ Q t

. , . ~ i

Q l ' " u
e ‘ i '

. , .
U ‘ T .

- v

‘1
D

1

of the Halladay bee hive springs RPM-a: - it.» __“‘._-,-,:w"

the leaf spring. d.

Make your car ride smoothly and last

longer. Save money on tires and gas.

Travel the roughest roads in comfort.

Equip with Halladay Direct Suspension

Shock Absorbers.

Made and guaranteed by men who

know.

Write for descriptive circulars

L. P. HALLADAY COMPANY

Manufacturers of

BUMPERS, SHOCK ABSORBERS AND

AUTOMOBILE ACCESSORIES .

540-550 Monroe St., Streator, lll.

I J

i_ im‘ '
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ROLLS-ROY [5

THE FUTURE OF FLYlN

DEPENDS 0N RELIABILITY

  

A telegram from Captain Alcock

and Lieutenant Brown reads:

“Congratulation on performance

of the two Eagle Rolls-Royce

engines which propelled the

Vickers Vimy safely across the

Atlantic"

ROLLS-ROYCE

15 BROAD STREET

NEW YORK

ROLLS-ROYCE AERO ENGINES ilKE ROLLS-ROYCE CARS

THE BEST IN THE WORLD

 

ROLLS-ROYCE
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New

Sixes

New Victory Model

Over 100 Improvements

TOday’s Top Car

“ In This Class—Nobody Can Doubt lt

Bear in mind that the pre-war Mitchell was a

l4-year development.

It had won us conspicuous success. The factory

had become one of the great plants of Motordom.

We seldom could meet the demand.

Now, in this new Mitchell—a two-year revision

—we have added 100 improvements. We have

added 50 per cent to the average strength. and 75

per cent to endurance.

We are using better materials, new heat treat

ments, finer workmanship, radical tests and in

spections. We have spent $250,000 for new ma

chiriery and equipment.

When we add that much to the former Mitchell,

you may be sure that we have today the pinnacle

Six in this class.

Nothing Overlooked

The Mitchell organization today includes many

exceptional men. They are men of rare standards,

rare experience, rare ability.

We brought in many new experts and specialists

to revise the Mitchell Six. They were given ample

leeway and two years of time. So every factor

was considered.

Not in the chassis only. The finish was made

more enduring. A new-grade top was added, new

lines were adopted, new upholstery, a new-type

steering gear, new dashboard arrangement.

Operating cost was reduced about 25 per cent.

This by a thermostat to control the temperature

of liquids, air and gas. By a double-heated carbu

retor intake. And by eliminating waste in the motor.

Two new-type balancing machines were in

stalled to give us a twice-balanced crank shaft.

Many new tests were adopted. Government in

spection methods, as applied to our war trucks.

were applied to this new Mitchell Six.

New Factory Savings

In the war years, also, we perfected our factory

efficiency. We have introduced many new and

scientific cost-reducing methods. So this new Mit

chell, with all these costly additions, undersells

any comparable Six.

This new Mitchell Six is the central attraction

in this type of car today. But its career is just be

ginning. Every Mitchell advertisement is awak

ing new interest. Every new Mitchell which goes

out is giving us new prestige.

We want to hear from dealers who believe that

such standards, such policies, such economies will

win. Who believe that the best car in this class

is bound to hold first place.

5-Passenger Touring Car

$1475 f. o. b. Racine

120-Inch Wheelbase—40 Horsepower Motor.

3-Passenger Roadster. same price.

New-Type Touring Sedan, $2175.

7-Passenger Touring Car

127-Inch Wheelbase—48 Horsepower Motor

$1675 f. o. b. Racine

MITCHELL MOTORS COMPANY, Inc., Racine, Wisconsin

When writi'": advertisers please mention Motor “'orld—lt identifies you
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tYor Costs.

Better have that machine of yours equipped

with a New Stromberg Carburetor if you are figuring on

taking a vacation trip in it this summer. You'll get a

lot more enjoyment out of your journey and you’ll save

a lot of money on fuel bills.

On any car — the New Stromberg gives

greater power—greater speed—~better acceleration. i;

On any car it reduces mileage costs.

 

 

 

 

Insures perfect gas mixture at all times. i

Eliminates all temper-ruining and time-wasting en- '

gine disturbances that come from faulty

carburetion. Makes a better car of any 1

car. Puts a finer edge of pleasure in

motor trips—and cuts travel costs.

Write for descriptive matter.

State name, year and model of your

machine.

 

  

 

Stromberg Motor Devices Co.

64 East 25th Street

Dept. 628

Chicago, lllinois

  

  

When writing advertisers please mention Motor World—it identifies you
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A Sensible, Sound Investment

Paying Big Dividends

The Gilbert & Barker T-57

Portable Gasoline Tank

Thousands of garage-men know it, have profited

b it.yAn efficient. economical Gilbert 6: Barker T-57 Tank,

as illustrated, serves the cars in your garage without

the loss of a drop of gasoline. Time and labor and

gasoline are saved. For curb trade the C. 6! B. T-57

Portable is quickly wheeled outside.

Accurate stops prevent over-measure. You can get

every cent out of your gasoline.

It can't help paying for itself.

Our line of oil and gasoline systems is complete.

Send to-day for Bulletin 50.

Convince yourself now. Write.

GILBERT & BARKER MFG. CO.

Established 1865

SPRINGFIELD, MASS.

  

 

h.
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Unusual Conditions

An occasional service station requires a large

storage tank to serve an emergency---a sudden heavy

demand for air. Between these rush periods are

long intervals. The Brunner line, including an outfit

for every conceivable garage condition, includes an

outfit exactly suited to this special case.

 

 

 

  

4- _ The No. 541 as illustrated, with automatic controller, will be ready for the emer

.. gency and yet prove most economical. The outfit is specifically suited to stations having

' spasmodic rush hours. This is a complete assembly, ready to run when removed from

its crate.

  

p. Dorit buy any machine until you know it meets your individual conditions. Brunner

__-@ engineers have probably already designed an outfit to suit your purpose. This infor

mation will be valuable to you.

_ ‘ Write for quotations, giving full details and the name of your preferred jobber.BRUNNER MFG. CO.' ' '——'- ' ' Works, UTICA, NEW YORK

Sales Offices, '

UTICA, N. Y.

CINCINNATI, O.

  

\

  

 

BRUNNER uroco.
UTICA, N.Y..U.S.A.

NO. 54l

When writing advertisers pleaSe mention Motor VVorid—it identifies you
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“SomeBui'ld

More——

,5

84
None Build

Better”

W

TIRES

From Now QAI

  

  

 

  

Your company --- Curtis

Tires --- and our company

can form a lasting and

profitable partnership.

 

 

QirtisTire itRubber (g.
Mushcqon Michigan
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Ralph K. Mulford, In, in Daddy's Same tire: afkr the race

Car day of race

AGAIN

BRAENDER TIRES WIN !.

On Ralph Mulford’s Frontenac Car

at Sheepshead Speedway, June 14, 1919

First in Thirty Mile Race. Time, 16 min. 20 3/5 sec.

Beats old record by 11 1/5 sec.

First in Ten Mile Special. Time, 5 min. 24 1/5 sec.

grind in First Ten Mile Race (1/5 second behind the winner).

J, Time, 5 min. 20 2/5 sec.

Beats old record by 3 2/5 sec.

Leading the first 9 laps in the 50 mile Race. Discontinued on account of broken piston.

WORLD’S RECORDS. SMASHED

for 10 and 30 mile events.

Average speed 110 and 112 Miles per hour.

' BRAENDER TIRES
Unequalled for Speed, Endurance and Economy.

 

 

 

Not a single Braender Tire' was changed at Indianapolis Speedway May 30, 1913,

when the four Braenders on Mulford’s Mercedes carried the heaviest car in the

race the entire 500 miles.

  

 

BRAENDER RUBBER & COMPANY, Factory: Rutherford, N. J.

I BRANCHES :

Chicago New York Philadelphia

64-72 E. 14th St. 32 Broadway ‘ 1352 W. Girard Ave.
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CHICAGO

Here’s Why Dailey Bodies Mean

More TRUCK Sales-

l. Dailey 4-in-l Bodies and hand hoist equip one

motor truck to do the work of four. '

 

 

2. Truck buyers want trucks that will pay well in ser

vice and every buyer can see that Dailey Bodies are a

big profit building asset.

3. Dailey Bodies and hand hoist carry an unrestricted

guarantee for one year. No repair costs for the buyer.

4. Dealers can sell the 4-Bodies-in-l or a single body

should the buyer prefer it, for less than a one-purpose

body. The remainder of the equipment can be added

at any time.

Order a body for demonstration purposes. Watch

your truck sales mount.

H. R. DAlLEY, U. S. Sales Agent

3028 CARROLL AVE. CHICAGO

Manufactured by Simplex Mfg. Co.

CONNEAUTVILLE PA.

Steel and Wood Body

-DISTRIBUTORS

TROY TRAILER (70., 5 Nbrth let AUTO TRUCK STEEL & W'OOD

Street, Philadelphia, Pa. BODY CO., Frisco Building, St

\ Louis, Mo.

THOMAS & COMPANY, Braddock HYDRAULIC HOIS'I‘ MFG. CO.

' Avenue. near Forbes Street. 715 Lorraine Avenue, Detroit.

Pittsburgh, Pa. Mich.

AUTO HOIS'I‘ & BODY 00.

333 Avenue B. New York City. N‘. Y.

PLATFORM BODY—For hauling bulky

loads such as bagged cement. Wflflik paper,

light rubbish. pastebonrd boxes. etc.

is m; 44.. .1; . ...J‘

EXPRESS BODY—This type of body is

best suited to carrying hInp coal, trunks.

packlgeo, groceries, meat and odd ioldx.

DUMP BODY-Slob loads as crushed

ltone, sand. gravel, fine coal, clnders, etc“

are COnVl'nlEDtly hauled and dumped by

Dailey Bodies and Hand Hoist.

STAKE BODY—h very useful. It can be

most profitably employed in hauling barrels,

boxes, furniture, lumber, pipe lengths, etc.

When writing advertisers please mention Motor World—it identifies you
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33.1316], Aflstandurd body, with chutes on

removable side boards, doubleactinl

tailgate with chain, small door and finite

Stay on the Job— a a...

We have made steel bodies of every type. Experience

counts.

 

And we use only the best No. 8 U. 5. gauge steel—

laid out and assembled in the most careful manner '

known to steel body builders.

   

That is why our steel bodies stand up under all kinds

' ' MODEL Air—standard body hinged Ride

Of aer‘nce and keep go‘ng' boards, chutes on side, double-acting tali

ate with chain, small door in rear.

 if it's one of these standard bodies you want, we have

them in stock. Wire us. The body will be shipped '

at once.

Or, send a sketch of the type you find most suitable.

Our low price and quick delivery will surprise you.

Each body is shipped complete ready for mounting.

 

  

  

   

 

MODEL A-B—otundard platform body with

doubieacting tailgate, removable steel side

. boards, 2" radius at bottom (square if pre

ferred).

3028 CARROLL AVE. CHICAGO

Steel and Wood Body

DISTRIBUTORS

THE TRUCK ENGINEERING 00.. THE JOHN IMMEL & SONS CO..

3533 Cedar Avenue. Cleveland. Columbus, Ohio.

Ohio.

AUTO HOIST & BODY COM

SiMPLEX MPG. 00., Conneaut- PANY, 18 Bainbridge Street.

ville. Pa. Brooklyn, N. Y

MODE], A-Z’isiandnrd platform body wlth

SIMPLEX BODY C0., 140 Rhode (ionlllo-at'ting tailgate, removable wood side

island Street_ Buffalo, N. Y. bonrds.

When writing advertisers please mention Motor World—it identifies you
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Connecticut

R. W. Trouble Lamp

  

A Friend in Need

Everybody Needs a Trouble Light

T is as much a part of a car's tool equipment as a pair of pliers or a wrench.

Let engine trouble, tire trouble or any unforeseen mishap occur while driving

at night, and a good Trouble Lamp is a real friend in need.

The Connecticut R. W. Trouble Lamp illustrated above is made up in a neat,

substantial manner with a solid brass reflector, heavily nickeled and highly

polished. A wire guard, so arranged that it can be collapsed for the removal

or insertion of a lamp, protects the bulb against accident.

This lamp is fitted with a rubberoid handle and ten feet of black rubber cov

flred‘ Duplex cord, complete with attachment for plugging into lamp socket on

' as .

The Connecticut R. G. Trouble Lamp is similar to the R. W. except that the

bulb is protected by a high grade lens, which makes it, without doubt, the finest

trouble lamp on the market.

Both the R. W. and R. G. Trouble Lamps are made with plugs for one or two

wire sockets and each is packed in a tubular case with screw cover—the R. W.

without the bulb—the R. G. with a six-volt, 4 C. P. light.

ConnecticutR' c” “°“"" “"‘P 64 BRITANNIA ST. * MERIDEN, CONN,

a ECTICUT

  

  

 
 

 
 

 
 



June 25, 1919

l33MOTOR WORLD

“The Pick of the Field”

The Peak of Power

The Herschell-Spillrnan “4” tops its class in power—de

velops drivmg force enough to propel your passenger car _or

light truck into fame and demand on a performance basis.

The Herschell-Spillman “4” is a 100% engine. It has the

ability to perform and the courage to endure on thls baSIs.

Write for Facts

The Herschell-Spillman Motor Company

North Tonawanda New York, U. S. A.

  

When writing advertisers please mention Motor World—it identifies you
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With

Sizes No. 3

Pedal

llé", complete . . . . . . . . . . . . . ..$2.75

lyi-lti-IK”, complete. . . . . . . . . . 3.25

2-2% , complete . . . . . . . . . . . . . .. 3.75

ZK-ZK—ZK'. complete . . . . . . . . .. 4.25

2 ', complete . . . . . . . . . . . . . .. 5.00

2 rZMJ", complete . . . . . . . . . .. 5.50

To Dealers:

brings business in pleasurable volume.

dealers' offer will disclose a mighty worth-while proposition.

today for the details.

The Pulse of the Car!

That’s what the COOPER “SPECIAL” CUTOUT has been

called. '

And the title is a fitting characterization of this exceptional

automobile accessory, for it instantly reveals the innermost

ailments bf any motor. It warns of carbon-clogged pistons

—of missing spark plugs—of an over-rich mixture—whether

the engine is evenly pulling—in short, like the pulse of the

human body, the COOPER “SPECIAL” CUTOUT indicates

with uncanny certainty just what is wrong with a faulty motor.

The COOPER “SPECIAL” CUTOUT is sturdily made to

resist the ravages of heat and the gnawing tooth of time. It

is readily attached by even the most amateurish mechanic.

Its operation—aside from its trouble-exposing faculties—

blasts out every particle of carbon—thoroughly cleaning the

engine and leaving it full of vigor. pep and power.

The COOPER “SPECIAL” CUTOUT offers to dealers

a quick-selling accessory backed by a nation-wide campaign that

An investigation of our

Write

COOPER MANUFACTURING COMPANY

DEPT. M, MARSHALLTOWN, IOWA

THE FULTON COMPANY—Sales Managers, Dept. M, _Milwaukee, Wis. 1

W'hen writing advertisers please mention Motor “'orld—it identifies You
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The vast majority of all trucks used by our Government

in France were Eisemann-equipped—in the Ordnance, Sig

nal Corps, Quartermaster, Ambulance and Medical De

partments.

The magneto is the best ignition—The Eisemann is the best magneto!

THE EISEMANN MAGNETO CO.

32 Thirty-third St, Brooklyn, N. Y.

Chicago: 910 50. Michigan Ave. Detroit: 85 Willis Ave., Welt

When writing advertisers please mention Motor World—it identifies you
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Two Cylinder

GENERAL LINE

AIR COMPRESSORS
 

 

 

The Longfellow—

Pump with tnnlt

mounted on hlzh

portable truck. Far

sighted production

of special models to

meet expected legis

lation dictates this

model in some sec

tions.
  

V t r t o 1' Portable -—- Combination

Tank and Pump—Can be used

either direct or in conjunction

with air tank.

Direct Portable ma.

Pumps cool air direct

into the tire.

 

 

 

Low Cost—Cool Air

Our Z-cylinder General Air Compressors are

built to give trouble-free, low cost service.

They are designed,for efficiency and built with

care. They have proved their worth in eight

years of daily service in the hands of innum

erable users throughout the United States.

General Air Compressor efficiency is due to

the horizontal, opposed, 2-cylinder construc

tion by which they give two-cylinder per

formance at one—cylinder cost.

They makeavailable 5000 cubic inches of cool,

clean air per minute—enough to inflate an

average sized tire in two minutes.

General Pumps are

shipped complete, ready

for immediate use. Stan

dard equipment includes

special type V; horse

power G. E. ball bearing

motor with direct shaft

drive.

Distributors and Jobbers

General Air Pumps are

sold through exclusive

distributors or jobbers

in each territory.

lst that he buy oil.

Jobbers should get in

touch with us. If their

territory is open we can

make them a very ad

vantageous proposition.

Ask for a copy of “Low

Cost of Cool Air” with full

information about line.

UTILITIES SALES CORPORATION'

Sales Representatives: GENERAL UTILITY COMPANY

1324 Ogden Street, Philadelphia, U. S. A.

Suite 809 New Stock Exchange Bldg., Phila., U. S. A.

When writlng adVertisei-s please mention Motor World—it identifies you

  

Our Utility Model combines sn sir

compressor, sir tank and oil ser

vice. The presence of the oil ser

vice—Without a word trom you-—

automatically suggests to the motor

gp il‘i
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_ . Commercial Bodies
I

Atlanta Salt Lake City Jackson, Mich.

Minneapolis Kansas City Oklahoma City

Stockton Spokane Des Moines

Poughkcepsie Omaha Indianapolis

Baltimore L0! Angeles

Minot St. Louis

Columbus, Ohio Bioomington, lil.

Dallas New Orleans

Sioux Falls Denver

Faet org:

Freeportlll.

For Ford Ton Trucks

 

 

The outstanding advantage to Ford Dealers in handling

the Moline Line of Commercial Bodies for Ford Ton Trucks

and Model T Chassis, is that each sale brings in a substantial

net profit, with no further service to give.

The high quality and complete adaptability of the

Moline Bodies help sell the chassis and each yields a substan

tial profit. I

In actual instances many dealers have increased their

business 200 and even 300 per cent in one year.

Moline Commercial Bodies are built of the very best

materials. They are exceedingly strong and heavily ironed.

All panel bodies have heavy, durable automobile sheet steel

sides, insulated by corrugated rubber strips to prevent road

rumble.

No big stock to carry. Immediate delivery can be

made from 'the nearest one of 23 Moline Branches. This re

lieves dealer of carrying complete stock.

Get the complete catalog of Moline Line of Commercial

and Farm Bodies for Ford Ton Trucks and Model T Chassis.

We have an interesting proposition for

dealers. Write or wire for it today.

MOLINE PLOWCOMPANY

Moline, Illinois

BRANCHES AT

MOLINE‘NELOW co, MOLIE, ILL.

MANUFACTUQEIQS OF QUALITY FARM IMPLEMENTS SINCE |865

—

When writing“ advertisers please mention Motor \Vorld—it identifies you
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MILE/é 1

-1'i1~es
HE TIRES that never know when they

have had enough—Mileage. Users say:

“They surely are Mileage Hogs.”

For more than 21 years The Victor Rubber

Company of Springfield, Ohio, has manufac

tured rubber tires—their entire output being

consumed by a favored clientele. Increased

production now permits a much wider distri

bution of VICTOR TIRES to those who

count their tire cost by the mile.

DEALERS; Every VICTOR dealer

forms a link in the bond

of Mileage Service extending from the VIC

TOR factory to the user. To safeguard the

dealer and the user we authorize a

5,000 Mile Guarantee

The Minimum,

Not the Limit

Dealers will find the VICTOR

line a profitable one, both for

repeat business and for the lib

eral margin of profit on each

tire sold. Ask about our dealer

contract.

THE VICTOR

RUBBER COMPANY

Springfield, Ohio

  

MILEAGE
  

\\

 

lloch
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Show any customer how it works—right in

your store—and the sale is made.

Then he becomes a steady customer of

yours—for Patch-&—Heat Units to use with

this vulcanizer.

Dealers sold more than a million Shaler 5

Minute Vulcanizers last year—and over

ll,557,000 Patch-&-Heat Units. This is

repeat business — repeat profits —— that

comes to you without effort.

Every motorist should carry a Shaler 5

Every

Brings—Repeat Sale—Profits

'Sale

Minute Vulcanizer in his car for emergency

use.

On the road—in the garage—or anywhere,

it repairs tube punctures. cuts, etc., in 5

minutes—makes the tube as good as new,

without delay—without trouble or annoy

ance.

Uses the combination Patch-&-Heat Units

which include—the rubber patch—and the

solid chemical fuel that burns without

flame or blaze.

Our Big Advertising Campaign Makes It Eeasy to Sell

Just as you are now reading this ad, so Motorists will read the dominant, attention-compelling Full

Page Advertisements that will run throughout the entire spring and summer in Saturday Evening

Post, Leslie's Weekly, Literary Digest, Colliers. Popular Mechanics, and other national magazines—

all motorists' publications. and a large number of farm journals.

Get These Quick-Repeat Sales Profits—

Order from your jobber now or write for full description and discount sheet if you are not familiar with thu popular accessory.

C. A. Shaler Company, 428 Fourth St., Waupun, Wis., U. S.

Oldest and Largest Manufacturers of Vulcanizers in the ‘World

  

 

.iq

 

  

  

 

 

 

 

, j5, Minute Vulcanizer

A.
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ECAUSE they last longer

and require less attention

in use, Strom Bearings are now

considered standard equipment

wherever a shaft turns. By

keeping friction at the absolute

minimum they increase power

without increasing its cost.

Severest service has established

their quality beyond question.

U. S. Ball Bearing Mfg. Co.

(Conrad Patent Licensee)

Palmer Street and Kolmar Ave., Chicago, lllinois

i

W5

  

sARle
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FOR

FORDS'
Bumps—ruts. rocks—they don’t exist for the Ford owner with a set of Walker

Steelbiilt Shock Absorbers on his car. The perfection of operation of Steclbilt

Shock Absorbers paves the way for 0333', comfortable travel. A radical change

i? fogn (if tgonstruction—and conceded by thousands of Ford owners—a change

or e e or.

Walker Steelbilt double arm cantilever Shock Absorbers—multiply spring

strength—add to driving safety—increase riding ease beyond anything you

ever considered possible in a light weight car. '

They’re all steel—of greatest tensile strength—arms, rear perches, hooks,

bolts. Unbreakable. Lighter. More durable. More attractive in appear

ance. Long. lively, oil tempered wire spring pillows car against shocks

-—saves it from tearing strain. Cold rolled steel spring bolts

hardened—kept constantly lubricated with oilers. No side-sways. No

Jolting, jump-back-into-place. Just a smooth, slow. easy swing.

Least friction. Longest wear Most economical in cost.

For Ford touring car or roadster. Complete. Installed in few min

utes time by anyone. No holes to bore. Guaranteed satisfactory.

The. speediest seller on the shock absorber list—and the most

satisfactor .y . WALKER MFG.

' s COMPANY

33 Hamilton St.

‘ ‘ RACINE,

WIS.

  

SHOCK ABSORBERS

  

$ I.

l l

AUXILIARY

RADIUS RODS

FOR ‘

:FORDS .
PATENTED

  

F o

No. 701—Made of solid Y-in. steel

rods. Malleablc clamps. eight

12 lbs.

:'\

~
"

é" o

No. 7_02—Made of Ho. 1: Lin. J: 3/16

in. angle iron. Weight 8 lbs.

  

No. 703—Made of Lin. 1: l-in. x %-in.

angle iron. Jointed arms.

Weight 5 lbs.

  

No. 704—Made of tubing.56-in.

Malleable threaded clamp.

Weight 5 lbs.

One of the livest sellers

in the accessory line.

Manufacturing rights pro

tected by patents. Look out

for infringements. Be sure to

get Walker-made Rods. \

Walker Radius Rods

reinforce regular Ford

Radius Rod. Brace front

axle. Keep it straight. Pre

vent bending and breakage. At

tached immediately. No holes to _'

bore. Clamp to rear of regular ".

rod—fasten to axle—using regular ~,.

Ford Perch Bolt with exception

of No. 701—which clamps to front

axle.
-flft

Stocked by nearly all if

jobbers. If yours can’t sup— ‘_

ply you write us.

When writing advertisers please mention Motor World—it identifies you

__‘_-‘*.4



'42 MOTOR WORLD Junezt'm"

  

 

 

NGINEERING practice in

America has established the

ball bearing as an essential ;

in the best motor vehicles.

Based on competitive tests and

actual past experience the pref'

erence of engineers seems to be

focused on the New Departure

line of Double Row, Single Row,

Radax and Magneto Ball Bearings.

The “Ball Bearing Manual" is a new

booklet of special value to those interested

in bearing care and methods of assembly

THE NEW DEPARTURE MFG. CO.

Bristol, Conn.

451

  

  

   

 

S- -C ll ERASBESTOS BRAKE LlNlNG

Look for t h 0 se letters Trade Mark Registered U. 5. Patent Office

S~M—C ll f b klining. mg; 3.12.? m ° m e TRANSMISSION LINING

—the live dealer’s best bet.

SAFETY MADE CERTAIN
. _ cotton lining.

Safety for the motorist because S-M-C is depend

able in every emergency Made of the highest qual_ Not alone because it is absolutely chatterlcss.

ity BSbCSlOS CORIPBCUY wove" With fFiCtion Wire Not aIOnc because it is compactly woven like S-ll-C.

interwoven, ilk" -COmPr65_$cd to exact 5116 after be' then treated with a perfected compound which makes it

mg treated With the specnal S-M-C compound, mak- slip-proof, water-proof and oil-pr00f.

' 't l' - oof, h at- oof, ater- roof, oil- roof2:51 [83:011?n§fpr00f_ e pr w p p But also because our

Safety for the trade because the S-M-C proposi- I

tion is the most attractive in the brake lining , h I h f F d

field. A quality product building a satisfied mdUde.s the t rec proper “‘5‘ 5 or .or

transmission bands and all rivets required.
trade at an excellent profit. Because this B _ k h, h n _1

modern factory can make all widths up to six oxed m 3 P“ 38° w 1C 5"- 5 as @351? 33

a dependable spark plug—at a good profit
inches—meeting a demand generally hard

8 but.“

‘" 0. t0 fi Ihit]. ..

5588 Lena St..

Philadelphia. Pl.

  

 

Get our quantityfprl'cec—Hley will interest you.

smrmasros MFG. c .55“ new

Remember that Stay—it stands for Stability and

. Satisfaction.

I want your quan

tity prices on S-M-C

Brake Lining and Uni

verul Trnnnmlnnlon Lin

ing—particularly on your

Universal Ford Bet.

 

lune. . . . . . . . . . . . . 4 . . . . . . . . . . .

Md", _ ‘ _ _ _ A _ ‘ _ _ _ I __ The “Modern” Factory equipped to make all types
‘ I i I i I ' ' u of brake lining and all widths up to 6 inches,

my, _ . . . . . . . . . . . . . . . . . . . . . . .

State . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . _ _  

  

When writing advertisers please mention Motor World—it identifies you
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CONVERSE TIRES

stay sold

  

I

  

Wherever Converse Tires are sold they stay sold. They

are a permanent and profitable asset to any dealer.

Converse agents do much more than " just make a

living ”—they get ahead.

  

Imrs\“li\h/|ii/\\iil\‘;/l‘il‘rll“/lll'lMmMI

.[twil'l'jflkUIISQ/JMM11I8'11'\V.Z‘!\‘1'“ZN'IW..

  

Converse Tires have always commanded a premium price—

and this market is protected by confining agencies to just one dealer in

a neighborhood. It will pay you absolutely to be that dealer.

  

  

CONVERSE RUBBER SHOE COMPANY, Malden, Mass.

Service Branches
  

  

‘ 1III/II/'[Wtliifii‘ii'sii'fli"/0W

  

1NMW!1M:vaqu11mmIuIIuwIwI

  

 

 

  

 

New York: 142 DUANE ST. Chicago: 618 W. JACKSON BLVD.

EXCLUSIVE DISTRIBUTORS ' "3

The Potter Hoy Hardware Co., . . Bellefonte, Pa. I Stratton-Warren Hardware Co., . . Memphis, Tenn. ,2

Nash Hardware Co., . . ' . Fort Worth, Texas Win. Stockhofl‘, . . . . Louisville, Ky.F. P. May Hardware Co., . . Washin ton. D. C. I Stsuifer, Eshleman& Co.I . . . New Orleans,Ls. "'2

McGowin-Lyons Hardware & Supply Co., . obile, Ala. Failing, McCalman Co., . . Portland, Oregon. "2

Sloss and Brittain, . 55 Main St., San Francisco, Cal.zip/Alb?“inll‘m‘lmlvmw/NVIVHW’IYVl\"/l\'i/l\‘l/l\“/l\"/l\lV li'VlV'YlVV \“/l\“/I\"/l\“/ItVIYVNY“if“‘AYlKNi/Nl/lWKlYl/lW/IY‘m‘l/ml/Iii/NI I‘d/0V,

 

WAR RECORD Nor

MADE PUBLIC

The “Whitney” Special

Quality “Type M” Chains

made a great showing during the war years l9l 6-l 9i 7 and I9 l 8.

Our tests and demonstrations were made on prominent B-cyl

inder motors in service on a large number of cars owned in the

State of Connecticut.

During this long period not a single "Whitney" Chain or

Sprocket had to be replaced and the condition of every Drive

has been pronounced remarkable.

One Drive recently examined had given over 35,000 miles'

service and both Chains and Sprockets were in such perfect con

dition‘that they appeared good for more than double that record

(Sprockets having no adjustment).

The links of this SPECIAL CHAIN have finished faces and reamed holes. and the smooth faces

do not damage the Sprocket teeth.

The most startling feature in connection with this record is that the links were made of ordinary

carbon steel to demonstrate the value of our construction and Special features.

Our war contracts were such that we did not announce this SPECIAL CHAIN until after the

colossal conflict was over.

THE WHITNEY MFG. CO.

Hartford, Connecticut.
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. . Afar ofthomanyDODGE '

i ‘ Doalora who soil and fully

. endorse JohnsonAutomo

' bilo Locks.

, Llrrlo Rod. Arlmua-l.

I _. S. R. Thomas Auto Company.

Atlanta. Georgia.

I. W. Goldsmith Jr.-Crant Co.

Chicago. Illinois.

Daahioil Motor Company.

New Orleans, Louis-lanes.

Falrchild Motor Car Co.

Baltimore, blarylald,

Eastwick Motor Company.

Boston. Massachusetts,

“sash-w Motor Company.

Detroit. Mldllgon.

Thomas J. Doyia.

Mbmaapolb,MilIs.,Harvey E. Mack.

51. Louis, Missouri.

Tolo-Giliham M010! Cal Co.

Omaha. Nebraska.

O'Brien-Davis-Cosd.

Now York. N. Y..

Colt-Suntan Company

,' . Broollyrl, New Yorl.

Blahop-McCormki & Bishop.

’ ' Cleveland. Ohio.

. - -, Cleveland Cadillac Company

Cohmbsu. Ohio"

Ohio Auto Sales Company.

‘ Phlladalphia. I'm.

7 Thornton Puller Automobile

Company.

Plflsburg. Pa.,

‘ Hilnnd Automobile Company

Man-plus. Tonal-nos

Schlechi Motor Sales 00.

Dallas. Texas.

Trinity Motor Company.

Fort Worth. Texas

‘3'- : Cooke Boyd Motor Company.

, ' San Antonio. Texas,

_ ‘ A. E- Staacko Auto Company.

Future advertisements will an

. _ mnnee the names of many

‘ other prominent motor car

dealers who sell Johnson Locks

.- for Cadillac, Chandler. HUM!

" and other makes of cars.

 

 
,_ ...

The CHOICE of '
nent Dodge-Cadillac-Buick

and other Dealers.

JOHNSON AUTOMOBILE

LOCK

Endorsed by Underwriters.

This lock is the only gear-shifting lever lock

that positively locks the gears of cars at

neutral position. It is an exact duplicate of

the lever now on your car with the addition

of a theft proof yale locking device.

“It Lock the Gears”

It operates by forcing a plunger betwaen the

gear-shifting forks, and prevents the gears

rom engaging the transmission.

Made for these Cars

Chandler Oakland

lDodao Oldsmobllo

Ha noa Reamer

lilo inc-Knight Woatcott

Exclusive Distributors:

'l'iili EDWARDS SALES CO.

A Selling Corporation

St. Louis, U. S. A.

--.'- "--..,u.:_.:-; r 5,;

  

  
  

  

  

  

  

  

  

 
 

  

PERFECT

Protection.
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VU L C A N I Z E

It' Is Highly Profitable

Many repairshops are equipped with the Arthur Com

bination Tire apd Rubber-Footwear Vulcaniser. It

gives them the advantage of a large variety or repair

work which keeps the shop busy all the year round.

'Summer and Winter.

ARTHUR FOOTWEAR VULCANIZERS

\

No repairmop is complete without equipment for re

pairing rubber i'ootwear. The Arthur Footwear Vul

canizer proved its worth in the repairing or the rubber

boots and arcties in the American Salvage Plant or our

Army In France. It will do the same work in your

shop.

ARTHUR TIRE VULCANIZERS

Ars made either in combination with the Footwear

Vulcanizer or as separate units for tire repairs only.

Our experience has developed equipment or high

efficiency—hence the most profitable for you to use.

  

 

 

IIII

  
ll||11nl'u.llIII!ll1}"l“in.u."A“Lipiwiil[|||".1...""H"!||||I.

  

WATCH FOR OUR ANNOUNCEMENT

OF NEW MODELS lN 30 DAYS

Write for full inlormatlon and catalogue

THE ARTHUR VULCANIZING

MACHINE CO.

cmswou) STREET

  

.:Q@goo§

Moos if N 9 4

.mmg ui mill!" in llll HIMIMIMIWIMMMMHNIMMMMMMMMMMMMMMWWMMMWWWWWW
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BEST IN

ANNOUNCEMENT

The LIBERTY SPARK PLUG

was invented nearly three years

ago. Owing to the War, it was not

put on the market in quantities un

til now. \/Ve wish, at this time, to an

nounce that there is no better plug

on the market. It is a quality plug,

the best ever made. You will soon

be able to get LIBERTY PLUGS

from your Dealer or Jobber. Ask

for the original “LIBERTY”

(trade mark registered). If they

haven’t them yet—write us direct.

Ask for the “Dome Top”—y0u can

tell it on sight.

A SIZE FOR EVERY MOTOR

- - - I THE
BSMQZKI'O‘II, Price

The LIBERTY SPARK PLUG is the most attractive—the most efficient—the

Sells on eight—lasts the life of your motor

LIBERTY IGNITION. COMPANY, 107 Massachusetts Ave, Boston, Mass.

most durable Plug made.

uu

  

Ill] lll|l|

“st

    

  

l  

hill ‘lsl'lul'll‘lll'llllll

_ High Tension

l‘MGfiHOAl'MC/lfif/IT

.for FORDS

will;

      

  

  

  

Magneto ignition was a big factor in winning the war. On every road in France and on 5

stalling).

1790 Broadway

LIBERTY ‘
TRADE MARK REG.

SPARK PLUG

STONEINSULATOR

TIEIHSSSWS

Patent! U
Pending

I

  

Retail price, 825.00. _

.4 big moneymaker for live dealers. Write for Agency Proposition.

MAGNETO PARTS COMPANY

' every battle front, the magneto was standard equipment on trucks, tractors and tanks. 'i

The magneto increases power, speed and

flexrbility, saves gas, simplifies Wiring and

means easy starting and quick pick-up.

Magneto Attachment

\\'ith the lin‘EN, a novice can quickly install, in 30 minutes without -

special tools, an Eisemann, Bosch, Spiitdorf, Sims or any other standard >

ma neto on a Ford car. ‘

imple in construction.

ing, gears, spark advance rod, with all bolts and screws necessary for in

Attachment complete (magneto base, gear hous~

Liberal Trade Discounts.

New York

F

THE WORLD

NOTICE

The Liberty Insulator was perfected

from the ground up by an engineer who

(lid not guess or experiment thousands

of times. He found the only perfect

insulator material.

EUROPEAN STEATITE

Then—what is the only shape that

will stand the maximum pressure for

its size, and be practical and attrac

tive?

It was the answer to this question that

gave the world the LIBERTY DOME

TOP SPARK PLUG. A Dome or Ball

sliap’ed Insulator is the only one that

willdstand the pressure to make a Spark

Plug gastight, without 'breaking under

constant vibration. Standing 10 tons'

pressth in'a crush machine: 65.000 volts

at its \i'eakest point.

 

-0- '. f

this: $1.50
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Marvel Cy

linder Re

llorlnx Mn- '

vhlne Y0. 5

A MARVEL CYLINDER RE-BORING

MACHINE NO. 5

Multiplies Your Man

Power

After the MARVEL N0. 5 is set, the operator

can attend to other work, as the MARVEL No. 5

has an Automatic Feed Release—it stops where

it is set to stop.

The MARVEL No. 5 is power driven, automatic,

efficient, substantial, and is easily operated.

The MARVEL N0. 5 is speedy and handles any

Gas Engine from a Motorcycle to a Tractor.

At no season of the year is the need of a MARVEL

No. 5 greater than in the summer time—

When speed, quick service, accurate, careful work

is required—when the car is on the “GO” and the

owner wants to keep it going.

pays a handsome profit if done on a MARVEL N0. 5.

There is no class of work brought to your shop

that pays better—there is an endless, and an ever

increasing, amount of cylinder re-boring waiting

for the man who goes after it.

  

your shop at. once to . _ [maEqui

get t is business—be in posi

tion to Re-Bore Gas Engine

Cylinders and fit them with

MARCO OVERSIZE PISTONS

Write to-day for our proposition. You’ll find it

mighty interesting to read about—and mighty

profitable to accept.

MARVEL MACHINERY COMPANY

  

 
 

  

Probably the best all-round wrench set ever

assembled. Ten of Williams’ Superior Drop

Forged Wrcnrhrs in a durable cam-'0: roll.

Williams ’ Wrenches

in Sets

ANY desirable assortmeiits of our Superior

_ Drop-Forged Wrenches, with openings milled

to U. S. and S. A. E. Standards, are packed in

serviceable canvas rolls, assuring economy, con

venience and neatness. Remember, we make and

carry regularly 40 standard patterns of \Vrenches

in about 1000 sizes, with openings from 3/16 to

7%" :—something Standard for every wrench need.

Booklet. describing our Wrench Sets, sent on

request.

J. H. WILLIAMS @- CO.

“ The Wrench People"

29 50. Clinton St., Chicago, Ill. 29 Richard: St., Brooklyn, N. Y.

 

 

 

 

  

 
 

Dumpleio

Auiomailc

Compressor

Unll

GLOBE TYPE B—Original Two-Stage Garage

Compressor. Saves power, time and money.

WONDERFUL new system of AUTOMATIC

LUBRICATION insures Oil-Free Air, provides

abundant and continuous lubrication and wastes

NOT AN OUNCE of lubricant.

Automatic Pressure Unloader protects belts.

fuses and motors.

15 Sizes and Styles of LAST WORD Equip

ments from which to select.

Desk F.

Globe Manufacturing Co., Battle Creek, Mich. U- 5- A

 
 

i313 South Third Street. Minneapolis. Minn.

In writing use address in l‘uli—it expedltvn delivery.

When writing advertisers please mention Motor World—it identifies you
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Make This Profit Yourself

_ Rebore Cylinders in your own Garage. Keep this profitable

business to yourself instead of sending motors back to the factory.

You can rebore a cylinder on any motor in twenty minutes or less

‘ with a Universal Cylinder Reboring Tool—and do a perfect job.

The tool is adjustable—you can make a cut of one or thirty-one

one-thousandths of an inch in a single operation.

There is nothing complicated about it. You simply set the cut

ters, clamp the heavy base on the motor cylinder and bore the

cylinder by hand or under a drill press—the tool centers itself.

Manufacturers of the finest motors who have tested out this tool

use it and have adopted it as standard for their equipment

Reboring cylinders with a Universal Cylinder Reboring Tool

is profitable.

See Current Issue Automobile Trade Trade Directory for list

of jobbers carrying stock.

Write for Calalog. Mailed Prompt/y on Requesl

THE UNIVERSAL TOOL COMPANY, Inc

DETROIT, MICHIGAN435 WOODWARD AVE.

Light in Weight— Dependable

in Quality M Non-Cracking

Non-Blister ngw—

Dridek Is Made to Satisfy

Send [0 Def”. I) for Sample: and l’rirr's

L. J. MUTTY COMPANY

BOSTON, MASS.

\Vhen writing advertisers please mention Motor World—it identifies you
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lil..\.\'1lX 20-L

The finest Automobile \Vurn

ing Signal made. Penetrat

ing tone. distincln'e‘construc

lion. Needs practically no

attention whatever.

$27-75

The Klaxon 'repu

tation of quality

Warning Signals

helps ease the way

for‘continual sales.

_ iii/Bum -‘

“nu Li-itm

  

KLAXDN
Comparg .~ May

Motor Equipment Division. Who/trait Uwuion.

Detroit, Mich. Newark, N. J.
    

 
 

  

  

  

  

Detachable

Olamnow Head

inefficient. Ford

Brazed Radius Rods

FORD DEALERS—Replace them with the (as! selling J. C. M. Radius

Rods. These are nor. brazed. The head end: are firmly clamped in our

patented socket. The illustration shows the arranaemem. The axis or

stud end! are attached to the tubes by a patented process. Note the bent

ends. The I. C. M. rods are rim. 0! all stronger than the ordinary ones.

but most important.

J. C. M. RADIUS RODS
Can be quickly replaced by the owner on the road or elsewhere in rue -.

a buckle or break. The clamping joint does the work. Provision is aha

made in this Joint for permanent lubrication to prevent the squeak.

This is the most useful l-‘ord improvement ever made. The J. C. M. rods

will sell on sight. Every Ford owner who has had trouble in this way

will buy them. You can also build a big track in the auxiliary rod shown

below. It kills steering wheel oscillation. Get our liberal dealer oii’er.

JERSEY CITY MACHINE CO.

"5 Plymouth Street Jersey City, N. J.

  

  

' Weldlen
L “$34” Detachable arm: connection

Hood b \

 
 

  

1501 Michigan Ave.

I—lI

 

 

  

Ill

Raceabout Body for Fords

Here is a body that is absolutely the classiest, most sub

stantial and fastest seller on the market. The Remo stands

in a. class by itself when it comes to looks and durability.

Extremely easy to attach. No disappointments for the buyer.

Satisfaction is built right into it.

Model "SS" is the very'latest—up-to-the-minute in design

and built {or long. hard service.

Dealers

Some good territory still open. Look over the following

description. This is a product that will make big money for

every aggressive dealer.

The big feature of REMO Mo-iel "SS" is the mounting.

All red tape in attaching to the chassis is done away with.

No change in dash. No block needed for lowering steering

post. Everything complete and ready to slip on like a

regular Ford body.

Wind shield is ventilating and adjustable. Top is military

style—~made of mohair complete with side curtains.

Write for sale: proposition.

AUTO REMODELING CO.

Chicago, U. S. A.
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Pyramid Brushes
  

Trade Mark

FOR AUTOMOBILE

Starting and Lighting Outfits

Fussing around in a hit—or-miss fashion try—

ing to fit the proper brush on a starting motor

or lighting generator is misdirected energy.

Get' a stock of Pyramid Brushes and eliminate

all uncertainty in brush replacements.

Accessory dealers and garage men are report

ing a big sale of these brushes and are making

a neat profit.

lVritc for catalolgr N0. 36

National Carbon C0., Inc.

Cleveland, Ohio.
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DEALERS! GARAGE MEN!

REPAIR MEN!

‘ LOOK!
  

LE BRON ELECTRIC BUFFING AND GRINDING

MACHINE

CONNECTED TO AIR OUTFIT IF DESIRED

Jult what you’ve been looking tor.

'l'he molt compact, emotent outfit ever

defined for garage-Ind repolrmen.

I. 8 and 5 H.P., any voltage, motor.

llotor in dust proof and run. on ball

bearing-
THEY’RE GOING FAST! GET vYOURS NOW!

DEALERS: WRITE FOR LIBERAL PROPOSITION

LE BRON ELECTRICAL WORKS

am So. 12th s:., OMAHA, NEB.

 

   

 

  

m.

:S'lzoupalig

The Only Automatic All Size Positive Alignment

and Measured Delivery Manifolding Devices

Your Success

in the

Automotive Industry

Does not depend alone upon the

amount of business you do, but also

upon the securing of proper returns.

This is accomplished by absolutely

controlling your business activities

from a central point—one of the

fundamentals of business efficiency.

DISCARD GUESSWORK

SUBSTITUTE SYSTEM

It will assure you financial returns

compatible with the amount of busi

ness done and incidentally please

your customers.

Write and let us give you the details of

“Shouperior Systems.”

Time-Saving, Error-Correcting,

Falsification-Preventing

Now used by firms of national importance. More com

plete information and names of users at your command

for the asking.

” Autographic

Register Go.

Hoboken,

N. J. .
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Fits into place with

out_ removing the

engine or drilling a

single l'mlev

Supports and holds

the crankcase better

and more securely

and reinforces the

original Ford arm.

 

  

 

With Speed and Dispatch

You can easily and quickly reinforce the

supporting arm of your Ford crank case by

fitting the Goodrich Repair Arm over it.

it will greatly strengthen the regular Ford

arm. it supports and braces the frame,

making the crank-case firm and safe against

damages permanently. _

Or, if the supporting arm is broken, it can

be repaired in fifteen minutes with the

Goodrich Repair Arm.

You don't remove the engine, you don't

drill a single hole. it's all ready to attach

by Just unscrewing three bolts, and putting

them back again.

Don't wait for trouble. Get a Goodrich

Repair Arm now. lt fits all models of

Fords. List price $1.25.

GOODRICH-LENHART MFG. CO.

 

SLY |
INTER GEABLE

il' I NYC D

  

The NEW

ERA CRADLE

ior_the care oi‘theltirefand

the‘conveniencepi the driver. .

The NEW ERA Cradle is a popular priced, well-made

Carrier.

Made to accommodate a 30 x 3%" plain or non-skid tire.

A double cradle will carry two spare tires and their rims.

inflated, and the rear cradle is provided with accom

modation for lamps and license.

All Cradle Carriers are built to take a. lock.

PREVENT TIRE THEFT—PROVIDE TIRE SECURITY

and ADD TO THE CONVENIENCE of YOUR SPARE

TIRE EQUIPMENT.

Write us for full information on NEW ERA“Better"Sprlng

Bumpers for all makes 01' cars~“Better" Tire Carriers

—“Better" Springs—or nearest jobber's address.

New Era Spring & Specialty Co.

1179 Hamilton Ave.

GRAND RAPIDS, MICHIGAN

  

.R\

 
 

 
 

  

 

 

  

  

 

 

  

  

Here’s a One-Man Dump Body Ford

Dealers Will Appreciate

Easily installed on a Ford Truck or any other chassis.

One man from the driver's seat can dump load with

one hand.

The dumping mechanism is wonderfully simple. At

tracts interest at sight.

The rear gate operates automatically, opening as the

body is tipped up, closing securely when it is lowered.

A specially attractive feature of our special body for

Fords is that the top of the body is only 4’ 10" from the

ground. This saves time and labor in loading wath

shovels.

A blacksmith can make any repair it will need.

Ford Body, complete, $200.00. Bodies for other trucks.

$200.00 to $275.00 F. O. B. Roanoke. Va.

State make of truck in order.

Agents wanted in open territory

JENNINGS AUTOMATIC DUMP BODY. Inc.

Roanoke, Va.

New England and Middle States will be handled by

Columbia Wagon Co., Columbia. Pa.

After the first law

[set no efiort to re

quired to move

lover (a retain?

and lowering body.

 
 

419 Widener Bldg., Philadelphia, Pa.

Factory I

Hamburg, Pa.

DEALERS: Thousands

oi Ford ownora are

oin to need the

5“ rich Repair Arm

this year. Jobbera,

dealers and rapalrmen

cannot afford to be

without it

When writing advertisers please mention Motor World—it identifies you
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To Car

Manufacturers

The Benedict Universal

Jack should be speci

fied as standard equip

ment on your product.

Its strong features of

design make it best

adapted to meet the re

quirements of owners.

This jack is the most

powerful, size and

weight considered. It

is the quickest and

It is a model of strength, en

 

easiest operated.

durance and correct mechanical design.

The Benedict Universal Jack

Is of the worm-drive

ball bearing type. All

 
 

 

working parts are built

of best steel (worm

drive case hardened).

The long handle per

mits the jack to be

used under any part of

the _car without the

necessity of the operator’s

stoopmg or crawling.

Let us sendyou In" descrip

h've matter, prices and

discounts.

NAT ONAL MACHINE CO.

Brnttleboro, Vermont
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, 000 to 3,000 it”

Is a Frequent Record

WINEHART Id e sl

Tires will give your

customers mileage they

have never known before.

Scores of users will confirm

the statement that they are

securing 25,000 to 30,000

miles of service—frequently

under the most severe con

ditions.

Their extra hei ht means greater

volume of ru ber with no

cushion, better shock-absorbing

qualities and increased capacity.

Write us for list of users.

Dealers—We hm

loml opus toni

tor!

  

  

Swinehart

Tire 8:

Rubber

Co. '

IDEAL TRUCK TIRES
filmllllllliflllflillllfllllllill||1|IIlIII|IIlIllllll|ll|||llIlIlllllllllII|illllllll||llIlilIIIlllI|lI|lIll||ll|||lllll|i|Illlllilllllilllllllllllllillliililllllllllfllillfllllll
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MOTOR OVERHEATING

IS A GRAVE DANGER

The cause, low water, ls hidden. The effects, burnt

bearings, cracked cylinders with consequent loss of time

and money, are most serious.

Motalarm tells when the water reaches the danger point.

It is a steam siren operating only when the water gets

below one inch from the bottom of the tank. and it keeps

telling you until you fill your radiator.

MOTALARM
Motalarm is a 24-hour danger signal. Day and night it

stands watch, giving a loud imperative warning note

when overheating threatens—with a 30 miles margin of

safety to go.

Motaiarm Is also a water cautle- The tube, coated with

a specially prepared paint (which causes the water to

adhere). shows the depth of water by simply lifting it

from the tank.

This signal cannot mislead. Radiator cap leak cannot

affect it. External conditions of extreme heat and cold

have no effect on it. It must tell the truth.

DEALERS—This is a rare opportunity to run into big

sales and splendid profits. The price, 83. appeals. Every

car, truck and tractor owner will see the big factor of

safety offered at this reasonable price. Write for our

splendid offer.

JOBBERS—Motalarm is a live stock item.

to you is liberal. Write for it.

THE MOTALARM CORP.

Licensees Nolan Patent

Executive Offices: 177_7 Broadway

New York

Our sales plan

  

 

 

 

You Don’t Have to Watch It
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The Profits You Are Losing
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STAHL "RECTIFIER

20% to 25% Lower in Price

than Motor Generator Set of Same Capacity

Is the most flexible charging outfit ever marketed. Any

combination of batteries from 18 to 33 cells can be

charged on each circuit. Because of an independent reg

On Distilled Water

WHY pay good money to some one

else for distilled water? Produce all

you want.yourself, at only 1%c a gallon

with the

BARNSTEAD

WATER STILL

SO pure is the yield of the Barnstead Water

Still that analysis shows but 1 part mineral mat

ter to a million. What better could be desired?

That’s just the kind of distilled water the Barnstead

Still will produce for you. Why not install one?

The money you pay out now to someone else's

benefit will quickly pay for the Still and, after that.

every cent saved is clear gain.

The Barnstead operates on electricity, kerosene.

gasoline, or steam. Automatic operation—no atten

tion needed when running. Every still tested be

fore leaving factory. We lkve Stills that meet

your requirements. Think this over and ask us to

 
 

ulator for each circuit, these

three circuits can be charged at

any rate from 4 to 12 amperes.

One circuit can be charging one

line of batteries at a rate of IO

amperes; another circuit can be

charging at a rate of only 5 am

peres; while the third circuit can

be charging at an entirely dif

ferent rate—all three operating

at the same time.

90% Efficient

Under Full Load

Complete with switchboard,volt

meter, ammetcrs and voltage

regulators, all ready to connect

up to main line and batteries.

Can be set out of the way. Re

quires space only 22 inches

square and 5% feet high.

\Ve make charging apparatus of

various capacities. \Vrite for

catalog and state what your ex—

act requirements are.

STAHL RECTIFIER CO.

1405 West Jackson Blvd., Chicago, I".

  

 
 

Removed

 
 

send our illustrated booklet.

  

BARNSTEAD STILL

& STERILIZER CO.

5 LANFSVILLE TERRACE, FORBT HILLS,

BOSTON, MASS.

189 WEST MADISON STREET, CHICAGO, ILL.

Barnstead

Stills are

made in sizes

to produce

one-half gal

lon per hour

up of distill

ed water. A

still contain

ing one-half

gallon ca

pacity costs

$18.70 and

will last in

definitely.

 

 

 

  

O MOTORIST who

values freedom from

blowout: and long life of

tires should be without

one. You may think

you can guess your tire

inflation “near enoug "

but you can’t.

“Near enough" pressure

means “near enough"

mileage. Measure your

air pressure with

a Twitchell gauge and

get MAXIMUM mileage.

 

 

At your dealer. or

The Twitchell Gauze Co.

151‘ South Wabalh

  

  

  

AVIDuo

CHICAGO
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@ledam'EIGHT

INIMITABLE NEW BODY CONCEPTIONS

UNPARALLELED RIDING COMFORT

For years, the original creations offered by Cole have

determined the subsequent trend of motor car design.

And each succeeding season, their early appearance

has given Cole dealers a striking advantage when buy

ing begins. The complete line of exclusive, new (‘ole

cAero-EIGHT all-season cars will be ready at

the usual early date this year.

 

All prices are guaranteed against reduction during 1919

 
 

Cole Motor Car Company, Indianapolis, U. S. A.

k J
v
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BIG PQWRSARK PLUG
. - L~ ll‘0" _

  

Tractor Special

Big Stone Insulator

Practically unbreakable —- heat-proof —— oil-proof -— trouble-proof

-—compression-tight. Equipped with BlG Power—oversize

electrodes of extra heavy wire—designed specially to ignite low

grade Oils that have a tendency to slow, lazy ignition.

The NATlONAL Tractor Special—designed to meet the require

ments of tractors and high-compression stationary engines—is a

BIG Power, sturdy, oversize, dependable plug that stands up

under heavy-duty requirements and is unequaled for durability, ‘

steady service and economy of fuel.

NATIONAL Spark Plugs are made in all sizes——to fit any motor

“for every requirement of air. land and water service. Every

plug is assembled by hand, carefully inspected and rigidly ie:l(d.

Ask your dealer or write for Descriptive Booklet

Prices. Standard sizes for NATIONAL SPARK Rockford, Ill. ‘

 

automobiles. etc.. $l each;
Tractor Special, $2 each. New York “ittsburgh Atlanta San Francisco Dellu Tulse.Olr.le.

Export Department: WERNER & BUTTS. 336 Whitehall Bldg.. New York, U. S. A. ‘
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